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Unbelievable Time and Labor Savings-- 


a Profit \ to You!! 


The 
N E W 


BEAVER 
“Speed- 
TT a 
Abrasive 
Cut-off 
Machine 
No. 20 





4 
NOTE THESE TREMENDOUS TIME SAVINGS! 


SIZE MATERIAL CUTTING TIME 


az Stee! Pipe 5 Seconds 
4” Cast Iron Soil Pipe 6 Seconds 
6” Stee! Pipe 40 Seconds 
2” Cold Rolled Steel 20 Seconds 
4x4x3/8” Steel Angle 12 Seconds 
4” Steel Channel 10 Seconds 
: Galvanized Pipe 5 Seconds 


CAPACITY 


No. 20 with 20” wheel . « 6” pipe; 2!” solid stock 
B E 'y J E R No. 14 with 14” wheel . . . 4” pipe; 2 ” solid stock 
© ONE MAN CAN CUT MATERIAL FOR A LARGE CREW OF MEN! 


P I P OOoOL s No. 20 Priced at $697.50 No. 14 Priced at $425.00 


216-300 DANA AVENUE © WARREN, OHIO, U. S. A. 
"SS Years of Highest Quality” WRITE TODAY for Bulletin N 


on Beaver's w Abrasive 
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POTENTIALS & TRAINING, INQUIL 
RIES CONTESTS 


IERRITORIES 
> —_ 


~The mutuality of sales ef 
fort is the kevstone of the 
manufacturer - distributor 
relationship. The various 
phases that make up this 
joint interest are discussed 
in the section that starts 








clements are of 
importan The 
1 beginning on page 
deals with them 
m the definition stage 
ih the  sctting-up 
ind into the actual 

, tare 


on page 108 


rkir 


MANUFACTURERS’ 
REPRESENTATION 


i S 
Why de manufacturers 
mph frall tune sales 
men’ And why do distrib 
utors praise most repr 
sentatives but tell others 
t stay out of my office 
The echon on pag 12 


the answers 


ADVERTISING & 
PROMOTION 








Most manufacturers and 
distributors agree that 
management planning 
and not larger cash out 
lay, is the real need. You'll 
find out the “why” and 
also the “how” by turning 
to page 116 





DISTRIBUTORS 
INVENTORY 


ae 


Readiness of both the 
manufacturer and the di 
tributor to discuss the 
stock problem freely indi 
cates that the gap may be 
closing. This section, page 
124, explores the possi 
bilities for real harmony 
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WHY HOLO-KROME DOWEL PINS ARE BLACK 


That black lustre finish on all 


Holo-Krome Dowel Pins is a double benefit 
to you ... at no extra cost! 

It retards corrosion and rusting 

of the highly polished surface . . . and the 
black finish acts as a lubricant. 

With H-K Dowel Pins, driving is easier 
and there’s less chance of seriously 
scoring the pin and mating parts. 

For dowel pins with extras . . . for 

dowel pins individually inspected .. . 
the name to remember is HOLO-KROME. 





H< .. . First with 
Altech «=—lsd |: MEO LO- KROME 


HOLO-KROME SCREW CORP. «© HARTFORD 10, CONN., U.S.A. 
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Installation of Spray 
Nozzles is Economical 


One of the most efficient methods 
known for spraying, cleaning or 
washing all kinds of materials, 
screens, fruits and vegetables is 
the use of Link-Belt non-clogging 
spray nozzles. Merely drill a hole 
in the pipe . . . position the de- 
flectors at desired spray locations 

tighten two nuts. No welding 

no special tapping 

These simple, effective spray 
nozzles are made in six standard 
sizes, for assembly on 1, 1%, 
114, 2, 2% and 3-in. pipe. Com- 
plete installation instructions are 
contained in Folder 2386 


Use Link-Belt Collars 
For Shaft Positioning 








Stee! collar 


| Solid malleable 
| iron collar 


Split malleable 
iron coller 








Link-Belt collars axially position 
shafts by locating them against 
the faced ends of plain bearings 
Steel collars, for use where space 
is limited, are made from cold 
rolled steel bars and are finished 
on all surfaces. Strong, light- 
weight malleable iron collars re- 
sist corrosion. Bores and faces are 
accurately machined 





LINK-BELT COMPANY 
Plants in 

Indianapolis * Philadelphia 
Chicago + Atlanta « Colmar 
Pa. - Houston « Minneapo 
lis * Sam Francisco + Los 
Angeles + Seattle 13.923 

Offices in Principal Cities 

















MM) 


Link-Belt Roller Chain Combines Precision 
With High Strength for Drives, Conveyors 


Six soybean meal conveyors receive steady 


power through Link-Belt Roller Chain 


Because Link-Belt Precision Steel 
Roller Chain combines both pos- 
itive action and stamina, it per- 
forms dependa- 

*% Sales bly in a wide 
variety of drive 

Meeting 304 aameion 
ia Priat functions. In 
fact, even in the 

broad Link-Belt chain line pre 
cision steel roller chain is the 
predominant choice for a broad 
range of requirements 
Principal reasons for its out- 


standing performance are impor 
tant manufacturing extras for 
which it is famous—shot-peened 
rollers, lock-type bushings, pre 
stressed multiple widths and 
careful heat-treat control. Trans 
lated into terms of service, these 
features provide a positive drive 
without chance for slip, regard 
less of temperature or atmos- 
pheric conditions. There is no 
power loss 

Link-Belt Roller Chain is equa! 
ly effective on drives from frac 





Eight Basic Types Cover Wide Range of 
Babbitted and Bronze Bearing Applications 


When shaft support jobs call for 
babbitted or bronze bearing 
blocks, the complete Link-Belr 
line of eight basic types assures 
the right answers. The blocks in 
solid or split housings are availa 
ble for light, medium and heavy 
service 

This streamlined line brings 
new efficiency to any application 
Take the housings, for example 
Alignment is speeded because 
the housing base is ground for 


uniform backing and bole 
holes are clongated. The area 
around the top of the bolt holes 
is a true, smooth surface for 
proper seating of nuts 

Ordering and identification 
are easy. Recessed decals provide 
quick identity by serial number 
and sizes. And Link-Belt bearing 
blocks are protected to reach the 
user in factory-finish condition 

Folder 2387 has full data on 
these babbitted and bronze blocks 
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Flat-top roller chain is 


used on capping machine 


tional up to 3000 hp. It's revers! 
ble—can be run on either side 

For conveying purposes, roller 
chains are available with a broad 
selection of attachments for eco 
nomical adaptation. Long life in 
such service is assured by medium 
catbon alloy steel sidebars, heat 
treated to resist wear and shock 
loads 

Book 2457 contains all the 
engineering detail necessary to 
select Link-Belt Roller Chain for 
exact needs 
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The Cover 


All roads may lead to Rome, but we've 
mapped out one for you that will lead to 
good manufacturer-distributor relations. 
We've also set up five guideposts on the 
way to make the route clear and easy to 
travel. To begin, just teke the first turn 


to page 97, 
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\ , 
FESSIONAL 
PR TO oO 


EVERY TYPE AND SIZE FOR MORE SALES! 


Long, short or special 
types — you'll find 
them all among the 


great many models 


made by PROTO. 
am, 


Only in PROTO plastic-handle screwdrivers do your customers 
get handles shaped to fit the hand — providing a strong grip. They 
have large palm diameter, smaller diameter for little finger, dome 
top, thumb and forefinger thrust grooves, deep flutes and smooth 
lines. Popular, too, are PROTO’s wood-handle screwdrivers — noted 
for their power-grip handle and steel cap. For more drive and 
bigger profits, be sure you have a complete stock! 
Send for catalog of entire line to . > 4 
Give your work we | 


PLOMB TOOL COMPANY the PROfessional \ 
TOuch” “J 


2215G Santa Fe Ave., Los Angeles 54, at iw “oD ya 
r pte o ee al A 


Eastern Warehouse & Factory 
Jamestown, N.Y 


Canadian Factory 


London, Ont 
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PRODUCT ROBE CE: 


TAPER:LOCK 


REBORING! 


anf KEYSEA TING! 
| a NO MACHINING! 


- OFF THE SHEL 


Right off your shelf Taper-Lock Sprockets are ready THERE'S ONLY ONE TAPER-LOCE, 
for your customer's shafts. That's time-saving, cost- HEE BUSHING THAT MOSES NESHE 
saving news to users of chain drives—it's sales- 


making, profit-building news to you. The strong sales appeal in this Dodge development 
own making sprockets an ‘off-the-shelf’ product is proved by the more than 2,000,000 Taper-Lock 


e helps put money in your pocket. Customers products now in use—in sprockets, sheaves, cou- 

ma y standardize on these sprockets which require plings and conveyor pulleys. 
no reboring, no keyseating, no machining—and on 
the Taper-Lock bushings which hold them to the 
shafts with the firmness of a shrunk-on fit, yet come 
off easily. 

Ads in leading industrial publications are telling 
this impressive story. Keep your stocks complete and 
cash in on this new sales opportunity. 
DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, ind. 

of Mishawaka, Ind 


The Tranemissionecer is featured in over 7,000,000 Dodge ads in 
leadiag industrial publications thie year. In each ad p 

ate adviced to ‘call the Transmissioneser, your local Dodge 
Distributes.” 
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Virginian gives lowdown on Southern 


price pressure; industrial distributors re- 


port on analysis of territorial potential 





Soutu ATLANTIC 
Accent on Price 


There have been several editorial 
mentions of the low average gross 
margins of distributors along the 
Atlantic seaboard and, I believe, 
some comparison of these figures 
were made with the gross margins 
earned by New England distribu- 
tors. There was some comment 
made about Yankee distributors 
being able to hold on to wh 
they've got a little closer. Thé in- 
ference was that the boys along the 
South Atlantic were giving theirs 
away. But maybe you might be a 
little unfair to the Southerners. 
Perhaps competition among them 
gets a little rough at times, but I 
don’t think the entire blame should 
be dumped on their shoulders. 
Here's the type of thing I mean. 

In a recent address before a meet- 
ing of the Carolinas-Virginia Pur- 
chasing Agents Association held at 
Charleston, S. C., in March, the 
assistant purchasing agent of a well- 
known southern firm made some 
remarks in which I was very much 
His subject was about 
saving money on purchases of 
“little things” which turned out to 
be maintenance, operating and 
repair supplies for branches and 
field personnel. You can guess that 
considerable of the material he was 
talking about came from industrial 
distributors 

You know, many a speaker tells 
you more sometimes than he actu- 
ally says in words. Omissions may 
speak volumes and some of the 
omissions in this talk were signif 
And one of the significant 
omissions in this talk dealt with 
the selection of supply sources for 
permanent operating bases. 

He said, “In the case of our per 


interested 


icant 








Contaisutions to “You Safa It” 
are welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speak up with your ideas. 
Let’s have "em 

Just send your letter to the 
Eprror, Inpustaiat Distaisvtion, 
330 West 42nd St., New York 36, 
N.Y 

The Editors. 











manent operating bases, most of 
the blanket order supplicrs have 
been serving us for a long time, and 
interviews and correspondence have 
established a level of price and 
service as good as we think we can 
get under the circumstances.” He 
omitted to elaborate on “circum 
stances” which would have shed 
considerable light on why he men- 
tioned “price” first and “service” 
second. My own idea is that he 
puts price as top consideration. 
This impression was strengthened 
when the speaker went on to 
describe selection of supply sources 
on major construction projects: “A 
buyer from the purchasing depart- 
ment makes the round of suppliers 
in towns near the site and tries to 
secure a favorable price and service 
level.” And, summarizing, the 
speaker said, “The nut of this prob- 
lem is the fact that .. . a part of 
the purchasing dollar is spent by 
personnel other than those expert 
in purchasing. The requirement in 
the field will always be with you 
It can be minimized, but not climi 
nated. However small, it is still 
part of the purchasing dollar, and 
therefore our responsibility to see 
if we can save a piece of it.” 
Again the omission in this con- 
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Industrial Distribution 


You Said It 





clusion is significant and the omis 
sion I am referring to is the “value 
of service” which is being bought 
with the “however small part of the 
purchasing dollar.” Is my impres- 
sion that price consideration is par- 
amount with this P. A., and a lot of 
others, far off base? 

Naturally, any distributor likes to 
save money for his customers 
through product application ideas, 
new products, emergency service, 
if appreciation of this service is 
made tangible through orders. Is it 
also necessary, as the above pur 
chasing agent implies, for the dis 
tributor to reach into his own 
pocket to save customers money? 

By way of contrast, let me report 
on the cost reduction clinics held 
for suppliers by Westinghouse 
recently. The company gathered 
its suppliers at its plants to show 
them how the products they sold 
were applied by Westinghouse and 
asked for ideas on saving costs 

“It all boils down to this, said a 
Westinghouse man, “You are th 
experts in your field. Our efforts 
are spread over the entire field of 
known material. You, who gener 
ally are concerned with only a limi 
ted field, are certainly in a far better 
position to evaluate the merits of 
new developments in your particu 
lar field. This, then is our proposi 
tion. An investment of time and 
money by the company you repre 
sent can bring rich dividends in the 
opportunity to get a larger share of 
the millions we will spend annually 
for products and services. We are 
willing to be shown the better. the 
easier, or the less expensive wav. If 
you can show us how to reduce 
without sacrificing the 


von are 


our costs 
auality of our products. 
the one we want to do business with 


(Continued on page 10) 














150 Lb. S.P. 
300 Lb. W.O.G. 


SEATS AND DISCS 





BRINALLOY: 
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WIN NEW BUSINESS WITH 


600 «« 


A BOSTON DISTRIBUTOR, making calls with the LQ 600, sold 23 new accounts that had 
not previously bought any products from the company. Another Lunkenheimer dis- 
tributor landed 17 new accounts in a single week” by aggressively promoting and 


selling the LQ 600 Valve. Dozens of other distributor salesmen over the country report 


they have been selling LQ 600 to plants they thought were “standardized” on other 


valves. Don’t miss this chance to open new accounts . . . reach new customers .. . 
widen your distribution! LQ600 is the greatest business-building opportunity offered 


to industrial distributors in years! 


We have more than doubled our production rate on LQ 600 
Valves since they were introduced. We are increasing this 


A NOTE ON production still more, as rapidly as our high standards of 
quality will permit. We appreciate your enthusiasm and 


DELIVERIES your patience. Our deliveries have been stepped up, and 
you will soon be able to maintain adequate shelf stocks. 


The Lunkenheimer Company, Box 360, Cincinnati 14, Ohio. 


HEIMER <i. 


STEEL 
NAME IN VALVES pvc 
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SKUL. . . another great 


toolmaker who puts Supreme Chucks “up fron 


to assure finer performance 


Skil Portable Tools are produced 
with the sincere intention of giving 
America’s tool buyers the finest 
performance qualities possible. 
With this in mind, the management 
has elected to equip more and more 
of their output with Supreme 
Brand Chucks. 

Skil, like other power tool mak- 
ers, have found that they have a 


SUPREME PRODUCTS, INC. 


10 


2222 S$. CALUMET AVE., CHICAGO 


finer product to sell when there’ 
a Supreme Chuck up front. Tool 
buyers everywhere will do well to 
follow the leaders and specify Su- 
preme on new tools— insist cn them 
for all replacement use. 

An industrial distributor near you 
can give you the full story on extra 
quality Supreme Brand Chucks. 


16, ME, 
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You Said It 


(Starts on page 7 





.. . Any lessening of unit cost on 
your part will be more than offset 
by increased volume in orders. This 
is, and will continue to be, our pur- 
chasing policy.” 

There you have it. The Southern 
firm shopping around for “price 
and service levels as good as we can 
get under the circumstances” and 
the big buyer shopping around for 
“ideas.” 

It all suggests that maybe the 
pressure on Southern industrial dis- 
tributors is far greater than figures 
could ever show. It could be. 

Vircinia DisrripuTor 


Estimating Potentials 


eIn preparing the special Sep- 
tember issue on Manufacturer- 
Distributor Relations, we asked dis- 
tributors what they did in the matter 
of analyzing their own territorial 
potentials. The answers formed the 
basis of several conclusions in the 
section on potentials. It was pos- 
sible to give only a few quotes in 
the section itself. But, since it is 
distributor opinion on an important 
topic, we reproduce a few quotes 
here: 


I don't like the word “potentials.” 
They don’t seem to mean anything 
We keep sales records on our 
major lines and, with what some 
manufacturers tell us about how 
their sales are going in our area, we 
have some gage on performance. 
The figures on potentials handed to 
us by some manufacturers are gen 
erally too optimistic and not in 
accord with conditions as they are 
in our territory 

Our salesmen have a pretty good 
idea of how much of their custom 
ers’ business were getting, and we 
put a lot of trust in our sales figures 
by major lines, a report on which we 
get every month. We're using the 
NCR bookkeeping machine to tabu 
late sales 


We break outside accounts down 
by employees and type of industry 


(Continued on page 14) 





WYTEFACE® 


The NEW steel tape 





Rigid, curved blade, Yo inch 
wide, 16 ft. and 20 ft. Replaceable, 
changed in a moment. 


Vv 








Long winding handle 
for greater leverage. 





Handsome, hard wearing, 
grey Plastide* cover on sturdy 
welded steel case. 


RIGITAPE* 
with 5S great features 





. Graduated feet, inches and 
Bths. Black on white background. Exclusive 
K&E feature of foot numbers in red, repeated 
in red at every inch. 











ee te el, he et ae 


STITT LTT BIT TT Term BT Od TT BIT gait 


SALES-COMPELLING DISPLAY PACKING 
Here is tape news to make your cash register sing! 
This is the |-o-n-g steel tape that users can push 
around . . . for measurements along floors, up 
walls, or anywhere. Note its many exclusive 
features. Backed by national advertising in Better 
Homes and Gardens, circulation 4,040,587. 


KEUFFEL & ESSER CO. 
New York » Hoboken, N. J. 


Chicego + St. Lovis + Detroit + Son Francisco 
Los Angeles * Montrec! 
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New Packa 


Two More Profitable Reasons for 
Stocking and Selling Republic Fasteners 


A brand-new packaging and labeling system has 
been developed by Republic’s Bolt and Nut 
Division to help you increase profits on your fastener 
business. 

Under this new program, Republic Bolts and Nuts 
are packaged, according to size, in just 13 standard 
packages instead of the more than 100 formerly used. 
In turn, this reduction in numbers of packages means 
that various multiples can be combined into only 3 
standard shipping cases. This system gives you two 
broad benefits: 

First, it can simplify your buying, reduce your 
stocking expense, and provide you with attractive 
displays to promote sales. 

Second, this new packaging system will heip you 
reduce your warehouse and handling costs and enable 


you to give faster service to your customers. The new 
packages and shipping cases will take plenty of abuse 
without splitting. The shipping cases, weighing 50, 
100 and 200 pounds respectively, lend themselves to 
easy, neat and safe palletizing. They can be reshipped 
by simply placing your label, with destination, over 
the one addressed to you. 

Where material is removed from the shipping con- 
tainers and handled by you in package form, the invert- 
ed design of the individual packages, with the bottom 
containing the top, will eliminate the bottom’s drop- 
ping out. New high visibility labels show at a glance 
exact contents and quantity. 

Order a supply of fasteners from your Republic 
representative today. Or mail the coupon for further 
information. 


REPUBLIC STEEL 
Uorleli Uihilesl Reauge of Stiudland, Stiols aud, Stool Prodlitsls 


HERE ARE MORE PROFITABLE 


GSS es SSS Sees oeoooaaneesp = 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street 
Cleveland 27, Ohio 


Please send me more information on: 
() Bolts and Nuts C) Cold Finished Steel 
([} Piastic Pipe C) Chain 


Name Title 





Company 





EXPANDING MARKETS MEAN GREATER PROFITS and the end is no- 
where in sight. Every day more and more diversified applications 
are being found for both Republic Flexible and Republic Semi-Rigid 
Plastic Pipe. Lightweight, easy-to-install, corrosion-resistant and not 
subject to electrolytic action, these products are being successfully 
used to handle a wide range of chemically active liquids and gases. 
Mail the coupon today for fuil information. 


CS as 





0 .__. fone State 


kore A 
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Packages ond coses are tough, strong and 
ottractive. You save time and product less in 
your warehouse because there is no splitting, 
spilling or mixing. Inverted pockage design 
makes hondling ond stackino ec: 


REPUBLIC PRODUCTS FOR THE INDUSTRIAL TRADE 


CUSTOMERS COME TO YOU when you hen- 
dle Republic's Union Cold Drawn Steel 
Bars and Shafting. Ads like this directed to 
your markets pre-sell the top flight services 
q: distributors for these products. As a re- 
sult, customers rely on their Union Drawn 
Distributer to get whet they went, where 
they wont it... on time. This established 
good will plus Republic quality is yours > 
with Union Drawn Steels. y 4 


’ 
LLL ip 


YOU CAN FILL ANY ORDER when you stock 
and sell Republic Chain Products. There is no 4. 
need to contact several suppliers to meet 

your customers’ requirements. Republic's 

Chain Division makes chain for practically 

every purpose, from chain slings to pley- 

ground chein ... fire welded, electric 

welded and weidiess.._. plus ao complete 

line of fittings and accessories. Strategic 

plant and warehouse locations assure you 

of prompt delivery. 
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PUT YOURSELF ON STAGE— 
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The Little Professor says... 


To SELL—make DEMONSTRATIONS 
with YOUR PRESENTATIONS 


DURKEE-ATWOOD 


. ond V-drives 
reer! Mondy Tipe o* “~ vows 


These Little Professor quizzes appear reg- 
ularly in leading industrial publications 


Ask us how the Little Professor 
and Durkee-Atwood “Super 
Service” can work for you . .. 
Send coupon today for the com- 
plete story on how the Little Pro- 
fessor con supply you with new 
and important ways to increase 
your success with D-A products 
ond D-A “Super Service.” Write 
Dept. ID-9. 


DURKEE-ATWOOD CO. 


Pram 


MA 441 f s 13, Minnesota CITY 
Cc 


INDUSTRIAL 


DURKEE-ATWOOD CO. 
Minneapolis 13, Minnesota 


Make the most of your audience 
Arouse your customer's attention 
by showing him what your prod 
ucts will do for him. Show him by 
using samples, models, illustrations 
or other visual aids . . . let him 
**see”’ as well as ‘““hear’’ your story 

. gear your demonstration to 
his needs and you'll help him sell 
himself . . . 

The high quality of D-A V-belt 
construction is readily demon 
strated by the good distributor 
He also knows that the answers to 
his customer's technical wants will 
be supplied quickly and correctly 
by a D-A engineer. D-A with their 
“Super Service’ also has expert 
technical men available to all D-A 
distributors 


Write us for the Complete Story! 











SEND COUPON TODAY! 


Dept. ID-9 


Gentiemen Please rush me the complete story 
Super Service” for industria! distributors 


NAME 


ADORESS 
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You Said It 


(Starts on page 7 





Our system is relatively accurate. 
The strength of the competition 
has a lot to do with the accuracy of 
the analysis. Territory is divided on 
the basis of potential, as you lose or 
gain salesmen. Also geographically 
~but basically on potential 
+ > - 

On all the lines we carry, our men 
that customer one, 
items. One equals big 
volume in that line; two equals 


rate two and 


three on 


medium volume and three equals a 
little. We then 
the one’s. 
Recently at a sales meeting, I 
reviewed this with the salesmen and 
told them to utilize their time on 
that big potential and continually 
tell the story about that product. 
We've worked like this on a good 
sccount for as long as five years. 


concentrate on 


We are now trying, and have 
been trying for some time, to estab 
lish potentials on several lines in 
our territory through salesmen’s in 
vestigations. These efforts are con 
fined to our key lines and based on 
dollar volume. Naturally, we want 
to know our performance caliber, 
how it stacks up against competition 
ind how it stacks up against the 
supplier’s estimate. 

This is exploratory 
we're relying on our salesmen’s in 
vestigations of key customer poten 
tials in key lines. Probably we have 
a lot to learn about market research 
but it is a beginning. 


work and 


= ? > 
The only to get anything 


realistic is to use your own initiative 


way 


We recently used as vardsticks com 
petition and economic data such as 
number of plants, employment, etc 
to estimate our share of the tap 
market—10%. We have come 
fairly close to this in a year’s time. 
In fact, to stimulate our salesmen 
we repeat the 10% figure to them 
practically every day. Beyond that, 
(Continued on page 18) 





haves wil We mean by a 
COMPLETE LINE 


Our new catalog of Standard Threaded Products 
lists over 4000 items carried in stock to be shipped 
out to you within 24 hours— often sooner! 


FOR ANY PURPOSE 


IN ANY QUANTITY 


from a package 
to a carload 


Our maintaining such large stocks of all 4000 items 
means lower costs to you because no large inventories 
are needed, service is faster. Our better methods of 
manufacture produce a higher quality product. Good 
reasons why so many industrial users in the last 83 
years have come to specify ““Chicago”’ Screws. 

Our merchandising policy is based on complete 
co-operation with the Industrial Supply Distributor. 
Our specially trained sales force operates in conjunc- 
tion with the distributor’s sales organization to 
develop more sales in your territory. Write for details. 


The pnw my oe Chicago “Safety Pius” line inciudes in alloy steel: Socket Set Screws © 
%%- CHICAGO Socket Head Cap Screws ©¢ Socket Stripper Bolts © Square Head Dog Point Set 
‘ Screws © Socket Pipe Plugs ¢ Fiat Head Socket Cap Screws ¢ Dowel Pins « Hexagon 


i444, Bee) 12-4. bd sn aaa © Also Socket Set Screws and Socket Head Cap Screws in 


oa The complete Chicago” line of Standard Products includes: Hexagon Head Cap 
: Screws in steel---bright and Grade 5, heat treated, also in brass and stainiess « Square 

‘ Head and Headiess Set Screws ¢ Taper Pins © Siee! Studs ¢ Fiat and Fillister Head 

Stee! Cap Screws © Hexagon Nuts in steel, brass and stainiess ¢ Castie Nuts, steel. 
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Ngee 


| =e Theyre really going 
- 2) for this new SIOUX 
— IMPACT WRENCH 








In industry, in the aircraft and 
automotive fields, wherever nuts 
must be run down and tightened 


5 
or loosened and removed, Sioux ' SigUXS 


Impact Wrenches are slicing min- ~* got the exclusive 
ee reverse cap switch 
utes to seconds. lock that prevents 
: reversing with the 
MODEL NO. 325 —$ 99.75 — switch on and 
sliminates burni 
MODEL NO. 330 — $127.50 7 =the commutator 
. Ps brushes and switch 
contacts. 








SIOUXS SioUXS WS SIOUXS 


GOT THE | GOT THE 
DEPENDABILITY! < PRICE! 


ys 
g\9 NDARD THE WORLD OVE R 
STA R... °Ue,, 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


ELECTRIC IMPACT WRENCHES + GRINDERS + FLEXIBLE SHAFTS * POLISHERS © DRILLS 
HAND SAWS «+ SANDERS + VALVE FACE GRINDING MACHINES * ABRASIVE DISCS 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 


When you or your customer require drive parts immediately, 
Maurey expedites them to you, exactly as ordered. Complete 
stocks to mect every V-Drive need from fractional to 600 


horsepower, are ready for immediate delivery. 


SALES HELP 


Maurey assists your selling effort in every way possible, 
providing you with attractive, informative catalogs of proven 
selling power .. . folders, booklets and blotters imprinted 
with your name on request .. . live leads produced by Maurey 
trade paper and direct mail advertising and the 


personal assistance of Maurey field engineers 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


the complete Maurey 
MULTIPLE 
V-Drive Line includes 


FUL-GRIP GD sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 


MOR-GRIP Multi-V Belts in all standard 
lengths in A, 8, C, D and E sections 


MOR-GRIP V-Link Belting 
in A, B and C sections 


Complete Multiple V-Drive Accessories 


the complete Maurey 
FHP v-Drive Line 
includes 


Hi-Q bushed type and fixed bore type 
cast iron and pressed stee! V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 
Aerodynomically desiyned refrigeration 
fons and Fan V-pulleys . . 


manufacturing 
maurey corporation 
2915 South. Wabash Avenue, Chicago 16, Illinois 


The Complet- Multiple and Fractivaal Ho power V-Drive Line 
Serving Industry Since 1917 


Flexible Couplings . . . 
Complete V-Drive accessories 
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You Said It 


(Starts on page 7) 


z rornmpt we pinpoint plants that are logical 


tap users and keep feeding their 
names to our mailing list and sales- 


Delivery me 


We quota our salesmen on our 

/ own breakdown where a key line is 
S a 4 concerned. We want potential 
broken down so we can allocate in 
“OD” our own territory (county break 


down preferable). 
i ORI VV ORI H We can get a dollar and cents 


DRIVE Ss potential fast. We do it ourselves 


from overall county figures. We 
use industrial wages as shown in 


TIME MEANS MONEY the census and value added to 


product in manufacture 














Have you lost good sales 
because you did not have the 
products on the shelf... or We get our estimates from 
could not get prompt deliv- government reports’ mostly. This 
ery from factory stock? These doesn’t work out so well because of 
lost sales can very well mean special conditions peculiar to Chi 
the difference between a igo. For instance, the printing in 


"RED" or "BLACK" profit dustry is tremendous in Chicago 
figure. It employs a lot of people, but its 


use of mill supplies is small 


Check the many advantages 
of the FORT WORTH line, ; Nearly all our suppliers submit 
with large factory stocks and some sort of an estimate on sales 
warehouse stocks convenient- volume available with their line. 
ly located throughout the The most inaccurate are those 
country. Most points can be ' furnished on new lines. The manu 
served overnight, and other facturer usually shoots wide of the 
points within a day or two. mark—the result, I guess, of trying 
to sell us on the idea of carrying 
his line. 

We have a potential method of 


“QD” SPROCKETS 
Catalog 1-C 
“QD” SHEAVES our own which is working out very 
Catalog 300-D well. Our method is tied to our 
SCREW CONVEYORS sales record, so that we don’t go 
and ACCESSORIES overboard in estimating the business 


Catalog 200-B ivailable from certain industries on 
Write for one or all our major lines. 

catalogs listed above We know how much each sales 

man should gross to show a profit 

for himself as well as for us. When 

we consider opening a new territory, 


ORT WorRITH MACHINERY ( we use our potential system — 
en 


DO McCART mate the possible business. 
oe we put in a salesman on a trial basis. 


FORT WORTH, TEXAS : Lae esti. 
cone Winns qmenses 02. teu + names Gyo neunret _ We find we've usually underesti 
WAREHOUSES: 7+ ATLANTA + JERSEY CITY + LOS ANGELES + SAN FRANCISCO+ DENVER mated the potential. 


18 INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





After 6 Months in Ocean Waters 


HURRICANE “CAROL” ..- this fisherman’s warp 


(auguet 31; 30m Ged Cane. retained over 90% of its 


Renkins’ pot, warp and buoy 25 miles! original breaking strength! 
Dragged to the surface on February 

21, 1955 — after 6 months of total im- 

mersion — pot and 6’ dobber line (of 

another brand) were laden with bar- 

nacles and growth. Columbian warp 

was entirely free of both .. . and, by 

laboratory test, retained 1134 Ibs. 

of an original breaking strength of 

1250 Ibs.! 


READ this testimonial volun- 
teered by Captain William 
Renkins, Jr., skipper of fishing 


boat “Ruth R,” out of Montauk, 
L./. Last summer | bought %*” diameter Columbian Copper- 
ized Manila Pot Warp from Harry Burden of East End 
Supply Company in Greenport, L. |. 
| put this into service in July and worked it until hurri- 
cane “Carol” hit at the end of August. At that time | lost 
about half of my gear. Before that | had hauled the pots 
several times and found an absolute lack of growth. 
One of my pots was picked up last February .. . about 
25 miles from where | put it down. The Columbian warp 
had resisted growth all this time, although the gear itself 
was heavily loaded. 
| can positively say, from this and past experience, 
that Columbian Pot Warp is the best I've ever seen. 


(signed) Captain William Renkins, Jr. 
Montauk, Long Island 


HARRY BURDEN, who sold Columbian 
Pot Warp to Captain Renkins, helps 
repair net as Captain Renkins !ooks on. 


COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N.Y. 
THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


7 
aa ° 


Ac TWINES 2 
. 
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Distributors have Profited 


through MARVEL’S (> !.ces Leadership 


























* eocersiip in Developing the Ist com sncenh ‘Hack Saw Blade 


MARVEL invented, patented, perfected the first 
reakable, hack saw blad the M {ARV vEL Hi igt iri j 
Edgé Hack Saw Blade. Stronger, shatterpr thes st com 
hack saw blades made possible economical and accurate 


etal sawing at far higher speeds; permitted heavier feeds with 
blade tensioned far tauter made possible modern sawing 
nachines and methods 


* in Broadening the market for Hole Saws 


MARVEL High-Speed-Edge Hole Saws created a “new thing” 
ols and new tooling methods. For the first time provided 
saws of sufficient strength for use on machine tools drill 

presses, lathes etc.., and increased the. applicable uses of hole 

aws in portable power tools, tremendously multiplying the hole 

aw market. ° 


in Merchandising 


MARVEL pioneered the “unit system” and the stock-numbering 

stem. MARVEL Hack Saw Blades and Hole Saws have always 
been packaged ten-to-the-box and priced on the unit system 
MARVEL Distributors have therefore always enjoyed the cost 
avings of decimal packaging, pricing, and “accepted” stock 
numbers. MARVEL Band Saw Blades, too, have always been 
ndividually boxed — protected from kinking, marring, and rist 


in Advertising 
MARVEL has consistently and continuously advertised MARVEL 
Metal-Sawing Machines and Blades. Month after month without 
interruption MARVEL advertising is selling MARVEL products - 
for MARVEL Distributors to the 825,842 selected prospects wh« 
read these leading technical and trade publications, or who refer 
to more than a dozen additional national! catalogs and directones 


[WLLL br” PALIT 


~--+——" 


See? 








MARVEL 


lac! 


t ev 


HIGH SPEED BALL BEARING HACK SAWS 

UNIVERSAL METAL-CUTTING BAND SAWS 

AUTOMATIC BAR PUSH-UP SAWS 

HEAVY-DUTY, HIGH-SPEED, AUTOMATIC PRODUCTION 
ROLL-STROKE GIANT HYDRAULIC HACK SAWS 


| 


in Advancing the Art of Metal Sawing 


Wi 


, 


SAWS 


Technical 
ibutors 


» 
understandmeple catalogs 
lists; in effective sales 
and other everyday sales 
Sa@tory cooperation; in 

meetings; in displays 

films. . .in national 

de shows and, 

6 nation-wide staff 

om technically trained 

meseming Engineers to help 

stfiputors analyze prospects’ saw- 

g problems and needs, recommend 

Sawing methods and assist in closing 
profitable sawing machine sales 


DIRECTORIES 
Telephone Red Books 
Themes’ Register 
Mac Rae's Blue Book 
C- Purchasing Directory 


Machine end Teel Bive 
Book Coteleg 


industriel Buyers Guide 


Freser’s Conedien Trade 
Directory 


Beottin Mondie! (Foreign) 


ond others 





‘g 


THE 
TAP SECRET 
OF TH 


ELECTRONIC _ 
AGE 


Se 


STUTETEENE ET : 


Shy 5 Na 2 ‘igen? 


Ate 
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VORS E 
“Vectormatic 





2 





round’ Taps 


The Taps with the locked-in precision 
..». quality-protected by an invisible Wall of Electrons! 


This exclusige new Morse development obsoletes all 
thods of tap-manufacturing. For ‘‘Vector- 
is an entirely new principle that introduces 
n unprecedented new method of close-tolerance 
gaging ... with the whole gaging system controlled 
by an invisible wall of electrons activating a series 
of relays. Gaging mechanism never touches the work. 
And another exclusive feature of Morse ‘‘Vector- 
matic’’ Grinding is the ‘‘Magic Mike’’ Control of 
Tap Sizing. The size-control mechanism and the 
adjusting segment of the circuit are completely 
locked in, to insure uniformity. Once the proper ad- 
justments have been made, tolerances remain con- 
stant... nearly 300% closer than old thread-grind- 
ing systems. 


These and other features of Morse ‘‘Vectormatic”’ 
Tap Grinding give far smoother finish, keener cut- 
ting edges, and longer tap-life than have ever been 
known before. And this means higher production 
at lower cost, on every tapping job. So here again 
Morse engineering leadership gives every Morse- 
Franchised Distributor another giant step forward 
in sales leadership! 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) 


Worehouses in New York, Chicogo, Detroit, Dalles, Sen Francisco 


MORSE 


Cutting Tools 


. . buy them by phone from your Morse-Franchised Distributor and save ordering time 
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Dayton V-Belts 


tomers 


are 


right, R. T 
ometer 


specs 


24 


checked | 
Assisted by George F. Rothe 


Nicholson matches 


scuss thx 
on Match 
This special matching machine was made to Dayton 


to insure accuracy all along the line. 


Win Sales sign” is one of the 
stributors Nicholson to buil bigger 
Re Onal Sales {ana 

Listening 


ways 


er 
from left 
Fowler, Outside Sales, 


tore shipment to cus- R. T ch 
Dayton Sales Engineer, 
set for customer 


nance 
moted 


ana 
Dy 


gales and pr 


INDUS 


L DISTRIBUTION © SEPTEMBER, 1955 


Co., and Norm Lever, Dayton 
the Dayton Preventive 

This successtul progra 
ivertising, is designed & 
jowntime, save costs 


Maunte 











“The Dayton V- Belt line is 
our Bread and Butter line!” 


That's the experience of R. T. Nicholson, Nicholson Supply Company, Omaha, Nebraska 


“We took on the Dayton line of V-Belts, Cog-Belts* and shipments are delivered accurately and promptly 


Sheaves in 1949. Its high acceptance in the industry made 


Dayton the logical choice. It has since become a good, solid, tomer calls, instituting plant surveys and by promoting 


Fac tory 


representatives lend our salesmen a hand by making cus 


high-profit bread and burter line for us the Dayton Preventive Maintenance Program 
As a result our V-drive business and profits have in- “To top it off, Dayton’s Sele tive Franchise policy pro 
tects our selling efforc from over-distribution the indus 


creased steadily and rapidly every year. One of the reasons 


is that with Dayton, we have the advantage of selling a ibour it 


trial market we serve. There's just no doubr 


line of V-Belts that’s complete . . . in our opinion, the best Dayton makes it more profitable for our customers to buy 


] 


market for quality and service and more profitable for us to sell. With all these genuine 


Dayton backs us with real topnotch assistance in selling advantages we get, it's no wonder the Dayton V-Belr line 


1 servicing our diversified V-drive customers. Factory is our bread and butter line! 


1dern building houses the sales offices and ware 
f Nicholson Supply Co. With a staff of experi 
omplete stock of Dayton V-Belt 
its 


neers and a ¢ 
Nicholson supplies the industrial needs of 


\ 


factory cooperation assures distributors and 

mers fast, accurate service. R. T. Nicholson 
ree F. Rothe, Dayton, check stock of fast-selling 
V-Belts and sheaves 


GOLDEN JUBILEE ZU 


Dayton 


AA | /f YEARS OF PROGRESS 


j 


OR. 1955 


Genme 9. Sate, Scien. Glen ee ee Dayton Rubber Company, Industrial Division, 
Omaha Standard with R. T. Nicholson, rizght. W. D. Shad Dept. 777, Dayton 1, Ohio 
Engineer $s how he replacement of the 


( D section Dayton V Belts hes ¢ minated 
World's Largest Manufacturer of V-Belts 


breakage and loss of power on this vital drive 


wich 
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DISSTON |, 


HAS THE EDGE, / 


/ 


Finest power and 


hand hack saw 


blades ever made 


Cut yourself a bigger share of America’s 
growing tool business with the great new 
Disston quality hack saw blades. Disston 
tough tempered blades with their rugged 
hardened teeth are milled by a special 
Disston process. They’re the sharpest, 
cleanest, best-cutting hack saw blades ever 
made. outstanding for accurate set, uniform 


teeth, hardness and straightness. 


There are Disston blades for every power 
and hand use: For high-production barstock 
cutting or for fine tool and die work. 
Supplied in types and sizes to meet various 
industrial needs. Make sure you carry stocks 
of Disston hack saw frames for complete 
customer satisfaction. They come in 

five styles with strong plastic handles 

in either pistol grip or closed handle types. 
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hack saw blades 
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DISSTON 


’ 
HAS THE EDGE, ; 
’ 


anew cen eeena! 


Greatest advertising campaign in hack saw history 


s going all out to let your customers know about 
reat new blades 
T he Saturday E 


ir telling 19,000,000 Post readers that “Disston 


ening Post. plus six more ads t 


edge in hack saws’’. In addition, we're advertising 


n Popular Mechanics, American Machinist, Mill 


~~. 
Sensational Sales Helps” 


Disst ack saw merchandising kit gives you the 
eed to step up hack saw sales 


NEW HACK SAW BLADE SELECTOR 
NEW POSTER FOR WINDOW AND 


WALL DISPLAY 
NEW DIRECT MAIL 


There’s a full page color advertise- 
hrough- 


and Factory, Factory Management and Maintenance, Pur- 
chasing, Steel, Machine and Tool Blue Book, Modern 
Machine Shop, Purchasing News, Western Metals and 
Western Machinery and Steel World. Here's 
tising support that will pay off in increased sales 


complete adver- 
greater 


profits to you 


Cash In on this great new promotion from one 
of America’s greatest tool-makers. Stock, display and sell 
Disston hack saw blades. Henry Disston & Sons, Inc., 923 
lacony, Philadelphia 35, Pa. Other Factories 
», Seattle, Chicago 


and Branches 


Toront 


HENRY DISSTON & SONS, INC 
923 TACONY, PHILADELPHIA 35, PA., U.S.A 


Please send me the free Disston hack saw merchandis 


ing kit, including selector, poster and literature 


Name ; ; Firrn 
Address 


Zone 
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6 PORTABLE GRINDERS 


When we say Black & Decker Tools 
have GOS —here’s why: 


It's the power plani—heart of every cifically to suppl 
Black & Decker Portable Electric Tool efficient spindle 
2 SHEARS Every B&D motor is designed and t the kind of results your 


specifically for each tool and the w% aright to expect fron 


does! When we say these tools have gut slack & Decker line. And 
we're talking about B&D-built motor complete range of over a hundre« 
that can take it, that stand up whether for industry's every 
the job is drilling, grir 
sawing, hammering, driving screws or Remember 
shearing metal. } 
Here are the compact, lightweight means satisfied cust 


tough Universal-type motors built spe ind more profit 


LEADING DISTRIBUTORS EVERYWHERE SELL 


@) Black & Decker. 


PORTABLE ELECTRIC TOOLS 











excellent finish’ 














SIMONDS 


ABRASIVE CoO. 


— 






— 





Superior results plus long productive use. This is the constantly recur- 
ring theme of surveys covering jobs on which Simonds Segments are used .. . 
and the performance-proven reason why they mean good, steady business. - 


SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


Branch Warehouses: Boston, Detroit, Chicuge, Portiend, Sen Francisco * Distributors in Principe! Cities 
Division of Simonds Sew ond Steel Co., Fitchburg, Mass. * Other Simonds Compen’es: Simonds Stee! Mills, Lockport, N. Y., 
Simonds Canede Sew Ce., lid, Montreal, Quebec, Lien Grinding Wheels Div., Brockville, Ont. and 
Quebec 


4 STOCK . Stevice 
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Simonds Cenede Abrasive Ce., lid., Arvide, 
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Nicholson simplicity. Pays off big in performance for the user 
...in profits for you! There’s a big, broad market for Nicholson 
—wherever steam is used. And simplicity——Nicholson simplicity 


gives you an important product superiority to sell. 


@ Fast, intermittent valve action. 

@ Tight, positive shut-off. 

@ No dribbling. No waste of steam. 
a ares @ Low operating cost. Low maintenanc. 


Befére you specify, check Nicholson. Write for Catatog 958. 








OM. NICHOLSON ced Censany 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 


14 OREGON STREET, WILKES-BARRE, PA. - SALES AND ENGINEERING OFFICES IN 58 PRINCIPAL CITIES 
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LEVER HANDLE 
BRONZE 
SHUT-OFF STOPS 
Also Flat, Squore 
or Tee Head 


SQUARE HEAD 
STEAM STOP 


BRONZE 3-WAY 
PLUG STOPS 


BRONZE 
GAS STOPS 


GRADUATED 
DIAL STOPS 


Bronze Steam Meta! 


ALL IRON STOPS 


YOUR CUSTOMERS if they 
know the advantages of 
standardizing on HAYS 


STOPS — VALVES — FITTINGS 


When you sell your customers HAYS products you are 
selling the best... and the most economical in terms 
of service for steam, air, water, gas and chemical lines. 
In over eighty years’ continued service to American 
industry HAYS has nurtured a tradition of pride in the 
quality of its output. The company’s carefully trained 
craftsmen, operating with modern precision equipment, 
today carry on that tradition. 

In the HAYS line you are able to supply hundreds 
of items for practically every need in stops, valves, and 
fittings. Standardizing on HAYS reduces inventory 
stock, reduces maintenance expense. 

Check your HAYS catalog... note the complete 
line that is available from one source. 


HAYS MANUFACTURING COMPANY 
General Offices and Factory 
® 823 West 12th Street. ERIE, PA, 
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© hook for CARBORUNDUNM 2 the V/2c//ne Too! Show 


---ON THE LEADING 





THE NEWEST DEVELOPMENTS in grinding machines 
will be on display at the Machine Tool Builders Show 
in Chicago. See them all—and notice how many 
models of these modern machines are equipped with 


ARBORUNDUM Brand Grinding Wheels 


BROWN & SHARPE NO. 11 FACE GRINDING MACHINE 


GALLMEYER & LIVINGSTON NO. 358 SURFACE GRINDER 


THE MACHINE BUILDERS’ DECISION to use Wheels by 
CARBORUNDUM on their show machines is your most positive 
assurance that the brand name CARBORUNDUM means precision 

higher production lower cost per unit machined. For 
engineering helps on your specific grinding problems, ask your 
CARBORUNDUM Distributor or salesman 


MP Look for other LEADING GRINDING MACHINES features 1» CARBORUNDUM'S acvertising in 





GRINDING MACHINES 





BRYANT NO. 1288 INTERNAL GRINDER 


BOOTH NO. 1117 


BOOTH NO. 1385 


SHEFFIELD MODEL 108 PRECISION ANNULAR FORM GRINDER VAN WORMAN DIVERSIMATIC WO. 1-C CENTERLESS GRINDER 


CARBORUNDUM 


REGISTERED TRADE MAR 


..continually putting more SENSE in your abrasive DOLLAR 


STEEL, Aug 29. and in METAL WORKING, Sept still others in IRON AGE, Aug. 25 and in MACHINERY, Sept 

















** What brand acceptance 
does for YOU 


Brand acceptance opens doors for distributors. It’s the key to bigger 
sales, more profits. 

When you stock and sell Osborn maintenance, paint and power 
brushes, you have strong brand-name acceptance. Intensive, effec- 
tive advertising and 63 years of manufacturing have 
established Osborn brushes as the class of the industrial field. Before 
you call, your prospect knows and has confidence in Osborn. 


here are prospects for in fustrial brushes in every plant And the 
1 and make the sales? 


doors have been opened. Why not walk in 
The Osborn Manufacturing Company, 5401 Hamilton Avenue, 
Cleveland 14, Ohio. 


\ 
LOSBORND wanenance. amr ano rower srusies + FOUNDRY MOLDING MACHINES 
— 
Seo 
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CYLINDRICAL AND THREAD GAGES 


STANDARD TOOL ... sowing /nilusliy aimee (881 


presents its new complete line of 
cylindrical and thread gages — plugs and rings 


The same quality and accuracy that is built 
into Standard’s complete line of metal cutting tools 





' Now available through Standard Tool Co.’s Distributors 





STANDARD voL (“0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK © DETROIT «© CHICAGO «© DALLAS « SAN FRANCISCO 


THE STANDARD LINE: [wist Drillt - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide-Tipped Tools - Gages 


auth 





WHICH TYPE IS BEST? 


Since different fire hazards require different types of fire protection engineering service to help you serve 


fire extinguishers, PYRENE—C-O-TWO manufac- 
tures all types ...the finest and most complete 
line on the market today. 

When handling the well-rounded PYRENE— 
C-O-TWO line, you're in a position to give unbiased 
advice on what is best for the particular fire hazard 


your customers better. To be specific, you become 
an actual part of the foremost, nation-wide field 
organization selling fire fighting equipment 
Remember . handling the top quality, fully 
approved PYRENE—C-O-TWO line is now more 
profitable than ever before. Get complete facts 


concerned. Also, there’s the backing of an expert and see for yourself 


PYRENE-- C-O-TWO 
NEWARK 1 + NEW JERSEY 
Sales and Service in the Principal Cities of United States and Canada 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . .. built-in fire detecting and fire extinguishing systems 


WATER CHEMICAL FOAM 


DRY CHEMICAL + VAPORIZING LIQUID + SODA-ACID = 
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CARBON DIOXIDE 
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AIR FOAM 





Kesulf- 


MORE POWERFUL 
BLOWS ON CONTACT !? 


WARREN- 
TEED 
SLEDGES 


TRUE-FACED FOR 
ACCURATE STRIKING 


WAR EED 


trade mark 


WARREN TOOL CORPORATION 


Manufecturers of Warren-Teed and Devil railway track tools 
General Offices . . ~. Warren, Okie 


Export Division « 20 Charch $t., New York 7, N. ¥, 


Rugged Warren-Teed sledges hit harder on 

every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They're 
rugged—stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 


WRITE FOR 
NEW CATALOG 
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| SSTMONDS 


the TOP LINE of Cutting Tools... 


.»- Offering TOP VOLUME and 
TOP PROFIT for DISTRIBUTORS! 


is Ad tisements All Say 


For Fast Service 
from 


Complete Stocks 


Call your 





From logger to sawmill to 
remanufacturer, SIMONDS 
high quality SAWS, KNIVES 
and FILES speed production, 
cut costs, increase profits... 
insure repeat orders. 


Inserted Tooth Saws — Bits Narrow Band Saws 


Saw Sharpening Files and Shanks 


Solid Tooth Circular Saws Wide Band and Band Resaws 


oss 


Beveled Edge Shaper Steel Pu!pwood Saws, Frames and Tools Veneer, Chipper, Hog, Paper 
and other Knives 





Cross-cut Saws, Handles and Tools 











4 - 2 A sf : 
The plus-performance of SI- . ‘ ; > A 


MONDS metal-cutting CIRCU- a 


LAR, BAND and HACK SAWS, -* 
FILES, SHEARS and DIE STEEL : t @ ; 
means lower production costs j 


and greater consumer prefer- 
ence. 


Hand and Power Hack Saw Blades Solid, Inserted Tooth and Machinists Files 
Segmental Saws 


eS 


Metal Cutting Band Saws Non-ferrous and Plastic Cutting Oil and Air Hardening Die See 














Squaring Shears 


SIMONDS longer lasting 
cutting edges step up output 
of Pulp and Paper Mills, Graph- 
ic Arts and Paper Converting 
Plants .. . reduce costs and win 
continued loyaity. 


Chipper Knives Slitters and Circular Cutters Paper Trimmer Kaives 








SIMONDS 


- SAW AND STEEL CO. 


Factory Breeches is Bestee Chicage See francisce sed Portinnd Gregee - Cansdise foctory ie Mentres! Ose 
Someeds Diviseeet Someeds Siee Mii Lecaper’ + Simonds Abrasive Co Phila. Po ond Arvide. Gee Connds 


Slotting Segmeats and Tips Graphic Arts Saws 








You've heard of bird-dogging, of course... 


. But as the man said, “You ain't seen 
nothing yet,” not until you take a close look at 
Worthington's new pump and air compressor 
Planned Direct Mail Program. 

Here is a “hard-hitting” package that really 
goes all out to help develop more sales for you. 

Some of the sales ammunition you'll find are: 
service tips or “trouble-shooters” that your pro- 
spective customers will keep and use — attention 
getting self-mailers — informative articles with 
personalized sales messages — plus prestige- 
building mailers tied in with Worthington national 


ads. The whole wrap-up is designed so that you 
can make 6 service calls and 21 sales calls on 
each of your prospects — without even leaving 
your desk! 

And most important, each of these sales-build- 
ing pieces has a strong distributor story developed 
specifically to do a personal “profit-building” sell- 
ing job for you 

Sound good? Why not drop us a line now and 
find out! 

Worthington Corporation, Merchandising Divi- 
sion, Section PC.5.9, Harrison, N.J. PC.5.9 


WORTHINGTON 
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BUTTERFIELD , 


PS 
> 


A COMPLETE LINE OF QUALITY .wis; 


tools is now available from vour Butterfield distributor. Drills are made 


to the same exacting standards as Butterfield Milling Cutters, Taps, Dies, 
Reamers. Counterbores and End Mills. 
UNION TWIST DRILL COMPANY 


BUTTERFIELD DIVISION 


DERBY LINE, VERMONT, U.S.A. 


cer ee 





é 


Another Reason Why... 


RUST-OLEUM 
means = + ~ to you! 


There is only ore RUST-OLEUM. It is as distinctive as your own fingerprint, 
incorporating a specially-processed fish oil vehicle that may be applied directly over 
sound rusted surfaces, dries right, is odor-free, and penetrates rust to bare metal. 
What's more — RUST-OLEUM is available in many, many colors to 


beautify as it protects, 


This distinction of product, alone, provides a tremendous “sales edge” and 
greater profit opportunities for you. Yes, the RUST-OLEUM product is a vital 
element in RUST-OLEUM Teamwork with you. With 

RUST-OLEUM, you have all the exclusive features to sell-— something the other 
fellow hasn't. You have the power to actually Stop Rust with RUST-OLEUM 


RUST-OLEUM CORPORATION 
2413 Oakton St. «© Evanston, Ill. 


RUST-OLEUM IS EXCLUSIVE 





ef. + , 4 i 2 oe a 

















POWELL VALVES ...THE COMPLETE QUALITY LINE...POWELL VALYES 


POWLE 
IRON 


ALI 


COMPLETE ©vU 


THE 


FIG. 559—Swing Check Valve 
For 125 Pounds W.S.P. 


FIG. 2201-175 Pound W.0.G. 
Flanged End Lubricated Plug Vaive 


- POWELL VALVES... 


QUALI 


FIG. 241—-lron Body, 

" Bronze Mounted Standard 
“Model Star” Glove Valve 
For 125 Pounds W.S.P. 


FIG. 1793—“Model Star 
Gate Valve For 125 
Pounds W.S.P 


COMPLETE 


THE 
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POWELL VALVES ...THE COMPLETE QUALITY LINE...POWELL VALVES 


Consult your Powell Valve distributor. If none is near you, 
we'll be pleased to tell you about our complete line, and help 
solve any flow control problem you may have. Write . . . 


Wherever flow requires dependable control, there's the place 
for Powell Valves. Powell can supply the valve you need, for 
Powell probably makes more kinds of valves and has solved 
more valve problems than any other organization in the world. 

Shown above are just a few Powell Iron Valves. Investigate The Wm. Powell Company, 109" 
their many outstanding features . . . and the complete line of Cincinnati 22, Ohio..... year 
quality valves known for long and dependable service. 


PS. This is juste one of many. ads appearing in teading magazines that hal you avll POWELL VALVES! 
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SPS Fires First Shot on 
New High-Torque Unbrakos 
in September 


Starting September with a bang, SPS sparks its Fall advertising campaign with the 


announcement of new High-Torque Self-Locking Socket Set Screws. Nineteen lead 
ing trade publications—including all of those read by your best customers and 
prospects—will carry the story of this amazing new socket set screw development 
In all, more than 600,000 industrial buying influences will read these magazines 


Here’s the complete campaign to help you sell the new High-Torque UNsRAKOs 


Publicity sets the stage. Fighi 
weeks before the first announcement 
advertisement breaks, product 
research and company publicity 
reams of it—will begin appearing in 
national and local business papers, 
setting the stage for the announce 
ment to come 


Advertising fires the first shot. 
Hard-hitting product advertising con 
sisting of a double-page spread and 
single-page advertisements will appear 
in all the trade publications ordinarily 
used by SPS. These will compare the 
new High-Torque Unerakxo with 
an ordinary socket set and will sell 
the five plus-features of UNsRAKOS 





throughout industry 
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New High-Torque Unbrako 


self-locking socket set screws 
set them, forget them-—they stay tight 








RECOMMENDED SOCKET SET SCREW 
TIGHTENING TORQUES 
(Inch - Pounds) 


500 
1060 
1800 
4600 
6500 








All Unseaxos can withstand higher tightening torques than ordinary set screws 
For example, the recommended torque for a ‘4’ UNBRAKo is 87 inch-pounds 
40% greater than that recommended for an ordinary set screw. 
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Research has proved that the 
tighter you seat a set screw the 
better it works. We went to 
work to design a socket set screw 
that could be tightened tighter 
than ever before without damag- 
ing the screw. 


We formed a deeper socket. We 
put a radius in the socket cor- 
ners. We developed fully formed 
threads. We established new 
methods of heat treatment in 
atmosphere-controlled furnaces. 
It took almost 6 years’ research 
and development, but the new 
High-Torque UNBRAKO incor- 
porates all of these improve- 
ments. And it retains the self- 
locking knurled cup point that 
keeps an UNBRAKO tight up to 
48 times as long as a plain cup 
point set screw, regardless of 
the size of the point or the cup. 





UNBRAKO SET SCREW 


We fully form the threads— make the 
whole screw stronger. The metal is 
compressed into the closely knit grain 
structure that you see in this illustra- 
tion. The grain flow follows the con- 
tour of the threads. There are no 
straight lines along which shear can 
occur. The UNBRAKO retains its flow 
lines even when ground down to .010” 
below root diameter. Screws with cut 
or ground threads lose thread form 
at root diameter. 


UNBRAKO SET SCREW 


We put a radius in the socket corners — 
eliminate the sharp corners where 
cracks start. This distributes the 
stresses developed when tightening 
torques are applied. Ordinary socket 
screws have sharp corners which often 
crack when tightened even at lower 
recommended torques. 


UNBRAKO ORDINARY 
SET SCREW SET SCREW 


We form a deeper socket— give you more 
purchase with the wrench. Since more 
wrench can be put into the UNBRAKO 
socket, you can set the screw much 
tighter. And you won't ream thesocket 
or round the corners of the wrench. 


UNBRAKO SET SCREW 


VOROURUAERE 


Pitch diameter 


ORDINARY SET SCREW 


Tits b 


-ry 


GULL 


Pitch diameter 20S" below 010" below 
root diemeter reot diameter 


UNBRAKO SET SCREW ORDINARY SET SCREW 


We heat treat an Uneraxo properly. It’s a ticklish job to heat treat a socket 
set screw. If you don’t do it just right, you get decarburization. And decarb 
plays havoc with a screw. Put a wrench in the socket and you ream it. Run 
the screw into a tapped hole and you strip its threads. Try to seat the screw 
and its point shears off. These photos show the good and the bad. 
The UNBRAKO is clean. Its grain structure is uniform. There is no decarbu- 
rization—the ordinary screw is suffering from an overdose of it, socket walls, 
threads and point are full of the telltale white spots. 


You can't buy another set screw as good as an Unsaaxo. See your authorized in- 
dustrial distributor today. Or write Stawpard Pressen Sten Co., Jenkintown 13, Pa. 


a 
UNBRAKO SOCKET SCREW DIVISION 3a JENKINTOWN, PENNSYLVANIA 
—— 
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And here’s the sales ammunition we're giving you 


ren aaa 


At 


— 


This 16-page mailer or handout also makes This 12-page standard booklet gives you complete information—sizes, 


an excellent piece for your salesmen to talk 
from- 


listing of keys, torque tables, how-to-order information, etc. 
gives story in picture-caption form. 


This 8-page bulletin gives 
down-to-earth information 
about the new UNsRAKO. To 
back up your own campaign, 
SPS will mail it to a broad list 
which includes your customers 
and prospects 


Your purchasing agent 

can be hit steadily 
through these self-mailers, 
which give the facts about the 
new High-Torque UNBRAKO 
both in capsule form and with 
full details 


The sooner you determine the quantities you need on these sales promotion pieces— 
and the sooner you get your order into us—the quicker you can put these sales- 
builders to work for you. You'll get double the impact if you time them to go out 
on the heels of the announcement advertisement. Send your order to Unbrako 
Socket Screw Division, STANDARD Pressep Steet Co., Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO 
—~annh 
SOCKET SCREW DIVISION 
SNBRARS 


JENKINTOWN PEMMSYLVANIA 
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NEW MHook-Tooth | 


oa 


LENOX HOOK-TOOTH 
BAND SAW BLADES 
With Positive Rake and Rounded Gullets 


Cuts Faster, Freer...tasts Longer 
For Non-ferrous Metais, Wood, Plastics 





aims 





The positive rake teeth incline toward 
the work for quicker penetration and 


faster cutting 





Hook - Tooth Conventional 


Hook-Tooth Blade with a positive rake. Teeth hook Hook- Tooth digs in and takes big full 
themselves into the work. They saw in- chips from the material Rounded 


stead of scraping and they cut full helical chips. gullets allow the chips to form and 
ear with ease 





Anyw ay you l0ooK at it in term ' 
Hook-I th meet ess resistans rer reater production, tower blade cost 
erat and heat . Hook ess man-hours, fewer machin«s 
Tooth last ! er and ‘ ! ré ut 5) adds up to rea! savings with LEN¢ 
per blads Hook-Tooth Band Saw Blad 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASS. 
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these magazines... 


* AMERICAN MACHINIST 

* MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 
TOOL ENGINEER 
TOOLING & PRODUCTION 
PURCHASING 





THIS SHOWS 
A TWO-FISTED 
GRIP! 


This message to your custom- 
ers tells the product story of 
the Jacobs Plain Bearing 
Chuck with threaded locking 
collar. It tells a 2-ended story 
that holds his interest like 
this Jacobs Chuck holds his 
cutting tool — fast. 


AND THIS 
TELLS HOW 
TO GET IT! 


This statement of confidence 
in our distributors is display- 
ed on every Jacobs ad to your 
customers. 


Itholds fast at both ends 


The threaded collar on this Jacobs Chuck provides a positive lock 
between chuck and drill press spindle. Here’s a chuck that won’t 
let go on either end, however you use it. 

The locking grip on the spindle end is more than matched by 
a holding grip of tremendous 
power on the business end. And, 
like all Jacobs Plain Bearing 
Chucks, this one is capable of 
greater accuracy and longer pre- 
cision service than any compara- 
ble chuck made today. 

Jacobs Chucks for every tool 
and work holding need are as 
near as your industrial distribu- 
tor. Call him for prompt, 
experienced service, or write 
The Jacobs Manufacturing Co., 
1309 Jacobs Road, West Hart- 
ford, Conn. Ask for Catalog 100. 








JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service Saco és 


CHUCK S 


it it's a Jacobs -it hoids 





An NYBéP Distributor77+? years! 
——— | 


LS. VERSICK 4 CUMPAVY 


THE ACTUAL length of time 
THE C. S. MERSICK & 
COMPANY has been an NYB&P 
Distributor is literally beyond the 
memory of living man! Known 
to be at least 77 years, the full 
duration of our association has 
been lost in the march of time 
To those not interested in such 
intimate details, the important 
fact is that many leading and 





e 
NEW HAVEN 7 Cony 20 


July 13, 1955 


President 
& Packing Co, 


Mr Jose 

. Ph A, 
New York Beltt ee Vice 
1 Market Stree: 


long-established industrial Passaic, New J 
distributors so highly value the ersey 
franchise of America’s Oldest 
Manufacturer of Industrial 
Rubber Products. 


My Dear Joe: 


I tho 
ve Stick pr 
Packing Co, 


ht you would be 


$0 MANY years, 
™0Ufactured b 


interested to learn w 
ye ny line of Mechanica) 
2@ New Yor, Belting and 
Ps! 


Your 
€00d co 
enjo 
nj hey ®xXcellent “@putati 
pees, se for its Polic a 
oe ©n 1008 thru t 


ncer a, Which is Olde; than Ours ha 
; 8 


Y 


pres , 
Of ereat he} entation and your « 
f 


P to us in o idvertis; 
urs ng 

®Ueeestions to ell it would be 

your goods, Policy 





ing; 
1@prove your 


Very truly yours 


THE Cc. sg. MERSICE » 7 OMPANY 
oe 


ie 


, / @ . 
“Jon, Vice Pres Y un 


Cc. 8B. 








This is another in o series of ods in 

which we ore proud to feature the numerous 
distributors who hove represented NYB&P 
continuously for several generations 


Mr. C. B. Lyon, Vice President 
The C. S. Mersick & Compony 


KF 
lee V-BELTS AND “‘TIMING®”’ BELTS 


4 
i 
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NYB&P INDUSTRIAL RUBBER PRODUCTS 








Jimerica’s Oldest Manufacturer of Industrial Rubber Products 
49 
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Ask for 


9 : 
= that 


Bay State Centerless Grinding Wheels 


~«- Produce more work with less dressing 
.»+ Meet your production requirements 
.»-Have greater stamina 


Distributors please note: 


This headline, from a current trade publication ad, is “proof” in itself of BAY 
STATE strength. It is a strong statement from a strong company. In fact, it’s from 
the fastest-moving abrasive product manufacturer in the field! 

To you, as a distributor, the words “Fastest moving” must apply to many phases 
of a company, including: 


Product Pricing Research Sales Territories 
Packaging Promotion Development Engineering Support 
Warehousing Shipment Market Potential Sales Assistance 


In each of these, BAY STATE has a strong story to tell to alert distributors 
It has been condensed for presentation to you in special, illustrated book form. We 
invite you to see one of these books and hear the details of the story from a BAY 
STATE REPRESENTATIVE. 

Phone or write BAY STATE ABRASIVE PRODUCTS CO., WESTBORO, MASS 
or any of our Branch Offices: Bristol, Conn., Cleveland, Chicago, Detroit, Pittsburgh. 
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ARO 


AUTOMATIC and PAR-A-MATIC DRILLS 


Increased production . . . higher quality .. . 


fewer man hours! Controlled air and hydraulic 
feed... rapid traverse adjustment... ad- 
justable stroke length ...use singly or in 
combinations. Write for bulletin 5546-T 


on Automatic and Par-A-Matic Drills. 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohic 


Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Canada, Lid.,, 
Toronto 15, Ontario 


Offices in All Principal Cities 


Wao 
AIR TOOLS 


Also ... Air Hoists 
. . » Lubricating 
Equipment... 
Aircraft Products 
+++ Grease 
Fittings 
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John Be 


an Core Drill Pumping Unit, Model complete pump assembly to be mounted on one 


435CD, is a highly versatile machine used to flush skid, greatly facilitating erection, disassembly, and 


diamond 


core drill cuttings from drill holes. In transportation 


shaley structures, it can immediately be converted Worse Morflex Couplings (shown at right with- 
from mud to cement pumping. Its unique © speed out safety covers) are ideally suited for a job such 


{ 


transmission enables it to vary discharge capacity as this. They are flexible; are capable of transmit- 


from 1) 
700 PSI 


The com 


to 35 GPM, at pressures from 300 to ting power smoothly, absorbing variant shock 
loads, and compensating for severe torsional and 


pact coupling arrangement enables the dimensional misalignment 


Flexible Morse Morflex Couplings meet 
unusual customer service demands 





Check the Advantages of 
Dealing with Morse: 
M@ Complete line of products 
M Wide range of stock sizes 
M Quick delivery 


M™ Extensive advertising support 


M@ Expert engineering services 


MORSE 


Morse Morflex Couplings solve difficult and 
delicate problems of power transmission 


Morse Morflex Couplings can answer many of your customers’ 
requirements for power transmission equipment. These precision 
built couplings are only one product in a complete line of power 
transmission equipment handled by Morse distributors, including 
Morse Roller Chain, Silent Chain, Sprockets, and Clutches. For 
further information on the « omplete line of Morse produc ts, get in 


touch with us, today! 


MORSE CHAIN COMPANY, INDUSTRIAL SALES 
DIVISION, ITHACA, NEW YORK. 





CHAINS, CLUTCHES, 
AND COUPLINGS 
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For a Policy in practice every day 


PK mom OK 


P-K First quality products niipacmieian 
P-K Area sales opportunity OK 
P-K Profit potential ae 
P-K Steady sales promotion —. 
P-K Active Sales Cooperation : OK 
P-K Direct order Protection 





PARKER-KALON' 


FASTENERS 


The Distributor Policy pioneered by Parker-Kalon, revolutionary 
when it was introduced, has since become the model for fair- 
dealing and solid support. 


The P-K Policy stands unchanged, year after year. Its principles 
are put into daily practice. P-K Distributors know they can count? 
on full observance, whatever the market condition. 


That’s why the P-K “family” of Distributors includes the nation’s es 
ablest supply specialists. Certain territories are open for interested. -: 3 
Distributors. Parker-Kalon Division, General American Trans- ; : 
portation Corporation, 200 Varick St., New York 14. 


Youre OK witly PK.....alltheway = 


x 


= - ae 
Sas 
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You needn't clog your inventory 
with ordinary hoists 


when one wo Zip-Lift Special 


gives you the sales potential of eight! 


The dual voltage motors and the new reeving 
procedures on the P&H Zip-Lift Special Hoists 
permit just one of these hoists to do the inven- 
tory job that formerly required eight. Here’s 
why: 
You get four different optional lifts 
with each Zip-Lift Special. 
All 220 and 440 volt motors are re- 
connectable 

See what happens? You immediately get 
eight different hoists to sell — for each Zip-Lift 
you carry in inventory. When you stock the new 
Zip-Lift Specials you place an order for one 
dozen — and you actually do the inventory job 
of 96. You cut down on your inventory but you 
increase the spread of service you offer. 

And remember this — the P&H Zip-Lift Spe- 
cial is the only wire-rope hoist you can sell at 
electric chain hoist prices. Prices start at $145 
for the 250-lb. capacity model. Use the coupon 
below for complete information on the Zip-Lift 
Special line. P&H Hoist Division, Harnisch- 
feger Corporation, 4683 West National Avenue, 
Milwaukee 46, Wisconsin. 


Tac 1 thet coef dnd rael Tog? 


4683 West Nationc! Avenue, Milwovkee 46, Wisconsin 


Gentlemen: 
I'm anxious to cut down on my inventory and increase my service. Hove 














o P&H Sales Engineer call on me 

NAME 

COMPANY 

ADDRESS 

city ZONE STATE 


line, “ 60 eee 


—- 
Cvtent as Rants - 





revce Rants CO ReL ENED Powe wOwtit PON Ae A'eD Ones moras SOr, Sam ORS WLS bGu pment 
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DUTCH BRAND 


One of the most universal of all pressure sensitive tapes. 
Made from strong closely woven fabric, treated with water- 
proof plastic backing, usually Olive Drab in color, mode 
with a quick-tock adhesive that sticks and stays stuck... 
#353 tape was developed to meet a Government Specifico- 
tion for protecting and sealing overseas shipments. Proving 
itself adaptable again and again to new packaging, bind- 
ing, holding and waterproofing applications, its uses have 
expanded broadly into industry where it is now a standard 
tool. Available in 60 yord rolls . . . all widths from 2" and 
up . . . bulk packed. Stock and sell DUTCH BRAND #353 
Waterproof Cloth Tape. 


Handle the 
DUTCH BRAND LIN 


Friction ¢ Rubber ond Plastic Electrical Tapes © DB Wire 
Connectors © Sponge Rubber ¢ Rubber and Cork Composition 
© Rubber Cements and Molded Mechanica! Rubber Goods 


CLOTH TAPE 


SEALING © BINDING © HOLDING © PACKAGING @© PROTECTING 


CHARACTERISTICS: 


Color: Standerd-Olive Drab; also Red, Yellow, Black 
Dry tensile strength: av. about 50 Ib. per in. width 
Wet tensile strength: 35 Ib. per in. width 

Tear resistance: 500 grams in weakest! direction 
Adhesion to steel: Av. 35 oz. per in. width 
Adhesion to backing: 35 oz. per in. width 

Moisture vapor transmission rate: 5.6 


Water penetration rate: 30.0 grams per hundred sa. in. 
24 hrs. mox. 


Johns-Manville 
DUTCH BRAND 


7800 WOODLAWN AVENUE + CHICAGO 19 HE 
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24 ACRES 
or 


.». With TOP QUALITY 


DROP FORGED STEEL 


VALVES, FITTINGS 
and FLANGES 


Air View of 
Henry Vogt Machine Co 


a 
[his 24 acre \ ogt plant supplies the 
most comprehensive line of top quality 
drop forged steel piping materials 
anywhere available to industry. That’s 
why they’re the choice of leading 
refineries, power plants, chemical 


plants, etc., the world around! 


OUR COMPLETE LINE INCLUDES 


Flanged, Screwed and Socket Weld End 
Globe, Gate and Check Valves ¢ Ells, Tees 
and Crosses * Couplings © Bushings ¢ 
Plugs * Unions ® Flanges and Flange 
Unions * Welding Heads 


HENRY VOGT MACHINE CO. LOUISVILLE 10, KY. 


Branch Offices: New York, Philadelphia, Chicago, Cleveland, 
St. Louis, Dallas. Charleston, W. Va. 
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malas action 


iS designed 
ty right In 
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Smooth, even finishes cre easier with Heller 
Spiral-Cut Half Round Files. Ordinary half round 
files require a skillful twisting. Heller engineering has 
removed this human element from good file perform- 
ance. The necessary rolling action is designed right 
into the Heller Spiral-Cut Half Round File. This new 
cutting principal is typical of Heller's continuous search 
for better files. By constantly testing, inspecting, im- 


A NEW JERSEY Corp. proving . . . Heller guarantees file users ‘the best." 


VIXEN Umurican-Swita NUCUT 
HELLER BROTHERS COMPANY 


America's Oldest File Manvfacturer 
BRANCH OFFICES... Mew York Chicago Detroit NEWCOMERSTOWN, OHIO 


INVESTIGATE... 1c Merry gems 
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Profit Lines for You 


Sold only through Distributors 


Full co-operation from the Spartan Sales Force who 
are working with and for Distributors at all times. 
Catalogues and Sales Literature bearing Distributors 


name if desired. 


HACK SAWS HAND AND POWER BLADES 


A complete line for every type of job including our Saf-T-saws. 
A welded edge HIGH SPEED BLADE—Shatter-Proof. Will stand 
extra tension and strain. 


HACK SAW FRAMES 


Solid Steel Rod and Steel Tube 
Cast Aluminum Handle 


TOOL BITS 


KUTALL ¢ SPAR-KING 
¢ SPARGROUND 


Kutall Bits for general purpose 
work, Spar-King for the highest 
grade jobs and for extra special 
work we offer Sparground. 


Electricians, machinists, plumbers, 
and others have found this frame 
highly satisfactory. 


These lines have Built Repeat Sales for 
many Distributors. You need not stock all five 
to have Stocking Discount. This will apply to 
any of our Line You Do Stock. 


What more do you need for Profitable business. 
It might pay you to write us 


BAND SAWS 
METAL CUTTING - WOOD CUTTING 


Furnished in Die Cutting, Skip Tooth, 
Flexible Metal and Spring Temper 
Metal Cutting and Wood Cutting Styles. 
Also Linotype and Dry Ice bands. Band 
Saw Knives, and Butcher saws. 


Spar-Kut Flexible Band Saw Coil is 
available in sizes one-half inch and 
under in 100-foot lengths for contour 
and die cutting. 


Spar- Stock 
FLAT GROUND STEEL 
-— 


_— 


PRECISION GROUND STANDARD SIZES 


for ... Jigs, Fixtures, Broaches, Cams, 
Templates, Gauges, Punches, Forming, 
Blanking and Stamping Dies, Molds for 
Bakelites, etc. 


SPRINGFIELD 7, MASS. 
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MEMO 


1 ads link the product with 
good distributor service 


to 
They sell J&L quality 
ne 
of steel pipe- 
- y 
vy tell users : 
from the J& 


iw ill be reae 


public 


users 


1. 
{ steel pipe ad 
2. The L. Distributor 


buy i by your 
This @ anions 
n trade 


yustome rs 
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They never miss 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe—Fast, Dependable Service 


OVER 400 LEADING 
DISTRIBUTORS CARRY J&L PIPE 
—LET THEM SERVE YOU 


You get the best in service the first 
time you have a J&L distributor on the 
phone. 

First, you get superior pipe. J&L con- 
trols the quality of its standard pipe all 
the way from the ore mine through the 
finishing mills. That's why it is no sur- 
prise to find J&L pipe lasts longer, 
works easier on any application. 

Second, you get superior service, be- 
cause your J&L distributor is always 
ready with: 

1. Complete stocks near at hand. 

2. The right pipe for every job 

3. Technical service by steel pipe 
specialists. 

Get your J&L distributor on the line 
today! 


STEEL CORPORATION — Pittsburgh 
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Linco/n LUBRICANT 





Apply The Right Lubricant — in The Right Quantity — At The Right Time 





NEW LOW COST FILLER PUMP FOR 
FILLING HAND-OPERATED GREASE GUNS 
OPENS UP INCREASED SALES FOR DISTRIBUTORS 


Eliminctes messy, wasteful, hand-filling New Lincoln Mode! 1296 fills hand guns 

methods like this. in 30 seconds. 
This new portable Filler Pump comes as the answer to an established need on the 
part of Contractors and Industrial Plants for a quick, clean and easy method of 
refilling hand-operated grease guns. The new Lincoin unit can be attached to any 
25 to 50 Ib. original refinery container in seconds by means of three thumb screws 
Saves four man-hours per 100 lbs. of grease used. Pump is of sturdy steel construction 
and includes Follower Plate for positive prime in any weather. Used with any Lincoin 
Filler-Type Hand Gun, it provides a highly efficient, low cost lubrication system 
for one-man operation. 


NEW 15 LB. CAPACITY CentrOluber PUMP 
IDEAL FOR WIDE RANGE OF MACHINES REQUIRING 
PERIODIC APPLICATIONS OF OiL OR GREASE 


Again, anticipating industry’s lubricant 
application needs, Lincoln has designed 
this new hand-operated pumping unit 
with enlarged lubricant capacity as an 
addition to the existing CentrOluber Cen- 
tralized System incorporating a pump with 
2 lb. capacity. This new pump, which can 
be used with either Lincoln Series SL-1 or 
SL-31 Injectors and cataloged accessories, 
provides distributors with the answer to 
the need for a low cost, easily installed 
centralized system for individual machines 
and materials handling equipment that 
require periodic applications of oil or 
grease at more frequent intervals and in 
larger quantities. For complete details, 
write for Bulletin 807. 








LINCOLN’S NATIONAL 
ADVERTISING AND 
DIRECT MAIL WIN TWO 
INTERNATIONAL AWARDS 


Confirming Lincoln’s efforts to back 
its Distributors with the most effec- 
tive advertising and merchandising 
possible, comes word that the com- 
pany was selected to receive two 
nternational awards, one, the 
PREMIER AWARD for its adver- 
tising campaign in business papers, 
and two, the EXCELLENCE 
AWARD for its integrated adver- 
tising and merchandising. 


A letter from the National Adver- 
tising Agency Network states: 
“‘Winning these awards in an inter- 
national competition of this scope 
is a real achievement since more 
than 400 entries were submitted 
from a diversified selection of pub- 
lished, printed, broadcast and tele- 
cast material produced for concerns, 
all of international standing.” 


TRADE PAPERS 
FEATURE EDITORIALS 
ON CENTRALIZED LUBRI- 
CATION BY LINCOLN’S 
CHIEF ENGINEER 


When editors of the leading trade 
papers want information on the 
latest in lubricant application equip- 
ment, methods and case histories, 
they almost invariably come to 
Lincoln Engineers for help. As proof, 
there is a continuing series of articles 
by these specialists who have pion- 
eered almost every milestone de- 
velopment in the history of lubri- 
cating equipment. 


A recent major editorial in “Flow” 
magazine by Lincoln’s Chief En- 
gineer, L. C. Rotter, tells Industry 
how they can slash operating costs 
on materials handling equipment by 
adopting systems for controlled 
lubricant application. Another edi- 
torial in the current issue of ‘“‘Mech- 
anization” by the same author, de- 
tails modern lubrication methods for 
coal preparation plants. And still 
another to appear soon in “Pit and 
Quarry” applies these principles to 
major equipment in that industry. 
Reprints always available on re- 
quest. 








LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled Lubricant Application Systems For Modern Machines 





CUSTOM-BUILT PORTABLE LUBROVANS FOR 
HEAVY CONSTRUCTION CONTRACTORS—A 
LINCOLN INDUSTRIAL DISTRIBUTORS’ SPECIALTY 


Although Lincoln makes available the most complete line of standard, 
pre-assembled combinations of both 400 lb. and 100 Ib. drum pumps 
and spring-powered hose and ree] assemblies for all lubrication services, 
there are still many contractors who prefer custom-designed and built 
portabie departments assembled from Lincoln components. As a result, 
Lincoln Distributors have become experts in creating these special, 
and often very elaborate, Lubrovans. Several of these custom-designed 
mobile lube departments, now in use on vast construction projects, 


are illustrated below. 


Here is a custom Lincoln Lubrovan created to specifi- 
cations for the Transit Mixed Concrete Company of 
Pasadena, Calif. Special features include power-take- 
off compressor, stee! storage tanks and tool lockers, 
plus generator and lighting facilities 


Above is another custom Lincoln Lubrovan assembled 
by The Cypher Company of Pittsburgh for Heckett 
Engineering, Inc.. Geneva, Utah. Seven power- 
operated pumps supply Lubreels located in a specially 
designed cabinet opening at side of closed truck body 


Lincein Distributer, John C. Louis, designed the 
above Lubrovan for C. J. Langenfelder & Son, Inc., 
of Baltimore, Md. Here, seven power-operated pumps 
and ten reels were used, plus three special pumps for 
hoist ofl and transferring. Steel storage tanks and 
lighting equipment were also incorporated 


Kirst Construction Company of Altadena, California, 
specified design of this streamlined Labrovan which 
includes power take-off compressor, and special stor- 
age accomadations for lubricants, diese! fuel and 
gasoline 


NEW 1955-1956 SERIES 
OF LINCOLN SALES CLINICS 
FOR DISTRIBUTOR 
SALESMEN ANNOUNCED 


Recognizing the extreme importance of 
providing highly organized and inform 
ativ’ sales training clinics to the suc 
cessful merchandising of Lincoln prod 
ucts, sales executives of the company's 
Industrial Division have analyzed, re 


evaluated 


niques to even 


and streamlined clinic tech 


further improve these 


information-packed meetings 

Every 
modern audio and visual will be 
new Series of Clinics 


five-day, 
with Distributor Salesmen 
aid 
employed in the 
recently announced to increase the re 
membrance factor of those attending 


The Clinics are scheduled as follows 
Sept. 12th through Sept. 17th, 1955 
Oct. 10th through Oct. 15th, 1955 
Nov. 14th through Nov. 19th, 1955 
Jan. 23rd through Jan. 28th, 1956 
Feb. 20th through Feb. 25th, 1956 
Mar. 19th through Mar. 24th, 1956 


The effectiveness and thoroughness of 
these Clinics are attested to by the many 
complimentary and enthusiastic letters 
received from Distributors whose sales 
men have attended previous sessions 


—— 


LINCOLN EXECUTIVES 
SELECTED TO PRESENT 
PAPERS AND LECTURES ON 
LUBRICANT APPLICATION 


Further establishing Lincoln's position 
as an Authority in ite industry is the 
fact that John E. Renner, Vice President 
in Charge of Sales, was selected by the 
University of California to present the 
three-hour lecture seasion on “Lubricant 
Dispensing Methods"’ during its recent 
Intensive Lubrication Engineering 
Course. And, Carl H. Mueller, Vice Pres 
ident in Charge of Engineering, was in 
vited by the Society of Automotive En 
gineers to deliver a paper on Lincoln's 
revolutionary Multi-Luber Power Lubri 
cation Systems at the Society's National 
Meeting in Atlantic City 
nition builds additional 
the minds of industrial buying executives 
not only for Lincoln products, but in the 
Distributors that creatively sell the 


Lincoln Line 


Such recog 
confidence in 








Write for complete details on how you can become an authorized Lincoln Distributor 
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PRECISION PERFORMANCE 


of Bay State Taps means precision threads on a 
production basis. Made in all standard and special 
sizes, these taps are available from your nearby 
industrial supply distributor. Gain precision per- 
formance on every tapping job with controlled 
contour taps . . . made by BAY STATE TAP & DIE 
CO., MANSFIELD, MASSACHUSETTS. 
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Your industrial customers are heads; of house- 
holds, like yourself. The same man who buys or 
uses files in his home also specifies, buys or uses 
files in his job. And the chances are he reads the 
POST. From foremen to presidents, most men in 


industry do. 


Recently an independent survey was made 
among POST readers in all sections of the country. 
The questions asked were about home owner- 
ship and use of hand and power tools. And the 


answers make interesting reading. 


There are 4,600,000 families in the great POST 
audience. Seven out of ten breadwinners in these 
families work in industry or business. They include 
engineers, technical and professional workers, man- 
agers, officials, proprietors, and industrial operators, 


craftsmen and foremen. 


They add up to a total of more than 3,200,000 
actual and potential users and purchasers of files in 
business and industry. These are responsible men 
the POST is reaching. In their jobs, their opinions 
and preferences count. 








In this same survey, POST readers were asked to name 
the leading brand of files. 87% named Nicholson 
and Black Diamond as the leading brand names. 
Nicholson and Black Diamond led the next-named 
brand by six and a half to one! This reputation and 
recognition carry over to industry. Men who buy or 
influence the buying of files from you are likely: 


a. to be personally familiar with Nicholson brands 
used at home. 


. to be pre-sold on the quality of files made by 
Nicholson. 


Nicholson and Black Diamend are preferred over the next-named file 
brand —six ané a half te one! 

















Nicholson and Black Diamond files have demonstrated their quality and diversity 
But more than that, advertising has made their 
Of all POST 


for many years, in many uses. 
names familiar to all families, and to POST readers in particular. 


families who had seen files advertised in general or trade magazines during the 
last year, more than 92% named Nicholson and Black Diamond advertising. 


Of those who mentioned the publication where they had seen files advertised, 
73% saw Nicholson and Black Diamond ads in the POST. More than 57% cor- 
rectly identified “A file for every purpose” as a Nicholson File Company slogan. 
Undoubtedly you have seen these Nicholson POST ads too. One is shown here. 
They're in the front of the magazine, next to the table of contents. The cartoons 
are amusing, the text is short and easy to read and remember. 


An independent organization regularly reports on 
the number of people who see and read the adver- 
tisements in various magazines. These reports show 
that Nicholson cartoon ads consistently get twice as 
many readers as the average full-page ads in the 
same issue. Per dollar spent, they are read by about 
eight times as many people as the average ad! 
That's not only a record for advertising effective- 


ness. It’s a reason why people all over America know 
and prefer Nicholson and Black Diamond files. 


Neted for high “file mileage” — 
im the heme; om the farm; in 
industry. At hardware end indus- 
trial supply houses. 


ee a ee | 


(EX, ond SS 


MICHOLSON FILE CO., Providence |, &.'. 


t= Comets Ramemer |e Campers @ Comets (it Pert Hepe Ontere 
































LIBRARY OF BASIC FACTS ON FASTENERS 
LALLY FOR THE BUSY INDUSTRIAL 
IT CONTAINS MOST 
ED IN DAY 
ONFUSING 
IN MOST 


STRIAL DISTRIBUTORS 


0. AND ASK 
DAY. 
—— 


ein eid 








FOR PROMPT ~ 
DELIVERY AND HELPFUL SERVICE - STOCK TWE COMPLETE LAMSON 
“WE 


yay -F—->9- F- f-F- The LAMSON & SESSIONS CO. 


_— 
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A few blunt— 
manufacturers 


but needed —clarifications by the 





of Carboloy Cemented Carbides 


you're really buying Production 
hat carbides will do in your shop 
emoval. 


cemented carbides. 
owever, we 


The facts abou: the need for advanced 
a carbide engineering 
ore ~<A hare responsibility that goes with lead. 
ide industry, is the continuing engineerin 
=~ ae —, organization to aaeued 
cantante stagnant technology in the 


You, the user, im 
ceme: 


wis you that his 
S one of our 70 


“tn this advertisement, we at Strong, Carlisle & Hammond Com- 
pany feel that the Carboloy organization speaks for all manufac- 
turers of roe eee. The ga you ne cog here ~ 

SS See ane tt ns mad Ce aeiauest ” This advertisement appeared in: Business 
o-faste stand wil have ob - - = —- Week, May 7; Factory ene & Main- 
E. E. STVAN, tenance, June; Iron Age, May 12; Purchasing 

Manager, Supply Department News, May; Steel, May 9. 

Strong, Carlisle & Hammond Company, Cleveland, Ohio 
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Whatever the job... 


PERMACEL 32 
PLASTIC TAPE 


PERMACEL 77 
MASKING TAPE 


PERMACEL Lares 


In ovr complete line, there's a self-sticking tape for every job . . . write Permacel Tape Corporation, New Brunswick, N. J. 


a Gof won aofwwen company 
t c 
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Bearing Headquarters 


Your Bunting Distributor carries in 
stock for your money saving con- 
venience completely machined and 
finished Bunting Standard Stock 
Industrial Bearings, Electric Motor 
Bearings and Precision Bronze Bars 
in a complete range of sizes, meeting 
all your usual production and main- 
tenance needs. You will find him 
listed in the classified section of 
your telephone book—most likely 
under the heading Bars, Bronze or 
Bearings, Bronze. Your Bunting 
Distributor is an industrial distrib- 
utor or a specialist in certain indus- 
trial items. He has been especially 
selected for his responsibility and 
his understanding of bearing re- 
quirements. Ask him for the Bun- 
ting Catalog or write. 


Le 


EADY Nery ok salle 


ask your 
iting 


distributor... 


for the bearing 
that meets 
your individual need 





Phone your Bunting Distributor before you 
start an endless search or commence 

costly machining of an unusual bearing. It 
is often easy to alter a Bunting Standard 
Stock Bearing to fit extraordinary 
applications. Also services of expert Service 
Machine Shops maintained in Bunting 
Branches are instantly available through 
your Bunting Distributor. 


Bumtlag, 


BRONZE BEARINGS + BUSHINGS «+ PRECISION BRONZE BARS 


THE BUNTING BRASS AND BRONZE COMPANY 
TOLEDO 1, OHIO 
BRANCHES IN PRINCIPAL CITIES 


This advertisement appears in 
tron Age ¢ Mill & Factory 
Machinery © Modern Machine Shop 
Southern Power & Industry © Steel 
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y about motor: kiss 


PLICATION GUIDE TO SELE 


_—_ 
CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lovis 3, Missouri 


Please send Application Guide, Form 1700, to 
Nome 

Company 

Address 


City 


erformance-Qated CENTURY ELECTRIC COMPANY 


MOTORS 1806 Pine Street, St. Lowis 3, Missouri 
1/8 to 400 H. P. Offices and Stock Points in Principal Cities 
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Benjamin, Oscar and Ralph Lazrus, brothers who head the Benrus Watch Company, ask 


“Have you seen the Benrus torpedo?”’ 


Within its perforated shell, three of our self-winding 
waterproof watches were cowed from Gibraltar to New York, 
submerged in the turbulent wake of a fast trans-Atlantic 
liner. When the torpedo was opened 
time to the tick! 


every watch was on 


Then came the job of delivering 56,000 more of those 
same Benrus watches to jewelers all over the country, before 
the nationwide TV promotion date 


We called Air Express—and every watch arrived on time 


We depend on Air Express. They handled over 11,000 


\ | 


shipments for us last y Not one was lost, late or damaged 


Yet Air Express usually costs us less than would any 
for from New 
York to Atlanta, Ga., is $5.63. That's the lowest rate in the 
field by $1.27. Add it up on several thousand shipments!” 


other complete air service 5 Ibs., for instance 


—_— © AirExpress —__—— 


CALL AIR EXPRESS 


INDUSTRIAL DISTRIBUTION 


@GarTs THERE FIRSEBT via US. Scheduled Airlines 


. division of PAMWAY EXPRESS AGENCY 


© SEPTEMBER, 1955 
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PROJECT 


SWAGED HOSE ASSEMBLIES | 
MADE RIGHT IN YOUR OWN SHOP . 


. 


HERE iT is! 
SEE FOLLOWING PAGES 


ay 
\ 
® 











ANOTHER FIRST FOR WEATHERHEAD DISTRIBUTORS! 
. « » Make Swaged Hose Assemblies 


in Minutes . . ricnt in Your own suop! 


THIS NEW WEATHERHEAD 
30-TON SWAGING PRESS 


FILLS THE GAP BETWEEN FACTORY AND USER 


No need to accumulate orders for production 
runs from the factory—no waiting for shipments 
of finished assemblies. With this new press and 
a stock of fast-moving hose and hose ends, you 
can make permanently attached hose assemblies 
in 3 minutes or less right in your own shop, 
ready for delivery. 


Think what this means to you from the stand- 
point of quick service and what it means to 
your customers in reducing downtime to a 
matter of minutes. 





FULLY EQUIPPED 


Complete hose assemblies of any 
length and in diameters from 
¥4” LD. to 2” LD. can be 
precision-made by use of the spe- 
cial mandrels, dies and adapters 
supplied with each machine. 


W EASY TO OPERATE 


Hose end parts are easily hand- 
assembled on hose. No skiving of 


hose is needed 


Simply position 
assembly in press, move one lever 
and hydraulic pressure perma- 


nently mates hose and hose end. 


YLOW MAINTENANCE 


Rugged frame, 2 h.p. heavy-duty 
motor, sealed hydraulic pump, 
valve and cylinder assure low op- 
erating and maintenance costs. 


WENGINEERING SERVICE 


field sales 
will assist in the installation and 


Operator training as needed. 
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Yes, sir, this new, on-the-spot swaging service. You'll open new sales opportunities 
service really pays dividends once your cus- to your salesmen 


tomers know they can get dependable profits for yourself. 


you'll realize additional 


Weatherhead hose assemblies in a matter 
of minutes. You'll be in a position to 
handle a greater volume of business than 


ever before and at a very satisfactory profit. 


You benefit every way; you'll build prestige 


for your company, your product and your 





; 4 
TYPES OF HOSE TYPES OF SWIVEL ADAPTERS 


HOSE ENDS These swivel adapters permit « wide 
H.-17 TWO FIBRE BRAID © MEDIUM PRESSURE exagp of bane end combinations 





sizes: Ve" to ceasee apes — moet FEMALE TO FEMALE MALE TO FEMALE 


“Lo 
working 
pressures 


Beemees, Ow 





H-104 TWO WIRE BRAID © HIGH PRESSURE 


sizes: Ve" to we 
%”" LD. 
working 
pressures > T 
svererlx Corre = seereee feet Sreterty leer 


1250 te 2500 p.s.i 


H-425 ONE wire BRAID © MEDIUM PRESSURE —=>0-——— 


Riged 
37° SAE (JIC) male 





oer eee wet cee 


"mani || 


pressures . 
aia i td ress a7 ro (JIC) femele 
te te 4500 p.s.i b a cove STETEETC FeCTOR LareR — 


varias wor WEATHERHEAD 


DEPT. 1-4, 128 WEST WASHINGTON 
FORT WAYNE, INDIANA 
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Allen's ‘‘field men’’ are working 
for you and your customers... 


The Field Sales Representatives 
from Allen cover the country. Their 
job is to help you make more sales 
of Allen products to satisfy your 
own customers thoroughly 

That takes in a lot of territory 
Allen’s field men help train your 
own salesmen — so that they know 
what Allen products will do, from 
A through Z. They work with your 
own salesmen on tough sales calls. 
They re prepared to meet any chal- 
lenge in fastening — and they show 
your customers why Allens do the 


job better, for longer, and at less 
cost 

Allen's field men help you to make 
best use of Allen’s many sales aids 
They check your stock — hi Ip you 
to keep it up to your customers’ 
needs. Even their individual sales 
calls increase your sales — for, as 
you well know, Allen products are 
sold ONLY through industrial dis- 


tributors. 


These men have plenty of “knows” 


for your business. Be sure to make 
full use of them 


E 








FOR 
INFORMATION 
WRITE TO 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


MORE 

















Here’s wh 3 
at your customers. are reading about 


the Diek line... 


criviTY 
_..with DEPENDABLE 


POWER TRANSMISSION and 


CONVEYING EQUIPMENT 


thot Dick's Conveyor Pulleys, 
Drives and Balato Belting have the 
vnore. They offer you long, efficient 

the rugged ability to absor® YOU" 


proven 





I 
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These MEW Walker-Turner Light-Heavyweights 
give you MORE to sell... 


BIG MACHINE 
PERFORMANCE 
at LOWER COST 


Show your customer how these 
rugged new saws slice right 
through production costs . . . how 
they start earning their way at the 
first cut they make . . . and you're 


mounting and arbor tilt as a unit. 
Guard and splitter are always 
lined up with the blade for pro- 
tection at any angle. Saw arbors 
mounted on precision ball bear- 


pretty close to a sale! Here’s per- 
formance and accuracy you'd 
normally find only in much 
heavier, more expensive machines. 


ings on all models. 
Ne. 2221 — 10” Tilting Arbor Sow — Capacity: 
3%” with 10” biade; 2%” at 45°; with 6” 
dado, 1%”. Speed: 3800 rpm. Table: 32%” 
deep x 32” wide; 324%” x 45%” with exten- 
sion. With 10” combination blade, extension 


Machines like these make a 
Walker-Turner Distributorship a 
very valuable franchise. Write, 
and we'll be glad to tell you if 
one is available in your area. 


Faster, smoother production 
cutting is built right into these 
new Walker-Turners! Motor 
tables, miter gauge, guard, splitter, motor 
pulley and belt (without motor) $297.00. 


No. 2121 — 8” Tilting Arbor Sow — Capacity: 2%” with 8” blade, 
1%” at 45°; with 6” dado, 15%”. Spindle speed: 4000 rpm. Table: 
23” deep, 19” wide; 23” x 37” with extensions. With 8” blade, 
extension tables, miter gauge, guard, splitter, belt, motor pulley and 
sub base (without motor) $192.00 


Ne. 2450 — 14” Tilting Arbor Sow — Capacity: 5” with 14” blade, 
3%” at 45°; with 8” dado, 2”. Speed: 3450 rpm. Table: 38%” 
deep x 48” wide with extension. With 14” combination blade, 
extension table, miter gauge, splitter, guard, including 5 hp 220/440 
volt 60 cycle 3-phase motor, with push button station. $946.50. 


I. 
iro 
¢ _ 


WALKER-TURNER 
* DIVISION + 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


AIR FEED DRIit PRESS ATTACHMENT . RADIAL DRILLS 
RADIAL SAWS e JIG SAWS ° LATHES 
FLEXIBLE SHAFT MACHINES 


Feed . 
TUTING ARBOR SAWS 
BELT AND DISC SURFACERS ° 


DRILL PRESSES — Hand and Power 
Weed and Metal Cutting BAND SAWS ° 
° SPINDLE SHAPERS . JOINTERS ° 
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\ TAPS «/GAGES 
S 4CARD 





Now, Card brings you a select line of 
gages along with renowned Card taps. 
You can specify and use both with com- 
plete confidence, knowing that what- 
ever the job demands, you'll get top 
performance. We assure you that the 
new line of gages boasts the same 
quality of manufacture that has made 
Card taps famous over the past 8! years. 


Contact your local Card Distributor 
for prompt deliveries and helpful service. 





URING CO. MANSFIELD, MASS. 
TAPS - DIES - SCREW PLATES - GAGES 
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5 Profitable Reasons 


WHY IT PAYS TO “PUSH”’ 


eo 


“JOB STANDARDIZED’ 


LIVE CENTERS 


1. Complete Line with Stock Models for Practically Every Need 
2. Easier to Sell and Stock 

3. Neo Delay Between Order and Delivery 

4. Specials Seldom Needed 

5. A Name Your Customers Know 











MULTI-DUTY 

Interchangeable male, female and 
joints for d and d . 
Nine sizes; Morse topers 1 through 5, 
olse straight.* Leads te 1500 ibs. at 50 
RPM. 





HEAVY DUTY 


For close tolerances on wo-k up to 22,000 
ibs. Eccentricity less than .0002"! Morse 
topers 4, 5, 6 and 7.* 


UNIVERSAL 
Accurate te plus or minus .0O01"! Un- 
vevelly high lead capacity up te 5200 


ibs. ot 50 RPM. Morse topers 2, 3, 4. 
ond 5.* 


For turning heovy pipes and other 
lerge, hollow cylinders. Sizes from 
*IDEAL Live Centers are olso ovail- 
able in Brown & Sharpe and Jarno 
fopers. 


Give your customers custom-engi- you get, build and keep live center 
neered performance with stock model business through better service. Simpli- 
IDEAL Live Centers—available “right fied ordering and inventorying save 
now”. No waiting for special engineer- time — make it easier to fill and bill 
ing. You get easier sales and quicker customer orders faster. IDEAL Live 
profits because IDEAL makes stock Centers are first choice in hundreds of 
live centers for almost every turning shops for both accuracy and increased 
need. “Specials” are seldom needed. output. They are backed by a national 
Four models and a complete range of advertising and direct mail program 
tapers handle turning jobs from the that brings new business. Cash in now 
smallest to the largest. on the complete live center line that 
helps you to make steady sales and big- 
With a complete line and fast delivery ger profits — IDEAL Live Centers. 
SOLD THROUGH LEADING DISTRIBUTORS 
In Canada: Irving Smith, Ltd., Montreal 


Q@DEAD DEAL INDUSTRIES, Inc. 


1000 PARK AVENUE ° SYCAMORE, ILLINOIS 
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Make Extra Sales 


With These IDEAL 
Profit Boosters ... 


Every plant you call on can use these 
IDEAL tools to advantage. And you 
can use them to your advantage to 


make more sales per call. 


@eD DEMAGNETIZERS 


Quickly metizes tools, punches, drills, 
dies or — magnetic “oO Prolongs 
tool life removi harmful ‘asive par- 
Gdee. theas eaadiio~ten ol dine of wart. 


Gord ELECTRIC ETCHERS 


Etches anything made of iron or steel or their 
alloys. Easy toe use as 2 pencil. Burns smooth, 
permanent mark. Eliminates delay and expense 
of special name pletes. Always ready—safe— 
portable. Three models for all types of work. 


Gora.) MARKERS 
Cuts @ permanent mark inte any material — 


PRN, 


oe 


@eD ELECTRIC TACHOMETERS 


efficiency. indicates shaft speeds in RPM. Hand 
type. May be used as single unit or with 
meter and generator connected by cord. Ac- 
curate te plus or minus 1% of full scale. Two 
models—2509 and S000 RPM. 





OIC Distributors! wi. so rer peeing roy seit Fis. 558 





- Hardened, 
Honed Seats 


for tough 
throttling 
service 


Fig. No. 558, bronze globe valve, 200 ibs. WSP, @ 550°F., 400 Ibs. WOG, non-shock 


A plug-disc and seat so hard they can 
crush scale between them and still close 
tight. A stem that absolutely will oot 
gall or seize. The combination is in a 
rugged bronze valve designed for tough 
throttling service... the OIC 558! 

Both plug-disc and seat are stainless 
steel, heat-treated to more than 500 
Brinell hardness. Their seating surfaces 
are ground and honed to an accurate, 
smooth, bearing finish. The stem is OI¢ 
alloy-40, a sturdy bronze which won't 
gall or seize. 


THE OHIO INJECTOR CO 


ALVES 


Remember, in throttling service a 
valve’s stem, plug-disc and seat must 
withstand the most abusive wear. Rely 
on the toughness designed into this 
OIC line to give you extra-long service. 
Specify the modern $58 where you need 
bronze globe valves for throttling 

Write for Form No. 1001 which de- 
scribes this valve along with the entire 
OIC 500 line, including composition 
disc and spherical disc globes, angles 


and check valves. 


Call your OIC Distributor. 


PANY + WADSWORTH, OHIO 


FORGED & CAST STEEL, BRONZE & IRON, 
LUBRICATED PLUG VALVES 
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_.. Which 

Tube Fitting 

is best for 
your customer? 


Need Tube Fittings? 
See Your 
IMPERIAL DISTRIBUTOR 


He Carries Industry's 
Most Complete Line of 
Tube Fittings and Tub- 
ing Tools 
ee | 
stocks for quick 
delivery 
> Mo en 
the right Fitting 
and right tool 
for every job 


The above messege emphasizing dis- 
tributer benefits, oppeors in leoding 


industrial publications 


Ask for 
Catalog 3501 


With Imperial 


You Have The Right 
Answer Every Time... 


Many types of tube fittings are in use today. Each offers certain advan- 
tages. Some combine several! advantages in varying degrees. One fitting 
may excel in speed of assembly. Another in withstanding vibration and 
tube movement. Others are designed for high pressures 

The new Imperial Tube Coupling Selector Chart above, helps you 
recommend the BEST fitting for each job. With the complete Imperial 
line you have the RIGHT ANSWER for your customer every time! 

Write for Bulletin No. 3039 which includes this chart as well as 
a practical program for getting tubing jobs done faster, better, more 
economically. 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Avenue, Chicago 7, Illinois 


ln Conode; 334 Lauvder Ave., Toronto, Ontorio 


$f rt 
rises SS 


FLUID CONTROL AND SHUT-OFF VALVES... @ wide range for many purposes 


c 


ber 


NEEDLE HI-DUTY 
VALVES VALVES 


A superior plug-type 


Also Toagle 
shut-off valve for real protection against 





Diephrogm, Blow-down and 
Kwik-Discoanect Volves leckoge 2., 3., and 4-way styles. Also 
many other types 





Industinys Mbit Complete Line of Tube Fittings and Tubing Tools 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 









..- Imperial offers Industry's most complete 
line of Tube Fittings and Tubing Tools — 
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IMPERIAL SLC. IMPERIAL 
? HI-DUTY 37° FLARE FLEX FITTINGS — 
[=P - FITTINGS The tube coupling 
Unsurpassed for withstond high pres- with the vibretion 
speedy, trouble-free sures and severe op- and shock absorbing 
. Withstends e erating conditions. sleeve. Withstands 
more vibration. Ne P Furnished in Bross, severe vibration, 





minor tube movement 
Furnished in Bross 





leese sleeves. Fur- : Steel and Stainless 
nished in Bross and S Steel. 
Aluminum. 
























IMPERIAL IMPERIAL 
POLY-FLO COMPRESSION 
FITTINGS, FITTINGS — 








ing, welding or sel- 
dering. Moke sofe 
thet 







used with polyathy- 
lene or other plestic 
tubing, make possible 
huge sevings in time 
ond simplify instalio- 
tiens. Furnished in 


Bross. 


Simple, efficient, eco- 
nomical. Furnished in 


Bross. 







































IMPERIAL IMPERIAL 
INVERTED FLARE PRESSURE HOSE 
- and REUSABLE 
Similer te stendard COUPLINGS — 


flere fittings except 
flare seat is inside 
body. Furnished in 








For high, medium and 
low pressure applico- 
tiens including hy- 
draulic fluids, goso- 
line, oil, diesel fuel, 
grease, LPG gas, air, 
water. 




















+* ele t 


A COMPLETE LINE OF TUBING TOOLS . . . their quality speeds tubing work! 


IMPERIAL FLARING TOOLS 


for moking 










All types 
45° and 37° flores 























including double 



























IMPERIAL flores on copper 
HI-DUTY oluminum, steel and 
stoinless steel tubing 
TUBE Ne. 500-F Floring Too! 
vest yy ayor IMPERIAL TUBE BENDERS 
Free wheeling ball beoring action. Roller qo Saree ond Bend herd or soft tubing. Form ne 
type with flore cut-off groove. Retractable then = sete bends te short redivs. Colibroted. Me 
reomer. No. 274-F for ‘*” to 1” tubing them 50.600 tedichinal tomiiens Goo cath den Of 











Other models. Also sowing vises. tubing 3/16" te 3/4" 0.0. Also other models 







Only o few of impericl’s Complete Line ore lustrated here 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 
















































































YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 



































GLOBE BELTING 


THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 


@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance . . . 
They are also the factors that will help you stimulate sales, provide 


@ more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING @ KANRY-TEX BELTING @ 
PLASTIC AND CELLULOSE COATED BELTING @ ENDLESS WOVEN BELTS, 
COTTON OR NYLON @ STITCHED CANVAS BELTING @ WHITE, BLACK 
AND BROWN NEOPRENE RUBBER BELTING @ WEBBINGS 





YOUR FINEST PROSPECTS INCLUDE 


Flour Mills * Bakeries * Canneries * Cereal Mills 
* Textile Mills * Grain Elevators © Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries ¢ High Speed Tool Shops 
* Woodworking Shops * Printing Plants * Candy 
Manufacturers 

@ The long lasting qualities, dependability, and economy of serv- 

ice mokes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


ee . R - UK 
KNOWN FOR QUALITY THE WORLD OVER 
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VERTICALLY MOUNTED ON BRIDGEPORT MILLING 
MACHINE, this Dumore Series 5 Tool Post Grinder 
provides an ideal high speed precision grinding 
heed for use with small mounted wheel and points 
or carbide cutters 


MOUNTED ON RAM OF A PLANER, this Dumore 
grinds a long internal groove on a die part 


MOUNTED ON USED MILLER BASES, Series 5 Grind- 
ers provide « Chicago manufacturer with depend- 
able, high production precision grinding equipment 
at an amazingly low cost 


BENCH MOUNTED Series 12 Grinders are used to 
grind drill clearences and polish flutes for a tool 
company 


4 


How many of these DUMORE 
TOOL POST GRINDER sales 
have you passed up? 


More than just a lathe grinder, this 
versatile tool mounts on any basic machine 


for a wide range of production jobs 


Den't limit the Dumore Tool Post Grinder 
to lathe grinding. You're passing up some 
handsome profits if you do. The flexibility of 
this portable tool enables it to be used on 
practically any basic machine tool — 
milling machines, planers, shapers, boring 
mills, universal grinders, as well as rebuilt 
and special bases — for a large variety 

of grinding jobs. 


In the large shop, the versatile Dumore adapts itself quickly and 
easily to existing equipment turns idle, expensive machinery 
more useful, highly productive grinding equipment. And there's 
amazing potential in the small operation, too, for low-cost 

Dumores put extensive grinding facilities well within reach of the 


into 


most modest budget 


The next time you call on your grinding prospects, capitalize on the 
almost unlimited possibilities of the Dumore Tool Post Grinder 
Perhaps the applications pictured here will recall some prospects 


you've passed up 


UMOAG 
lj 
= YZ 


a2 Sf 


= 


Automatic 
Drill Units 


Tool Post 
and Hand 
Grinders 


1322 Seventeenth & 
Racine, Wisconsin 


MOUNTED ON RAM OF A BORING 
MULL, « Series 12 Grinder solves 
the tricky problem of grinding « 
high finish on perforated, tepered 
cest won streamer cores 
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People’s Gas Co., Chicago, exhibits 
up-to-the-minute radiant heating 


New Milvaco bronze 
monifold supply 
header, No. 1365 


New Milvaco bronze 
bolancing valve 
monifold, No. 1355 


) pene designed for radiant panel heating sys- 
tems, Milvaco manifold supply headers and balanc- 


Milvaco is proud to have its 
: : ing valve manifolds are ideal for both private homes 
manifold valves included in this and —_ commercial buildings. These units are —s 


to accommodate virtually any number of circuits. Easily 


educational model installation cut installation costs by reducing soldering and sweat- 
ing time, plus eliminating the need for extra fittings 
and joints. Choose from 3, 4 and 5 series for copper 
tube sweat connections in %” by 144" and 14” by 
14,” sizes. Single control balancing valves are also 


available. 
Ready Reference Catalog B255 is a handy 
guide for selecting the right Milvaco valve 
for every job. For your copy write: 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 


2375 South Burrell Street 
Milwaukee 7, Wisconsin 


THE MARK OF PERMANENT QUALITY 
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ANGLgear 


MODEL 340 


3 hp at 1200 rpm! That’s the new rating 
ANGLgear 


models shown above. And the purchase 


of the rugged 2 and 3-way 


price remains the same. 
The constantly expanding ANGLgear 
line is now offered in three sizes and 12 


models—some with 2-way shaft exten- 


so ot 
i Pe 
y i _ —_— J 5 , is ; 
cee | wa — 1+, 


MODEL 360 


sions, others with 3—and all with choice 
of 1-1 or 2-1 gear ratio. These units are 
widely accepted in many different fields. 
Designers and engineers everywhere value 
them for their compact design and dura- 
bility. There may still be a territory near 


you that is open. Write us. 


DIRBOBNE 


ACCESSORIES 


CORPORATION 


HILLSIDE 5, NEW JERSEY 
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Bnight: and Tough. 


THEY'RE HMS stTanpvarps 


FACTS ABOUT oe appearances are important, but paint is impractical — 
en products are designed for tough environments — 
BRASS CAP SCREWS When strength rates with good conductivity 
AND NUTS That's when you should recommend HMS 
standard cap screws in brass or stainless steel. 

Brass and stainless steel cap screws are just a few of the 2371 
items that HMS keeps in stock for immediate shipment. Should your 
stocks be low, we can ship you a new supply in 24 hours or less. 
When you pass that kind of service along to your customers you 
make firm friends and steady customers for HMS and the other 


FACTS ABOUT lines you sell 
STAINLESS CAP SCREWS if you don't have the HMS catalog, write for your copy today. 


peplgeite THE HARTFORD MACHINE SCREW COMPANY 


101 DEERFIELD ROAL HARTFORD 2, CONNE v 


_ ae ‘ft 
> ea) a 
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U. S. Reyelestic Plastic Tape 


U. S. Security® Friction Tape 


“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name. 


These tapes are used and advertised the year 
‘round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 


Backing up “U.S.” Splicing tapes is this big plus: 
THE NAME U. S. RUBBER REACHES INTO 

MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY 
DAY ALL YEAR LONG THROUGH ADVERTISING IN 


NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, featuring products that are household 


sales tap 


words—such as U.S. Keds®, U.S. Royal Master 
Tires, U. S. Golf Balls and widely used rubber 


or plastic products. 
. : hé v7 
Make your sales taper up with the volume line, 
x ig 


the profit line. Order “U.S.” Splicing tapes from 


any of the 27 “U.S.” District Sales Offices, 
or write address below. lA PE ' 
* 


“U.S.” Research perfects it...“U. 8S.” Production builds it...U. S. Industry depends on it, 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20. N.Y. 


Heese « Belting «+ Expansion Joints « Rubber-to-metal Products + Oil Field Specialities «+ Plastic Pipe and Fittings + Grinding Wheels + Packings + Tapes 
Molded and Extruded Rubber and Plastic Products «+ Protective Linings and Coatings + Conductive Rubber « Adhesives «+ Roll Coverings « Mate and Matting 
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More than meets the eye 


There are extra values in ARMSTRONG 
TOOLS that become apparent only with use. 


TOOL SENSE — convenience in use — the 
most efficient “tool approach” built into 
ARMSTRONG Tool Holders; the balance 
and “feel” of an ARMSTRONG Wrench; 
the rigidity of ARMSTRONG “C” Clamps; 
the extra toughness of ARMSTRONG Lathe 
Dogs and Eye Bolts; the universal adaptability 
of ARMSTRONG Set-up and Hold-down 
Tools — the evidence of “tool sense”, the 
understanding of each tool’s requirements. 


STRENGTH — built into each individual 
ARMSTRONG TOOL is a safety factor of 
extra strength — strength beyond any need, 
the inherent strength of specially selected 
materials enhanced by proper heat treatment 
and hardening. 


UNIFORM QUALITY — the uniform 
quality made possible by modern manufac- 
turing methods, in a specially-built plant 
equipped with every needed quality control. 
The name ARMSTRONG with the Arm-and- 
Hammer T ade Mark is universally recog- 
nized as a guarantee of finest quality. 


See us at Booth No. 550, Metalworking Mach- 
inery & Equipment Exposition, Chicage Colli- 
seum, Sept. 6-17 


\\} 
‘\\) 
\\ 


ree ‘ 7 


BROS. TOOL CO. 


| Holder People 
ARMSTRONG AVE * CHICAGO 30, ILLINOIS 


ARMSTRONG 
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Mr. Oistributor- how can | simplify 
my chemical packings inventory 7 













































































Ty J-M CHEMPAC° 
it combines asbestos with Teffon* 


to resist virtually all chemicals 


Win new customers... write bigger orders 
with this complete line for the process field 


if you're looking for bigger sales to the 
chemical ard process industries, Johns 
Manville Chempac packing and gaskets 
give you 5 big selling advantages: 

1. Chempac is versatile. It stands up 
against almost all acids and alkalis at 
temperatures to SOOF. This greatly reduces 
the number of packing styles required and 
simplifies buying, handling and storage for 
your customers. 

2. Chempac combines the al!-around 
chemical resistance of Teflon with the seal 
ing action and heat resistance of asbestos 
This assures outstanding performance and 
long service life cuts down time and 
reduces replacements 

3. Chempac will not deteriorate. The 
inert ingredients retain their exceptional 
properties in all normal storage conditions 
for prolonged periods. 


4. Chempac comes in a broad line of 
packings and gaskets and a wide range of 
sizes and thicknesses 


5. Chempac is backed by the technica! 
and manufacturing services of one of the 
world’s largest manufacturers. Johns 
Manville engineers are readily available for 
recommendations and assistance on special 
problems. Johns-Manville’s extensive plant 
facilities assure a dependable supply 


Where to sell them: Al! manufacturers 
utilizing chemical processes and equipment 
in producing or converting industrial chem 
icals, raw materials or chemical specialties 
Also wherever handling of strong acids 
alkalies, caustic solutions or active solvents 
is encountered 

For further information write to Johns 
Manville. Box 60. New York 16, N. Y. In 
Canada, Port Credit, Ontario 
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Johns-Manville 
Packing of the month 
J-M CHEMPAC 
Packings and Gaskets 





+-M Chempac Pockings 
ous spiral and ‘ 


plunger and valve ster 


+-M Chempac Goskets | 


: Tui : 





New Sarco Thermodynamic Steam Trap 
practically eliminates maintenance! 


1. A CAP 








3. a BODY 





VL be 
ght! 


Only moving part—a hard- 
ened Solid Stainless Steel 
Disc—practically wear-proof! 


SOME OF 
MANY ADVANTAGES 


1. Same trap for all 
loads and pressures 10 
600 psi 


2. Closes tight on no 


load 


3. Operates against 
back pressures up to 
50% of inlet pressure 


4. Not affected by 
superheat, woter-ham- 
mer, vibration, corrosive 


condensate 


5. Smollest inventory of 


spore parts. 





SIMPLICITY—to the Nth degree! 


No valve-closing mechanisms to wear or stick. 
No critical clearances to choke. No gaskets to leak. 
Three simple parts...machined from stainless 
steel bar stock. Only one A | 
moving part 


What could be simpler? 


SARCO COMPANY, INC. 


Sarce Company, inc. Empire State Bldg. New York 1, WN. Y 
Please send me Bulletin 255-44 
Write for Special Introductory Offer to distributors 


NAME 
FIRM 
ADDRESS 


CITY 
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T Ik f h T ad LRAVELER After attending the Rotary Inte 

a o ' e ra i national convention in Chicago, Mr. and Mrs. Harry 
Leu (Harry P. Leu, Orlando) went on to Banff, Lak« 
Louise, and planed to Alaska where they visited Juneau 


Anchorage, Fairbanks and Nome They return¢ 


to San Fransico during the UN meeting 


A FISH STORY: Jim Bosted (H.W. Mills, P 

N. J.) and his sons are ardent fisherman, 

with a great deal of pleasure that Jim went ou 

bought new gear for a vacation tnp to the 
trouble came when the 
Jim wanted to go fishing and his so NEW ORLEANS SPECIAI 
Aw gee, Dad, there's tor nan T \ : fs 


~ 


ew Uricans bet 
to bother going fishing B ao 
man 
tells of an entirely difterent 


though ordinarily we do not publish poet 

t pass this one on to you 
She was Honey Chile in New Orlean 
lhe hot spot of the bunch 
But on the | expense a 


She was ga wars and | 


NEW OR OLD STORY? Did vou hear the st 
about the 
to 2 round You don’t have to give me strokes 


golf dufter who challenged the club cham 


the duffer said, “The only concession I want are tv 
look outs The champ started to question the 
challenger as to what “look outs” were but, instead 
shrugged his shoulders and said to himself “What 
difference does it make? I’m only giving him two 

The duffer teed off with his normal slice The 
champ stepped up and addressed his ball, slowly 
swept his club back and was right at the top of his THE SECRET IS OUT: It is onl, 
back swing when the duffer, at the top of his lung half page story in the Saginaw News that 
shouted: “LOOK OUT”’” The champ’s drive drib ered Sally Andridge’s secret Sally, president of 
bled down the fairway 50 yards and he turned, with Flack-Pennell, Saginaw, was the subject of the story 
fire in his eve, and demanded: “What's the idea? She Cut her Teeth on a Sprocket Che artick 
Why'd you yell? The duffer explained that he pointed out that “Football is Sally's favorite sport and 
had taken one of his “look outs” and pointed out he can kick a pigskin around when the occasion 


“You just start wondering now when I'll take my ' As mv informant said: “1 
second ‘lookout’ ”’ The duffer won the match 9 up 
and still hasn't taken that second “LOOK OUT.” 
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Now. 


for the first time ever... 
Aeroil Products Company is 
offering DISTRIBUTORSHIPS 


to qualified companies! 








an 
Here’s why this can me 


ss, 
VXe):4- BUSINE 
Xe) :4- =) °2@) 3 
to you! ¥ 


AEROIL IS AN ESTABLISHED NAME 


and since 1917 has continuously maintained the | 
reputation of a “quality product” company. af ar / he 4 





AEROIL OFFERS PROVEN . . . STANDARDIZED PRODUCTS spade WOT. k S 
which are in demand throughout the year by nearly 4 J 
every phase of manufacturing and service industries bee il done he 

Now get the facts on 
AEROIL BACKS YOU UP WITH POWER-PACKED PROMOTION how YOU car cash in 
that co-ordinates national n ti ing, .. write directly to 


direct-mail campaigns, publicity, catalogs, TAYLOR so 
specification sheets and many other tested sales-builders. Director of Sales, 


for full information! 


AEROIL WORKS ON A DISTRIBUTOR-FIRST POLICY 


with personalized assistance to meet special local 
conditions including handling only those products 
that fit the customers’ needs in your area. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





= 


HANDY, PORTABLE. 
BENCH MODEL DIP TANKS 


A selection of tanks that are ideal 
in tool or store room for coating 
and protecting carbide tipped tools, 
cutting edges, dies, taps, drills and 
all small parts. 


SMALL PARTS CLEANING 
AND RINSING TANKS 


Widely used by service shops, trans- 
portation companies, fleet opera- 
tors and general industry for clean- 
ing and degreasing. 


GIANT TANKS 


Built to meet the requirements of 
large-scale motor rebuilders, as- 
sembly-line cleaners and govern- 
ment agencies. Used for cleaning, 
degreasing, paint-stripping, rvst- 
proofing and other processing 


COMPACT FLOOR MODEL 
DIP TANKS 
lines for processing plas- 
tics, waxes and similar compounds. 
Used for fast, proper coating of 
tools, parts and assemblies by gen- 
eral , preservation and 
packaging houses. 


SPECIAL LARGE 
EQUIPMENT CLEANING 
AND RINSING TANKS 


Motor Block Tanks: Handle one or 


la 
parts. Radiator Tanks: For cleaning 
up to 12 radiators at a time. 


COMPLETE LINE OF 
COMPOUND POTS 


pee nlp n Fab fon 
sewer pipe and electrical pipe 
compounds as well as somastic 
compound and other hard-to-melt 


LARGE CAPACITY 
DIP TANKS 

Indi or directly heated. Full 
choice UL-approved, electrically 
heated tanks fer supreme a ae 
in mass production dipping of small 
parts and for easy accommodation 
of extra-large units. 


HEAVY DUTY AND UTILITY 
MELTING FURNACES 
Complete choice of firing, mount- 
ing and capacities. Used to melt a 


wide range of compounds in pipe- 
line construction and servicing. 


TOOL-MASTER ® 
TOOL TRAILERS 


Modern ene pan Frary = ootpoore rand 
weather proof 
cious storage rye on pode ne Used 
protection and Sead a are needed. 
Melting Kettles 
Melting Furnaces and Compound Pots 


Tool Trailers 


Aeroil Products Company, inc. 


Torches and Burners 


Concrete, Tool, Space and Water 


“Quality Guaranteed Products Since 1917” eaten 


69 WESLEY STREET . SOUTH HACKENSACK, NEW JERSEY 
Branch Offices: LOS ANGELES AND CHICAGO 


Coating, Cleaning, Finishing Hot Dip 
Tanks 


Roofers ond Pavers Accessories 
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Qe 
REPUBLIC’S 5-POINT SALES POLICY 


A LINE of rubber items sufficiently A QUALITY of product uniformly A PRICE basis inducing and making 
complete to permit effectively supply good and cepabie of delivering serv possible aggressive competition with 
ice results thet should reasonably reasonable profit return 


! ng the requirements of the trade 
be expected 


solicited 


FREEDOM from competition from SELLING helps of reasonable amounts 
his source of supply, either direct or 5 so that his sales force may be given 
indirect, among the trade covered the edvantege of specialized training 
by his dey to day solicitations and a knowledge of the product solid 


Sales Policy Put Into Effect 


(First rubber company to have a written sales policy.) 


Still in Effect —Unchanged 


(Republic selects industrial distributors as best 
method of selling their products.) 


Still In Effect—Unchanged 


(Many distributors approach Republic every year for a franchise.) 


Still in Effect—Unchanged 


(More and more distributors commend the 5-Point Sales Policy.) 


Still in Effect—Unchanged 


(Nation's best distributors handle Republic. 


Still in Effect—Unchanged 


(Original distributors signed in 1923 still representing Republic.) 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION. YOUNGSTOWN ! OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Cooperation Begins At Home 


ry\His INDUSTRY OF OURS is dependent for if 
| acceptance, success and growth on the efforts 
of two parties to a joint undertaking, on the 
efforts of manufacturers and on the efforts of 
distributors. By and large the parties are inde 
pendent in financing and in management, and 
each is seeking to make the best net profit show 
ing he possibly can. ‘This situation can make for 
conflict But each party knows he can't get 
along without the other, so cooperation, under 


standing and tolerance become essential 


Name Calling 


As I study the history of our industry, I gather 
that cooperation, understanding and _ tolerance 
were not always present in bulk quantities 
That's probably the gross understatement of the 
vear And, in talking to the old-timers, I judg« 
that some of the conventions were near-riots. (I 
mention conventions because there you get a look 
at an open demonstration of the true state of man 
ufacturer-distributor relations.) Name-calling and 
finger-pointing left no doubt as to who was being 
talked about, and for what misdeed 

Modern-day conventions, by contrast, are rela 
tively tame, peaceful events. The “show” may 
not be as good, but the results are undoubtedly 
better. How do vou account for this? 

We may, of course, have made actual progress 
in cooperation. Or we may have had an emer 
gence of greater understanding and tolerance 
upon the part of members of the industry 
Progress in cooperation would mark a positive 
advance for the industry. Better understanding 
ind tolerance would only mean we had developed 
more control over our tempers In any event 
the atmosphere within which day-to-day business 
is conducted seems much improved 

The millennium, however, is not vet with us 
Indeed, as long as men behave as they have 
throughout recorded time and as long as the 


parties to the joint venture remain independent 
usiness entities with separate and distinct goals 
ve'll have problems of manufacturer-distributor 
relations. In the special 32-page section which 
follows, the editors of INpusrriat. DistTRiBuTION 
explore a few of the areas in which “sparks” are 
ipparently being generated in considerable pro 


fusion currently 


Arson? No Thank You 


Our intention is not to start a conflagration or 


even blow on glowing embers. Our role histori 
lly, as a magazine, has been that of peacemaker 
ind we have no intention of abandoning it. ‘The 
daily contact of our editorial and business staff 
with distributors and manufacturers has given u 
1 certain proficiency in smoothing out points of 
mflict. We are honestly and openly selfish ix 
this We 
zine as the 

We have found that, in a great many instance 


1 “problem” erupts because the parties don't know 


can only grow and prosper aS a mag 


industry itself grows and prosper 


what the other fellow is faced with in selecting a 
\ distributor is 


manufacturer for something he did or didn't do 


ourse of action boiling it a 


or a manufacturer condemning distributors to 
perdition for something that has happened when 
neither party has the facts on why the other 
On each of 


the points we take up in our special section, we 


fellow did what he did ind why 


try to point out the thinking back of courses of 
ction pursued by distributors and by manufa 
turers By citing the reasons back of policies or 
back of actions and by getting the “other fellow 

position out in the open, we hope to promote a 
limate within which the benefits of real coopera 


tion mav be realized 


pO 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 


“~~ the past month, economists with whom we 
are acquainted in New York City have had two 
favorite subjects for conversation. One has been the 
hot weather—a subject which we recognize as topical, 
but not as decisively important to the state of the 
economy. The other has been the rapid succession of 
industrial price increases, a matter which is indeed 
important to the state of our economic health. In 
tact, there are those who argue that what has been 
up to now a remarkably orderly boom in_ business 

ibout to turn into real inflation 

However, the worries of our New York friends 
bout weather and prices are as nothing compared 
to those of certain residents of Washington, D. (¢ 
in particular, the Federal Reserve Board which has 
principal responsibility for seeing that inflation does 
not take plac Che Board is supposed to keep the 
demand for goods within bounds by regulating the 
supply of money and credit. But it must, of political 
necessity, pursue this objective with a wary eye on the 
car 1956. It must try to slow down the boom with 
out killing it, an extremely delicate operation which 
the Board h 


ist without some unhappy results 


A Touch of Brakes 


Whether motivated by the heat or the price index 


seldom been able to perform in the 


the Board has begun moving vigorously in the past 
two weeks to extricate itself from this intolerable 
situation, One big step was to obtain the coopera 
tion of the federal housing agencies in putting some 
limits on the amount of credit available for new home 


building. ‘The restraints were mild: 2% down-pay 


ment instead of none, and 25 years to pay instead 
of 30 (on mortgages which Uncle Sam guarantees 

In another recent move, the Federal Reserve has 
warned banks and other lending agencies to review 
the extra-liberal terms given in many areas on instal 
ment loans to buy new cars. It has been hinted that 
if the review is not successful, more direct controls 
may be applied. At the same time, the Board is 
holding down the supply of funds that commercial 
banks have available for business loans, by requiring 
the banks to maintain relatively high reserves. This 
seems likely to mean higher interest rates and a much 
more careful screening of applicants for loans 


particularly loans to build inventories 


Tighter Credit Due 


I'hus it seems clear that in three important fields— 
inventones, construction and consumer durable goods 


a tighter credit policy will be working to put a 
damper on the business boom and particularly on 
the sort of speculative excesses that lead to price 
inflation 
Meanwhile, there 
threat of general inflation may be stifled, as it was im 


1951~—52. by the remarkable ability of Amencan indu 


onsiderable evidence that th 


try and agriculture to produce most of the things 


that people want in abundant quantities 


Price Pressure Strong 


In the industrial sector, particularly machinery and 
construction items, price pressure is still strong. Such 
products are not easy to produce in greatly increased 
quantity, without a lag for tooling and recruiting 
skilled labor And the 


wages hits with special force because labor require 


cost push from increased 
ments per unit are high. ‘Thus rising costs for indus 
trial products may continue to plague those who 
make industrial decisions for some months to con 
However, there is no reason why an increase i 
the price of industrial products, partic ularly machinery 
and equipment, cannot be accommodated within a 
framework of stability in the general price averages 
For the past two years, industrial prices generally 
have been trending up, as farm prices and some con 
sumer goods prices trended down This shifting 
pattern has resulted in over-all stability, and such 
may continue to be the case if the Federal Reserve 


holds firmly to its policy of holding down the total 


supply of money and credit that can be used to bid 


for goods and services 

The makers of machinery and equipment have beet 
selling their wares at prices that might well be classed 
as bargains, relative to wages or other prices. So an 
increase in this field is not likely to scare off cus 
tomers or to necessitate further increases in the price 
of manufactured products. In fact, if enough of this 
new, efficient machinery is bought—and our new 
orders indexes show that it is being bought in gobs 
we will shortly have the industrial capacity to squelch 
an inflationary threat of anything but giant propor 
tions 

Meanwhile 


Reserve to see that such proportions do not develop 


it continues the job of the Federal 


Chis will be warm and heavy work, even as cooler 
weather eventually reaches Washington But if 
recent measures have the effect of slimming down 
even a little bit—the housing and auto booms, the 
job of containing inflation may not look quite so 
difficult at harvest time as it does today 
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MANUFACTURER — DISTRIBUTOR RELATIONS 


MR. DISTRIBUTOR: 


Who Does What? 


he the next 30 pages, the editors of Inpustriat DistrisuTion present an 
analysis of manufacturer-distributor relations. Both manufacturers and dis- 
tributors state their positions on a number of critical “fronts”. Here man- 
ufacturers tell what they expect of distributors, and distributors tell what 
they expect of manufacturers. And both parties to the joint distributive 
effort give their reasons for doing as they do. It is our hope that by getting 
the reasons (and both parties do have reasons behind their actions) out 
in the open, it will be easier to see the other fellow’s side. And it will be 
easier to work out mutually satisfactory and profitable solutions to com- 
mon problems. This section then might be viewed as a town meeting in 
print, a forum for developing sales policies that will point the way to better 
manufacturer-distributor relations. 


Policies for Profit 


In the successful functioning of the sales department of a manufacturing 
concern or of a distributing firm (which is 100% a sales organization ), cer- 
tain policies evoive for the handling of day-to-day work. For firms that have 
been in operation for decades, the policies may have emerged through trial 
and error and may seem second nature. Relative newcomers may have bor- 
rowed from the successful experience of their predecessors. All, however, 
have policies or guides to handle the problems of their external relations. 
Even a practice of having no policy might itself be termed a policy of having 
no policy. This situation unfortunately does not lend itself to orderly or 
logical discourse. We'll talk about positive policies. 

One might well ask: why have policies? To be sure, the word may sound 
formidable, but there are good, sound reasons why successful firms establish 
policies. 

In the first place, well-defined policies enable an organization to act 
promptly along pre-thought lines of action. As problems arise, solutions are 
expedited because policy already exists. 

Secondly, it saves the time of executives to have policies thought through 
in advance. As similar problems recur, it is not necessary to reappraise 
each individual situation and re-weigh all the pros and cons. 

Third, carefully-outlined policies assure uniformity of action. There is 
nothing more embarrassing than to be confronted with an earlier exception. 
People like to be given an even break, and a uniformly-administered policy 
assures this uniformity. 

A fourth advantage is that the implications of a policy can be considered 
carefully in advance of the need for a decision. Alternate courses of action 
can be explored. Action is not affected by temporary or purely personal 
considerations. Judgments can be reinforced by reasoned marshalling of 
evidence. 





jek 


Coe — 
| g -f t— 








MANUFACTURER — DISTRIBUTOR RELATIONS 


MR. MANUFACTURER: 


: ... And Why? 


Fifth, subordinates are in a position to exercise initiative intelligently. 
The people in an organization all down the line are on the team. An enun- 
ciated policy lets them know the rules of the game. 

Sixth, when everyone knows what the policy is within an organization, it 
is much easier to achieve coordination. Inconsistent courses of action can 
be avoided as conflicting policies are resolved before being put into action. 

There i8 a rather broad realization within our field of the importance of 
establishing sales policies by both manufacturers and distributors. There is 
some division of opinion, however, on the matter of written versus “under- 
stood” sales policies. Over a long period, men may certainly be judged 
by their acts. The boss man in a company after years of contact may be 
thoroughly understood by the people on his own staff and by those on the 
outside with whom he has repeated contacts. Consistent decisions over the 
years set a de facto policy. And, incidentally, some of the finest policies 
in the industry are of this sort. . 

The case for the written policy, however, seems compelling. 

It extends beyond the life span of either of the originals — or beyond 
mere changes in personnel. 

It reinforces the memories of even the best-intentioned. 

It makes the parties consider the alternatives in the very act of writing. 
When you “spell it out”, you have to think it out. 

It is not enough that “A” and “Z” know the details of an agreement; all 
parties dedicated to making a policy work should know its elements. 

It is a living testament of fair play for the world to see. 


































These 30 pages then are concerned with policies — some satisfactory, 
some in a process of change and adaptation, and some of them apparently 
conceived in haste and thus in the area of conflict. From the broad range of 
problems which might be examined in any study of manufacturer-distributor 
relations a bare handful are subjected to scrutiny here. 











. Potentials and territories 
... Training, inquiries, and contests 

.... Advertising and promotion 

.... Manufacturers’ representation pi 

. Distributors’ inventory 










This list is not and cannot be definitive. But all these points come in for 
discussion whenever manufacturers talk of distributors’ nerformance or 
whenever distributors talk of manufacturers’ cooperation. 
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MANUFACTURER — DISTRIBUTOR RELATIONS 


Accuracy of Market Estimates 


Must and Can Be Improved 


POTENTIAL” is one of the most effective 
ints to a general difference of opinion be 
tributors and manufacturers anyone could 

t that there is any lack of wordy stimull- 
pose. The matter of determining “sales 
in area of manufacturer-distributor rela 

h both parties are poles apart in thinking 


terviews with manufacturers, it appears 
ingle one who doesn’t make some kind 
forecast All sav they find it useful for 
ganizing, performance and control. They 
in saving they couldn't do without an 
Some provide distributors with breakdowns 
issumption that these estimates will be as 
listributor 


ributors are generally aware of the value of 


LET'S UNDERSTAND THIS... 


Of course, you know what potential means. But 
does the person with whom you're speaking interpret 
the werd the same way? After talking to many manu- 
facturers and distributors, editors of Iwoustmat Dis. 
yrieution found that some definition of terms, if not 
absolutely necessary, would be of considerable help. 
In these pages there is a lot of talk about “market 
potentials’ and “sales potentials.”” For clarity's 
sake, we've adopted the definitions given by the 
American Marketing Association's Committee on 
Definitions. Pay heed: 

MARKET POTENTIAL—the expected sales of o c~ ~~ 
modity, a group of commodities, or a service for an 
entire industry in a market during a stated period. 

(Example: All the grinding wheels—regardiess of 
maker—sold in a particular market in one year are 
the market potential for grinding wheels in that 


thinking about and acting on market and sales 
potentials This is one thing manufacturers and 
distributors agree upon—the importance of market 
and sales potentials. ‘To distributors who have used 
market and sales potential studies, it has proved to be 
1 valuable tool for the efhcient management of sales 
for determining proper inventory levels, administra 
tion planning, determining manpower, financial arid 
facility requirement 

Difference of opinion emerges when it comes to 
evaluating the relative accuracy required of market 
and sales potential estimates. Distributors, on the 
whole, expect manufacturers to provide estimates of 
market and sales potentials for particular lines and 
most manutacturers are ready to accept this respon 
sibility. But distributors. are severely critical of the 


manufacturers’ estimates as handed down to them 


. . . AND THIS TOO! 


SALES POTENTIAL—the share of a market poten- 


tial which a company normally expects to get. 


(Comment: Let's stick to the grinding wheel busi- 


ness just for clarity’s sake. You aré selling the XYZ's 


grinding wheels. All the grinding wheeis sold in 


your territory amount to $100,000. Your supplier 
figures that his share of this market potential should 


be $20,000. He can base this estimate on various 
different bases—his average share of total grinding 


wheel scales made in the country over a given num- 


ber of years, past sales records, etc. No matter how 
he arrives at the figure (and the ways are numerous), 
the figure represents “sales potential". It is the 
share of the total market for grinding wheels that 
one expects to get normally”. That is the key word. 
Usually, it is not an overly optimistic estimate but is 
based on sound, objective analysis of significant 
market data.) 
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POTENTIALS AND TERRITORIES 


1947 1948 1949 


CORRELATION is a method of measuring mathemati- 
cally the degree of association existing between an inde- 
pendent variable (in this case, Producers durable equipment 


One distributor reflects a prevalent attitude: “We're 
pretty well fed up with the way manufacturers come 
to us with estimates of the volume we should be 
getting on their lines. Although some of them swear 
up and down that their figures are statistically sound, 
we know instinctively from our contacts in the field 
that the so-called potential isn’t there.” Distributors 
say they not only find it difficult to convince their 
salesmen of the validity of the manufacturers’ figures, 
but it also leads to argument when the manufacturer 
plans to establish another distributor in an area where 
he already has one outlet. 

Obviously, a problem in manufacturer-distributor 
relations exists. On the one hand manufacturers are 
seeking to provide, at some expense and effort, dis- 
tributors with the same administrative tool that they 
find so important and practical in the management of 
their own business. On the other hand, most distri- 
butors don’t think much of the practicability of the 
estimates as handed down. The situation poses two 
questions: 

1. Are the questions over which manufacturers and 
distributors squabble with regard to determining mar- 
ket and sales potentials ineradicable? 

2. Are manufacturers’ and distributors’ practices 
and methods irreconciliable? 

In the interest of exploring the possibilities of an- 


195) 1952 1953 1954 
of Commerce 


Sovrce US Dept 
sales) and a dependable variable (XYZ Mfg. Co.'s sales) 
If relationship is reasonably close as here, Rodeos dur 
able equipment sales could be used as guide for forecasting 


swers to these questions, INpusrriat DisrruTion 
editors interviewed both manufacturers and distribu- 
tors on this and other probiems. 

In the face of such severe criticism from distribu 
tors as to the accuracy of estimates, why do manufac 
turers continue to show such interest in the more 
refined methods of market research? And why are 
they willing to spend more time and money on the 
function? 

From the manufacturer's point of view, looking at 
the national picture, this interest in market research 
is understandable. As stated before, manufacturers 
have found market and sales potential estimates a 
“must” for the efficient management of their business 
They believe they achieve adequate accuracy in their 
overall forecasts and, in answer to distributors’ criti 
cism, they know the limitations of any estimate. As 
stated by Maynard and Nolan in “Sales Management” 
(Ronald): “Business knows the kind of product it 
has on hand, its cash position and its planned sales 
methods but never knows with certainty what the 
consumer will do today or tomorrow. Yet accurate 
forecasting depends on predicting what the consumer 
will do. This fact places some limit on the full 
reliability of any statistical method and emphasizes 
the importance of tempering apparently the most 
important ingredient in the process. Yet, since judg 
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MANUFACTURER — DISTRIBUTOR RELATIONS 


ment alone does not often yield results accurate 
enough for the establishment of important business 
policies, constant search will doubtless be made for 
improved methods of reinforcing judgment with mea- 
surable facts. Such is the promise of forecasting.” 

Methods used by manufacturers interviewed indi- 
cate that most of them have progressed from the 
past-records-and-judgment state to the statistical and 
judgment techniques. A few have progressed to the 
correlation method. 

Past Records—This is a method of estimating sales 
potential which has been employed ever since the 
products of manufacture became available beyond 
immediate needs. It consists of a glance at the sales 
record, trying to determise what business conditions 
will be like and then estimating how much or how 
little those conditions will affect sales. It assumes 
past sales average as a “sales potential”. It doesn’t 
take into consideration the “market potential” and 
it gives no indication of what portion of the full po- 
tential one is striving for. The criteria is past per- 


formance 


iV 


he method involves figuring the average rate sales 
have increased in the past and applying this rate of 
ncrease to last year's sales. Thus, if sales increased 


it an average rate of 5% over the past 10 years, this 5% 
would be added to last year’s sales to determine the 
current sales potential. 

Statistical—‘This method has become more common 
since the publication of the ASMMA “Analysis of the 
Distribution of Industrial Supplies”. This is an an- 
nual analysis of annual sales in six major product 
classifications—abrasives and cutting tools, all other 
tools (hand and power) and accessories, iron-steel and 
non-ferrous products, pipe fittings and valves, power 
transmission equipment and supplies, miscellaneous. 
Sales figures are analyzed and the principal trading 
aieas (identified by cities) are rated, on the basis of 
the percentage of total sales for a product classifica- 
tion cach area contributed. 

Many manufacturers find determining overall 
sales potential relatively easy since their industry 
associations compute total sales of all manufacturers in 
one industry. Each manufacturer compares his sales 
figures to the total and determines what share of 
the market he obtains. He then parcels out the 
market potential on the basis of the percentages of 
the leading trading areas listed in the ASMMA 
“Analysis of the Distribution of Industrial Supplies”. 

Correlation—This is the most advanced market re- 
search technique and is used by manufacturers with 
market research staffs. Briefly, it is a method of 
measuring mathematically the degree of associatioa 
which exists between an independent variable (say 


metalworking industry employment figures) and a 
dependent variable (cutting tool sales). If it is as- 
sumed that cutting tool sales are dependent on the 
number of people employed in metalworking indus- 
tries, correlation analysis measures mathematically the 
degree to which sales of cutting tools increase when 
metalworking employment increases. More than one 
factor or index could be used to refine the results. 
The method requires some knowledge of statistical 
method but enough of this can be acquired from any 
standard reference work on statistics. 

Whatever method is used, there are other factors 
which must be considered besides statistics. Such 
factors as changes taking place in sales possibilities 
geographically and at what rate those changes are tak- 
ing place. For example, when farmers began to 
mechanize and become customers for maintenance 
supplies and equipment, turning rural areas into more 
or less profitable territories. Sectional variations in 
economic conditions have to be noted and the effect 
of such variations on sales possibilities considered 
Changes in competitive conditions also affect sales 
potentials. Production trends in individual indus 
tries which are key customers for the product for 
which the sales potential is being determined have 
to be weighed. 

Sales potential estimates based on the ASMMA 
analysis are criticized by some distributors for failing 
to take into consideration the intangible factors. But 
the fact remains that it is one of the most valuable 
tools yet produced for market research in this industry. 
It is a voluntary reporting system for members of 
the association and is being improved constantly. 
The reliability of the figures as a yardstick for comput 
ing potentials could be enhanced if all members re- 
ported their figures and if the product classifications 
were broken down further. As they stand now, these 
classifications are too inclusive. The manufacturer 
of screws, for example, finds his products lumped 
under iron, steel and non-ferrous products. 


Other Indicators Used 


Other indicators are used, however. Mentioned 
were the Department of Commerce and Bureau of 
Labor statistics; Inpusrriat. Distrisution’s monthly 
sales reports, price index and the Annual Survey of 
Distributor Operations; Federal Reserve Board's In- 
dex of Industrial Production, field men’s reports, and 
their own sales records, to mention a few. 

The common practice among manufacturers is to 
pass market and sales potential estimates down 
through their district managers, field representatives 
to the distributor. One manufacturer reported, “The 
district manager is expected to break our estimate for 
his district down by field men’s territories. The field 
man is expected to break his estimate down by dis 
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POTENTIALS AND TERRITORIES 


WEST NORTH CENTRAL 
Ist HALF SALES 


+5.4% 


FALLACY of determining flat percentage increase for 
all sales territories on the basis of company’s overall 
expectations is shown by this sectional breakdown 


tributors’ territories or merely keep it as an overall 
objective. It averages out pretty well.” 

Many field men discuss market and sales potential 
estimates with distributors and, contrary to the reac- 
tion of distributors expressed in the interviews, report 
that very little difficulty is experienced in getting the 
distributor to accept the figures. 

Less frequent is the case where the manufacturer 
prepares the distributor market and sales potential in 
the home office. Where this is done, the manufac- 
turer generally has a market research staff do the work. 


What About Distributors? 


With all this interest and activity in market research 
going On among manufacturers, it would seem there 
would be a corresponding display of interest and ac- 
tivity in the same subject among distributors also. 
Distributors are just as interested as manufacturers in 
use of market and sales potentials but fall short of 
comparison on market research activity. Many make 
rudimentary estimates of potential and skepticism as 
to the validity of “scientific method” is pretty preva 
lent. 

Nevertheless, there is a sizeable group of progres- 
sive distributors (if their sales figures are any indica- 
tion) who are going ahead and exploring more ad- 
vanced statistical methods of determining sales poten- 
tials and making sales forecasts. One of these distri- 
butors claims his method has proven to be about 80% 


tenia aac - 
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NEW ENGLAND 
ts? HALF SALES 
+7.0% 


MIDOLE ATLANTIC 
| IsTHALF SALES 
-16% 


EAST SOUTH CENTRAL 
Ist HALF SALES 
+5.2% 


of distributors’ sales for first half of 1955. Although 
national increase is 7%, only two sections (New 
England and Mountain) contributed average increase 


accurate. He bases his estimates on BLS statistics for 
the five counties which comprise his territory, sales 
of various product groups per employee of specific in 
dustries (data gathered by his own salesmen) and 
application of a percentage based on his probable share 
of the market. And why does he take the trouble? 
“The system and function of potential study,” this 
distributor answered, “is basic to my whole operation 
No sales planning of any kind is possible unless you 
evaluate your market. How much business is there 
to get? Where do | get it? These are the basic ele 
ments of market evaluation. Potential is vital; with 
out it you cannot correctly appraise what you are 
doing.” 

Another distributor remarks: “We find manufac 
turers’ estimates very helpful. We key these estimates 
to our own distribution of time, of advertising, of our 
educational efforts. All the things you spend money 
on obviously should be keyed toward the items thaf 
have the greatest potential. 


Potentials Valuable 


“We think the various sales potentials given 
to us by key suppliers are pretty accurate. We use the 
potential system ourselves, breaking down our esti- 
mates by customers, by products. We add these up 
and we're coming quite close. Our method is very sim- 
ple. It includes an attempt to get a machinery inven- 
tory of the customer's plant, the line of products that 
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DISTRIBUTORS obtain basic market information 
for estimating own potentials by use of simple cus- 





the customer makes, the customer's credit rating and 
the number of employees. With this information we 
get a pretty good idea of his potential. We have to 
consider it from year to year. The product the cus 
tomer is making is important. A customer who may 
be making a particular product this year may not have 
that job next year and his potential on a given product 
could change tremendously. A plant that is working 
a 40-hr. week isn’t going to have the same tool con 
sumption as it would if it were working around the 


loc — 


As the distributor cited above pointed out, there 
are many dynamic elements in any given market area 
(such as customers changing operations, changes in 
customers’ attitudes towards buying specific products, 
local economic conditions, status of labor relations, 
etc.) and all have a definite effect on his sales possi 
bilities. But the distributor, with a properly directed 
sales staff, is in a good position to learn of, and de 
termine the effects of, these dynamic elements on his 
own sales possibilities. This has been advocated by 
this magazine (Accent on Selling, May 1946; Sales 
Analysis And Control, May 1948; The Sales Manager, 
May 1949; Planned Selling, Sept. 1949, to mention 
only a few special features). 

And the work of distributors on market evaluation 
is going on without too much emphasic on statistical 
computation or scientific analysis. From such simple 
beginnings as having salesmen estimate customers’ 


— 


tomer data she ed by Harris Pum 
& Supply, Pitt rg for salesmen to fill out 
potentials on key lines and report them as “large 
medium, small”, many distributors have progressed 
to determining market and sales potentials in dollar 
and even in physical units 

Ihe distributor finds that his own sources of st? 
tistical material are somewhat limited unless he d 
fines his territory on county boundaries. He ma 
obtain some statistics from local Chamber of Con 
merce or Board of ‘Trade or from his state commer 
and industry departments but, in the main, he has t 
dig out a lot of data for himself. This is not so much 
a matter of expenditure of time and effort as of organ 
izing. It is merely a matter of determining what data 
one needs, directing salesmen to get it and then o1 
ganizing it into meaningful figures 


H 

There are still a lot of distributors who regard manu 
facturers’ estimates of sales potentials as “sales 
quotas”. That is, the figures they receive from manu 
facturers are regarded as the amount of business he 
hopes” to get from the distributor's territory, and 
therefore, a trifle too optimistic. They refuse to a 
cept it as a gage of their own performance or the per 
formance of their salesmen. The reliance is heavy on 
past sales regardless of the tempo of industrial activity 
in their territory. It is a pragmatic attitude bom of 
reliance on practical, rule-of-thumb operations and 
daily experience. Not too progressive, but solid 

Ihe comparison of the distributor's performance 


with the average of other distributors in his section 
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finds some merit with some distributors and they wel 
come such reports from their suppliers. Other distrib 
utors, usually those who base their thinking and sales 
direction of marketing on potentials regard this as 
i Static concept of sales management leading to no- 
thing more than jocking the barn door after the horse 
15 stolen. Potential study and action deriving from 
it 1S a positive concept prompting and guiding onc 
toward measureable and reasonably sound goals 


So What? 


rom the foregoing, it is apparent that both parties 
igree on the value of market and sales potentials as 
1 management tool. Disagreement and friction de 
velop over the relative accuracy of manufacturers’ esti 
mates when, and if, they reach the distributor level 
The dissatisfaction of distributors with manufacturers’ 
estimates as broken down for distributor use has made 
some distributors skeptical about “statistical analysis 
ind “scientific methods”, but, on the other hand, has 
encouraged many others to undertake market on their 
own and, with promising results 

It seems that much could be done about potential 
to improve not only manufacturer-distributor relation 
but marketing efficiency as well. In regard to thi 
both parties have responsibilities and obligations 

In the first place, manufacturers could do more to 
promote a greater understanding of their method 
thinking and experience in market research among 
\lthough there are a few distrib 


} 
their distributor: 


tors acquainted with the more modern techniques 
there are many distributors who have vet to be “sold 
n the idea. ‘They should be given a basic under 
tanding of what potentials are, what they are not 
ind what they will do and what they will not dé 
Distributors, with their thinking oriented more around 
what had been done before rather than around the 
optimum opportunity, have to be shown the merit of 
determining and using potentials 

As one distributor, who is interested in market re 
earch, put it: “We'd like to have a better system 
We would like to know more about it. We don’t 
think that we know all the answers about potentials 
It is an area that we would like to know a lot mor 
about. We are doing our best and hope to do more 

Manufacturers with research staffs could promote 
greater liaison between staff members and distributor: 
who show an interest in potentials. Distributors are 
ritical of the accuracy of manufacturers’ estimates at 
the distributor level and much of this criticism could 
develop into understanding and appreciation if the 
distributor knew the reasons behind and the techni 
ques applied to determination of estimates. Manufac 
turers’ marketing men could learn a lot about local 
situations and factors from distributors, so the benefits 
would be mutual 

With a greater understanding of market research 
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techniques and limitations, the distributor could de 
velop the necessary objectivity for analyzing his market 
and performance 

Another course open to manufacturers is to review 
their methods of breaking down their overall market 
and sales potentials to districts, field representative 
territories and distributor territories with the view 
of making them more realistic. Distributors point out 
that manufacturers generally fail to consider local 
“variables” and their effect on sales possibilities. Dis 
tributors emphasize that their own estimates run more 
accurate than manufacturers because these local 
variables have been considered by the distributor 

Distributors generally do not like the application 
of a flat percentage to determine local sales potential 
Ihe manufacturer may be right in saying that his 
share of the market potential is 20% But that 
doesn't mean that all his sales areas product a uniform 
20° Some areas, where conditions are favorabl 
will contribute more than 20%; others, where such 
factors as labor relations, dispersion of industry, new 
customer attitudes toward product acceptance, change 
} product use (look what happened to cross-cut saw 
sales when the chain saw gained acceptance) and 


tl local dynamic elements are unfavorable 


many Oe 


will contribute less than 2! 


1 the other hand, distributors could do much bi 

g more interest and taking a greater part in 
the evaluation of thei thereby supplement 
ing the manufacturers’ effort With a greater proh 


ciencv in market evaluation, the distributor 


market 


in con 
tribute much toward refining manufacturers’ estimates 
As one manufacturer remarked, ““The distributor needs 
nore education market research About 90° 
in mv estimation, don’t know what it is all about and 
it will require lots of educational work to sell them 
on more cooperation He has to be shown where to 
go and by what means to get the data that will refine 
estimate Pure market research is not the final 
inswer, by any means, but its use should not be 
ignored either. We, ourselves, have made progr 
but there is much more to be done.’ 

here will have to be, if any progress is to be mack 
in this direction, an abandonment of the quest for 
1 packaged system of determining potentials, a sort 
of “open sesame” method. As one distributor earlier 
pointed out, the basic elements of market research 
is to find out how much business is there to get and 
All distributors with sales staffs have 


the means to develop this information, the rest i 


where to get it 
organization of the facts and then using them 

I'he fact that there are a few distributors who have 
made considerable progress in determining their own 
potentials for their key lines is ample indication that 
there is nothing impossible about the task 
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Territorial Questions 
Demand Cooperative Action 


ON THE SURFACE, it would appear that the subject of 
territories, both manufacturers and distributors, pre- 
sents no particular problem. Manufacturers generally 
accept the distributor's claim to a definite trading area 
when rounding out their distribution plan. As one 
manufacturer puts it, “After all, the distributor staked 
his territory through years of experience in servicing 
customers and there isn't much we can do about it.” 

But that is not to say that the very nature of manu- 
facturers’ and distributors’ territories do not create 
problems. Some vexing ones at that. These problems 
arise when manufacturers seek to: (1) determine 
distributor sales potentials; (2) establish additional 
distributor outlets; (3) make field representatives’ 
assignments. 

Why should territories create these problems? To 
begin, there is the fact that manufacturers generally 
do not construct their sales areas in just the same way 
as distributors. And the general rub is the overlapping 
that takes place in the three areas mentioned above. 

Traditionally, the distributor's territory evolved 
from a close association physically with a relatively 
small industrial community. As industry expanded 
and dispersed and, as means of transportation became 
speedier and more efficient, the distributor tried to 
keep up by expanding. But always he was, and still 
is, bound by, as one distributor put it, “his lines 
of communication with customers.” He has to con- 
fine his selling activities to the areas he can reach 
and serve most economically. And competition on 
the fringes also hems him in to a great extent. The 
result is a sort of gerry-mander type of territory 
corresponding to no county or state boundaries in 
most cases. He may limit his coverage to a 50, 100 
or 150 mile radius; or he may cover 50 or 100 miles 
in one direction and only 10 or 25 miles in another. 
Seldom, if ever, is there a neat and convenient county 
or state boundary line around the complete territory. 


Use Boundaries 


On the other hand, the manufacturer works on a 
broader scale; generally, the map of the United States. 
In setting up sales districts to be served by district 
managers and field representatives (and to facilitate 
securing and studying market research data and esti- 
mating potentials) the manufacturer generally lays 
out his territories on county and state boundaries. 





TOR RELATIONS 


Those manufacturers employing latest methods of 
marketing research, however, are using the principal 
trading areas for their products now as a base for 
laying out sales districts but even then resort to 
political boundaries in laying out sales territories. 

The result of this difference of territorial layouts 
as between manufacturers and distributors is over- 
lapping since the two types of boundaries do not 
correspond. 

The disagreement over the determination of sales 
potentials for distributors by manufacturers has been 
treated in preceding pages and the role of territories 
mentioned, so it need not be elaborated here. But 
when a manufacturer accuses distributors of “not 
knowing how much business there is in their back- 
yards”, it is questionable if he is referring to the same 
area of sales possibilities as the distributor is. The 
manufacturer may give a figure of a sales potential 
for the “Cleveland trading area” but there is a ques- 
tion as to whether that figure is valid for a particular 
distributor in Cleveland who may not be “covering” 
the entire “Cleveland trading area” but only a part of 
it and a part of another “trading area”, due to the 
nature of his business’ development. 

Admittedly, under the circumstances, the deter- 
mination of the distributor's market and sales po 
tential is not an easy matter for the manufacturer who 
may be basing his estimates on principal trading areas 
statistics or county and state statistics. 


Then there is the question of a manufacturer estab 
lishing another distributor outlet in a trading area 
where he already has a distributor. Here again, the 
lack of conformation between distributors and manu- 
facturers’ sales territories causes some friction. The 
manufacturer studies the statistics on a particular 
“trading area” in which he already has a distributor 
and decides that his sales in that area do not represent 
his sales potential and the area needs another outlet 
In many instances, distributors (who generally ap 
prove of selective distribution by manufacturers) 
have accepted manufacturers’ estimates of market and 
sales potentials and have acquiesced in the addition 
of another distributor outlet in the area. But there 
arc many instances of where distributors questioned 
the manufacturers’ estimates and have protested the 
addition of competition. The cause of these protests 
usually is that both distributors obtain the major share 
of their business from the same portion of the general 
trading area for which the manufacturer cited poten- 
tials. It has led to distributors accusing manufac*urers 
of using the “selective distribution” policy as a screen 
for simply opening additional outlets to increase 
volume. 

Finally, the assignment of manufacturers’ field 
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OVERLAPPING of manufacturers 





field men’s territories and dis 


tributors’ territories complicate coverage and determination of potentials 


representatives to a territory bounded by state o1 
county lines, is another source of irritation to some 
distributors. A distributor has what he considers a 
natural trading area in which there is a section stretch 
ing across a county or state line. This same county o1 
state line limits the territory of the field representative 
serving the distributor, and this representative cannot 
call or service customers across the boundary. The 
representative in whose territory these customers fall 
must do so. Moreover, the distributor has to keep a 
record of sales made to these outlying customers be 
cause his supplier credits these sales to the repre 
sentative in the adjoining territory. Needless to say, 
neither the distributor, his salesmen, nor the field 
man serving him, are happy about the situation as 
it stands 


What's the Answer ? 


The foregoing examples are merely an iota of the 
friction developed by the lack of conformity of distrib- 
utors’ territories and those set up by manufacturers 
They represent merely a part of a quite complex prob- 
lem. 

However, there is nothing hopeless about it. In 
the first place, several manufacturers appear to be 
headed in the right direction already. These are the 
ones who are basing their coverage through distrib 
utors and representatives on principal trading areas 
rather than resorting to meaningless boundaries. This 
is in keeping with the modern trend of thinking 
about the logical flow of trade. The buyer doesn’t 


stop at a boundary line in search of goods . A distrib 
utor doesn’t stop at a boundary line in search of 


customers. 


lerritories based on logical flow of trade can be 
allocated to field men to insure equality of oppor 
tunity much more soundly than using political 
boundaries. But the idea has possibilities in equating 
distributors’ opportunities within a given trading 
area also. It means more market research activity on 
the part of distributors—refining estimates of key 
customer and key industry potentials within his ow: 
territory) and more marketing know-how on the part 
of the field representative—analyzing buyer prefer 
ences, effects of local dynamic clements on sak 
possibilities, competitive situations, etc., within hi 
trading area 

The irritation caused by overlapping, overburden 
ing markets with too many outlets can be mitigated 
through some added effort by distributor management 
and by manufacturers’ field men who, if they do not 
actually appoint distributors at least recommend them 
to their employer. The distributor who knows his 
territory, his principal customers (individually and 
by industry), what he sells to them and how much 
he sells to them as well as how much he could sell to 
them can pool his knowledge with a manufacturer or 
his representative who knows as much about his 
trading area for a mutually profitable and, no doubt, 
pleasant relationship. 
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It Takes Two to Make a Team 
And a Team to Make a Sale 


SSENTIALLY, the end-all and be-all of the manufac 
E turer-distributor relationship is the sales effort- 
the joint interest of manufacturer and distributor in 
elling the manufacturer Without this 
mutuality of effort, the manufacturer would have no 
use for the distributor, and the distributor would have 


product 


no justihcation for existence 

At the outset, both manufacturer and distributor 

ring a sense of obligation to the relationship. The 

manufacturer, for example, feels he’s obligated to 
produce a good, saleable product. Again, he recognizes 
the need to allow the distributor a fair margin of 
yroht 

Distributors are clear on their obligations, too 
[hey accept the responsibility of carrying an ade 

ite stock of the manufacturer’s line hey re con 

ous of the importance of a good reputation among 
their istomers And with specifi regard to the 
ales effort, one distributor puts it this way: “On a 
rood line we owe the manufacturer the time of our 
best men to get results.’ 

Ihese obligations (there are others) are basic, and 
where e party falters in fulfilling them, the manu 
facturer-distributor relationship becomes strained, 
even dissolves 

It’s a good commentary on the state of the relation 
ship that the expectations manufacturers and dis 
tributors hold for each other seldom get beyond 
reasonable bounds. In other words, each has a sound 


ippreciation of the other’s rightful obligations 


But on what factors does a manufacturer judge the 
distributor's effectiveness in selling his particular 
product? 

One of the first factors is the quality of the dis 
tributor’s management. “Our best distributors,” one 
manufacturer says, “are well-managed with aggressive 


leadership, ready to spend a dime to make a dollar.” 


A cutting tool Good distributor 


management bases performance on the capacity of his 


manufacturer says 


organization to perform, rather than on comparative 
volume from year to year. 

And there’s inventory. “We like to see a dis 
tributor carry a good stock of our products and 
achieve a three- or four-time turnover. A distributor 
who goes higher isn’t carrying adequate stocks and is 
ordering too little too often, adding to his own oper 
ing costs and to ours.” 

“You have to take 


into consideration,” says a large manufacturer, “the 


Sales-mindedness is a factor 


quality of the sales manager, the caliber of the sales 
men on the staff and the sales program.” 

And underlying salesmindedness, declares an acces 
sory manufacturer, is “enthusiasm for our line.” An 
other manufacturer calls this the “itch to make 
money, thereby equating volume and enthusiasm 
There are a host of other factors, some more im 
portant to many manufacturers than to others: good 
ippearance of 
staff, quality 


resources, his 


tributor’s premises, morale of the 


idvertising, his engineering 


in his trading area, his finan 


DISTRIBUTOR DOES BEST FOR 
A MANUFACTURER WHO... 


> establishes a definite distributor policy 
» has good field representation 
> provides effective promotion 


> cooperates fully 
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cial and credit reputation, the service he offers 
customers, his location, etc. 

These are all fair criteria. But there are others, 
which some distributors might not be too happy 
about. For example, a tool manufacturer stating that 
he’s attracted by the successful house, because “the 
habit of success carnes its own momentum.” Doesn't 
that mitigate against many small distributors who 
haven't had time to get on a talking basis with suc 
cess? Or what about the industrial rubber manufac 
turer who's all for “young, aggressive salesmen,” and 
is “wary of old, established houses?” Is this judgment 
CI preconception? 

What manufacturers are looking for, basically, is 
the distributor who's willing to give his product a 
degree of specialized sales effort, and also good sale: 
coverage. Thus, he may decide on a general-line house 
that provides coverage and a degree of specialized 
selling, in preference to a specialty house with morc 
limited coverage. For the manufacturer, the choice 
of a distributor is a highly individual decision. But 
what makes a distributor push one line instead of 


another? 


Surprisingly, neither net profit nor volume are 
dominant in influencing a distributor. 
ictually three influences, all of equal strength 

|. Definite policy governing manufacturer's selling 
relationship with distributor. “When a supplier ha 


There ar 


1 policy and proves it, you know where you stand 
) distributor says. 

2. Factory representative—“his complete coopera 
tion, willingness to go to bat for you at the factor 
full attention to your problems, his standing with 
your salesmen,” in the words of another distributor 

3. “When the manufacturer carries the ball all the 
way from his own home office and puts his name 
before the customers with aggressive advertising and 
promotion, then his line gets our support.” 


MANUFACTURER RATES 
DISTRIBUTORS ON... 


>» Management 
» Organization 
> Inventory Policy 


> Sales Efficiency 
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RIES, CONTESTS 


\ distributor puts it all together this way: “W hen 
you get right down to it, the line you push the 
hardest (margins considered equal) is the one in 
which you get the most cooperation from the manu 
facturer. And that takes in everything—advertising, 
product acceptance, demand, factory service on deliv 
eries and technical assistance, and quality of the 


manufacturer's representative.” 


Other factors inducing distributors to concen 
trate sales effort on a line are varied 
|. Does the manufacturer have an attractive and 
easy-to-use pricing system? The chorus in favor 
if net pricing is deafening 
Does the manufacturer package his products 
so that they can be physically handled without 
excessive labor and cost? Again, with most 
distributors, there’s a persistent demand for 
more decimal packaging 
Does the manufacturer furnish reliable market 
potential data? What distributors want to 
Where are the markets? 
How much can I sell? 
On the question of a manufacturer's distributor 


know basically, 1 


policy, it’s less important to distributors whether such 
1 policy is written (not many are than if there's a 
clear understanding between the two From the 
standpoint of some distributors, of course, this mean 
the manufacturer backing down gracefully on d 

putes. Generally, though, they'd rather not have an 
quibbling Sometimes,” a distributor remarks, “it 

the manufacturer with the fancy-printed policy that 


does the most quibbling 


Distributors Who've Tried 
Factory Schools Like Them 


WHEN A NATIONALLY-KNOWN industrial distribute 


he’s “pretty disappointed’ with the traiming manu 


facturers give his salesmen, something must 


be CT) 
ously wrong—especially when manufacturers to 
claim their training methods leave little to be de 

But our well-known distributor i 


course, to the much-abused sales mecting. Mere men 


referring, of 


tion of the manufacturer's factory training course for 
distributor salesmen, and his face lights up like a 
Fourth of July night sky 

Now it’s true that an I1.D. survey in May, 1954 
showed distributors rating the sales meeting as the 
No. 1” training aid. But this result covered. dis 
tributors who never had any contact with a factory 
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training course—the point being that distributors 
who've sent men to these courses invariably rate them 
ahead of sales meetings. 

Moreover, the same survey revealed that 66% of 
distributor salesmen preferred the factory course over 
the sales meeting as an effective training method. 

“The factory school,” one distributor states, 
“accomplishes quite a bit more than several product 
meetings could, and seems to build up enthusiasm 


in the men for the line, as well as giving them sur 
prising confidence.” 

Another distributor adds: “The well-organized fac 
tory school imparts product and application knowl 
edge to the salesman. We're leaning more and more 
toward the technical aspects of products to maximize 
our sales opportunities.” 

Factory courses vary, of course, from one manu- 
facturer to another, but they have some general fea- 
tures in common. ‘Their main purpose is to gather a 
number of distributor salesmen together for three 
or four days (usually the distributor pays travelling 
expense, the manufacturer room and board) to become 
indoctrinated in the product and company. 

Training sessions will normally consist of “class- 
room” lectures on the product, sales promotion litera- 
ture, ordering procedure, some company history, given 
by qualified headquarters men. In addition, there will 
be plant tours to show the men how the product is 
manufactured and tested. A feature of both lectures 
and tours is the encouragement of question-and-an- 
swer periods. Most courses are topped off with the 
presentation of certificates to the salesmen. 

There are some distributors nourishing the notion 
that factory schools are nothing more than wining 
and dining blow-outs for the boys. And some manu- 
tacturers, well-equipped to conduct a factory course, 
maintain distributor salesmen shouldn't be torn away 
from their territories. In fairness, it must be stressed 
that some of these manufacturers have substituted 
two- or three-day training sessions (not sales meet- 
ings) at the distributor's place of business. 

Nevertheless, there seems to be general agreement 


on the wisdom and efficacy of concentrated train- 
ing of salesmen. Only there’s a catch—what about 
follow-up? One distributor suggests an answer: “Dis- 
tributors can supplement factory training by making 
sure that the experience is not wasted on salesmen we 
send there. If we let him go out on his regular beat, 
he may lose his interest. What I do is let the man 
go around his territory for about two weeks and act 
like a specialist. We let his new knowledge sink im 
by encouraging him to call where it can be of some 
use, even if this means letting his routine calls go.” 
One anxiety prevalent among some manufacturers 
is that factory training courses can’t possibly cover 
all the salesmen of all their principal distributors. 
Yet one manufacturer expressing this reservation 
also stated that a primary objective of his training 
program was to make a specialist out of at least one 
salesman. This man then becomes the manufac- 
turer's disciple on the distributor's sales force. 
There are, naturally, distributors who have little use 
for factory courses. “They try to make engineers out 
of salesmen,” says one. “We can’t afford to send our 


men to them,” says another. “They spend too much 
time telling how good their own product is, not 
enough time dealing with competitors’ products,” 
says a third. 

Regarding the first distributor's comment, this 
is echoed by distributors arguing that factory courses 
are too light on how-to-sell discussions. Yet a tool 
accessory manufacturer counters: “We hope dis 
tributors’ men are already salesmen when they come 
here—we give ‘em the technical instruction and how 
best to sell our particular items.” 

Again, the distributor who claims factory courses 
“have too much theory and not enough practice” 
would seem to be a member of a diminishing minority 
Yet undoubtedly complaints such as his have led 
to manufacturers jettisoning speeches by very top 
brass, discourses on company history, and similar 
frills. A characteristic of today’s typical factory course 
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is its growing emphasis on product knowledge, product 
application, and markets. 

Some distributors, consequently, aren't too happy 
about manufacturers who are supplanting their fac- 
tory courses with more elaborate sales meetings. Says 
a large midwest distributor: “If he doesn’t want 
our men at the factory, the manufacturer should bring 


around a classroom in a trailer truck and park it out 
front for three or four days to school our men.” 
Evidently the idea of concentrated training for sales 
men appeals to distributors. 

Despite the many uncharitable things said about 


it by distributors, the sales meeting remains the manu 
facturer’s chief method of instructing salesmen 


Sales Meetings, Battered 
By Brickbats, Improve 


A PRIME BONE OF CONTENTION between manufac 
turers and distributors is the sales meeting. Both 
snap at it continually, and at each other frequently 
Few aspects of the manufacturer-distributor relation 
ship set so many teeth on edge. 

Most forward with criticism are distributors. Says 
one: “Sales meetings rarely produce the night com 
bination of adequate elements. The speaker may be 
untrained, or the subject may not be properly pre 
sented, or the salesmen’s interest may not be aroused.” 
“Too few manufacturers’ men conducting meetings,” 
declares another distributor, “have something definite 


to talk about, or discuss applications fully enough.” 


“We haven't seen any manufacturer's representa 


tive who can really infuse our men with a real desire 


to sell his product,” says another 
Distributors have other complaints—not enough 


visual aids are used in meetings, there's too little 
where-to-sell market data, manufacturers don’t trouble 


to talk over a meeting schedule, there's too much 


“institutional” nonsense (company history, etc.) and 
insufficient product application information. 

In other words, just pick one facet of the sales 
meeting a manufacturer conducts on the distribu- 
tor’s premises, and somewhere there's a distributor 
itching to blast it. 

One can well wonder at times if this criticism is 
intended to be constructive, or is merely in the 
nature of a favorite indoor sport, because manu- 
facturers can counter with some hefty arguments for 
their side. 

For example, a manufacturer declares: “Among 
the really go-getting distributors there's never any 
question about cooperation on meetings. We have 
no trouble planning a schedule, deciding what will 
be covered, and getting adequate time.” ‘This manu 
facturer seems to be implying that distributors on 
the bottom sales rung expect a first-rate meeting 
through no effort of their own 

“Distributors,” comments a fastener manufacturer, 
“should develop their ability to conduct sales meet 
ings, develop their sales meetings techniques. ‘Too 
many manufacturers’ field men are thrust at meet 
ings improperly. ‘Their effectiveness could be 
enhanced by distributors making proper arrangements 
We've trained our field men to instruct distributor 
management on the effective conduct of a meeting.” 


The reason (or excuse) for disappointing meet 
ings most often advanced by manufacturers is lack 
of time. Throwing up his hands, an abrasives manu 
facturer says: “A one-hour meeting won't indoctri 
nate distributor salesmen in our more complex lines 
—so we just talk about shelf goods.” A valve manu 
facturer claims he demands—and gets—at least two 
hours for a meeting, throws in a dinner, “and puts 
on a real show.” 

Distributors have something to say on the time 
element, too. “You have a hard time programming 
meetings, states one, “so as not to overstuff the men, 
especiaily when you have from 20 to 25 lines on 
which you'd like to hold meetings.” 

Another distributor worries less about overstuffing 
his men, more about time available to manufacturers 
“We have 44 Saturdays in the year for meetings 
With 15 lines that gives us three meetings a year 
If a manufacturer doesn’t take advantage of that, 
something’s wrong. We have manufacturers we do 
big business for, yet they never ask for a mecting—we 
have to ask them.” 

To distributors’ stinging allegations that their 
representatives are incapable of conducting an effec 
tive meeting, manufacturers have a variety of answers 
Some maintain stoutly their men are carefully 
schooled in meeting techniques, others that they back 
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up representativ vith men specially trained t 


handle meetings. A few manufacturers run meetings 


on a home office basis 
The Distributor Can We feel the executive is better for meetings,” savs 


1 belting manufacturer because he cua make 


decisions the territory man cannot. Also, the distribu 
tor is complimented by having someone from th« 
factory or d on headquarters sent to him.” 

De es a tool manufacturer Field representatives 
in gen ot qualified to hold sales meetings 
You can have a good salesman, but a poor teacher 
ind the men are picked as salesmen first. Further 
more, the distributor salesmen and the field men 
travel together, plav together, and know cach other 
too well for a dignified, disciplined meeting An 
expertly-tramed meeting man 1s needed, because most 
meetings are held with two strikes against him—th« 
men are there on their own time, and thev are lulled 


by drinks and a full stomach 


Ihc 


re the 


ompany, the number 
. and so forth 
more and better visual 
tors is general, and they admit 
in en nd in this direction among the 
upplier n all manufacturer, however, eschew 
films a rv expensive, one-shot stimulant And 
there ar l merous manufacturers who prefe1 
demonstrate their equipment to salesmen 
This is all right with distributors, too, as long 
the demonstration includes discussion of the prod 
uct’s application, together with guidance on market 
possibilities. Among larger manufacturers this 
proach is becoming more and more general: “Our men 
are factory-trained, they ve had considerable sak 
experience, and are fully acquainted with the markets 
for our products 
All this crossfire would seem to indicate confusion 
on both sides as to the precise nature of the sales 
meeting a manufacturer conducts on a distributor's 
premises 
Is it, as one distributor says, merely a “pepper 
upper’ to ignite salesmen with enthusiasm for the 
manufacturer §s produc t? Or is it an important adjunct 
to the manufacturer s program for training salesmen? 
For example, what's the significance of a distribu 
tor taking his own steps to remedy the shortcomings 


of the average sales meeting, like encouraging a field 





trip in conjunction with the meeting so that on-the 


spot application problems can be discussed? Or when 


he invites customers to sit in on manufacturer's sales 


meetings? 
Such steps would indicate that distributors view 
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TRAINING, INQUIRIES, C 


the well-run, effective meeting as a combination of 
pepper-upper and educational session for effective meetings ‘aia 
In his book Making Your Sales Meeting Sell 
Edward J. Hegarty points out that “a sales meeting 
is a group sale It's a conscious attempt by a manu 
facturer to get effort out of a group of salesmen. And 
to get that effort within the prescribed time, he says, 
means “enthusing” and educating 
Stimulating enthusiasm means emphasizing th 
quality and reputation of the product, describing it 
potential market, suggesting new applications, “sel 
ing” sales promotion material, citing examples of 
how customer resistance has been broken down, et 


Educating takes in the explanation of the product 


function, construction, teatures, applic ation case hi 


tones, and other information to equip salesmen t 
handle prospects’ pointed questions 

lo communicate these two elements to a grou 
of weary salesmen at the end of a work-week requir 


sper yntributions from both partic 


Tell what product is and what it will do 


According to professional opinion, distributors v 
void disappointment if they: 1. first talk over with 
the manufacturer's representative the form and con 
tent of each meeting, the specific problems they 
want to see covered, and the manner in which th« 

turers man proposes presenting his material 
inviting the active participation of the 
ilesmen by briefing them on the upcoming meet 

It is even more important for distributor 
management to take the aggressive in meetings 
iggressive distributor,” said a special 1.D. article in 
May, 1949, “does not have to be dependent upon 
manufacturers, he does not have to sit idly by and 
wait for action by manufacturers: he can organize 
nd conduct his own meetings, requesting manufac 
turers’ cooperation and specifying the type coopera 
tion he wants.’ Prove why it can be sold 

Upon the manufacturer rests the responsibility of 
realizing that distributor salesmen must know what 


the product is and what it will do, why it can be 


sold, where it can be sold, to whom it can be sold 
ind how it can be sold. And it’s incumbent on the 
manufacturer to put the meeting in the hands of 
a man who really knows his product and communi 
cates an enthusiasm for it to salesmen 

One large manufacturer looks at the meeting prob 
lem this way: “The art of holding a meeting is lik 
music. You must leave behind a tune they can 
whistle. We live today in a cockeved age, and the 
state of our music is symptomatic of it. How mam 
recent Broadway shows have tunes you can remember 
the way you could remember the tunes of the shows 
of several years ago? It’s the same with speakers 
today. They use highly technical language that goes 
over everybody's head—including their own.” 
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Inquiries Are Often Unwanted, 
Lead to Wanted Order 


No MATTER HOW INTENSIVELY a distributor's salesman 
cultivates his territory, he’s unable to unearth all 
the new business prospects in it. That's why inquiries 
received by a manufacturer are considered an impor- 
tant source of new business for distributors and their 
salesmen. 

Inquiries are of two kinds. The first is the inquiry 
consciously “pulled” by a manufacturer's advertise 
ment in a national or business magazine, a firm or 
individual filling in a coupon or answering an invita 
tion for a catalog, manual, or some other sales pro 
motion item. Such inquiries, manufacturers have 
found, include those from a number of students and 
others having no immediate purchasing power 
Among industrial advertisers, therefore, there is 
diminishing insistence on the importance of provoking 
inquiries through coupons or offers in their adver 
tising. One manufacturer, indeed, considers such 
“tests” of advertising etfectiveness as useless. 

The second broad class of inquiries comprises 
legitimate requests for price and product information, 
some of which may result from the manufacturer's 
advertising. Nevertheless, these inquiries are regarded 
as fairly dependable leads to new business and receive 
serious attention from manufacturers. 

The screening and apportioning of these inquiries 
forms an important part of the manufacturer's rela 
tionship with his distributors. In cases where the 
inquines represent a really “hot” lead, the manu 
facturer's mishandling of it can quickly bring down 


METHODS OF HANDLING 
INQUIRIES 


> route to territory man 
> give prospect list of distributors 
& do own follow-up 


> district manager decides 


INDUSTRIAL DISTRIBUTION 


a distributor's wrath on his head. Consequently, the 
various methods manufacturers have adopted in 
handling inquiries are governed by one rule—the best 
method is the one that provokes the least dissatis- 
faction from distributors. 

A few manufacturers send a carbon of the inquiry 
to all their distributors in an area, letting each follow- 
up. Such a method is heartily disliked by distributors 
since “prospects are snowed under by calls from 
distributor salesmen on the same subject.” 

Try as they might, manufacturers cannot adhere 
unerringls to one method of handling inquiries. 
There’s always some special situation, some vanation 
in their distributor set-up, some characteristic of the 
inquiry that forces them to make a separate decision 
The experience of a belting manufacturer is fairly 
typical: “Although the division manager recom 
mends the distributor who’s to get the business, 
sometimes the prospect is asked his preference, and 
sometimes when it is known that a certain distributor 
has been calling, the referral goes to him.” Thus 
each method is governed by circumstances 

Distributors seem to prefer the method of furnish 
ing the prospect with a list ot distributor sources in 
his area. “I'll take my chances with the competition, ” 


a distributor comments. 


Many manufacturers have decided—and wisely— 
against too fine a screening of inquiries. “You never 
know what's on a man’s mind when he makes an 
inquiry,” says a specialty manufacturer. Another 
manufacturer, in the light machine field, says: “Our 
policy is to try to have every inquiry followed up 
Our screening isn’t too strict, because we never 
kuow when one will hear fruit. We'd rather have 
a few duds followed up, than pass up a sale by strict 
screening. 

Complaints from distributors have less to do with 
manufacturers’ methods of handling inquiries, than 
thev do with the time element. In one distributor's 
opinion: “The trouble is the time lag between the 
time the inquirer sends out his request, and the 
time we hear about it.” Another distributor agrees 
“Inquiries take from four to six weeks from inquirer 
to distributor. They should be handled by air mail 
as soon as they come in. Sure, mistakes in assigning 
will be made, but speed is of the essence when it 
comes to inquiries.” 

And the same complaint involves the manufac 
turer's representative. A distributor claims: “After 
acknowledging, instead of sending it to his repre 
sentative who may be out of the territory for several 
weeks, the manufacturer should send it direct to 
the distributor (or distributors). We've gotten some 
that’ve lain around for ten days or more.” 
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TRAINING, INQUIRIES, CONTESTS 


Results of Manufacturers’ 
Contests Are “Terrible” 


Wuat's 4 Srerson nar got to do with industrial sell 
ing? Practically nothing, according to both manufac 
turers and distributors. Yet there are still a number 
of manufacturers promoting sales contests in their 
line among distributor salesmen. Prize for the top 
man may be anything from a Bermuda trip to that 
hat—or just a high-point score and a higher-than-usual 
commission check. To be sure, there are distributors 
who welcome these contests and manufacturers who 
delight in sponsoring them, but more and more con 
tests are beginning to look like the slipped disk in the 
spine of manufacturer-distributor relations. 

\ colorful comment comes from one distributor 
“We want no razzle-dazzle. Our men don’t want 
to look like monkeys wearing fancy buttons, having 
people call them Boy Scouts. As for prizes, suppose 
we get them—a salesman tells a purchasing agent. 
give me the order and when I win a suit you can have 
one of the pairs of pants. No good. Just run a con 
test and watch your salesmen’s eftort collapse when 


it’s over.” 


On the transitory effect of contests, a tubing manu 
facturer says this: “You have a distributor doing, say, 
a volume of $100,000 in your line. You sponsor a 
contest with a big prize and for a little while the 
volume goes up, so that for that year the distributor 
can show maybe $125,000. Then right after the 
contest the volume drops back to the $100,000 level 
Who wins?” 

Another manufacturer 
a contest are volume and increased orders. 
sults of our contests have been terrible!” 

More than one manufacturer echoes this remark 
“If you're doing your job right and your distributors 
are doing their job mght, you don’t need any shots 
in the arm. Contests are an artificial stimulant and 
You can't 


“The results we want from 
The re 


divert sound sales promotion techniques 
blame suppliers for getting sore.” 

In fact, it’s the way they interfere with an overall 
sales program that contests most irritate distributors 
“We like to direct our salesmen’s efforts ourselves,” 
typifies distributor comment. “They're not fair to 
the distributor who is trying to give equal emphasis 
to his key lines and direct his salesmen accordingly.” 

And in this connection distributors mention, also. 
their “obligation to all our suppliers.” 

loo, there’s the matter of dissension within the 


distributor's organization, as pointed out by one dis 
tributor: “Contests create bad feeling on the part 
of the inside boys who get the idea their importance 
isn't being recognized.’ 

Contests can interfere with a manufacturer's sales 
program, also. A tool manufacturer says this: “We 
don’t want next month’s business this month. What 
we want is sustained effort.” Another tool manufac 
turer states: “Our product isn't a one-shot item. We 
do encourage sales programming where some sustained 
effort is given to a distributor's key line, and we want 
to be in on such programming. But this is in regular 
accord with the distributor's programming.’ 

“Unfair competition” is a description both manu 
facturers and distributors apply to contests. Indeed 
one manufacturer has gone so far as to call them 
“something like cutting prices,” and “setting up 
foolish competition within the industry so that you 
can always be out-bid 


On both sides there's a predominant feeling that 
money spent on contests could be better spent on (a 
maintaining equitable margins, (b) better advertising 
and sales promotion, and (c) increased earnings for 
salesmen. “Money is the best prize in the world to 
salesmen,” a machine tool manufacturer believes 

None of this anti-contest comment, however, rules 
out contests which many distributors run within their 
own organization and find beneficial. Nor does it 
rule out special sales campaigns, like that currently 
being run by one manufacturer 

But there's still that tide of sentiment running the 
“No contest is going to change our 
a skeptical distributor 


other way 
customer's buying habits,” 
declares. “Besides, offering prizes is kid stuff in this 


business.” 
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f° EW DISTRIBUTORS OK MANUFACTURERS question th« 
| value of advertising and sales promotion as a sale 
timulant and the need for close supplier-distributor 
ooperation to m ike it effective But this cooperative 
cttort falls short of what many expect of it Thou 
nds of dollars worth of promotional material, both 
listributors and manufacturers claim, is being wasted 
unually through misdirection, mishandling ort 
lethargy; costly promotion programs often fall flat 
from lack of coordination, and much sales effort 

xeeds at only half steam because advertising and 


motion has failed to pave the way for salesmen 


It is just incredible,” says one manufacturer who 
feels his distributors cither misuse or neglect his sales 
promotion material, “that industrial supply firms, 
which are sales organizations, should be so indif 
ferent I.qually frustrated is a distributor who claims 
that few of his suppliers send him the kind of 
literature he needs, fewer still will follow up thei 
own promotion eftorts 

Other managers are more sanguine, but still con 


cerned. ‘They feel that progress has been made in 





It's Time 
for the Professional Touc 


improving the advertising and sales promotion fun 


tion since World War II, but that much n 


to be done 


ore remains 


When they get down to candid analvs a surpris 


ing number of both distributors and manufacturers 
attribute this waste to one cause—lack of manage 
ment attention and responsibility toward the advertis 
ing and sales promotion function. 
Comments like these from distributors 
“Manutfactur 
ment so much as we need guidance on how to use it 
‘Manufacturers’ weak point is their inability to tim 
advertising wit! 
One manutacturer sums up what 


think is the basic trouble with distribut 


Te typical 


literature doesn't need improve 


new promotions 
uppliers 
prom ) 


tion efforts loo many houses fail to assign respon 


sibility for sales promotion to an individual! 


supervise it properly [he time has passec 


who can 
when this 
an be delegated to some one on 
} ‘ 


the staff as an Another lier cites 


distributors’ lack of professional direct Man 


important function ¢ 


ifterthought 


spend thousands doing an amateur jol 


DISTRIBUTORS WANT MANUFACTURERS TO ... 


> plan their advertising and sales promotion with distributors 


>» merchandise their advertising and sales material by showing distributors 


how to make use of it 


> train their salesmen in the proper use of advertising and promotion 


> tell more about what the product does for the customer, 


less about how good it is intrinsically 
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ADVERTISING AND PROMOTION 


either because executives haven't the 

or they won't use outside help.” 
on quality rather than quantity of advertis 
ing and promotion became a major pre-o cupation ot 
industry leaders during the 1930's, when adversity 
operation between distributors 
1937 American 
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I 
toda uniform—catalog campaign 


tul men 


better impr 


) 


Ili oT 


and 
tuffers instead of direct mail pieces 

t thoughtful managers in the industry 
roughly of the view that 
promotion effort is a simple struggle 

tween manufacturer and distributor over who will 
the most 


Ore envelope 


Today THOS 


ive beer t 


disabused 


icvertising and 


© put up the most money 


ese ale 


Th 


tributors’ major complaints today 
\lanutacturers don’t plan their advertis 
ile with distributor 
nilaterally and sometimes haphazardhy 
say distributors, they are faced with handling 
major promotion campaigns on a number of | 


romotion why 


but 


Often 


} ines at 
the same time, a WI 


ituahon causing 
At other literature 
vailable when the campaign starts; or the promo 
driv the stock 
suppliers to stop mailing litera 
“We lose all 
j 


and 


haos in thei 
romoti 


m Ss hedules 


times, 


e gets under wavy before Ti 


4 
distnbutor wants 
ymes 


control over 


read prog! 


our whole an 


wut of hand 
Manufacturers 


| 
I 


don't merchandis« 


sales material by 
to make of 


thei 


showing distribt 


—- 
adv 
il 


ty 


Luisc if 


; 
uf 


p odu t 


inf 


letailed apphi ito! 


One distributor savs some of the best literature hx 


gets from manufacturers is neglected because no onc 
tries to An 
other says his suppliers fail to inform him of then 

ad to hi 
policy to make use of every reprint he gets 


4 


sell his salesmen on its salient features 


magazine campaigns users—though it’s 


Manufacturers’ salesmen are not properly t 
ot | 


distnbutors feel, as one « 


med 
in use idvertising 


in promotion 


Mai 


; 


\ f them expre t 


cs 


} ; 
la 


4 


there is no substitute for personal contact 
Much of the copy in magazine ads and direct 
il is all wrong. Manufacturers should tell 


more about what the product does for the « 


; 


t 


mnie! 


Distributor 


less about how good it is instrinsicalh 
to get his 
could be 
Manuta 
beautiful but ext 


but the 


co 
~ 


nize the supplier 
but feel 
levoted to helping to sell the 
urers waste a lot of money on 
irt work,’ 


only 


need 


lame across fo users more space 


product 


iit 


us Sa\ .) 


listributor 
interested 
M ill do fo 


ire distnibutor 


I he SC 


his, they say 


Manufacturer hould 


rvices more consistenth 


h cdi 


n this departimes t 


thou m triibuto 


ih 


| 


te considerable progr ent] 


n of distributors in national 
Manufacturers’ ads often lack | 
Distributors think all 
to the point whether 

hi 
| that a primary purpos« 
nded out by 


’ 


ith better Imprint ce on direct mail and wick 


ent uSCT Dhidava 


It} the 


Line 
sclling 
hould be 
written 
Many 
t 


putin ly 
il talk 


erbal 


is wanted 


literature cdisti 


of di 


rect mail a 
to get mething 
that he will keep be 
other purposes be 
rt technical bulletn 


fill this bill 


kK 


alesmen } 


h ind 
rol 


| 
il 


I> 
pe 


to 


bl the 


him 


Wall 


] 


uit 


Ti ig¢ ! 


' 


i 
i 


More gadget 
lor 


liter 


the 


mi ire wanted by 


that they 
tributors feel that 


Dutors 


| 
1 


ivi rcason 


d 


hni ture on 


MANUFACTURERS WANT DISTRIBUTORS TO... 


> coordinate their own promotion programs with 
> follow up suppliers’ promotion efforts 

> use mailing lists more efficiently and effectively 
>» handle promotion material systematically 


p> make their salesmen promotion-minded 
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those of the manufacturer 
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ordinate their own promotion programs with 
those of the manufacturer. 

They don’t follow up suppliers’ promotion 
efforts 

Mailing lists are mishandled. They are often 
inaccurate, sometimes misdirected and badly 
timed. Prospects are not classified by 
products. Too much mail fails to reach the 
men who make buying decisions. 


ing can take the place of imprinted blotters, pens, 
rules and other utilitarian sales promotion items as a 
means of keeping both supplier's and distributor's 
names in the prospect's mind. 

Some distributors want more envelope stuffers. 
In striving for quality and better pinpointing of mail 
pieces, some manufacturers have soured on stuffers 
and many of the cheaper forms of direct mail and 
sales literature. A number of distributors deplore the 
trend because, they say, stuffers afford an economical Distributors don’t handle promotion material 


means of getting wide distribution of a sales message. systematically. Sales literature gathers dust 
on shelves, as much because of lack of method 


What Manufacturers Think as for lack of interest. 

Distributors’ salesmen are not promotion 
trained. Sales literature does not get into 
the hands of customers as much as it gathers 
dust in the trunks of salesmen’s cars 


These are suppliers’ major complaints. Some manu 
for 


Manufacturers say: 

1. Distributors waste sales and direct mail literature 
and fail to take advantage of other promo- 
tion efforts through inability or indiffer 
ence or both. There is too little desire to co facturers also question distributors’ fondness 
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technical literature, for gadgets and gimmicks. They 
want to spend their money for actual sales messages, 
they say, and discount the value of novelties. Many 
don't like envelope stuffers because they say they 
can't see the reason for circularizing mail clerks. 


Distributors’ and manufacturers’ views on the broad 
obligations of each in advertising and sales promotion 
are not actually very far apart. Both think the major 
job of manufacturers in advertising and promotion 
is to create product interest and acceptance, and to 
spread the message on product quality and brand name 
as broadly and frequently as possible, with magazine 
ads as the spearheading medium. While most dis 
tributors feel strongly about the suppliers’ obligation 
to advertise distributor services, they concede it is a 
secondary objective. 

Both feel that the distributor's major job is 
carefully controlled, selectively directed local adver 
tising in the form of direct mail and literature handed 
out by salesmen. The “ammunition” for this activity 
is to be supplied by the manufacturer for the most 
part, and it is the distributor's obligation to use it 
effectively (though some managers on both sides of 
the fence feel that distributors and manufacturers 
share equal responsibility to police the use of direct 
mail and sales literature). 

Also, both sides agree on the major capabilities of 
each. ‘The manufacturer supplies most of the impetus 
behind the promotion program. With greater finan- 
cial and technical resources behind his single prod- 
uct, he is expected to put up most of the money and 
time in promoting it. But the distributor has a firm 
obligation to put some of his money and effort into 
promotion of a line, and to make this effort effec- 
tive, provided that he is presented with a well 
coordinated promotion program by the supplier. 

There has been considerable progress in joint 
efforts of distributors and manufacturers to make 
advertising and sales promotion more effective. For 
four years now, the two national distributor asso- 
ciations have been giving special awards to suppliers 
who best advertise distributors’ function in magazine 
direct mail, catalog and house organ campaigns 
Some manufacturers have organized advisory com 
mittees with their distributors to thrash out mutual 
problems, including those of advertising. 

Awareness that the problem of advertising and 
promotion is not complicated by any deep differ 
ences of opinion on major objectives is revealed in 
the candid attitude of many distributors and manu 
facturers who admit their own shortcomings. One 
distributor says of his promotion program: “it is 
only beginning to be handled as it should have been 
for years.” A manufacturer concedes that his own 


AND PROMOTION 


salesmen have not been merchandising his material. 
Some manufacturers’ sales executives, confined by 
budget limits, are chafing to get more and better 
material into their program. 

The manufacturers and distributors most critical 
of promotion efforts of the opposite side in general 
are quick to point out exceptions. Many distributors, 
suppliers report, have reorganized their advertising 
and sales promotion in recent years into a coherent, 
managed function. Many suppliers, whose promo- 
tion programs a few years ago, by their own admis 
sion, resulted in unnecessary waste, have since policed 
them. (Only a few suppliers say they arbitrarily cut 
down the quantity of all requests for literature. In 
cases of doubt, most will have the requests investi 


gated by a salesman.) 


If lack of management and control is the real 
root of most difficulties in advertising and sales pro 
motion, improvement in this activity is not so much 
a question of cost as of time and effort. Manufac 
turers need, not more advertising and literature, but 
better material, better control over its production 
and distribution, and better training of the men 
who merchandise it. Distributors need, not a bigger 
advertising budget, but more coherent management 
of the money they already spend—in some cases, man 
agement where none seems to have existed before 

A survey by Inpusrriat. Disraipurion in 1953 
revealed that the average distributor believed he 
spent about .4% of gross dollar sales on advertising 
and sales promotion, but only three out of ten dis 
tributors budgeted it as a separate expense 

\ distributor does not need to set up an claborafe 
advertising department before he can recognize and 
budget the money he spends on advertising and 
sales promotion. But until he knows what he spends, 
he certainly cannot decide what he ought to spend 

Howard Begg, of Squier, Schilling & Skiff, Inc., 
Newark, N. J., in a talk before the National Indus 
trial Advertisers Association’s Philadelphia Chapter 
last year, urged suppliers to give distributors more 
planning and management help in advertising and 
sales promotion. The distributor, he said, was being 
treated as a “stepchild,” deprived, not of the material 
to use, but of the fatherly guidance on how to usc 
it. Suppliers’ advertising managers, he said, should 
make it a point to see more of distributors 

Both distributors and manufacturers appear to be 
ir. the mood today to elevate the advertising and 
sales promotion function above the stepchild status 
in their organizations. The trend is to assign this 
important activity as a functional part of manage 
ment, to see that it is backed up by research and 
technical competence, and to insure that it is super 
vised by individuals with management authority 
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~ Partnerships Are Profitable 
When Founded on Mutual Trust 
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EW MANUFACTURERS expect to contact, hold and 
develop worthwhile distributors without a local 
representative or Few distributors take on a 
manufacturer's line unless assured of the cooperation 
f a representative, or agent, to acquaint personnel 
ith the line, its markets, and the techniques neces 
y to do an effective selling job 


agent 


In short, manufacturers representatives and agents 
liaison men in the industrial supply field; they 
communications between 


facilitate cooperation and 


nufacturers and distributors and are vital factors 
manufacturer-distributor relations 

\n agent is an independent businessman who rep 
ent He 
l ed primarily whe re it is an Cconomic necessift 


thie 
lor example 


several manufacturers in a particular area 
manufacturer to do so 

smaller manufacturers who lack the 
budget to employ full-time salesmen, and larger manu 
facturers with outlying areas of small potential, find 
in agent can do an effective job at a fixed fee that is 
omparatively less than the total cost of a full-time 
ilesman. Because he handles several manufacturers’ 
lines, the agent is able to earn a good living in a lean 
the Rocky Mt 
with only ompany s 
to death 


territory (i. region) where a repre 


sciitative ore produ ts to sell. 


mught starve 
Aaents 

Usually the agent is well established in his trading 
irea; therefore, a manufacturer new in a field may 
clect to market his products through experienced 
igents rather than undertaking time and expense of 
developing his own representatives 

‘Though many manufacturers agree with the senti 
ments expressed by one distributor, “I'll take a good 
agent in preference to a mediocre representative,’ 
they also feel that, because of the number of manu 
facturers he represents, the agent cannot do as 
thorough and satisfactory a job as a full-time salesman 

While distributors, by and large, have no objection 
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to dealing with agents where the manufacturer finds 
it necessary, they are critical of the fact that agents 
usually are not in a position to give them the plus 
services rendered by representatives. 

l'oday, most manufacturers prefer representatives 
their better able to 
train, direct and control the representative's efforts 
analyzing the advantages and problems 


because, in opinion, they are 
Before 
irising from his activities, let us understand who the 
representative is and how he operates 
In contrast to 


manufacturer n an 


the agent—who represents several 


irca—a representative is one 


What it costs 


A tool manufacturer who uses both says, 
“Nothing can replace the advantages of a 
representative in most territories, but, on 
the other hand, with an agent operating 
solely on a set commission, you know exactly 
what it costs to cover a certain area.” 


manufacturer's full-time salesman assigned to a spe 
cific area. He is hired to do what the name implies- 
the interests im a 
trading area 

It is the representative's job to obtain for huis 
employers what they determine to be their justifiable 
share of the business in that area through distributors 
He is expected to spend some time training, directing 
and developing distributor personnel; call on every 
potential account, either on his own or with distrib 


represent manufacturer s given 


utor personnel prov ide reports to keep top manage 
ment informed of competitor activities, industry mi 


grations and general business conditions in his 


terntory 
As the representative's sales attainmeut and his 
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MANUFACTURERS’ 


FUNCTIONS OF A GOOD REPRESENTATIVE 


Impart product knowledge to all distributor 6. Protect distributor from financial! loss due 
personnel, including inside men. to overstocking, depreciation and obsolescence. 


Teach techniques required to sell the line . Plan sales promotion and local advertising 
to all types of buyers. campaigns, based on his company's broad experience. 


Make calls in the territory — solo, missionary . Concentrate on sales personnel, not executives. 


calls and planned calls with distributor salesmen. 
Maintain a schedule of time to be spent in 


Assist distributor management and salesmen distributor's office and in the field with salesmen. 


in analyzing their markets. 
Offer constructive criticism where distributor 


Help solve problem jobs and answer customer operations (warehouse, office, sales) might be 
complaints promptly. improved for more efficient service. 


value to his company are, in large part, governed by 
the success or failure of his distributor, there is general wr all 
accord on the importance of fulfilling the ten iob ontacting distributor 
functions listed at the top of this page. There 1s, 


however, a vast area of disagreement on methods 


persor ic] 


purchasing official 
hecking stock 


ind the allocation of time, to attain these goals 


bove on the hrst po however, there 


One of the most controversial questions m repr ment among distributor An article entitled, “H 
time lo Work with Manufacturers’ Salesmen INDUSTS 


sentative-distnibutor relations is, “How much 
| } 


DisrripuTion, December, 1953) described the 


ind where, or how, should this time be spent? ot Sager-Spuck Supply Co., Inc., Albany, N. ¥ 


if two-man alls are discouraged because 


should the representative spend with the distributor 
As one manufacturer ot perishable tools put thy 


Some distributors seem to forget the representative ustomers resent salesmen “‘s 
1 all hi because cold-turkey call ind conversel ills 


tnendly accounts) waste time for both sal 


anging-up on ther 


is on our payroll, they want him to spen 
time wet-nursing their weak salesmen 
representative Recognizing the cfhcacy of some two-mat 
Spuck, executive vice presid 


while others expect them to spend that amount of |, “In practically all such cases, the factor beh 
IstOmMCc! desire 


time on their own, carrying out various direct a the two-man call was the cu 
signments from the home office or district office for this additional attention. ‘These instance 
the fall into one of the following categoric compla 


Some manufacturers expect their 
to spend 75 to 80% of their time with the distributor however, Conrad P 


[here are four major areas of activity for 


representative's time with distributors problems, or installations.’ 


making calls with distributor salesmen On the other hand, another distribute 
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insist our supplier-representatives spend as much time 
with our salesmen as possible. We believe team calls 
impress our customers; they come through with an 
all-around, bang-up selling job. Our salesmen learn 
something on these calls, more than they could pick 
up at a meeting or from a catalog.” 

Manufacturers who are critical of two-man calls 
point out their representatives build up quite a case 


Too many chiefs .. . 


“We want to cooperate with representa- 
tives, but sometimes the manufacturer 
makes it difficult. For example, one of 
our suppliers has three separate depart- 
ments for his three lines; three representa- 
tives call on us. That’s too many chiefs, 
no Indians. All three want credit for sales 
on overlapping lines and accounts; why 
should | get involved in my supplier's com- 
pensation problems?—Distributor 


against distributor salesmen. Representatives com 
plain the distributor salesman insists on meeting 
before 8:30 a.m., but he arrives late, takes phone 
calls, checks stock, confers with other personnel, and, 
invariably, it is after 10 before they finally hit the road 
—which, of course, is time for the first coffee break. 
And, instead of following a planned itinerary, “they 
wind up travelling ridiculous distances to see buyers 
who do not expect them. To make the cheese more 
binding, when they finally get to see someone who 
might be interested in the representative's line, the 
distributor salesman steers the conversation to other 
lines.”” Similar claims have been made by distributors 
against representatives. 

Regarding the second area of activity, manufac- 
turers, on the whole, are anxious to have their repre- 
sentatives conduct distributor sales meetings. Distrib- 
utors, however, point out that many representatives 
are incapable of conducting an interesting, worthwhile 
meeting. One distributor complains, “They don’t 
even take the trouble to learn the fundamentals of 
public speaking and teaching. And, in some cases, 
they know less about their products, and their 
applications, than my salesmen do.” 


Areas of Disagreement 


While some distributors believe the representative 
should spend a good percentage of his time in their 
office, particularly with top management, others say, 


“Our executives are sold; now teach our sales per- 
sonnel to sell your line.” 

Ancther distributor is even more eloquent: 
“Supplier salesmen are always hanging around our 
office waiting for stock orders we could mail in, 
making a play for our secretaries, gossiping with our 
countermen, telling jokes to our telephone men. 
We're too busy to tolerate this kind of ‘visiting.’ ” 

Checking stock, according to a West Coast distrib- 
utor, is “definitely our job. We've spent a pile of 
dough on sales analysis, inventory control, and what- 
have-you. Can't see a manufacturer's representative 
wasting valuable time checking our stock. If we need 
another clerk, we'll hire one!” 

A manufacturer in the same area takes the opposite 
view: “We instruct our representatives to get into 
the distributor's stockroom, convince the distributor 
he can save him money by advising what he should, 
or should not, order, and how often he should order.” 

Other areas of disagreement can be discerned by 
some of the following comments by manufacturers’ 
representatives: ‘stop wasting our time on puny 
potentials”, “bird-dog more, get some doors open”, 
“don't expect us to do all the selling for you”. 

And distributors complain, “stop making rash state 
ments and impossible delivery promises”, “respect our 
policies and methods”, “learn something about your 


Plan work in advance . 


“All of us, manufacturer and distributor 
alike, have a tendency to call on the guys 
we like—even when there’s more volume 
around the corner. Let’s stop making two- 
man general calls: Plan work in advance, 
and we'll both come out with more busi- 
ness.”’—Manufacturer 


products and their uses so you can teach our sales- 
men something more than they can get out of a 
catalog”, “resist the temptation to take big orders 
direct.” 


Relations Can Be Improved 


Selling is a highly-personalized activity. Rules and 
regulations, generalities and policies are all subject 
to individual circumstances—conditions in the trad 
ing area: whether or not the distributor is well estab 
lished, whether or not the manufacturer's products 
have acceptance, whether or not the line is of a 
technical nature, the experience and ability of the 
representative, the efficiency and temperament of 
distributor personnel, competitive standings, etc. 

In short, the amount of time a representative should 
spend, and the methods of employing this time in a 
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MANUFACTURERS’ REPRESENTATION 


ATTRIBUTES OF THE IDEAL REPRESENTATIVE 


1. adesire to help people 


. enthusiasm — and the knack 
of infusing others with it 


. an optimistic nature 
- initiati 


. perseverance 


distributor's organization, depend on two basic con 
siderations 

1. the physical needs of the trading area 

2. the personalities involved. 

Distributors who have little or no trouble with 
representatives point out that, while the representa 
tive has distributor interests at heart, his employer 
has first claim on his loyalty. There is no point in 
putting the representatives on the spot about manu 
facturer policy. The representative is a liaison man; 
he can report, he can recommend, but he cannot make 
decisions in the province of top management 

These distributors also realize it is futile to try to 
get more out of a representative—influence him in 
their favor—by providing desk space and secretarial 
assistance, for example. Manufacturers are wary of 
such arrangements which infringe upon the repre 
sentative’s freedom, place him under obligation to 
the distributor. Where such conveniences are offered 
without ulterior motive, however, and where the 
manufacturer agrees it is mutually advantageous, this 
may well be a satisfactory arrangement 

Most manufacturers realize that the distributor 
thrives or fails on his ability to satisfy customers in 
emergencies and disputes; this is often the distributor's 
reason for requesting that the representative live in 
the heart of the trading area. Though often this is 
not feasible, due to the size of the representative's 
assignment, where possible, some compromise should 


be worked out 


A Profitable Union 


In an address delivered before a manufacturer's 
sales conference (What Is Expected Of The Manu 
facturer’s Salesman—INnousrriat Distaisution, July, 


6. ability to get along with people 
7. diplomacy 
8. ability to inspire confidence 


9. pride in his profession 


10. loyalty to his company 


and belief in its products 


1952), Stuart A. Russell, J. Russell & Co., Holyoke 
Mass., made a pertinent analogy 

I'he relationship of manufacturer's salesman with 
the industrial distributor in a broad sense is a part 
nership—we might compare it to a marnage. Success 
depends on consideration, trust and mutual con 
fidence. No marriage is successful if either party is 
trying to ‘put one over’ on the other. The same is 
lo make the 


union prohtable and enjoyable, both parties must 


true of manufacturer and distributor 


use certain logical courtesies and rules 
Such a partnership, formed because it has been 


Get them to sell for you 


“Why not take advantage of the fact that 
you have ten or more distributor salesmen 
in your territory—if you can get them to 
sell for you. Train them properly, and 
they'll help you carry the ball.”—Manu- 
facturer 


proved the most economical method devised to move 
products from the manufacturer to the industrial 
consumer, cannot escape the occasional misunder 
standings of all partnerships. Striving for more 
harmonious relations, however, is worth the time, 
thought and effort. Representatives and distributors 
have a common goal—more business at a profit. With 
this realization, plus the sincere desire to cooperate 
there is no reason why petty differences cannot be 
ironed out, no reason why these partners in industrial 
marketing cannot work together to attain their goal— 
and have a lot of fun doing it 
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Differences Over Stock 
May Be Closing Rapidly 


ROBING INTO THE INVENTORY PHASE of the distribu- 

tors operation: 

1. stock—how much? how little? 

2. stock return—who takes the rap? what about 
absolescence? 

3. price changes—advance or instant notification? 
uncovers sore spots; bruises which produce lusty yowls 
be they touched ever so lightly. This is an attempt 
to bring these sores into the light for treatment. 


p tal 


[he manufacturer-distributor team can’t always 
gree on its signals when the subject of inventory— 
how much, how little, how long—comes up. But in 
the matter of initial stocking there is comparative 
harmony. 

The majority of distributors are prone to accept 
the recommendation of the supplier when they take 
on a new line—and if they don’t actually accept the 
stock recommendation, they at least consider the 
manufacturer’s advice carefully. 

Distributors pretty much agree that they want the 
manufacturer's recommendation based on accurate 
potential figures, the pattern of his line’s movement, 
the manufacturer's knowledge of the distributor's 
sales ability, the experience the manufacturer has 
had with similar houses in similar territories, and the 
number of other distributors in the trading area. 

And, naturally, the nature of the product has a lot 
to do with the size of the order, as well as the distribu- 
tor’s physical facilities—and his finances. 

There is a category of distributors, however, whose 
fingers have been burned, as a result of accepting 
recommendations of manufacturers “whose knowl- 
edge of potential is foggy, and whose contribution is 
only slightly better than my own by-guess-and-by-gosh 
process.” In most cases, his distrust has been spawned 
by some manufacturers’ inaccurate or non-existent 
potential figures (See Section One, page 100). 

More common is the attitude of those distributors 


who say in effect: “Naturally, we always look to the 
manufacturer to suggest an initial stock order for us. 
We do some preliminary surveying, but in the main 
we look to the manufacturer to guide us. He doesn’t 
tend to overstock us—and since we insist on adjust- 
ments of slow moving stock when taking on a new 
line, the manufacturer gives a pretty fair and accurate 
estimate of an initial stock order.” 

Obviously, since provisions for adjustment after a 
set period—six months to a year—are invariably a 
part of the initial stocking agreement. (“It’s a case 
of trusting each other—we trust him not to overload 
us, and he trusts us to give adequate selling effort 
to his line.” 


to be Burns 


Says one manufacturer on initial stocks: “We are 
more anxious than the distributor himself not to see 
him overstocked. He may not see eye to eye with us 
on the makeup of the stock order as to variety, sizes 
and quantities, but after we’ve made a check of his 
potential (our field men personally investigate key 
accounts by industry categories) and sold the idea to 
the distributor that a good representative stock is one 
of his best sales tools, we get along. Generally this 
initial stock order represents a 60-day inventory.” 

These are the factors on which manufacturers claim 
their initial stock recommendations are based: size of 
the distributor's territory, his finances, knowledge of 
the line, area potential, expected stock turnover, 
ability and size of his sales staff, delivery time, and 
type of house—specialist, se} ‘ive, general line. And 
that’s fair enough. 

According to one precision tool manufacturer: “The 
initial stock order for a new distributor is a relatively 
simple thing, depending on the type of industry 
in the territory, his capital, his coverage. We've had 
sufficient experience opening up distributorships in 
other territories, some of which might be quite similar 
and we can come pretty close to a representative, 
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easily-managed stock. Couple that with what the dis- 
tributor knows about his own territory, and it’s rela- 
tively simple to provide him with the assortment and 
quantities we both agree will compose a representative 
stock. This would represent about a three-month in 
ventory. Adjustment for slow-moving items is vir- 
tually routine, and takes place about a year later. Over- 
stocking the distributor under these conditions is out 
of the question. It is a costly exercise in accounting.” 


Returns Are the Sore Point 


It isn't until the distributor and manufacturer wind 
up the honeymoon represented by the initial stock 
ing period, that the marital squabbles begin. When the 
subject of normal stock return comes up, the hurt 
look is in style. Take, for instance, the waspish state 
ment of one distributor that, “There is too little per 
sonal relationship and partnership attitude on the part 
of the suppliers—some will let you get in up to your 
neck when they could prevent it, and stick you with 
the 10% on a strict basis.” 

In ordering stock, there are three parties to the 
contract, any one of which can err: the supplier, the 
distributor and the customer. The distributor thinks 
the manufacturer should take the rap in the case of 
the first and the last. And if it’s the distributor's mis 
take, why, then, the distributor feels the manufacturer 
can afford to be lenient. 

There’s something to be said for the distributor's 
complaint that he’s trapped in the middle. When a 
return is initiated because a customer admits to having 
made a mistake, the distributor can pass it on to the 
manufacturer—and in many cases emerge unscathed 
But as one distributor points out, “We're forced to 
say that the customer is right or lose him. And some 
customers are brutal on returning tools, many down 
right dishonest—demanding credit on ancient pur 
chases, for instance. They're good customers—and | 
just can’t say no.” 

One distributor estimates that the customer is re 
sponsible for 90% of his returns—he would have no 
quarrel with the tool manufacturer whose policy on 
normal returns is to “correct our own errors without 
charge to the distributor, correct a customer's error 
by having distributor pay transportation to and from 
our plant, and correct a distributor's error by taking 
back around 3% of his last year’s sales in stock, but 
charging him 15% service fee.” 

“Strict returns policy doesn’t allow leeway for 
customers who change production methods after 
we've stocked for them,” complains one distributor. 
“We stock and get stuck. The supplier won't take 
materials back and we can’t sell them.” 

The curious thing about the whole return situation 
is not so much the whispering behind the hand on the 
part of both distributor and manufacturer—that’s 


DISTRIBUTORS’ INVENTORY 


merely the friction of business, and is heard in any 
field. More difficult of comprehension is the failure 
of the two parties to get together on these questions 

Manufacturers admit that the ease with which a 
distributor can return stock often depends upon that 
distributor's importance to him, This is logical, but 
hardly equitable. Distributors admit that their shelves 
are often weighed down with slow moving stock 
which should never have been bought in the first place 

Consider the question of whether or not the dis 
tributor will allow manufacturers’ representatives to 
check their stock. Distributors are equally divided on 
the point 

Here's a sample of what those distributors who 
won't let manufacturers’ representatives check their 
stock, give as excuses: “Their eyes are too big. They're 
ill cry babies, and when they see someone else's line 
Most of them 


just take up my time and get in the way of my opera 


on my shelves, they set up a howl 


tion Manufacturers’ representatives object to doing 
it; they feel it’s a clerk’s job 
stock They're not sufficiently acquainted with my 


hey don’t know our 


sales problems to make a really expert analysis 


Why Not Get Togethe r? 

These objections are difficult to comprehend wh 
it is considered that cooperation on the part of thi 
distributor in this matter is likely to be reciprocated 
by the manufacturer on adjustments—especially when 
the items in question have been stocked at the sug 
gestion of the supplier's own man. 

Most suppliers hold periodic checking of distrib 
utors’ stocks to be a routine duty of their representa 
tives, and especially important where the specialty lines 
ire concerned. In those cases where the distributor i 
reluctant to let the manufacturer's man into his war 
house, the manufacturer automatically attributes it to 
the fact that the distributor is stocking competitiv: 
lines also 

Those distributors who are most bitter about 
manufacturer's policies on returns, or who claim th« 
most trouble in this field, are the same distributor 
who make a practice of not allowing the representa 
tive into their back rooms 

The importance of an accurate check on inventor 
has long been established. Yet more dollars are los! 
by faulty inventory control, according to a recent 
article on the subject (Inventory Control Is An Atti 
tude, INpusrriat Disraisution, July 1954), than di 
tributors dream of. Said one highly successful dis 
tributor, “The fact that it’s just as important for the 
distributor not to be out of a staple item as it is for 
him to be concerned about reducing his stock of 
slow-moving items, makes inventory control doubly 
important.” 

I'hat’s another: step for distributors to take if they 
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Do | maintain an accurate inventory control system? 


INDUSTRIAL DISTRIBUTION 


want to cure their returns headaches According 
to one manufacturer, “Troubles on return of slow- 
moving items can be overcome largely by distributors 
themselves. They can set up perpetual inventor 
systems and improve their buying functions im 
measurably. We get orders for broken packages 
this way, but it does help the distributor to keep his 
inventory in adequate balance, and we're willing to 
ride with him. We're glad to take back any saleable 
material in exchange. Credit depends on the manu 
facture date of the product (we have that coded) and 


we add 10°% handling.” 


e Can Be a Shock 


Mentioning obsolescence to a distributor is like 
turning the hose on a bee hive There's a very 
noticeable lack of consideration on the part of thos¢ 
manufacturers who release a new model with the 
proud smile of a first-time father—leaving the sur 
prised distributor stuck with a fine representative 
stock of an outmoded item. Distributors feel, with 
some justification, that one of the sorriest returns 


problems concerns items made obsolete in this way 


ind they feel it’s up to the manufacturer to absorb 
the loss as best as he can. At the very least, the dis 
tributor thinks there should be some pretty flexible 
cive-and-take 

Here's how one irritated distributor feels about it 
What really gripes me is the lack of provision for 
returning items he makes obsolete by new models 
Manufacturers don’t tell us a thing—and it makes 
for strained relations. ‘The first thing we knew about 
1 recent new model, for instance, was when we got :; 
catalog. How can we sell obsolete merchandise if 
they're already advertising new models? 

Ihe solution to this, of course, is for the manufac 
turer to abandon the element of surprise usually con 
nected with the unveiling of a shiny new model—at 
least to the extent of giving his distributors sufficient 
unloading time 

It's hardly necessary to point out that the manu 
facturer’s obligation is non-existent in the case of 
tock which has aged to obsolescence through long 
peaceful years of rust, dust and neglect, on a distrib 
utor’s shelf. ‘That takes us nght back to the matter 
1f opening the distributor's doors to the factory man 
ind to the maintenance of an inventory record which 
does its job 

Suppose, in spite of every precaution, the distnb 
utor ends up with some stock that he simply doesn’t 
want. Here's the suggestion of one hopeful distnb 
utor What I would like is for the manufacturer to 
set two dates six months apart, during which time | 
an return stock on hand for any normal cause with 
out handling charge This helps both me and the 
supplier, since during the six months in between | 


in try to unload these accumulated returns, up to 
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the date of return. It would save handling expenses 
and paper work for both of us—otherwise there would 
be some 40 or 50 returns annually per supplier, with 
a struggle over each one. This way, only two annual 
grouped returns are made. After all, we're obligating 
ourselves when we take on a line; but we're investing 
our money, and we don’t think the manufacturer 
should be free of all obligation.” 

Distributors feel that, after all, saleable returned 
stock is not a dead loss to the manvfacturer. 

According to a distributor, “The manufacture: 
should maintain a policy of accepting return on slow 
moving products because, if the product is standard 
with him, he has a national distribution—and where 
I might not be able now to move it readily, another 
distributor can.” 

Here’s a manufacturer who puts his finger squarely 


on a spot where distributors frequently default: “The 


distributor shows a weakness in the lack of periodical 
review of stock. He should not get so far behind 
that he makes it difficult for his supplier to adjust 
for returns. He should lay more responsibility on 
the buying function (our orders from them indicate 
poor stocking policies They should pay more at 
tention on product description and unit quantities 
when writing orders (toc many orders are written by 
people who think they know it all and pay no atten 
tion to formal instructions on order writing We 
have standard packages and the distributor can help 
himself and his customer by ordering them 

In all fairness to those manufacturers and distrib 
utors who have minimized the problem of stock 
return, we quote from that healthy cross section of 
distributors who live in peace and prosperity under 
their suppliers’ exchange policies. “The manufac 
turer should always be willing to adjust slow-moving 
stock for the distributor. Most manufacturers have 
a reasonable policy about handling charges and re 
conditioning charges,” says one of these happier 
souls. “We haven't found many manufacturers who 
object to adjustment of slow-moving stock and | 
don’t see any reason why we should,” adds another 
“Most of the manufacturers exchange stock 
says one distributor, “however, the responsi 


firmly 
tor us, 
bility is a mutual one—if we get stuck, we blame our 


selves ” 


It seems reasonable, that, since the manufacturer 
has no more relish for the misunderstandings sur 
rounding returns than -has the distributor, that he 
should meet a distributor's increased cooperation as 
far with factory men and increased concentration on 
stock records, with an impartial spelled-out policy on 
accepting returns—perhaps a more liberal one than 
he had been able to get by with in the past. His 
improved public relations will be well worth the 


DISTRIBUTORS’ INVENTORY 


MR. MANUFACTURER: 
Do you have trouble 
over returns with distributors? 
Then ask yourself these questions: 





Do | treat the small distributor as liberally as | treat the large house? 


Do | realize that overstocking costs me as much as it costs the distributor? 
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cost of that. It’s probable that relaxation of this 
kind will eventually bring more manufacturers to 
comment along the lines of this one: “We're very 
liberal in taking returns back without penalty. Our 
policy is that the customer is always right—it’s clear 
cut, and we feel we can afford it because the policy 
isn’t abused.” 


Price Change 


[he whole industry scems weary of price fluctua 
tion sick of the trouble that an ad 
vance price increase triggers—purchasing, inventory 
ind production schedule upsets, confusion and bad 
feeling among the customers. As a result, the majority 


understandably 


of distributors and manufacturers are in favor of no 
advance notice 
Savs one exasperated distributor: “The recent ad 
ince price increase on tools has put us in a beautiful 
especially in correcting orders customers sent 
im im It'll be 


takes are ¢ lear d up, because our suppliers just haven't 


Wie 
1 hurry weeks before some of those mis 
the stuff in production yet.” 

Still another distributor puts the cap on the sub 

t Price be 
ftective immediately, with usual qualifications on 
ustomers’ orders in the mail prior to the increas¢ 
long term announcements generate false business anc 


permit non-stocking or light-stocking distributors to 


increase notification should issued 


cap bonanzas at the expense of heavy stocking dis 
tributors. It’s discrimination against the distributor 
who carries adequate stocks. The whole business is ex 
ensive for the distributor, upsets his sales effort, hi 

ntory, his purchasing. You can guess what it doe: 


the manufacturer's organization, particularly his 


to 


roduction schedules when he gets the next two 
] £ 


months’ business this month.” 

lhe trapped suppliers admit to being cornered 
lrankly 
“we'd like 


effective 


savs one machine tool accessory manufac 
it 


immediately 


if we could make any price in 


with the announcement 


ture! 
creas 
of the increase. But we're in a tough competitive situa 
tion. We can't increase our prices today when the rest 
of the competition is merely announcing that their 
prices would increase a month from today. We have 
to give the same irritating and annoying long term 
increase notice, upsetting ordering, inventory and pro 
duction, as our competition. We just had a price in 
crease announced which doesn’t begin vet, but we 
have to limit our screen orders to make deliveries of 
normal quantities, and we're running three shifts 
Sure, we'd like to have a price increase; we've needed 
one for a while, but we couldn't on account of the 
competitive picture. Why we had to wait a month, 
we couldn’t attempt to figure, but that’s the way it 
started, and that’s the way we had to follow. W<« 
have no relish for loading the factorv with anywhere 


Comrannt 195 


336 W. itwo 5 


5S wy Moths 


aw 


from a two- to six-month production load at old 
prices. It just doesn’t make sense. We'd like to have a 
three-month shelf inventory, and three months in 
process. An immediate price increase would permit us 
to keep this schedule.” 

Keeping these statements in mind, the plea of the 
minority for advance notice fails to make the weight 

“Customers think we're fools if we admit we haven't 
been told of price increase ahead . . . Advance notice 
prevents chiselers from loading up, and gives legitimate 

to cover themselves and their good 
Advance notice makes me better able 
Also on sudden 


houses ! han { 
customers 

myself and my customers 
often can hold up back orders for 


Give me 


to protect 
notices suppliers 
‘his is a very sore point 

I see no reason why, if competitors 


price Increase 


advance notice 
want to load up, they should be denied the right to 
risk. If they're fly-by-nights, they won’t have 


enough mone 


run the 
to handle a big speculative inventory 


n Decreases 


distributor 
like 


both and 


question 


Smile manufacturer 
the to 
announcements of price decreases handled. One pump 
ible to he had 
innounced decreases by private advance notice to al 
distributors to clear out old stock. Most manu 


facturers agree that this would be the” preferred 


rom 


greet icademic as how they'd 


manufacturer was remember when 


low 


method, and that’s agreeable with the distributors too 

\ summary of distributor feeling in the inventory 
realm of 
pretty well summed up in the following statement by 
i distributor featured in an editorial which appeared 


distributor-manufacturer relationships is 


in the June 1953 INpusrriat DisrrmutIon 


. .. A few manufacturers have come into my place 
and told me what the potential is on the line and 
how much | should be doing. This has been backed 
up by facts and isn't the blue-sky, wishful thinking 
type of thing you usually get. These few manu- 
facturers have worked out stocks with us covering 
the types of products in their line which the customers 
in ovr area buy. On other parts of the line, no one 
knows until you try it. To do the job we want to do 
for our customers, for ourselves and for our manvu- 
facturers, we'll stock the necessary amount on this 
kind of a deal. On his part the manufacturer agrees 
to take back the stuff which, after a fair trial, doesn't 
move. When we get more facts and cooperation of 
this type, we'll do o better stocking job. I'l bet a 
lot of distributors feel the same way. 


New You 





Sell 


CHESTER 
WUE ES 


for every 
handling 
a 


@ ZEPHYR 


Spur-geared 
Lightweight 





© HEAVY DUTY 


Spur-geared 
Adaptable 





@ ELECTRIC 


Push-button or pend- 
ent rope controls 





@ SPECIALS 


Overhead trolleys 


Available in all 
popular sizes... 
with up to 25 tons 
of lifting power. 


This odvertisement appears in 
Factory and Mill & Factory 


CHESTER HOISTS 


get work done fast 
WOW A COMPLETE LINE 


NEW ... ZEPHYR Lightweight, spur-geared 
.-. Built for safe, one-man handling by riggers, mill- 
wrights. Sizes from '» to 2 tons. Fully encased, all- 
steel, sealed construction defies extremes of outdoor 
exposure and dusty atmospheres. Compact design 
requires minimum headroom, permits close-quarter 
operation. Spur-gearing makes the Zephyr fast and 
easy to operate even with capacity loads. 


ELECTRIC... For fast, accurate, powered hoisting. 
Heavy duty or lightweight in 11 different sizes 
from 4 to 2-ton capaci- 

ties with up to 30-f.p.m. 

hoist speeds. Entire gear 

train is under continuous, 

sealed, splash lubcication. 

Permanently sealed ball- 

bearing motor. Spring 

clutch load-brake stops 

smoothly, suspends load 

without slippage even 

when power is shut off. 

Instant action motor brake 

stops hook immediately 

without jolt, prevents drift- 

ing. Push-button or pend- 

ent rope controls. 


HEAVY-DUTY HAND CHAIN... spur-geared 
... There’s a size that’s dependable for your need. 
Hoist up to 25 tons fast with minimum effort. 
Timken bearings provide easy, smooth operation. 
Positive-acting retaining brake suspends load at 
any height. Low-friction swivel hook prevents 
chain twisting. Chain guide on load sheave pre- 
vents chain fouling. 











Army types, extended handwheel and low head- 
room trolley hoists are available. Also, Chester 
produces a complete selection of low-priced differ- 
ential hoists in sizes up to 1'4-ton capacity. 





Ask your distributor for complete facts on the new, lightweight 
Chester Zephyr Hoists, or on the electric or other hand hoists in 
the complete Chester line. Write for specification literature on the 
type of hoist that interests you. 


CHESTER HOIST DIVISION, The Nationa! Screw & Mfg. Co. 
LISBON, CHIO 





— Mg mg aed, 
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U.S. TOTALS 


June 1955 
Compared with 
May 1955 





June 1955 
Compared with 
June 1954 


YY 





Le 








First 6 Mos. 1955 
Compared with 
First 6 Mos. 1954 








+4.% 


+16% 


+1% 





Supply Sales Trend 


Final Figures For June 1955 











June 1955 
Compared with 
May 1955 


June 1955 
Compared with 
June 1954 


First 6 Mos. 1955 
Compared with 
First 6 Mos. 1954 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


- 2% 
8% 


370 


8% 








+11% 


+10% 


+17% 


+10% 
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FOR EXTRA SALES! 


OSTER ADVERTISING 


Highly informative ads like this are 
seen and read every month by your 
customers and prospects. These full- 
page ads appear in leading trade 
publications—and they back up the 
Oster Distributor all the way! 








DIRECT MAIL ADVERTISING 


Catalogs, folders and envelope stuffers 
tell the whole story on the world’s 
most complete line of threading 
equipment. Fully illustrated mate- 
rial is imprinted with your name 
on the cover—designed to make 
your customers buy! 


TRADE SHOW EXHIBITS 


Oster participates in many trade shows 
throughout the country. Here’s where 
your customers see Oster products in 
action. Here’s another way Oster sends 
more sales to you! 


THE OSTER 
THREADING ENGINEER 


He’s the man with all the threading 
facts, ready to serve you and your 
customers with sound advice and 
technical assistance. And he can 
show you how to move pipe-thread- 
ing equipment fast! Call him up and 
talk it over now! 


THE 


= —_ MANUFACTURING CO. 
THREADED PIPE Main Office ond Factory: 
* ws owe — 2064 East 61st S., Cleveland 3, Ohio 


New York Factory Brench Seles and Service, 
25-36 Jackson Ave. Long Island City 1, N. Y. 





BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Cont’d.) 





June 1955 
Compared with 
June 1954 


First 6 Mes. 1955 


Compared with 
First 6 Mos. 1954 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Alabama 
Kentucky 
Mississippi 
Tennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


7 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 





EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


+ a7 








+2 1% 


+ 9% 


+17% 


+18% 


+2 6% 





+ 14% 


+ 2% 


+ b% 


+ 3% 


+18% 
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this steam trap 
sales policy 
builds you greater profits 


@ Twenty years ago when the Yarway Impulse Steam Trap was introduced, a 
policy of selective distribution through Industrial Supply Houses was adopted. 








Today—more than a million Yarway Impulse Traps later—this policy of working 
with and protecting our distributors remains unchanged. 


The Yarway Impulse Steam Trap’s simplicity, small size and proven dependability 
... the fact that it is good up to its maximum pressure without change of valve or 
seat ... that it has only one moving part—and trouble-free stainless steel construc- 
tion—make it an ideal product for Industrial Distributor merchandising. 
Attractive packaging for easy stocking and 
quick identification . .. consistent advertising, 
dealer helps and a strong field organization 
assisting distributors in serving their 
customers needs—ALL THESE MAKE THE 
4 YARWAY IMPULSE STEAM TRAP AND 
YARWAY IMPULSE ITS COMPANION, THE YARWAY FINE 
e4 STEAM TRAP SCREEN STRAINER, 
- FAVORITE PROFIT PRODUCERS 
FOR INDUSTRIAL DISTRIBUTORS. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRAINERS 


YARWAY 
FINE SCREEN 
STRAINER 
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Price Index for 19 Product Classes 


(1947-49— 100) 


% Change 
June May June From 


NAME OF PRODUCT CLASS 55 55 54 Year Ago 


Abrasive Produit 117.1 ; 116.9 +0.2 
Cutting Tools 121.6 +12.4 
Fans and Blowers 143.7 0.1 
Fasteners 56.7 55. 153.9 +]. 

Incandescent Lamps 47.3 136.9 + 7.8 

Industrial Rubber Products 35. 127.6 +6.3 
Lubricants , ; 69.7 +2.9 
Materials Handling Equipment 133.8 3.3 
Mechanics Hand Tools 139.0 +5.8 


(Files, saw blades) 
Metalworking Accessories 127.8 
Motors 114.1 
Paint 112.8 
Portable Power Tools 118.2 
Power Transmission Equipment 133.1 
Precision Measuring Tools 118.3 
Pumps and Compressors 131.9 


Steel Products 140.9 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 131.5 


Welding Machines 124.3 
(Equipment, rods) 


Total Index 128.2 
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the most complete 
TEFLON line 
offered Industrial 
Distributors 

PLUS 


e manufacturing leadership 





e powerful national advertising 


© competitive prices 
e liberal discounts 


© adequate stocks 


® Write Harry Stott, General Sales Manager 


INDUSTRIAL DISTRIBUTION 


© SEPTEMBER, 1955 





Manufacturers’ New... ; 
Training Programs « Displays - 





Viking’s New Catalog Tells 
Whole Pump Story in 10 Parts 


Viking Pump Co., Cedar Falls, 
la., has issued a 10-section catalog 
covering its complete line of rotary 
pumps for industry. In plastic ring 
binders, the sections cover general 
purpose, heavy duty, underwriter, 
jacketed, sanitary, oil industry, LP- 
gas, hydraulic, and special applica- 
tion pumps. A final section pre 
sents engineering data. 

Each section of the catalog 
presents selection data, illustrated 
descriptive material, specifications, 
engineering drawings, speed and 
capacity data, performance graphs 
on each type of pump. In each 
section data pertinent to particular 
pumps is preceded by an illustrated 
discussion of the “postive displace- 
ment principle” employed in Viking 
rotary pumps. 

The section on engineering data 
is divided into three parts: rotary 
pump fundamentals, 10 steps in 


136 


selecting pumps, and engineering 
information. ‘The latter 
cludes a viscosity conversion chart, 


part im 


conversion tables, head and pressure 
equivalents, properties of saturated 
steam, cylinder displacement, and 
an “application data sheet” to help 
determine a customer's pump needs 


P&H Hoists Covered 
In Three New Bulletins 


P&H Hoist Division of Harnisch 
feger Corp., Milwaukee, has issued 
three new bulletins covering its line 
of electric hoists. Bulletin H-37 
describes the firm’s “Hevi-Lift” 
heavy-duty electric hoist, bulletin 
H-38 covers its “Zip Lift” rope-con 
trol hoist, and bulletin H-39 covers 
covers its “Zip-Lift” electric hoist. 
Each bulletin contains engineering 
data and specifications. 


Worthington Corp. Issues 

Bulletin on Compressor 
Worthington Corp., 

N. J., has-issued a new bulletin (no 


L-676-BIA) 


valve compressors from 


Harrison, 


feather 


75 to 250 


covering its 


hp. The bulletin outlines 14 majo 


idvantages on installation, opera 


tion, and maimtenance costs fer 
types “YC” and “DYC” compre 
sors. Information and illust 

ire Offered on component parts 
cluding frame, running gear parts 


intercooler, crosshead, motor and 


main bearings, and various cutewe' 
iews are included 


\ two-page diagram i'lustrate 


orrect selection and ordinatio1 


of auxiliary equipment wsed in 


typical installation, and _ various 


photographs show actual compres 


sor installations. Compressor ac 


] 


cessories are listed, along with a 


chart outlining types, piston dis 


placements, size, rpm. and hp 


Chicago Wheel Offers 
Wheels for Job Testing 


Chicago Wheel & Mfg. Co., 
Chicago, is offering two mounted 
wheels for actual job testing. Two 
sizes are available in straight wheels 


} and 


5 ; 
on a san. mandrel: éx2-in 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





Packages « Films « Literature 





}x4-in. Purpose of the offer is to 
demonstrate the uniformity of size, 
shape, grain, grade, and abrasive 
bond. Two wheels are included in 
a sample folder which the salesman 


can hand to his prospect 


~ S SCREW ANCHOR 


Greenlee Brings Out 
Display for Expanders 


Greenlee Tool Co., Rockford, II1., 
has brought out a display for its 
line of screw anchor expanders. The 
yellow, green, and black display, 
which includes a stock assortment, 
will be helpful in creating impulse 
buying among plumbers, electri 
cans and others with masonry 
ancoring problems, the firm says. 

The display consists of a panel 
explaining use of the expanding 
tool, an assortment of expanders, 
and a pocket containing descriptive 
literature. In a rear compartment, 
be kept 

rhe display can be used either on 
a counter or wall 


Thor Gift Promotion 
Features Counter Display 


Speedway Mfg. Div., Thor Power 
Tool Co., Aurora, IIl., announces a 
new “Do-it-Yourself” gift program 
to highlight the firm’s “Speedtool” 


gift assortment no. 40 


The 194x224-in. display pictures 
a Thor }-in. Speedrill kit, a }-n 
Speedrill, and a 4-in, Speedrill saw 
attachment. It 
actual drill kit opened for inspection, 
and contains a pocket for literature 


also includes an 


It has changeable signs reading “gift 
headquarters,” “do-it-yourself head 
and “Father's Day 
for use at the appropriate 


quarters,” head 
quarters, 
time 
Sales aids include window stream 
ers, instruction booklets, etc. The 
products are also being gift-pack 


aged as a further promotion 


Dodge Issues Two Books 

On Power Transmission Items 
Dodge Mfg. Corp., Mishawaka, 

Ind., has issued two new bulletins, 

one (No. A638 

bearings, and the other 


rolling 
4-640 
fluid 


covered 
No 
covering the firm’s new “dry 
drive 

Featuring the firm's new “SCM” 
line of the ball-bearing pillow blocks 
and flange cartridge mounts, the 
first bulletin contains information 
and list prices on the firm’s full 
line of Dodge “SC” ball and 
“Dodge-Timken” roller bearings 

Tabular data includes engineering 
drawings, dimensions, shaft sizes 
weights, radial load ratings, and list 


prices. ‘Typical applications are 

shown 
The 

fluid 


¢ olor 


bulletin on the firm’s dry 
“Flexidyne,” 
the 


engineenng 


drive, contains 


illustrations of unit, to 


gether with drawings 


1 we 


tion charts pages are 


V-belt 
List 


and sele 
devoted to recommended 


drives for all Flexidyne sizes 


prices are included 


ALEMITE 


Mee ATION SUPPLITS 


Alemite Display Shows 
Lubrication Items 
Stewart 


Chicago, announces 


Alemite Dyvision of 
Warner Corp., 
a new floor display for its line of 
lubrica 


“Alemite 


and automotive 
tion supplies, Called the 
Sales Builder,” the unit takes up 
about three square feet of floor 
space, and is finished in hammered 


industrial 


aluminum, has yellow “peg-board” 
cabinet doors, and carries a 
stock of such items as fittings and 
fitting CD-2, hand 


guns, couplers, adaptors, accessories, 


small 
assortments, 


packaged hose and control valves 
Continued on page 196 
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Our metallurgists have found the right alloy 

. » our engineers have designed the right 
cutting edge—the result is the Atkins Silver 
Steel line of saws and blades .. . that give your 
customer 

—consistent low-cost operation 

—maximum production 

—minimum down time 

—reduced do-overs 

—and longer production life. 


This all adds up to customer satisfaction . . . 
and profitable business—let Atkins Saws make 
money for you. 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 

















DISTRIBUTOR 











Simonds Saw & Steel 
Buys Heller Bros. 
As a Subsidiary 


Simonds Saw & Steel Co. has ac 
quired the manufacturing plant of 
Heller Brothers Co. in Newcomers 
town, Ohio, and is operating it as 
Heller Tool Co., a subsidiary. 

Helier makes Swiss Pattern, 
Milled Curved Tooth and Rotary 
files and American Pattern files and 
rasps. Simonds officials said the 
addition of these lines will round 
out Simonds’ own and increase sales 
Heller 


hammers, 


potential in new markets 


also produces _chisels, 


punches and a number of other 
tools used in the plumbing, smith 
ing, building 
trades which officials said would add 
to Simonds’ diversification. 
Operation of the Heller plant and 
office with its 700 employees, as well 
as Heller branches offices in New 
York, Detroit, Chicago and Los An 


geles will continue without change 
or interruption, officials stated. Sales 


and construction 


policies and personnel will remain 
unchanged. Simonds will continue 
the manufacturer as usual of its line 
of “Red Tang” Files in its Fitch 


burg, Mass., plant 


Morse Chain 


Names Field Head 


Robert J. Koch has 
pointed field sales manager for 
Morse Chain Co 

With the company 28 years, he 
has worked in the Texas and Okla 
homa oil fields for the past 15 years 
He was recently Houston district 
sales manager. 

He will coordinate all field sales 
from the company’s industrial sales 
office in Ithaca, N. Y., and will 
also supervise distribution and new 
business development. 

Mr. Koch is a Cornell University 
graduate in the class of 1927 


been ap 


140 


INDUSTRIAL DISTRIBUTION © SEPTEMBER 


‘NEWS: 





MANUFACTURER 











Distribution Forum to Air Problems 


Current problems of the industry will be highlighted at the Industrial 


Distribution Forum scheduled for September 


Gibson Hotel in Cincinnati 
R. H. Barr, Reilly Bros. & 


Ralph V. Vincent 


Garrett Corp. 


Buys C. W. Marwedel 


The Garrett Corp., Los Angeles 
has acquired C. W. Marwedel, San 
Francisco industrial supply hous¢ 
and will operate it as a subsidiary 

C. W. Marwedel will 
under its present name as a sepa 
rate corporation, with E. F. Mar 
wedel, former president, remaining 
as a director, and Ralph V. Vincent 
as general manager 

J. C. Garrett, founder of The 
Garrett Corp., was elected president 
of Marwedel board of 
directors consists of W. C. White 
head, Frank Nelson, Wallace Knox 
Dwight Carroll, W. D. Morgan 
Mr. Vincent and Mr. Marwedel 

C. W. Marwedel will retain th< 
major lines of tools, metal and in 
dustrial supplies it has always 
handled and will continue to serve 
the San Francisco Bay area as well 
as adjacent territory extending 
throughout Northern California, 


continue 


The new 


Raub, Inc., 


22-23 at the Sheraton 


and L. H. 


Division, 


Lancaster, Pa., 
Russell, Walker-Turner 
Kearney & Trecker Corp., have been 
named co-chairmen for the event, 
with Mr. Barr 
National Association 
Russell the American. The 
associations are 


representirg the 
and Mr 
two 
sponsoring the 
forum 

Among subjects to be covered by 
panel discussion are 

How 
tials 

What should a distributor expect 
from a manufacturer? 
training of 


to determine sales poten 


Effective distributor 
salesmen 

Manufacturer-distributor coopera 
tion in reducing catalog costs 

What is an adequate distributor's 
nventory of a manufacturer's line? 

What are the most effective types 
of manufacturers’ advertising and 
literature for distributors? 

Transportation charges: a. Pre 
payment of freight or 
charges, b. Parcel Post insurance 

The chairmen have urged those 
ittending to be present at the late 
ifternoon reception September 23 
\ kick-off breakfast will be served 


Fnday morning 


express 


officers of the two firms said 


The company was founded in 


1872 bv C. I 


brought his son. C 


Marwedel who 
W. Marwedel. 
It con 
a sole ownership until 
W. Marwedel took 
and E. F. Mar 


partners 


nto the business in 1855 
tinued as 
1939 when C 
his two sons, C. A 
wedel, into the firm as 
It was changed from a partnership 
to corporation in 1946 

The Garrett Corp. operates Gar 
rett Supply Co. in Los Angeles as 
well 


as manufacturing divisions 


1955 








Robert S. Page Dead; 
Henry Walke President 


Robert Shackleford Page, 66, 
president of The Henry Walke Co., 
Norfolk, Va., died July 20. 

He became president of the com 
pany in 1925 and purchased and 
expanded the firm in 1934. 

He was a past president of the 
Southern Industrial Distributors 
Association and a member of the 
association’s advisory board. During 
World War II he served as chair- 
man of the War Service Committee 
of Distributors and Production Sup 


plies 


Robert S. Page 


Besly-Welles 
Buys Metro Tool 


Besly-Welles Corp. has purchased 
the assets of Metro Tool & Gage 
Co. of Chicago and Lake Tool Co 
of Crystal Lake, Ill, Edward K. 
Welles Besly's president, an 


nounc ed 


Ihe 


gages and carbide tipped tools to the 


icquisition adds precision 
Besly line of taps, drills, reamers, 
end mills and steel tool bits 

The two companies will operate 
of Besly-Welles with 
personnel . joining the Besly 
staff at Beloit, Wis. Manufacturing 
operations of Lake Tool, 
standard carbide tools, will 


as divisions 


key 


which 
makes 
remain at Crystal Lake, with admin 
functions controlled from 


Machiner 


] 
oo} 


istrative 
Beloit 
of Metre 
Beloit 


ind equipment 
are being moved to 





McJunkin Opens Louisville Branch 


and warel« 


New Louisville, Ky . office 
W. Va., is on South 15th St 
tubular goods, pipe threading facilities 
loading docks 


A sales staff of 12 has been as 
signed to operate the new Louis 
ville, Ky. branch of McJunku 
Corp. of Charleston, W. Va., unde 
Joe Crouch as manager 

Active in the industrial supply 
business for Mr. Crouch 
has recently been serving as a sales 
representative out of the McJunkin 
home office 

Paul H. Sprowls, who has sold 
industrial products in the Louisville 


15 vears, 


area for a number of years, has joined 
McJunkin as a salesman. He 
worked for Johns-Manville and Mar 
A. Ceden Co 
Founded in 


has 


tin 
1921, 
industrial 


McJunku 
operates as distributor 
supplier to oil and gas operations 
and manufacturer of various equip 
ment The has other 
branches at Hamlin and Lenore in 
West Virginia, and Marietta and 
Columbus, Ohio, and sales offices 
in New York City and Atlanta, Ga 


company 


New Supply House 
Formed in Pittsburgh 


Ekedah! Tool & Supply Co. has 
been organized at Library Road and 
Milford Drive, Pittsburgh,  t 
specialize in cutting tools and indus 
trial supplies 

The principals are 
Ekedahl, Charles FE 
Louis C. Miller 


Howard ] 


Shafer and 


It will have 


iarleston 


f Meclunkin Cor ot ¢ 
items, m luding 


and rail 


nitia tOcKs O 


tdoor storage wind = truck 


C. Gilbert Alraquist 


C. Gilbert Almaquist 
Dies Home Fire 
as Gilbert Almquist, 60 
| dent of Almquist Brothers, L: 
Angeles, died July 12 of 


at his home in Ar 


pre Si 


burn re 
ceived in a fire 
cadia, Calif 
Mi 
Carl 
in 1923 when they bought out the 


Almquist and his brother 
Almquist, founded the firm 
Los Angeles tools division of Berger 
Carter Co 
the Los Angeles area, the 


After several moves in 
company 
was expanded in 194] and moved 
to its present location in Vernon 
In semi-retirement for the 
three years, Mr. Almquist had been 


chiefly active in directing the com 


past 





| pany’s sales 


FOR ADDITIONAL NEWS, SEE NEXT PACE ——j> 











Federal-Mogul, Bower 
Pian to Merge, 
Change Name 


Stockholders of Federal-Mogul 
Corp. and Bower Roller Bearing Co. 
have approved a plan to merge the 
two companies and change Federal 
Mogul’s name to Federal-Mogul- 
Bower Bearings, Inc. 

It is expected the deal will be 
closed at the beginning of this 
month by an exchange of stock, 
owners of Bower receiving ten shares 
for nine in the Bower firm 

G. 5S. Peppiatt, 
chief executive officer of the merged 
said that Bower will be 
operated as a division of the new 


president and 
company, 


retain its basic 
structure Ss. A 
Strickland, president of Bower, 
will become vice-chairman of 
the board of the new company 
Board chairman will be H. Gray 
Muzzy, Federal-Mogul chairman. 


company and will 


organizational 


“A Natural Move” 
Mr. Peppiatt called the merger 
a natural move for both com 
He said that although both 
the bearings business, thei 


panies.’ 
ire in 
products are not competitive and 
the merger will provide diversifica 
tion and strength. 

Federal-Mogul makes sleeve and 
ball bearings and bushings, Bower, 
straight and tapered roller bearings 
Federal-Mogul has three plants in 
Ind., 


and one in Lan 


Michigan, one in Moorseville, 
one in Cleveland 
caster, Pa 
in Detroit 


Bower's operations are 


Ducommun Opens 
Berkeley Division 


Ducommun Metals & Supply Co. 
of Los Angeles has opened a North- 
ern California Division at Berkeley 

The company took over a 40.000 
sq. ft. warehouse on 110,000 sq. ft 
of land and is constructing a new 
ofce building at 2550 7th St. Jo 
seph W. Rabb is manager of the 
new operation, with Don Rollins 
manager of merchandising and ser 
ice. 


142 





| general 


| facturing 
| been named vice-president, 
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| Starrett Holds General Sales Conference 








a week recentiy at L. S$ 
rst general sales conference since 1947 
ustom of 30 years. Totem pole belonged 
by W. H. Stanley, West Coast salesman, 
o celebrating its 75th anniversary year. 


Salesmen from throughout U. S. and c anada met for 
Starrett Co.’s Athol, Mass., plant, in 

l'raditional gathering at Totem Pole is a 
to Alaska Indian tribe, was brought back 
for conference of 1925. Company is a 


Meister Promoted 
by Atkins Saw 


Atkins Saw Borg 
Warner Corp. has promoted Car! 


Division of 


J. Meister from vice-president, sales 


| to executive vice-president ind as 


sistant general manager of the divi 


| $10on. 


Zimmerman, forme 


operations, ha 


Robert M 
manager, 
been named vice-president, manu 
Howard O. Wiesen has 


admin 


| iStration. 


Capital City Supply 
Names Harris President 

V. B been 
president of Capital City Supply 
Co., Charleston, W. Va., following 
the death of President Ermest 


Harris has elected 


Llowell 

Mr. Harris has been with the 
1931 and has been 
vice-president and general manager 
since 1947. He continue as 
general manager. 

Mr. Howell in his will assigned 
Mr. Harris the right to vote his 
stock. 


company since 


will 


Carl J. Meister 
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Bostwick-Braun 

Marks Anniversary, 

Century of Growth 
Bostwick-Braun Co., Toledo, O., 

industrial distributor and hardware 

rounded out the 

entury mark. On July 2 this year 


wholesaler, has 
it became 100 years old. 

The started by 
brothers who arrived in Toledo by 
horseback from Racine, Wisc., and 
was first known as W. & C. B. Roth 
& Co., “wholesale and retail dealers 
in American, English, and German 


firm was two 


hardware.” 

The first traveling salesman, O 
\. Bostwick, 1862 
ind by 1865 was a principal in the 


started work in 


He remained active till 
1868 Carl F 
his cousin, George A. Braun, bought 


in interest in the Roff company, 


ompany. 


1893. In Braun and 


with Carl becoming president in 
1893 and retiring in 1904. George 
Braun succeeded as president, and 
became board chairman. 
holding that post until he died in 


1924 


in 1913 


Name Changed in 1873 


lhe firm name had been changed 
in 1873 to Bostwick-Braun Co., and 
by 1885 it had 25 employees and 
five salesmen traveling Ohio, Michi 
l'oday 
400 em 


gan, Indiana, and Illinois 


the company has nearly 
ployee 
Successor to 
president in 1913 was H. L. Thomp 
son. He had joined with W. W 
Knight to purchase control from 


1904. Mr. Knight 


then 


George Braun as 


the Brauns in 


became secretary, vice-presi 
dent and secretary-treasurer, and is 
still active as chairman of the board 
President since 1940 is I. R. Pan 
ike, who joined the firm in 1916 

When Bostwick-Braun erected 
its present eight-story building in 
1907, the was 
largest the 
leased or acquired additional ware 


house 


structure Toledo's 


Since then firm has 
space, and is contemplating 
building further new facilities. 

The company has commemorated 
its anniversary with a “Century of 


Progress” brochure detailing its his 





| and length-of-service emphasized 





Harry P. Lew Honors Veteran Employees 


board chairman 


Hiarry P. Leu 


c mpioyees 


Paul J. Stine, president of Harry P. Leu, In 
with diamond-studed pin for his 50 vears 
LeRoy Keith has just received pin for 2 
and R. J. Horner for 35 years. Fifty of the company’s | 
for service in five-year groups 


annual banquet 


Bruner (retired) for cal 


5 employees we! honored 


Campbell Chain Representatives Meet 


Rae -  . 


District sales representatives of the Yor 
Campbell, Jr., president, and A. A 


195 f 


program for i 


tory and growth, and describing its 
Officers 
and other employees are pictured, 


Link-Belt, Syntron 
Plan Merger 
Dire 


During those hundred years,” Syntron Co 
a bostwick-Braun official, “a for 


facilities and departments 


Link-Belt ( 


have 


tors of 
approved a plan 
which Syntron 
Link-Belt subsi 


will he itt 


states merger under 
become a 


The deal 


through an exchange of stock, per 


number of businesses appeared would 


which were supposed to spell the — diary 
doom of the wholesaler, including 
houses, ing stockholders’ approval 
Link-Belt 


transmission 


cooperatives, mail-order 


chain stores, and discount houses manufacture powe! 
But none of these ever replaced the 
Bost 


around to 


materials handling 
Svntron 
City and 
Creek 


and 


basic function of this firm and processing machinery 
wick-Braun will still be 
tell about its second century of prog 


from 


Homer 
Stony 


clectro-magneti 


with plants im 
Blairsville, Pa. and 
Ont 


electronic equipment 


FOR ADDITIONAL NEWS SEE NEXT PACE =———> 


ress another hundred vears makes 


now.” 





Turner Supply Gets A Worthington Plaque 


Mobile 
] © Glenn W ort! ngton 
Schramm, Turner Supply preside 


William A. Rowe 
Fidelity Tool Supply 
Names Sales Manzger 


William A. Rowe has been ap- 
pointed sales manager of Fidelity 
lool Supply Co., Camden, N. J. 

Mr. Rowe has had five vears’ ex 
perience as a manufacturers 


resentative 


rep 
selling heavy machine 
tools throughout a 


and before that had been active in 


five-state area 


retail and automotive sales 


Transferred by Richards 


S. D. Jackson has returned to the 
Shreveport, La., headquarters of 
Richards Machinery & Supply Co. 
after many years in the Ark-La-Tex 
area as industrial supply sales engi 
neer and purchasing agent. 





Ala., distributor was honored by Worthington Corp. for 49 years’ association 
erchandising manager, 
Luncheon was held at Mobile hotel 


congratulates Howard M 


General Sales Manager 
Named by Union Twist 

Union Twist Drill Co. has named 
John C. Molinar to succeed W. I 
Loy as general sales manager. 

Mr. Loy will continue as treasurer 
but due to ill health had asked to be 
relieved of his sales responsibility 

Mr. Molinar is former vice-presi 
and 


dent, general sales 


director of Niles-Bement-Pond Co 


manager 


in charge of sales, promotion and 
advertising activities of the Pratt 
& Whitney Division. He graduated 
Massachusetts Institute of 
Technology in 1922 


from 








Hewitt-Robins Plans 
To Buy Jones Foundry 


Hewitt-Robins Inc. will purchase 
the business, manufacturing facili 
ties and assets of W. A. Jones 
Foundry & Machine Co., of Chi- 
cago, according to an agreement 
signed by officers of the two firms. 
The transfer is expected to take 
place the first of this month 

Thomas Robins, Jr., president of 
Hewitt-Robins, said the purchase 
will provide his company with an 
essential component in its field and 
increase its diversification. Jones 
Foundry & Machine makes heavy 
duty speed reducers, pullevs, gears 
and other accessories used to drive 
machinery. 

Hewitt-Robins 
chinery plants in Passaic, N. J; 
Philadelphia, and Johannesburg, 
South Africa, and four rubber plants, 
two in Buffalo, N. Y., one in Fre 
mont, Ohio, Staten 
Island, N. Y. 

Jones Foundry & Machine, 
founded 65 years ago, employs 400 
in its Chicago plant. 

It will be operated as Jones Ma 
chinery Division of Hewitt-Robins 
Thomas A. Jones, president, will 
join Hewitt-Robins as manager of 
operations of the Chicago plant and 
all other operating and distribution 
personnel will also become associ 
ated with Hewitt-Robins. 


now has ma- 


and one in 


Queen City Supply Holds an Open House 


Customers of Richmond, Ind 


branch of Queen City Supply Co. of Cincinnati 


enjoy buffet supper after inspecting exhibits of major suppliers. Colored sound movies 


were included in the program 


ADDITIONAL NEWS STARTS ON PAGE 246 





Yale Cable King 
easier to sell... 
because 

it’s easier to use 


Yale Electric Cable King lifts log to peeling lathe at Linnton Plywood Association’s Portland, Oregon plant. 


More proof that Yale Electric Cable King 
is the world’s most rugged hoist: With 
fingertip push-buttons on each hoist, a 
single operator at Linnton controls all 
heavy lifting and moving with maximum 
safety and ease. Cable King with motor 
driven trolley lifts 5-ton logs some 35 feet 
to the plant floor ...moves them to storage 

takes them to the peeling lathe. There's 


20 time out for cooling, because exclu 


sive Yale air cooling and special load 
brake lubrication dissipate heat quickly 
and completely. 

Available in capacities from 4 to 1! 
tons, the Yale Cable King is precision 
built for rugged duty cycles in plywood 
plants, paper mills, foundries, plant yards 
and warehouses. Tell your prospects about 
these Yale features...features that make 


Yale Hoists your easiest sales. 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


Reg. U.S. Pat. OF 
Gas, Electric, Diesel & LP-Gas industrial Trucks * Worksavers * Hand Trucks * Hand & Electric Hoists + Pul-Lifts 
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IDEAS: 


How you can... 


... Maintain current data and cut down on credit losses 


\ simple system for maintaining 
current credit data on accounts has 
been devised by George F. Blake, 
Inc., Worcester, Mass 

David S. O’Brien, manager of the 
industrial supply department has an 
alphabetical Wheeldex file on his 
desk which holds the cards of all 
companies entitled to open account 
Daily revisions from the credit de 
partment advise when a company’s 
status has changed to a credit line 
limit. Such cards are removed from 
the circular file, and filed alphabeti 
cally in a small metal box. Accounts 
that are past due, inactive, or, for 
any reason, unrated, are filed in an 
inactive file 

According to Mr. O’Brien, “The 
ystem is doubly important to us as 
our industrial supply department is 
in a separate building, blocks away approval With new inside per up, delivery, or mail orders, and the 


from the main office Formerly sonnel, there were occasion need to phone the credit manage 
without | has been virtually climinated 


“Since we've installed this simple 
savs Mr. O’Brien, our 


we had to phone the credit manager material got out 
it the main office before filling ing credit status.” 

orders. And, when customers drove loday, all personnel in 1 system,” 
in to our Drive-In-Service counter dustrial division can check quickh major benefits have been 
files o Mii time, work and reduced credit 


Savings in 


for pick-ups, there was much con- by consulting the 
fusion and delay waiting for credit O'’Brien’s desk before filling pick losses 


store V-belts economically 


An inexpensive yet tidy method of storing V-belt 
stock has been developed by General Supply & ‘Tool, 
Inc., Indianapolis. Ordinary deep cardboard boxes 
either corrugated or solid fibre may be used) are laid 
on their sides and fitted tightly together in several 
stacks against one wall, forming a bank of large-sized 





pigeon holes 
rhe top flap of each box is allowed to swing free; 


the other three flaps are tucked back to reinforce each 





unit and hold the boxes tightly together by tension 
Belt sizes can be lettered on white labels for optimum 
visibility, and pasted on the free swinging flap 

This method of storing belting provides ample 
compartments for storage of belts according to siz 
prevents accumulation of dust, and takes up a mini 


mum of space 
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@ The votes of key men in companies through- 
out the country speak volumes for Lyon. For 
these men gave Lyon five times more first choice 
votes than the second highest manufacturer! And 
twice as many as the next twelve combined! 


A nationally known research company compiled these 
figures when they asked key men in 5,000 companies 
this question: 

“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
would you consider?”’ 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment 
A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 953 Monroe Ave., Avrora, Ill. 
Factories in Avrora, ill. and York, Pa. 


ee: a 3 i 
| STEEL EQUIPMENT 


— 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Valve 


Replacement of Seat 
Ring Takes 7 to 10 Min. 


\ renewable seat ring gate valve, 
said to assure replacement of seat 
ring in 7 to 10 minutes with a 
screwdriver, and with valve body 
still installed in the line, has been 
developed. 

According to the manufacturer, 
it is only necessary to disassemble 
the bonnet, then unscrew and lift 
New 


seat rings slip into place and are 


out seat rings from the body. 


secured again with set screws 

Supplied with rising stem and 
non-rising stem, in 4, 3, 1, 14, 14 
and 2-in sizes, the new valve is said 
to be suitable for severe service con- 
ditions on 200 Ib 400 Ib 
water, oil or gas lines requiring full 
flow and frequent operation. 


The Fairbanks Co., New York 


steam, 


Masonry Blades 


Will Cut All Types 
Building Materials 


Called the “Niagara” line, new 
masonry blades easily selected for 
cutting operations by their numeri 


148 


cal coding have been 
introduced. 

Yellow blotters identify wet cut 
ting blades manufactured of silicon 
carbide with a waterproof resinoid 
bond. Blue blotters identify dry 


cutting blades of resinoid bonded 


system, 


silicon carbide. 

Blades marked with a green blot 
“Carboflex” fiber glass 
reinforced cut-off 
combine fast cutting action with 


ter are new 
wheels, said to 
high strength. 

The Carborundum Co., 


Falls 


Niagara 


Tape 


General Purpose 
Pressure-Sensitive 


Designated No. 109 Behr-cat, a 
new paper tape with a quick-stick 
ing adhesive has been developed to 
facilitate industrial taping opera 
tions. 

Said to unwind easily from roll 
and adhere readily to complex con 
tours, it has a flexible crepe paper 
backing resistant to heat, moisture 
and stains. 

Available in 60-yd boxed rolls in 
standard widths from } to 3-in, other 
widths may be supplied on order 

Behr-Manning Div. Norton Co., 
Troy, N. Y. 


Tool Holder 


Less Overhang, 
Greater Rigidity 


A newly-designed _ tool 
with a carbide pad for throw-away 
type carbide insert blanks has been 


holder 


developed. 

According to the manufacturer, 
chip interference as well as any 
the shank are 


eliminated; a screw adjustment on 


projections under 
top of holder simplifies indexing 
the carbide cutting blank 

Besides being indexable, the car 
bide seat or pad is said to provide 
the ultimate in support for cutting 
insert and add protection to heat 
shank. 


The new holder will be produced 


treated steel 
in five basic stvles to accommodate 
ill machining operations 

Carboloy Dept. of General Elec 
tric Co., Detroit 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





11 


Seamers 


For Tinsmiths, 
Metalworkers 


Iwo patterns of hand seamers, 


designed for forming bends and 


seams in ductwork, flashing and 
other sheetmetal fabrications, have 
been introduced. 

Described as light duty and heavy 
duty models, both are fitted with 
adjustable gages for predetermining 
depth of seam to be formed 

I'wo other new items added to 
the company’s line of metalworking 
tools are drop forged rivet sets and 
hand groovers. 


The Billings & 
Hartford 


Spencer Co.., 


Press 
Improved, 
Redesigned 


Five new punch press models in 
OB! 
well as a deep throat model, back 


standard inclinabl types as 


geared models and half-presses, have 


been announced 


By redesigning, two 


now said to be deli 


former | ton model; the 4+ ton now 


has a 5 ton capacity and the 74 now 
delivers 8 tons 

Improvements are said to include 
sliding key 


oversize clutch design 





BEARINGS, BALI 

Dodge Mfg. Corp 
BIN 

Bay Products, h 
BLADES, MASONRY 

The Carborundum ( 
CASTERS 

Faulthk Cast 
CENTERS 

Re ad l 
CHUCKS 

Horton (¢ 

g& Son 





Index of This Month’s New Products 


CLUTCHES 
Formsprag ( 
Link-Belt ( 

CONVEYOR 
Alvey-F erg ( 
Rapids-Star lard ( 
\ ] path Belting ¢ 

CORD, ELECTRIC 
U. S. Rubber ¢ 

COUPLING LINK 
Colum! Mck 

( y 


Orp 
CUT-OFF WHEELS 
Simond Abr ( 


Continued on 
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now contained in steel collar taking 
load off crankshaft brake 


size increased, redesigned ram with 


keyway, 


lock nut on ball screw, safety colors 
replace former gray finish 
Benchmaster Mtg. Co., Gardena 


Flame Saw 


For Cutting Heavy 
Steel Structurals 


\1 tvpe of “blame Saw said 


eat 110 volt powc! upply 

i ct-up of oxygen and fuel ga: 
CCT mnounced 

portable, the addition of an 

tra length of track and a radius rod 

adaptable to am 


cutting jol 


make the saw 
traight line or circk 
Some of the 


lude full 


features claimed in 


range: structurals 3 to 3 


roosiftive 


miter cut, | 


mn inv angle 
nnger tip control of machin per 
ind torch position 


The K-G I-quipment Co.. Im 
Allentown, Pa 


Power Drive 


Versatile 
Pipe Machine 


No. 78 Vermette powc! drive, a 


omplete unit with folding tripod 


Continued on page | 
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Means Customer Preference 


To lower the cost of tapped holes, recommend Winter 
Taps with BALANCED ACTION. All have uniform flute 


contours; exact flute spacing; accurate and concentric 


WINTER GAGES 


chamfers; and precision chip driver counters. Are Now Available 
Like Winter Taps, this new line of 
gages is manufactured with ex- 


WINTER BROTHERS COMPANY treme care. Winter's BALANCED 


ACTION principle means the ut- 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches in . 
most in accuracy. 


New York « Detroit « Cleveland « Chicago * Dallas * San Francisco * Los Angeles 


Division of National Twist Drill & Tool Co 


YJ All Winter advertisements say: 
CALL YOUR WINTER DISTRIBUTOR 
A 




















pe 


NATIONAL 


TWIST DRILL @ 


, 
; 
| 








The Cutting Tools That Give You The Edge 


Your customers depend on the cutting edge of the tool to 
give them long hours of dependable service. Nationals hold 
their cutting edges . . . With the National line, you have 
the edge. 


NATIONAL TWIST DRILL AND TOOL COMPANY 


Rochester, Michigan, U.S.A. Distributors in principal cities. Branches in 


New York © Detroit * Cleveland « Chicago * Dallas * San Francisco * Los Angeles 


All National advertisements say: 


Now Available With 


CARBIDE TIPS: 


National Twist Drills, Reamers, 
End Mills, Milling Cutters, 
Counterbores 


CALL YOUR NATIONAL DISTRIBUTOR 


bide Tipped and Special Tools 











OK FOR THE UL. LAGE, 
y UNIONS = Se 


a 





<n cena apn ee tem te ae 





@ Listed by the Underwriters’ Laboratories for use with all piping applications—including 
hazardous liquids. 
ad @ Larger sizes are all-forged steel; smaller sizes machined from solid bar steel. 


. High tensile strength—no sand holes. 


eer tener omer a: 


capital @ Compare the cost of Capitol Unions with any other union—note the much 
(oa lower price for a superior product. 
: 
. @ Packaged in convenient quantities with each carton displaying 
. the U.L. Label 


3 =e Ss §6MEG. & SUPPLY CO. 


COLUMBUS, OHIO 





COUPLINGS — NIPPLES —— UNIONS -—— RADIANT HEAT FITTINGS 
FURNACE COUS —_— WELL SUPPLIES _ STEEL PIPE FITTINGS 








A MESSAGE TO AMERICAN 


INDUSTRY ONE OF A SERIES 


TO AMERICAN BUSINESS... 


Thanks for Taming a Wild Horse 


This is a message of appreciation to Amer- 
ican industry. The occasion for the message 
is the completion of our eighth annual McGraw- 
Hill Survey of Business’ Plans for New Plants 
and Equipment. 

To a considerable degree, our apprecia- 
tion is personal. It goes to the companies 
whose cooperation made our survey pos- 
sible. Twice as many companies as in any 
previous McGraw-Hill annual survey carefully 
answered our questions about their plans to in- 
vest in new producing facilities. They gave a 
great deal of expensive time to the job. The co- 
operation of these companies, which employ 
nearly eight million workers, put the results of 
our survey on the firmest footing, in terms of 
coverage, it has ever had. For this cooperation 
we are most grateful. 

But our appreciation is much more than 
personal. It extends in even greater de- 
gree to the kind of planning of investment 
in new plants and equipment which our 
survey revealed. The nature of this plan- 





A full report of the results of the eighth annual 
McGraw-Hill Survey of Business’ Plans for New Plants 
and Equipment will be sent to anyone requesting it 
from the Department of Economics, McGraw-Hill Pub- 
lishing Company, Inc., 330 West 42nd Street, New 
York 36,N.Y 
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ning holds out promise that American in- 
dustry is on the way toward bringing under 
control what historically has been one of 
the most upsetting forces in the American 
economy—the violent fluctuations in busi- 
ness capital investment. Progress in ironing 
out these fluctuations gives occasion for public 


gratitude. 


Very Good Business News 


The part of our surveys that attracts the wid- 
est interest is the news they give about imme- 
diate business prospects. And this year the news 
is very good, The survey results indicate that 
American business as a whole plans to invest 
$29.5 billion in new plants and equipment this 
year. That is 5°~ more than was invested last 
year, and a new high for any year. 

Plans for the years 1956-1958 are also re- 
markably encouraging in terms of the amount 
of investment in prospect. American business 
reports that it is already planning to spend with- 
in 3°, as much for new plants and equipment 
in 1956 as in 1955. In the past, the expenditures 
planned for future years have always been 
sharply lower than those planned for the cur- 
rent year. This is understandable enough. It is 
sometimes impossible to anticipate all the ex- 
penditures that will be necessary a year or more 
hence. Thus te fact that plans are already made 


153 
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to spend almost as much in 1956 as this year is 
very good news about business prospects. The 
level of investment now planned for the years 
1957 and 1958 is also remarkably high —far 
higher than ever reported for years that far 
ahead in previous McGraw-Hill surveys. 


Taking the Long View 


The fact that these plans exist is of im- 
mense constructive significance. It clearly 
indicates that more and more, and now 
in dramatic degree, American business is 
taking the long view in making its plans 
for capital investment. It is developing a pro- 
gram which, if successfully carried out, will go 
far toward eliminating the habitual, destructive 
surging and sagging of what is in effect the 
central power house of our economic system — 
capital investment by business. Upon the level 
of this investment depends not only the general 
state of our prosperity but our progress in rais- 
ing the American standard of living with new 
products and new and better industrial proc- 
esses. 

Seven years ago, when we first asked industry 
to estimate its capital spending beyond the cur- 
rent year, only a small minority of companies 
could give us any estimates at all. This year, 
87% of the cooperating companies—and it was 
a far larger number of companies—could com- 
ply with our request for estimates for the years 
1956-1958. 


It Pays to Bet on Growth 


A number of developments help explain the 
increase in long-range planning of capital in- 
vestment. One is the increasing technical com- 
plexity of American industry. It often takes 
longer, in this complicated age, to work out a 
successful installation of new plants and equip- 
ment. Another reason for long-range planning 
is American business management’s increasing 
conviction that it pays to bet on the demon- 
strated capacity of the American economy to 
grow over the long pull. With this goes a cor- 
responding determination not to let short-term 
business fluctuations upset individual company 
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plans for growth through addition of new plants 
and equipment. An additional factor, and one 
of great and increasing importance, is the sense 
of public responsibility on the part of American 
business leaders who want to help prevent de- 
structive swings in the levels of new investment. 

It cannot be too strongly emphasized 
that there is still nothing automatic about 
the carrying out of these long-range plars 
for business spending. Actual expenditures 
are still governed in major degree by the gen- 
eral health of our economy. This is fully at- 
tested by the fact that the current business 
recovery has led to a substantial upward revi- 
sion of the investment plans reported to us last 
fall when we made a preliminary check of plans 
for 1955. Either private economic excesses or a 
reversal of the recent improvements in federal 
tax policy could gravely upset realization of 
present plans. Fortunately, neither of these pos- 
sibilities seems to be an immediate threat. 

The very fact, however, that American 
business management has made these 
plans and will do its utmost to carry them 
out is a development of tremendous con- 
structive importance for the American 
economy. It means that major efforts are 
being made to tame what historically has 
been an economic wild horse—the process 
of capital investment by business. Both for 
doing it, and for telling us about it in our 
annual surveys, we extend to American in- 
dustry our sincere thanks. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprixt all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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du MONT 
QUALITY TOOLS 


— the kind of tools thot make money for you 
becouse they sove time and money for your 
customers 


On The Market Today 


Starts on page 148) 





legs, has been added to the maker's 
line of pipe tools and machines. 

Weighing 75 lbs., it is recom 
mended by the company for all cut 
ting, reaming, threading, and fitting 
operations. 

Vhe chuck handles } to 2-in pipe 
and conduit, and grips, tightens 
and centers pipe automatically in 
forward or reverse 


I'he Toledo Pipe Threading Ma 


chine Co., Toledo 


Continued on next page 








Index of This Menth’s New Products (Cont'd) 


CUTTER 
Mathias Klein & Sons 160 


DRILL 
Stanley Works 


DRILLS & REAMERS 
Chicago-Latrobe 


DRILLING MACHINES 
Cincinnati Lathe & Tool Co 


DRIVE, POWER 
loledo Pipe 


Threading Ma 
hine Co 


GRINDING WHEELS 


Diamond Products, Inc 


HOIST, ELECTRIC 
P & H Hoist Div., Harnischfe 
ger Corp 
HOOKS 
Midland Industries Inc 


LAMPS 
Westinghouse Lamp Div 


LATHES 
Sheldon Machine Co., Inc 


MOTORS 
Century Electric Co 
PIPE FITTINGS 
Ladish C¢ 
PIPE HOOK 
Newman Mfg. & Sales Co 
POWER TOOL, WORKSHOP 


Yates-American Machine Co 
Home Power Tool Di 


B hmaster Mfg. ¢ 
Nan Mig. Ce 
PULLER 


Owat 


PULLEY 
Lovejoy Flexible Coupling (¢ 


ROPE, WIRE 
Macwhyte Co 


SAW-FLAME 
K-G Equipment Co., In 


SEAMERS 
Billings & Spencer Ce 
TAPE 
Behr-Manning Div. Norton C 
SWITCHES 
Micro Switch Div. Minneapolis 
Honevwell Regulator Co 


TOOL GRIPS 
Plomb Tool Co 


POOL HOLDER 
Carboloy Dept. General Electri 
Co 


TUBE BENDER 
Tube & Hose Fitting Div 
Parker Appliance Co 


TUBING, STEEL 
Jones & Laughlin Steel Corp 
Electricweld Tube Div 


VALVE 
Barksdak \ alves 
Fairbanks Co 


VISES 
Athol Machine & Foundry C« 
Columbian Vise & Mfg. Ci 
Modern Tools Div., Nelco Tool 
Cx In 


WASHERS 
Standard Pr d Steel 


WRENCHES 
I TK | 1W Th 
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Winute Wan 
KEYWAY BROACH KITS 


—a “must” in every machine shop and every 
maintenance deportment, for cutting any 
size keyway from Ys" to 1” in any bore 
from 4%" to 3” — by hand in one minute. 


» 


Winute Vlan 
SQUARE BROACHES 


to meet the demand for stock brooches thet 
will finish cost or drilled holes in one poss 
evoilable for 3/16" te 44" squere 


Winute Wan 
MAGNETIC BASES 


for dial indicator gages, with new 
universal joint for 360° horizontal, 
180° vertical swing. Sove set-up 
time, increase work occurocy. 
One sells another. 


du Mont H.S. Ground 
TOOL BITS, 


square ond rectangular, with the 
balanced combination of weor re- 
sistance, toughness ond red hord- 

ness thot outperforms ordinary bits 

ond keeps users coming bock for 

more. 

For complete information on these fost 
selling, high profit tools, get in touch with 


The du MONT 
ae) se Je) se Sele), 
REENFIELD, 





EASY to READ in any light — 


reduce errors, speed up readings. 


RESIST RUST and STAINS — 


from oils, acids, perspiration. 


WEAR LONGER — 


multiple electroplatings protect 
markings, resist abrasion. 


Centers 


For Cylindrical 
Grinding Operations 


I'wo new Red-E anti-friction cen 
ters for cylindrical grinding opera 
tions have been announced 

Said to eliminate inaccuracy and 
misalignment of center drilled holes 
which cause chatter, wheelmarks 
ind = out-of-roundhouses, center 
point and workpiece become inte 
gral, the centers providing a positive, 
rigid grip in the workpiece 

['wo types available, shank and 
spindle types, have exclusive bearing 
assembly designs. 

Ready Tool Co., Bridgeport, 


Conn 


Drills & Reamers 


Eliminate Scrapping 


CHROM EF CLAD Of Expensive Dies 


Designed to drill accurate holes in 


STEEL RULES hardened die steel heat treated to 


Show your customers Lufkin’s machine divided ' 
steel rules with the famous Chrome Clad finish. 2 
They'll like the jet black “rapid reading" mork- 

ings that stand out sharp and clear against the 

hard chrome white background. It's a finish that 

resists rust and stains and wears longer . . . @ 

finish that means more business for you. Available 

with popular graduations and lengths — both full 

flexible and spring tempered. 


seit JUFICIN TAPES - RULES - PRECISION TOOLS 


THE LUFKIN RULE COMPANY, SAGINAW, MICH. 
132-138 Lafayette St., New York City Barrie, Ont. 


To help sell your services, current Lufkin trade 


advertisements carry the message below: 


SAVE UNCERTAINTY... 


Consult Your Industrial Distributor 


He hes the answers to “Where con f get it?’ of his 
fingertips — often from stock for immediate delivery. 


His experience gives him @ sure answer to your question, 
“Is this the best solution te my particular problem?” 
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Rockwell C40 and up, a new line 
of Carbide Harduty drills has been 
introduced. 

Twenty-three sizes are available as 
regulars in full range from 1/16 
through 3-in increments of 1 /32-in 
diameter, and in sets of six popular 
sizes packaged in wooden boxes. 

Carbide Harduty reamers have 
also been announced in taper shank 
straight flute in size range, 4, 5/16, 
#, 4, and }-in, and in a set of sizes 
4, 5/16, # and #4-in. 


Chicago-Latrobe, Chicago 
: T BUFFALO 
etter-buil 


Trede Mors Registered 


SODA-ACID 
STAINLESS STEEL 
EXTINGUISHERS 


“LARGE RADIUS ELBOW 
“LEAD STOPPLE 
“POSITIVE BOTTLE CLAMP 
_ \ STAINLESS STEEL CAGE 
\. “WATER LEVEL MARKER 
\-HEAT-PROOF 8 OZ. BOTTLE 


STAINLESS STEEL, 
E ez ELECTRIC WELDED CONSTRUCTION 
LIGHTWEIGHT 7 tbs. or YG 
lighter then ordinary types 


Ball Bearings STRONG tested to 500 Ibs., 


: : : ordinary types tested to 350 ibs, 
For Medium : DURABLE rust, ocid 


Duty Service corrosion resistant 
: KINK-PROOF HOSE 


SCM ball bearings, a new series _-CONVEX BASE , fer rength 
added to the company’s line, is said - __ PLASTIC NOZZLE 
to have additional advantages of _— CONVENIENT HANDLE 


more load-carrying capacity and - 2% GALLON SIZE AND 
20 & 40 GALLON WHEELED ENGINES 


‘ 


larger shaft sizes. 
The new line includes both ball UNDERWRITERS’ LABORATORIES, 
bearing pillow blocks and ball bear AND FACTORY MUTUAL APPROVED! 
ing flange cartridge mounts 
SCM ball bearings, available in 
popular transmission sizes, are com 
pletely assembled, factory adjusted, 


W... you handle the Buffalo Fire Extinguisher 
line you can be sure you sell the finest becouse there's 
more fire protection built-in. Highest engineering 
pre-lubricated and ready to mount standards, exacting manufacture and precision in 


on shaft spection produce the finest extinguishers possible 
Dodge Mfg. (¢ orp Mishawaka. Buffalo's exclusive Distributor Sales Policy and con 
Ind sistent advertising program to your customers direct 
- ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalc 

Distributor, write today for complete informatior 


ric Hoist 
Electric Hois | WRITE TODAY FOR THIS COMPLETE 
Wire Rope, POCKET GUIDE TO FIRE PROTECTION! 


Four Capacities suecs 1005 


Available in 250, 500, 1000, and CUES IWR a) oe ed ee ee 
oO ~ P oO - A T ! o 


2000 Ib capacities, the new Zip-Lift c N 
special hoist is said to have a num st me se i o 8 1a 
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Pot. Pend. 


*KLEIN KUT PLIERS 


for both regular and 
heavy-duty cutting 


It was Klein that produced the first 
and still the finest regular side-cut- 
ting plier. Klein also gave the indus- 
try the modern, streamlined version 
so much in demand. 


And it’s Klein again with a new, 
high-leverage cutting plier for light- 
or heavy-gauge wire, including No. 2 
weatherproof hard drawn solid cop- 


per wire, and A.C.S.R 


There's no extra hinging of any 
kind—no uncomfortable wide-spread 
handles. The offset hinge permits the 
extra-high leverage and they operate 
as smoothly and easily as any other 
Klein Plier. Forged from high-grade 
tool steel, individuallly fitted, tem- 
pered, adjusted and tested. Ask for 
No. 213-9 N.E. for streamlined pat 
tern 


Regular pattern available 


Same high-leverage design, but in 
the origina! Klein side-cutting 
pattern. Ask for No. 213-9. 


Write for free Copy of Bulletin 1054 
*Trede Merk 


DISTRIBUTED THROUGH 
JOBBERS 
Foreign Distributor: Inter- 

ional Standard Electri 


m7 404 | 


ber of features previously limited 
to the maker's higher-priced units 

Some of the features claimed in 
clude: two brakes, a motor brake 
and a load brake, cither of which 
will hold full load; a full 10-ft lift 
as standard, with 14, 18 and 20-ft 
lifts optional equipment; positive 
acting upper-limit switch 

P & H Hoist Div., Harnischfege 
Corp., Milwaukee, W isc 


Washers 


For Structural 
Bolt Connections 


Lighter, tighter and longer-lived 
structural bolt connections are said 
to be possible by a new preloading 
indicating device, the PLI washer 

A compact assembly of two con 
centric steel rings, one of which is 
compressed as the bolt is tightened, 
is claimed to provide an accurate 
virtually fool-proof means for tight 
ening bolts to predetermined pre 
loads as high as 80% of bolt yield 
strength. 

Available for a 
types ranging in ultimate 
strengths from 80,000 to 240,000 psi, 
test data on load performance is 


bolt 


tensile 


variety of 


provided with every lot 
Standard Pressed Steel Co.. 
town, Pa. 


Jenkin 


Coupling Link 
For Alloy 
Chain Assemblies 


A new coupling link that enables 
allev chain users to make up their 
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tghiweight 
LUG-ALL 
WINCH HOISTS 


LARGER DISCOUNTS 


Take advantage of new larger discounts 
ond sell LUG-ALL, the leading portable 


winch hoist. LUG-ALL sales now meon 
greater profits for you. All LUG-ALL 
models are huskier than ever and are oa 
natural seller to maintenance departments, 
mining operations, railroads, utilities, con- 
tractors, quor-ies, municipalities, mochine 
shops and refineries. Every model weighs 
9 Ibs. or less and features galvanized or 
stainless stcel preformed aircraft cable, 
safety type handles that bend when hoist 
is severely overloaded, and can be worked 
to 10” of headroom. LUG-ALL distributors 
everywhere say LUG-ALL sales are helping 
to keep the profit picture brighter 
WRITE TODAY FOR MORE INFORMATION 
WHEN YOU ORDER Lue-aLt's 
Y ORDER THE BEST 


LUG-ALL IS THE west vert ATES 
WINCH HOIST ON THE MARKE 


THE LUG-ALL COMPANY 


WAVERFORD 11 PENNA. 


raKrr y= 
= 





WANTED 


by plant operators 
everywhere 


[CG 


They’re the most useful tool 
in the plant. They offer the 
fastest, easiest, most economi- 
cal method of removing dam- 
aging dirt, grindings, filings. 
etc. from motors, machinery, 
equipment—hard-to-get-at 
places every where. 
Available with numerous 


PORTABLE 


BLOWER-SUCTION CLEANERS 


attachments, these powerful 
blowers are used to handle a 
broad variety of work, 
including suction cleaning. 
spraying, annealing, solder- 
ing; also for preheating for 
bending. Conversion from 
blower to suction unit takes 
only a moment. 


© 


eeeeeePeo ee eeeeeeee 


JUST NAME THE 
CLEANING PROBLEM 


motors 

machinery 

equipment 

lathes 

upholstery 

stock bins 

storage racks 

boilers 

bakery ovens 
woodworking machinery 
air conditioning systems 
carpets — bare floors 
lighting fixtures 
overhead pipes 

sawmill machinery 
hatchery equipment 
automobile interiors 


hard-to-get-at places anywhere 


POO 88S 


MADE IN 5 MODELS 


(Model HP illustrated) , 
Available 


with cleaning 
attachments 
and optional 


Model HP 
2 speeds. Velocity (high speed). .27,000 lineal ft. per min. 


Medel G 20,000 linea! ft. per min, 
Model F 17,000 lineal ft. per min. 
Model AY 12,000 lineal! ft. per min. 


Model L 
Het or cold air blower 


equipment for 
scores of ap- 


11,000 lineal ft. per min. plications. 





Special set of 


illustrated; 
standard set 
and optional 
equipment not 


os 


- 
— 
~ 


ev 


' 
! 
' 
' 
1 
! 
' 
' 
1 
' 
' 
' 
' 
! 
' 
4 attachments 
! 
’ 
, 


shown. 


For nearly half «@ century, menvfecturers 
of vacuum cleaners for the home, blewer- 

cti quip t for b and indus- 
try, and universe! fractional horsepower 
motors for oll uses 


CLEMENTS MFG. co. Dept. F, 6650 5S. pester Ave., Chicago 38, lil, 
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own sling and special assemblies 
with chain and attachments pur- 
chased from distributors has been 
announced. 

Called “Hammerlok”’, the new 
link consists of a pair of body halves, 
a tubular stud and a hardened alloy 
steel pin. 

Once assembled, it is locked by a 
steel pin which bites into the steel 
stud. No peening or welding is 
required and the link can be dis 
assembled and re-used. 

Columbus McKinnon Chain 
Corp., Tonawanda, N. Y. 











Cutter 


Cuts Aluminum 
Strands of A.C.S.R. 


Cat. No. 055, a new tool de- 
signed to cut the aluminum strands 








Cut your costs with 


AIR COMPRESSORS 
—g AIR HOISTS 
AIR CYLINDERS 


A plentiful supply 


of air to'speed production throughout your plant 
is assured with powerful, precision-built Curtis 
Air Compressors. 
® air-cooled, two stage— % to 20 H.P. inclusive 
® water-cooled, single stage—20 to 50 H.P. 
inclusive 
Timken tapered main bearings permit ecsy 
external adjustment 
long-life pressure-lubricated connecting rod 
and piston pin bearings 


Tank-mounted compressors in sizes from %4 


through 15 H.P. inclusive (1 to 78 cu. ft.) —also 
available in base-mounted type 


Simple and base-mounted compressors from “4 
through 50 H.P. inclusive (1 to 300 cv. fft.). 





LIFT, LOWER, 
PUSH or PULL 


easily, economically and safely with 
Curtis Air Hoists and Cylinders... 
capacities up to 10 tons. 
@ lower initial cost 
lower maintenance costs 
smooth operation and 
i BRACKETED AIR CYLINDERS... can be 


precision control 
mounted horizontally or vertically for lifting, 


coll-closing, retary disc lowering, pushing or pullin 
self-grinding valves ¥. panne 


| PENDANT AIR HOISTS .. . ideo! for 
A any lifting or lowering operation. 


FOR COMPLETE INFORMATION ON THIS CURTIS COST-SAVING EQUIPMENT... WRITE TODAY! 
CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 KIENLEN AVENUE ~- ST. LOUIS 20, MISSOURI 


OTHER CURTIS PRODUCTS: Automotive Lifts and High Pressure Car Washers, Commercial! and Heme Air Conditioning 
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precision motor driven spindles or work heads 


O°» 


all units dynamically balanced 


precision belt driven spindles or work heads 


S <# 


all units dynamically balanced 


«++ and precision machine tool attachments 


ee De ale ry 


these mit \ HHH units 


are naturals for special 
Machine Tool Builders 


Shown here is only a small part of STANDARD'S complete line of 
recision spindles and attachments including Traverse, Slides, Feeds, 
ables ; manual, air, or hydraulic. Contact your customers who design 

or build special machine tools and show them how STANDARD'S 

versatile line will save time and cut costs on special equipment. 

Write for complete literature. 


oe oe 
the STANDARD electrical toot co 


MACHINE TOOLS 


2520 RIVER ROAD © CINCINNATI 4 © OHIO 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 


of A. C. S. R. up to and includ 
ing No. 2, has been announced. 

The knives are said to make a 
clean cut in the aluminum strands 
assuring a perfect splice without 
injuring the steel core. 

Another new product introduced 
by the company is an all nylon 
safety strap, Cat. No. 5294. said 
to afford low electrical conductivity 
and additional strength. 

Mathias Klein & Sons, Chicago 


Casters 


Feature Neoprene 
Vulcanized Retainers 


Series 900GS triple grease sealed 
casters, with hard or cushion tread 
wheels in 5, 6, or 8 in sizes. have 
been announced. 

Some of the features claimed in 
clude: molded Neoprene agreas¢ 
seal is vulcanized to upper bearing 
raceway and snugly fits corrugated 
ring in top plate; thrust bearing 
grease retaining cup provides nm 
leakage protection, keeps lower ball 
race free of dirt and moisture: wheel 
bearing Neoprene seal is 
nently attached to washer. press 
fitted into hub; double ball bearing 
construction; case hardened race 
ways; heavy gage caster horn; large 
diameter king pin 

Faultless Caster Corp. Evans 
ville, Ind 


Conveyor 


Pre-Engineered, 
Overhead Trolley 


Known as “Trol-E-Vevor’. a new 


lighter-duty overhead trolle on 




















SPALDING 
slashed par 


for golf club finishing costs! 


Smoothing and polishing finely 
balanced stainless steel golf clubs 
was a costly, time-consuming 
operation — until Jewel Brand 
Abrasive Engineers helped solve 
the problem once and for all at 
the world-famed A. G. Spalding 
& Bros. Inc., sporting goods plant 
in Chicopee, Massachusetts. After 
a careful on-the-job analysis of 
the exact finishing requirements, 
experienced Jewel Brand Engi- 
neers were able to select an abra- 
sive belt that not only smoothed 
and polished precision-made put- 
ters and irons faster and easier 
but brought savings of up to 75%. 


This is just one of many exam- 
ples of the special knack Jewel 
Brand Abrasive Engineers have 
for solving out-of-the-ordinary 


BRANCH OFFICES ond WAREWOUSES 


New York Pittsburgh High Point 
Chicege St. Lewis Los Angeles 
Clevelond Detrow Gertiend, Om 


finishing problems. Combine this 

ability with the fact that Jewel 

Brand Abrasive Belts have 

earned an industry-wide reputa 

tion for longer wear plus faster, 

cleaner cutting action and you 

have the reason why cost-wise 

manufacturers everywhere turn 

to Jewel Brand first for finer fin- 

ishing. Why not prove the ad 

vantages of this combination for 

yourself. Call your nearby Jewel 

Brand Abrasive Engineer or (In- 
dustrial Distributontoday or’ 
write us direct. Abrasive Products, 
Inc., 523 Pearl Street, South 
Braintree 85, Massachusetts 








JEWEL BRAND 
Abrasive Belts 


ive Promucts Int 





\ 


\ 





\ 











another 


STRONG 
CASE for 


JEWEL BRAND 
Abrasive Belts 


A continuous program of hard 
hitting “case-history” advertise- 


ments like these appearing 
each month in leading metal mal 
woodworking publications | 1s 
just one of the many reasons why 


more and more abrasive belt buy- 
ers and users specify Jewel Brand 
first for every finishing operation 
Make sure that your customers 
can get Jewel Brand Abrasive 
Belts. Stock the complete line 

available in all popular widths 


and grits. 


Remember... 


every Jewel Brand advertisement 
is written with YOU in mind! 
Write now for further details on 
profitable Jewel Brand franchise 


ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 


INDUSTRIAL DISTRIBUTION « SEPTEMBER, 1955 


163 











24 


UDG vores 


PROFIT POSSIBILITIES 
.-- for YOU! 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
iMustrated catalog, today. 

MADESCO TACKLE BLOCK CO., EASTON, PA. 


HMAE-MG- 103,55 


CRANE COMPA, 


939 Central Avenue 
Toledo 6, Ohio 


y 
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vevor has been added to the maker's 
line. 

Available for either welded 
bolted assembly, trolleys are nor- 
mally spaced at 8, 12, 16 or 20-in 
centers, and can be moved from one 
space to another by removal of a 


or 


single bolt. 

l'wo capacities of trolleys are 
wailable—40 Ib with  single-race 
bearing wheels, 80 Ib with double- 
race bearing wheels; available speeds 
range from 0.8 to 60 FPM. 
I'he Alvey-Ferguson Co., Cincinnati 


SE 


Pipe Hook 


Eliminctes Hazard 
Of Crushed Hands 


Designed with a handle for safety, 
1 new pipe hook is said to speed 
moving of pipe. 

\ cluster of two to four hooks 
may be used on a spreader for load- 
ng or unloading pipe 24-in throat 
opening, 1}-in eye. It can be used 
with the maker's 2-in or 4-in com- 
bination thimble or 
regular shackle. 

Newman Mfg. & Sales Co., Kan- 
sas City, Mo 


clamp and 


Bodies Guaranteed 
Against Breakage 


Iwo new chuck lines have been 
announced by the manufacturer. 

“Tru-Set” guar- 
unteed accuracy of .0002-in T. I. R., 
feature a micro-screw adjustment of 
the back which enables lathe oper- 
itor to align work piece practically 
within limits of the lathe accuracy. 
Available with either 3 or 6 jaws, it 


chucks, with a 
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THERE'S 
NO NEED 
TO SHOP 
AROUND 


If you are in the market for fasteners, 
there’s no need to shop around for 
certain types or sizes. Instead, you 
can save time by ordering every 
thing you need from the Bethlehem 
line of headed and threaded prod 
ucts. Bethlehem fasteners come in 
a complete range, numbering hun- 


dreds of individual items. They're 


all top quality fasteners, too— good 


heads, strong shanks, smooth-fitting 


threads. Try them and see! 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop . . . and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 








TOOL COMPANY 
D AND SPECIAL CUTTING TOC 








s available in sizes of 4 to 12-in in 
diameter. 

Available in the same size range, 
and also with bodies fabricated from 

Mechanite”, is a new line of inde- 
pendent and universal chucks known 
as “Windsor.” They are also avail 
able for straight recess and type L 
and DI American spindle nose 
mountings. 

Another new product introduced 
by the company is a centering device 
to be incorporated in their line 
of J-type chucks used in machining 
jet engine parts. 

Horton Chuck, Div. The E. Hor- 
ton & Son Co., Windsor Locks, 
Conn. 


Vises 
Pipe Capacity 
Vg to 1%-in. 

Known as Nos. 334 and D634, 
two new homeshop vises, with 34- 
in jaw widths and jaw openings of 
4-in, have been added to the com- 
pany’s line. 

Weighing 13 Ibs each, the D334 
is equipped with knurled replace 
able steel face jaws; D634 has 
smooth faces to prevent marring of 
aluminum or other soft surfaces. 


The Columbian Vise & Mfg. Co., 
Cleveland. 


DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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Simplify 1, 2 wd @, Y 


with SUIAP* Accounts Receivable System 


up-to- 


A machinery and supply company has 
$10,000 more each year by wasting $10,000 
less . . . a New Jersey manufacturer has 
$22. 000—all through installing Sutap. 
What is Sutap? Susp is the Remington 
Rand *Simplified Unit Invoice Accounting 
Plan for streamlining your accounts receiv- 
able operation 

Sump saves by simplifying. Unnecessary 
and wasteful steps, labor, equipment, sup- 
plies and expenses are all eliminated, with 
commensurate savings realized. Charges 
and credits are handled up to 60% faster. No 
monthly statements, no postings, no ac- 
counting machines. Fast and accurate 


credit authorization and automatic 
date collection follow-up combine to re- 
duce expensive delinquencies and bad-debt 
write-offs 

How big a difference Sutap will make to 
you depends on the size and nature of your 
own activity. To learn how the installation 
of Sutap meant a $10,000 annual difference 
to the Globe Machinery and Supply Com 
pany of Des Moines, lowa, write today for 
Case History 781. To learn more about the 
ask for Booklet KD554. Ad 
dress your requests for these publications 
to Room 1982 New 
York 10, N. ¥ 


system itself 


315 Fourth Avenue 


Mlemington. Ftand. 


DIVISION OF 


SPERRY 


RAND CORPORATION 
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A | residential 


We ¢ ompressed Asbestos 
among other vitals for 
and efficiently mar- 


the Indus- 


believe 
Sheet Packing, 
industry, is properly 
keted when sold through you 
trial Distributor 

Current advertisements in leading trade 
publications — Plant Power, 
Mill & Factory, 
customers the advantages of Palmetto 
SUPERSHEAT...urging him to buy from 
A full-page, 2-color insert in Thomas’ 
Register sells for you too—helps further by 


Engineering, 


etc.~are telling your 


you 
listing your name and location for buyers 


convenicnce 


Follow through for more profit! 


Palmetto SUPERSHEAT is 
Supply House item .. . a superior packing 
with years of industry-wide 
behind it. With this acceptance now be- 
hind you, reason in the 
wide industrial world to stock and talk 
SUPERSHEAT: an outstanding product, 
a “conditioned” market, an excellent 
prospect for repeat sales at an attractive 
profit level 


a natural 


acceptance 


you have every 


For sound talking points on 
SUPERSHEAT 
packings in the complete Palmetto 
write for Bulletin SP-23 


and other sheet 


{yaner® 


line 


pact ou peer wae 4 


wery application 





GREENE, TWEED & CO. 


NORTH WALES, PENNSYLVANIA 
INDUSTRIAL DISTRIBUTION 
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| Lamps 


Long Life, 
High Light Output 


Compact low-wattage mercury 


lamps, in ratings of 100, 175, and 


| 250 watts, have been announced 


lighting 
streets, 


Though primarily for 
and secondary 
the new lamps are also applicable 
to industrial and some commercial 
lighting. 

With proper auxiliary equipment, 
the lamps can be operated from 
any supply voltage 

Westinghouse 


Bloomfield, N. J. 


Lamp Div.. 


a.” 


Choice Three 
Wheel Spacings 


Called Flow Track, a 


lightweight gravity wheel strip con 


Conveyor 


new ftvp¢ 


veyor in two standard sizes has been 
introduced. 
The method of wheel mounting 


to give axle support 


said to provide maximum resistance 


two-point 
to bending under loads 

A standard ten-foot 
supports on five-foot centers is said 


sechion with 


to have a distributed load capacity 
of from 400 to 750 Ibs: weighs 15 
) 24 Ibs for easy set-up and storage 
I'he Rapids—Standard Co., In 
Grand Rapids, Mich. 


Workshop Power Tool 


Tool Changes Made By 
Turn of Wheel on Cabinet 


Offered in various colors, a new 
multi-purpose single unit 
workshop power tool 
announced. 
According to the 


the machine can 


home 
has been 
manufacturer 
be instantly 
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THE MOST COMPLETE SOURCE 


SCREWS 


BOLTS NUTS 


WASHERS~— RIVETS 
FASTENING DEVICES 
IN ALL METALS 
® STEEL ® BRASS 


® EVERDUR 


ia 
© MONEL 

@ STAINLESS STEEL 
© ALUMINUM 

@® NICKEL ALLOY §S 
®@ NAVAL BRONZE 
. . 
| SPECIALS 
MANUFACTURECL 


EPRINT 


: STRIBUTORS 
2 44.44.68 18%), | 


SHAKEPROOF P 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK 7 





ee Popular with Distributors =) 


COLTON’S 


quumuues Seg. VU. §. Pat. OF. 


NO. 10 heen CLEANER 








$79 2: oy us Pat Oe 
5 / “se 
S76ti Bacn leant & fact 


CLEANS ALL TYPES OF FILES 


Steel Back, Frame and Face 





Because a good file is worth cleaning 
skilled workmen in railroad shops, air 
craft factories, mills, mines, shipyards, 
vocationa! schools, and industrial plants 
of all kinds use the COLTON’S No. 10 
File Cleaner. The soft steel tapered pick 
is furnished to remove the more obsti 
nate substances. The COLTON’S File 
Cleaner is of strong metal construction 
no wood—no nails—no glue . . 
handy and light. SOLD ONLY THRU 
DISTRIBUTORS. Write for prices and 
samples. 


KNUDSON 


MANUFACTURER 


Dept. M—616 W. Randolph St. Chicago 6, Il! 








“Blue Heart” manila 
“Red Heart” sisal 


quality spun--convenience packaged 


--and all measure-marked 





What a bargain you win in deciding to always sto« among sales-stirnulating 20 lb. Display Cs ' 

H&A Rope and get rid of petty annoyances For multi-wall bags containing full coils or half coils 

jobbers retailers keepers of industrial stock attractive modern octagonal cartons holding + ib 

rooms the benefits are the same. Whether you carry 65 Ibs. or 90 Ibs. And truly most important, all H & A 

the famous H & A “Blue Heart” Manila or the popular Rope from 3/16” to " diameter is measur 

“Red Heart” Sisal, you're certain of top quality in the with clearly visible marks | printed every five feet 
of these brands is available in a variety These provide the greatest time r ever offered th 

© 


suit your convenience velect from who handle rope ount | marks and cut it off 


Other H & A products include cordage of all standard com 
mercial grades: Transmission Rope, Drilling Cable, Lorict Rope 
Yocht Rope, Twisted and Braided Jute Packing, Jute and Hemp 
Twines, Hard Fibre Twines, Lath Yorn, Torred Marlines, Plumbers 
and Marine Oaokum. 


Complete trade information mailed on request 


senile roe 


THE HOOVEN & ALLISON COMPANY - XENIA, OHIO 


Spinners of Fine Cordage Since 1869” BRANCHES, KANSAS CITY, MO. © OMAHA, NEB. © MINNEAPOLIS, MINN 
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Wild Wie 


é il y 


YOU are part of the friangle 
that makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 

we A good blade 

better by actual test. 


an accepted blade—a blade you can prove is 


Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin's Powerflex — 
a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 


tive tests have proven Powerflex blades superior. 


Griffin 


Perhaps you are already a part of Griffin's 
Blodes 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write today 


Industrial 
Distributor 


THE TRIANGLE 


on 


Z | NEW HAMPSHIRE 
Seles Agente: Joha H. Grohem & Co. inc.. 105 Owens Sivest, Mew York @, 6. Y. 


¥ 
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hanged from a saw to a jointer or 
sander by a turn of the wheel at 
ts side Simply-attached acces 
ones convert the machine to a 
drum sander, wire brush, buffer, 
polisher, rotary file or router, and 
portable drill or hole shooter 

Other features claimed include 
1 ball-bearing rip fence that 
eliminates micrometer adjustment, 
double-sized table surface that 
makes possible ripping to the centet 
f a four-foot panel 

Yates-American 


Power Tool Div 


Machine Co., 
Home Beloit 


ss 1s 


Clutches 


Three New Series, 
Clutch-Coupling Unit 


[hree new series of clutches and 
a new clutch coupling unit have 
been added to the company’s line 

\ new small clutch is said to meet 
the demand for a small clutch with 
high torque capacity and minimum 
maintenance; a new large bore clutch 
was designed for backstopping appli- 





maybe you can’t tell them apart... 


but your 
machines can! 


Lubricants may look alike, but they don’t act alike—especially when one 
is a “do-all” and the other a “‘tailor-made’’. Take the Keystone Specialized 
Lubricant shown above on the right. It was developed —like other members 
of the Keystone family of lubricants—to solve a specific lubricating problem. 


Keystone doesn’t market ‘‘do-all” lubricants, but supplies only specialized 
products—each job-engineered for a particular use. When you have a diffi- 
cult or unusual lubricating problem—whether it involves temperature, 
pressure, speed, moisture, vacuum or resistance to corrosion—there’s 
a Keystone Specialized Lubricant ready to do the job—effectively 
and economically. 


That’s because Keystone Specialized Lubricants are designed to give you 
top “on-the-job” performance—the only important measure of a lubricant. 
They are the result of 68 years of specialization . . . of thorough labora- 
tory research and extensive field testing. 


An Important Man to Know! Talk over your lubricating problems with your near- 
by Keystone Industrial Distributor. You'll find his experience helps in the efficient, 
economical operation of your plant. From his complete stock of Keystone 
Specialized Lubricants he’ll be able to fill your needs quickly and conveniently 

.. simplifying your ordering, reducing your inventories and saving you time 
and money. 


Free Bulletins Available. Ful! information on the 
complete line of Keystone Specialized Lubricants 
is yours for the asking. See your Keystone 
Distributor or write us direct. KEYSTONE Ry poo 
LUBRICATING COMPANY, 2ist, Clearfield & SPECIALIZED 
Lippincott Streets, Philadelphia 32, Pa. LUBRICANTS 


< mane 
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KEYSTONE 
“on-the-job” performance 
solved these 
lubricating problems : 





METAL. 
WORKING 


Au body 

fabricator us 

ng Keystone 

122C-5X of 

bath-lubr 

cated gears of presses reported 
Lubricant needs reduced by two 
thirds gear life lengthened be 
cause {f greater protective film 
strength of Keystone. In addition 
lubricar nventories were cut, 
plant personnel had time with 
num ber f tube applica ne re 
duced for more important duties 
and less (throwing and spilling re 


sulted in a cleans safer plant 





i] 
CHEMICALS 


Lubricant dete ration and 
abnorr | war n reciprocating 
vacuum pumps subjected to sul 
acid fumes and surge wash 
probleme at «@ 

ceasing plar After 

K6 was substituted 

ust sed lubricant, cor 

n stopped, pum; fe clumbed 

© @ new record and the highee 


pumping vacuum was induced 





COKE 


Grease separation and resulting 
air pockets in lines lubricating 
the bearings of vibratory shaker 
screens were costing @ coke pro 
ducer many extra maintenance 
man-hours. When change was 
made to Keystone #44, constant 
need for system overhaul was 
eliminated, with consequent 


reduction in maintenance cost 








MR. DISTRIBUTOR : 
This hard-hitting Key- 


stone sales message 
shows industrial con- 
sumers how Keystone 
Specialized Lubricants 
can solve their lubricat- 
ing problems. It helps 
bring you new accounts 
and repeat sales 

with a continuing flow 
of profits. 








HIGHWAYS 
and BYWAYS 





DIETZ TUBULAR 
LANTERNS 


RED says DANGER — 
DIETZ LANTERNS say 
STOP. A complete line of 
economical, long burning, 
ruggedly made kerosene 
lancerns available with 
Ruby, Clear, Blue, Green 
or Amber globes, backed 
by the world’s largest and 
oldest makers of portable 


“NIGHT WATCH” 
SAFETY LANTERN 


A miniature beacon — 
“Pencil Beam” — 
visible from any direc- 
tion, mear and far. 
Longest burning — well 
over 100 hours on pint 
of kerosene 


with 


DIETZ-EMBURY 
“TRAFFIC-GARD” 
SAFETY LANTERN 


““Magnified-Beam"™ 
seen for great dis- 
tances. Wide, non-tip 
base. Long burning, 
economical. Stands 
rough usage. 


Complete line of 
bomb and flat base, 
Dietz Blue threaded 
coilar burner mod- 
els, and Dietz- 
Embury Red 
cam lock mod- 
els. Tops ia ¢ 
rugged quality. 


RE. DIETZ COMPANY 


SEE SYRACUSE 1, WN. Y. 
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cations; the Series 50 clutch was 
developed for applications where 
adequate inner race concentricity is 
provided. 

The new clutch-coupling unit is 
recommended by the company for 
applications requiring an over-run 
ning feature when coupling two 
shafts. 

Formsprag Co., Van Dyke, Mich 


Coated With 
Flexible Plastic 


“Plasteel”, a new plastic coated 
cable is now available in sizes 1/16-in 
x 4-in to }-in x #-in inclusive in trans 
parent green or opaque white. 

A new cable is said to be either 
a PREformed galvanized steel or 
stainless steel wire rope; thickness 
of plastic coating varies with diame 
ter of rope 

According to the manufacturer, 
flexibility of rope is not adversely 
affected by coating; it resists sun 
light, oxidation, most acids, bases, 
salts, oils and greases, except hydro 
fluoric acid and methyl ethyl] ketone 

Macwhyte Co., Kenosha, Wis 


Puller 


100 Ton, 
Triple Grip 


Powered by the company’s new 
100 ton Power-Twin hydraulic ram, 
a new triple grip puller designed to 
handle tough pulling jobs on large 
diameter equipment, has been in 
troduced. 


Jaws permit a 344-in reach for a 


Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering paste made. 





Sodering Liquid 


Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Call Your Distributor 

or Write te 


LB. ALLEN CO., INC. 


6731 BRYN MAWR AVE 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors 

@ Send for Catalog 




















- 
Zuatty 
te) PA BEES elh less 


MACHINED PARI’ 


Ni Mn azelejen [FAER) i1ey FAS 


BEARING ALLOYS 


Tleeeiiits.t 


FACILITIES 


eeineas: 


STANDARD BUSHINGS 
MAGHINED BARS 


NEW GATALOG ISSUED 


ISucktyé 


BRASS — Mia, GO 
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“YANKEE”, No. 130A Profitable Shipping and 
Spiral Ratchet Screwdriver 5 

Wherever assembly lines want time — Room Items 
and work-saving shortcuts, vou have 


a potential customer for this effici S>' Ge *. - 
ency screwdriver. The “Yankee” No aN - 
130A takes the twisting out of screw Ae te 
driving. User just pushes handle — : “estes 
tool does the work. Can be used with — 
one hand. Quick-return spring pushes 
handle back automatically after each ° 
stroke a gt 
Santa Claus’ Helpers discover | 


how “Yankee” No. 130A helps cut | No be 
time and fatigue while doing an | Bell Face, Cross 1 Me No. 5I1W%A 
efficient iob on the toy production — Ripping 0 lus Ropine Clow 


line. 





Stanley Hammers 


Nail hammers of balance and dura 
bilit ncluding the famou 100 
Plus’, the finest hammer ever to 
drive a nai These are Stanley 
Hammer Ihe kind that are in 
deman Won you! hipy li ind 
packing room customer 


“YANKEE”, No. 4992 Angle 
Vise with Swivel Base 


Automobile Assemblyists can | Meets the demand for quick-setup 
concentrate on their work when iccuracy and for work that must 
they're using the ever-dependabk be machined at an angle. Six sturdy 
“Yankee” No. 130A Spiral Ratchet models available, with and without 
Screwdriver swivel base Stanley No. 112 Goose Neck 


a 





= — —— ; , “ Ripping Bar 


wn... oe apie [ A tough tool for tough jol in the 
- Ss vw : 

shipping and packing room Drop 
forged from high-grade hexagon steel 


— won't bend or break casily. Six 


as ; sizes — also Straight Ripping Bat 
lilt , ; Ce ¢ 
: \ \vusl \ \ cyavannlat ueuateielt = . — 

hii eee 


LONGER! 


‘IT LaSsTs 








Zig-Zag Rules Last Longer. Big black numbers, sharp, clear and easy-to 

read imbedded into the wood for long rule life. White sticks of sel 

hardwood. Both edges graduated in inches and 16th Al iarkings protected . 

by crackproof, wear-resistant, vinyl plastic finish. Extra coating on end sti Stanley No. 199 
Ball-socket joints of solid, stainless nickel-silver — laboratory proved rust “Replace- 4.Blade” Utility 
proof. Long lasting easy action Knife ? 


You can sell the Stanley Line with One of the most versatile and useful 
the utmost confidence. For full infor STAN LEY ] Tooke knives you can offer. An important 
mation on these and other Stanley 4 shipping and packing room item for 


and “Yankee” Tools write today to é : use In Opening cartons, crates, ete 
Stanley Tools, The Tool Box of the A Divisio enley Works | Protective blade guard — 5 blades in 


World. New Britain, Connecticut TOOLS - ELECTRIC TOOLS - MRDWARE - STUEL STRAPPING ~ STEEL handle 
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1 


BIG 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 


Herbrand can supply carbon steel 
wrenches in all popular sizes from %«" 
to 34%" openings, and can manufacture 
special wrenches to your exact speci- 
fications. Herbrand carbon steel 
wrenches are ideal for maintenance 
and production work, and to accom- 
pany finished products. 

Herbrand industrial wrenches are 
drop forged from high carbon steel, 
and heat treated and tempered their 
entire length to assure utmost strength, 
endurance, and dependability. Sur- 
faces and edges are ground smooth for 
accurate fit and easy handling. Finish 
is rust-resistant baked black enamel. 
Heads are ground bright. Get all the 
facts from your Herbrand representa- 
tive or write us for Catalog No. 10. 





Herbrand produces forgings in any size or shape up to 200 Ibs. 


Quality Tools since 1881 


THE BINGHAM-HERBRAND CORPORATION 


Fremont, Ohio 


Other Herbrand products include o complete line of Van-Chreme Too!ls..Bol! 
Pein Hommers..Snips..impact Sockets..%" Drive Sockets..Complete Too! Sets 
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maximum diameter of 48-in, a 364 
in reach for a maximum diameter of 
36-in and a 38in reach for a maxi 
mum diameter of 24-in 

\ 36in adjusting screw provides 
idjustment to the work and permits 
utilization of the full 5-in ram pis 
ton travel 

Owatonna Tool Co., Owatonna 
\iinn. 


Vises 

Four Models For 
Production Equipment 
A new line of cam vises, said to 
afford easy operation on milling ma 
chines, shapers and drill presses, 

has been introduced. 
Four models are available: 4-in 


jaw width with 5/32-in or 2-in cam 





DO THE MOST FOR YOUR CUSTOMERS 
WITH THE MOST IN 
QUALITY PRODUCTS 


You do exactly that when you sell 


MILWAUKEE 


INDUSTRIAL 


BRUSHES 


You give your customers industrial brushes that benefit 
them in every way when you sell Milwaukee products. 
They have the assurance of dependable performance — 


@ «sees eaeue 


of uniformity — of over-all quality. 


Being able to render this type of service has its profit ad- 
vantages for you. Also you are in excellent position to 
hold your customers and get the benefit of re-orders. 


Simplify your sales job through this one source supply. 
Whether standard or special types do the most for your 
customers with Milwaukee products. 


MILWAUKEE production brushes for power use MILWAUKEE production brushes for hand use 
MILWAUKEE brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7—54 
IT FEATURES 
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MEMO TO: 
SALES MANAGER 


YOUR CUSTOMERS DON’T 
JUST WANT T SLOT BOLTS 
... THEY WANT “ZIP” HIGH 
TENSILE STRENGTH C-1045 
“T” SLOT BOLTS AND AC- 
CESSORIES. 


My, eee) TD 


Westcott Chucks are a good buy 
for you, because: 
HIGH PRECISION, RUGGED 
CONSTRUCTION, FINE FINISH. 
OUR ONLY BUSINESS FOR 80 
YEARS HAS BEEN GOOD CHUCKS 
COMPETITIVELY PRICED FOR 
SUPERIOR QUALITY. 
FULLY GUARANTEED AND FAC- 
TORY BACKED. 
Your customers know 
the Westcott name for 
reliability—for stand- 
Sell The Best—Sell Zip . =, ard chucks that cover 
<a P * a wide range of ap- 
ESSENTIAL PRODUCTS an. ne, We Cer 
ALWAYS IN DEMAND , Catalog, to 
mediate delivery from stock, an nt a 
GEO H. SELTZER & CO. WESTCOTT CHUCK CO. 
5 ws . 600 E. WALNUT STREET 


DREXEL HILL, PA. ONEIDA, NEW YORK 











NO GET MORE BUSINESS 
™ FROM THE BILLION DOLLAR 


INDUSTRIAL MAINTENANCE MARKET 


@ INSTO-GAS offers Industrial Distributors a line of 
equipment that is a sure-fire account opener with 
Industrial Maintenance Departments. 


@ INSTO-GAS creates a repeat business for Distributors 
that brings each customer back to their places of 
business repeatedly for many years. 


@ Distributor Sales of INSTO-GAS products continued 
to show a steady increase in 1954. 


Insto-Gas manufactures a full line of portable heating equipment 
consisting of torches and furnaces, hose and cylinders. This is the only 
complete line of portable heating equipment listed by both Under- 
writers’ Laboratories and Factory Mutuals Laboratories, making them 
the ideal line for Industrial Maintenance Work. 

Insto-Gas equipment is sold through authorized distributors, who re- 
ceive full advertising, sales promotion and sales training cooperation— 


Get the complete Insto-Gas Distribution 
story TODAY. Phone, wire or write — 


INSTO-GAS CORPORATION 


1979 EAST WOODBRIDGE DETROIT 7, MICHIGAN 
Phone: LOrain 7-3181 
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throw and 5-in jaw width with 5/32- 
in or 2-in cam throw. 

Jaw depth is 14-in with keyways 
g-in wide and 3-in deep. 

Modern Tools Div., Nelco Tool 
Co., Inc., Berlin, Conn. 


Wrenches 


With Straight Handles 
Or In Offset Type 


\ new-heavy-duty wrench’ featur 
ing a Zshaped spring, has been 
introduced. 

According to the maker, the 
spring gives a positive double action 
in the wrench operation; bite and 
release are easier and rapid, and 
ratcheting is improved 

Made in Gin through 48-in sizes 
with straight handles, it is also avail 
ible in the offset type 8-in through 
|S-in. 


The Erie Tool Works. Erie, Pa 


Hooks 


New Sizes 
Added to Line 


Three new sizes of shackle’ chain 
slip hooks and one size of grab 
hooks have been added to the com- 
panys Big Orange Hi-Strength 
products. 

According to the manufacturer 
the shackle chain slip and grab 
hooks can be used on “high test” 








GRINDING WHEELS ™ FLEX WHEELS 





; ww 
. the Complete Line 


of Quality Abrasives with REPEAT PROFITS 


Why should you carry Chicago Wheel abrasives? Wheel can make fast delivery. This ability to de- 
Here are the answers. Turnover is fast. Many dis- liver what you need will take you “off the hook” 
tributors report a turnover as high as 26 times a with your own customers. 
year on mounted wheels alone. Chicago Wheel offers many other advantages. 
Your profit margin is high and fully protected. For instance, you will be able to deliver mounted 
You can't be undersold in your territory. Moreover, points and wheels in a wide range of different 
you will have available a complete line of abrasive shapes and sizes, which enables your customers to 
wheels, yet will only need a minimum in inven- select the exact wheel for their purpose. Why not 


tory. How so? This is possible because Chicago write us for the complete story. 


amiilithibeadd CHICAGO WHEEL « mre. co. 


Dept. 1D, 1101 W. Monroe St., Chicago 7, Ill. 


MANUFACTURERS OF ABRASIVE PRODUCTS, “HANDEE PORTABLE GRINDERS, 


GRINDING WHEELS, AND MOUNTED WHEELS AND POINTS FOR INDUSTRY. 
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ANOTHER FAIRBANKS PRODUCT! 


FAIRBANKS CASTERS without a king- 
pin. Unique “Lockweld” construction of 
single and double ball race casters elimi- 
nate king-pin, chief source of caster failure, 
and provides far longer caster life. Match- 
ing rigids available. Heavy duty steel cast- 
ers and semi-steel casters complete full line 
of industrial casters. 


FAIRBANKS WHEELS, Series “500” Vul- 
canized Rubber Tired Wheels with roller 
bearings give long service, greater floor 
protection and require less effort to move 
under comparative load conditions. Solid 
rubber, semi-steel and molded plastic 





wheels round out the Fairbanks line of in- 
dustrial truck and caster wheels. 

Tie-in to Cash-in with Fairbanks high- 
impact direct mail program that’s pre-selling 
your customers to create sales for you! 

This month your customers will be receiv- 
ing Fairbanks hard-selling letters and pro- 
motional literature on Fairbanks Casters 
without king-pin, and Fairbanks Rubber 
Tired Wheels. This means extra business, 
extra profits for you if you tie your own 
promotion and selling in with our “Products 
of the Month.” You chalk up extra sales! 
Extra profits! 
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chain as even pins are made of hi 
trength steel and heat treated 
The chain slip hooks are now 


ivailable for chain sizes 4 and 5/16, 


é, 7/16 and #-in. 
Grab Hooks are 


chain sizes 4, 5/16, 2, 7 


available for 
16, 4 and 
é-in 
Midland 
Rapids 


Industries Inc., Cedar 


Bin 

Continuous 
Stacking Rim 
Designed for fast handling of 
small parts, a new stacking (900-D 
bin with reinforced corners has been 

introduced 
Some of the features 
drop handle in back of 


claimed 


include 
bin, spotwelded in 
with four rivets, continuous stack 
ing rim on all stacks with 
maker's Style 800-D stacking box 
of same length and width 

Bay Products, Inc., Philadelphia 


construction 


sides 


Lathes 


New Drive Units 
And Accessories 


Iwo new drive units for the 
company’s lathes have been an 
nounced 


An improved “U” tvpe drive has 








American Shaft-King features 
three-wall, nternally-ribbed hous- 
ing to i gears and bearings in 
perfect alignment, provide extra- 
capacity oil reservoir Leak-proof, 
anti-friction sealing system keepsoil 
in—dirt out. Patented concentric- 
shaft design puts oil level below 
input shaft and output hub. Bear 
ing seals do not operate against a 
head of oil an exclusive Shaft 
King feature 


Heart of this machine 
mounts on the shaft! 


If you operate belt, chain or screw con 
veyors, mixers, agitators, canning equip 


ment—any process which demands precise 


slow speeds—American'’s Shaft-King is 
the logical speed-reduction drive for you 
It’s 98% efficient, turns out the exact 
RPM you need from 154 down, handles 
requirements through 40 HP 

Shaft-King mounts directly on standard 
shaft extensions, needs no supports, no 
costly, time-wasting engineering to install, 
remove or relocate. Patented concentric 
shaft design permits positive, instantane 
ous overload protection with a Torque 
arm overload release. Also available with 
a built-in backstop 

Shaft-King is economical to buy and 


At the Profit End of the Machine 


use due to American Pulley’s modern 
mass-production machines and methods 
Its compact, space-saving design requires 
no valuable floor space, permits better 
plant layout. Used with standard V-belt 
drives or adjustable-speed drives, avail 
able from distributors’ stocks across the 
nation, Shaft-King gives the long, trouble 
free service you need. Nearly 100,000 
Shaft-King Drives are in use 

Two ratios are available, 13 to 1 and 20 
to 1, to economically cover a wide range 
of speeds. They're available immediately 
from your local distributor. For details or 
engineering assistance without obligation, 
write to: The American Pulley Company, 


4216 Wissahickon Ave., Philadelphia 29, Pa 





Power Transmission by 


MERICAN 


PULLEY COMPANY 











| FITLER 


PURE MANILA 


ROPE 


“W ATERPROOFED” 
and 


“ROT-PROOFED” 


For your protection when buying rope look 
for the Blue and Yellow Registered Trade 
Mark 


A rope reflects the quality of the 

research which precedes its mak- 
ing. Filter research has developed 

an effective treatment for the con- FITLER 
trol of mildew, mold, fungi and 

bacteria. This oustanding achieve- 

ment means a great deal to your 
customers ... it also means dol- 

lars in sales to you. 


we 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


NEW ORLEANS 17, LA Gey. Tene PHILADELPHIA 24, PA 








perforated 


HANGER IRON 


in coils 


product 
of 1000 
uses 


THE BEST CRAFTSMEN -ALWAYS TAKE pAINE’s 
THE PAINE COMPANY, 17 Westgate Road, Addison, Iilinois 
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external shifting levers for eight 
spindle speed changes A new 
lever-operated variable speed drive 
has also been introduced 

Other new features on the com- 
pany’s lathes include a ratchet action 
tailstock lock, double neoprene cog 
V-belts to spindle, heavy cast iron 
pedestal completely enclosing motor 
and drive 

A new three drawer portable stor 
age cabinet for the new accessories 
can be flush mounted against tail- 
stock pedestal. 

Sheldon Machine Co., Inc., Chi 


cago 


Steel Tubing 


Mirror-Like Inside 
Surface Finish 


Cold-drawn electric weld steel 
tubing, with an inside surface finsh 
superior to many homed finishes, 
has been announced. 

According to the manufacturer, 
the new tubing resists high-fre 
quency vibration and has a favor- 
able weight-to-strength ratio in 
ipplications in which loading is in 
ill directions. 

O. D. sizes range from 7 to 23- 

wall thicknesses from 0.035-in 
min to 0.134in max. 

Jones & Laughlin Steel Corp., 
Electricweld Tube Div., Oil City, 
Pa 


Drilling Machines 


Complete With 
Electrical Controls 


Roval Model LE 16-in drilling ma 
chines for production, toolroom, 
maintenance, school and general 
purpose duty have been announced 

Single spindle bench and floor 





sy 


G-E LAMPS GIVE YOU MORE FOR ALL YOUR LIGHTING DOLLARS 


How General Electric built a $3 saving 
for you into a *1.15 lamp 


fh»: amount of light you get from a General Electric 40- The photo above shows where two improvements were made 


watt fluorescent lamp today would have cost you about The light-giving phosphor coating inside the glass is much 
$3 more only five years ago, counting lamps, maintenance brighter. The cathode, the chemical-coated spiral of wire that 


labor and electricity. Here’s what made the difference carries the electricity, lasts longer and has more uniform lif 


29% MORE LIGHT. Today’s G-E fluorescent lamp starts off For more facts on how General Electric gives you more for 
oF no » 195 — . 3 , 
19% brighter than the 1950 lamp. And it depreciates slower. all your lighting dollars, write for a free 16-page Progres 
»H¢ 


Over the life of the lamp you get a total of 29% more light Report to Lamp Users: Large Lamp Department, General 


25% FEWER EARLY BURNOUTS. In rigid laboratory Electric, Dept. 482-ID-9, Nela Park, Cleveland 12, Ohio 


tests, today’s G-E lamps show only 15% failures at 80% of life, 


compared to 20% failure of 1950 lamps. (Actually, it would ye) k 4) Most y™ tant D, h ‘ 


take the average plant from two tofour years to burn out their 
' 


G-E fluorescent lamps today!) 
COST LESS. Since 1950, the net cost of the G-E 40-watt G t N E fh A L p LE CTR { - 


fluorescent lamp has gone down 4¢, for case-quantity buyers. 
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BOLT 
ELONGATION 


Designers and production men are weii 

awore of forces constantly exerted in and 

around assembled parts. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligction. 





EATON MANUFACTURING COMPANY 


& 


RELIANCE DIVISION 


OFFICES ond PLANTS 550 Charles Ave., S.£., Massillon, Ohio 


Sales Offices New York * Cleweland * Detroit 
Chicogo * St. Lowis * Sen Froncisce * Montreal! 
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models, and single and multiple 
spindle production bench models 
are available. 

Cincinnati Lathe & Tool Co., 
Cincinnati 


Electrical Cord 


For Portable Machinery 
Service Life Tripled 


Called Laytex Royal Master port- 
able cord, a new cord recommended 
for grinders, drills, power saws, buf- 
fers and other types of heavy duty 
portable electrical tools, has been 
announced. 

According to the manufacturer, 
the new cord has greater resistance 
to flexing, is more resistant to tear 
ing, has greater impact strength, 
and more resistance to oil, heat, 
breaking, cutting and abrasion. 

United States Rubber Co., New 
York 


Fool Grips 
Plastic Handles 
Reduce Fatigue 


Addition of plastic tool handle 
grips and 23 Proto tools fitted with 











The Postman “rings” 726,861 times every month 
to help you sell more RB&W fasteners 


Month after month—in leading Business and Engineering 
publications—ads like these go sales-calling on some three- 
quarters of a million fastener users. 

Strong support like this pre-sells your best customers and 
prospects—steers more fastener business to RB&W dis- 
tributors. 

Consistent advertising is only part of the story on why more 
distributors prefer to handle RB&W. Other reasons: the 
most complete line in the field, quality-controlled products, 
and a reputation for fast and friendly service. 


If you’re not handling RB&W fasteners now, contact our 
nearest sales office. Or write Russell, Burdsall & Ward Bolt 
and Nut Company, Port Chester, N. Y. 


Piants at: Port Chester N. Y., Coroopolis, Po. 
Rock Folls, ill; los Angeles, Calif. Additional 
sales offices at: Ardmore (Philo.), Pa, Pitts 
burgh; Detroit; Chicago; Dallas; San Francisco 
Seles agents at: Milwovkee, New Orleans, Den 


310th year ver, Seattle. 
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For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


ARBOR SPACERS AND SHIMS « 
20 arbor sizes %" to 4” . . . 19 thicknesses 
001" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing collars (with standard 
keyway) 4" to #” long in all popular sizes. 
(For use in milling, slitting and gang-saw 
setups, shirmming gears and bearings). 


FEELER STOCK * Made from tempered 
stock, rolled to close tolerances. 4" x 25 
coils packaged in transparent plastic boxes, 
except above .020". Strips 44” x 12”, in 
cellophane. 27 thicknesses. All thicknesses 
from .001”" to .032". (For use in precision 
fitting, checking clearances, inspection 
and production work 


SHIM STOCK ®* Selected from material 
roiled to precision limits, free from burrs. 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .001" to .032". Sheets 
6” x 12"; coils 6” x 120". Available also in 
assortment package of 12 thicknesses 
001" to 015". 


dealer information 


MIDLAND AVE. @ DETROIT 3 MICH, 


184 


these grips has been announced by 
the manufacturer. 

Identified as “Handeze,” the grips 
are made of red vinyl plastisol and 
come in three sizes. The small size 
fits most 46-in pliers, medium size 
fits 6-8-in pliers, large size fits 5-in 
and longer pliers. 

Tools available with factory-instal 
led grips include three multiple. 
‘leverage snips, a nipper and nine 
teen pliers in diagonal cutting, 
needle nose, straight nose, round 
nose, lineman and battery types. 


Plomb Tool Co., Los Angeles 


Clutches 


Drag-Free Idling, 
Positive Positioning 


clutch 


applications 


An improved friction 
especially suited for 
where increased 


speeds prohibit 


use of clutches and where 
gradual pickup is a requisite, has 
been announced. 

With capacities up to 170 hp at 
typical industrial speeds, the new 
friction clutch is available in three 
types: with mounting sleeve, with 
mounting ring, and coupling type 


Link-Belt Co., Chicago 


jaw 


Motors 


7% to 100 HP 
Series Rerated 


A new rerated totally enclosed 
fan cooled motor line in the 74 to 
100 hp series has been announced 


Some of the features claimed in 


HOLD-E-ZEE 


The Original 
AUTOMATIC GRIP 


SCREWDRIVERS 


Provide These 
Outstanding ~ 4 
Advantages: y 


© LOK-BLOK “that makes blade 


twist and impact proof 


@ GRIPPER that snaps back— 


recedes deep into handle 
giving full blade use 


@ HAND GROUND BITS 


— special design fits 
types recessed 
ad screws 
PLUS MANY OTHER 
MUCH WANTED 
FEATURES 


i) sw... YET COST NO 
ig/ MORE THAN ORDINARY 
SCREWDRIVERS 


BACKED By 
POWERFUL NATIONAL 
ADVERTISING 


M 


FREE! s. l-Fast D 


orfu it us 


profit 


ete 


UPSON BROS, INC, ROCHESTER 14, N.Y, 
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bearing raceway and snugly fits corrugated ring in 
top plate. Keeps lubricant in—-keeps dirt and water 
out of swivel bearing. Top surface snaps back to snug 
fit after old grease is flushed out. Functions normally 
with standard grease in temperatures as low as 0°F. 
and as high as 200°F. 


Permanent film of grease positively reduces friction and 
accelerates swiveling. 


| Molded Neoprene grease seal is vulcanized to upper 


LEAK-PROOF 
NEOPRENE 
RETAINER MOLDED , 
AND VULCANIZED : : , 
ON UPPER BEARING 2 vides wolbahge preteston, sad "beeps 
SWIVEL RACEWAY. lower ball race free of dirt and moisture. 
PATENT PENDING. ze swivel head lubricated indefinitely. 
(not just @ metal ring) Easily removed, as required. 
Wheel bearing Neoprene seal is per- 
manently attac to washer and 


press-fitted into hub. Keeps foreign 


2 


THRUST BEARING 

GREASE RETAINER 

TIGHTLY FITTED AROUND 

FORMED, HARDENED 

RACEWAY. CAN BE . 
EASILY REMOVED FOR \ 


matter out of roller bearings and ball 
bearings in hub. Locks in lubricant 
and assures free rolling of wheels 


Double ball bearing construction . . . 
two full rows of hardened, ground, 
and polished large diameter balls 
operate in smooth, lubricated race- 
ways for effortless swiveling. All bear- 
ing surfaces hardened. 


CLEANING OR INSPECTION. 
Handy pressure type grease fittings 


. .. « same size for both swivel and 
* wheel bearings. Fitting is perma- 
nently attached for life of caster. Kasy 


to reach for fast, efficient mainte- 
nance. No disassembly necessary for 


NEOPRENE RING 
lubricating caster. 


PERMANENTLY ATTACHED 
TO METAL WASHER AND i Heavy gauge corrugated top plate . . . deeply 


PRESS FITTED INTO HUB. embossed for maximum load capacity. Same size 
top plate and mounting hole c-c in all sizes of 
both rigid and swivel casters in this Series 
Available in 3 different top plate and mounting 
hole c-c sizes, in 900GS Series Swivel Plate 


Casters. 





FAULTLESS 900GS SERIES GREASE 
SEALED CASTERS ARE AVAILABLE 

WITH HARD OR CUSHION TREAD WHEELS 
IN 5", 6° OR 8" SIZES 


Case herdened raceways . . . all bearing raceways are 
full hardened for years of trouble-free swiveling action. 
Top ball race welded to caster horn. Lower ball race 
accurately machined from solid steel bar stock. Pre- 
cisely formed and fully hardened ball retainer with dee 
skirt fitted around balls in thrust bearing for high 
efficiency and long life. 


Manufactured by 
& Heavy gauge caster horn . . . full drawn steel horn will 


not bend under maximum loads. 


FAULTLESS CASTER CORPORATION 
9 Large diameter king pin . . . securely holds top plate 


Evansville 7, Indiana and machined lower ball race cone in perfect alignment. 


Offices in Atlanta, Baltimore, Boston, Buffalo, Chicago, Cleveland, Dollas, 10 Wide choice of Faultless Wheel diameters and treads 
Detroit, Grand Rapids, High Point, Houston, Indioncpolis, Los Angeles, for load ratings up to 650 pounds per caster. 
New York, Philadelphia, St. Lovis. Conade: Stratford, Ont 





SEE HOW THIS GREASE SEAL WITHSTANDS HIGH-PRESSURE TESTS 





GREASE REMAINS 
INTACT AROUND 


Live Steam 


A stock 918-6CS Caster, 
with lubricated swivel 
ball bearings and wheel 
roller bearings protected 
by Faultless Neoprene 
grease seals is set upright 
in a steel box that is closed 
against air leaks 
steam under pressure is 
piped into the metal box 
for a period of two min- 


Live 


utes 


Sand Blast 


The 918-6GS Caster is 
removed from the steam 
chest and set in a dupli- 
cate steel box with a 14" 
thickness of fine white 
sand on the bottom 
highty pounds per square 
of pre 
blown into the box, creat- 
ing a swirling turbulance 
sufficient to force 
into the bearing areas of 


ordinary casters 


inch ssured air is 


sand 


of sand are 


No particles 
present in the bearing as- 
he Faultless 


Ne oprene grease 


BEARINGS 


Faultless Caster swivel —— 

molded 
seal circumscribing and 
vuleanized to the upper 
and the 


disassembled after steam 
test. Grease ix «till intact 
and giving full protection 
to bearings and raceway > 


NO SAND 
PENETRATED 
GREASE SEAL 


ball raceway, 
metal cup covering the 
king pin and sealing the 
lower raceway are com- 
pletely effective 


The greare has not been 
thinned out by steam 


The severe steam and sand tests shown above prove 
the superior sealing qualities of the Faultless Vulcanized 
Neoprene Seal. In ordinary service the swivel and wheel 
seals will retain lubricants indefinitely. The thin film of 
grease always present between the Neoprene rings and 
metal surfaces, positively reduces friction or drag and 
accelerates caster movement. 

Old lubricants can be easily flushed out each time 
caster is relubricated—lke changing oil in an autome- 
bile. Neoprene swivel bearing seal snaps back into snug 
fit after old lubricant is flushed out. Both wheel and 
swivel bearings are lubricated through separate pres- 
sure grease fittings of same type and size. No caster 
disassembly is necessary as on some types of grease 


NEOPRENE HUB SEAL 


Hleavy Neoprene seal is 
formed around metal 
washer to lock grease 
within roller bearing 
Washers with Ne« 
are press-fitted into wheel 


prene 


hub 
section reveals 
vided to lock grease 
against leakage and to 
provide free running 


The Neopre ne cross 





area pro- 





wheel 


seal casters. j 

Plant floors stay cleaner and safer—no dripping oil. 
Casters stay well lubricated for long periods of time under normal usage with grease 
retaining features of the Faultless Series 900GS Casters. These qualities make the 
Series 900GS an ideal caster for production line trucks, since trucks so equipped 
rarely are pulled out for maintenance. Faultless 900CS5 is also the best type caster 
where dirt, water, high or low temperatures, or brine conditions exist. y 


SERIES 9700GS RIGID PLATE CASTERS are available with mounting hole spacings, top plate sizes, load 4s 
capacities and overall heights to match companion Series 900GS Swivel Plate Casters listed below. 
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| SIZE OF | MOUNTING | DIAM APPROX. 
OVERALL; TOP HOLE BOLT | SWIVEL | WEIGHT 
HEIGHT | PLATE | SPACINGS | HOLES | RADIUS EACH 
Inches inches C-C Inches Inches Inches L Lbs 


; i 4 
6% \5x5% 4%x4% he 4°\e 


CASTER NO 
WITH ROLLER 

BEARING 

WHEELS 


906-5GS 
*917-5GS 1% 
918-5GS 
923-5GS 
929-5GS 
931-5GS 


905-6GS 


LOAD 
CAP. 
EACH 


HUB AXLE 
LENGTH| DIAM 
Inches Inches 


1% 


KIND OF 
WHEEL 


FACE 
Inches 


1% | Semi-Steel | 

| Rubber-tired | 

Vulcanized 
| Ruberex 
Rockite 
Plaskite 


Semi-Steel 
Rubber-tired 
Vulcanized 
Ruberex 
Ruberex 
Rockite 
Rockite 
Plaskite 


Semi-Steel 
Rubber-tired 
Vulcanized 
Ruberex 
Ruberex 
Rockite 
Rockite 
931-8GS Plaskite 


*Balt Bearing Wheel. Bolt and Nut Antes. Cadmium Finish. 
Also available with top plate 5” «x 5", ting hole spacings 4" x 4". Add prefix A 
Also available with top plate 4" x 7", mounting hole spacings 3° x 6". Add prefix DO 
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, e.g., A917-8GS. 
, e.g., 0923-6GS. 











INSTALL WATSON-STILLMAN 


FORGED STEEL FITTINGS... 
_..and gett THESE IMPORTANT ADVANTAGES: 


e Resistance to Pressure, Heat and Corrosion 


e Long Service Life 
e Low Maintenance Costs 


Watson-Stillman Forged Steel Pipe Fittings are fabricated and 
designed for tough service...and long service. They're drop forged 
of high quality metal to produce a strong, tough, fiber structure 
that resists the stresses of high pressures, shock and vibration. And 
our forged stainless and alloy steel fittings give you the added 
advantages of resistance to high temperatures and corrosion. 
Watson-Stillman Fittings assure you of safe, reliable service in 
process lines, high pressure steam lines and other arteries of the 
operating equipment in your plant. 

You can obtain a complete line of W-S fittings to suit your service 
and fabrication requirements. Available in Screw-End and Socket- 
Welding Types in Carbon Steel, 14% Chrome-'% Moly steel, 2% 
Chrome-1% Moly steel, Types 304, 316 and 347 stainless steel and 
Monel. 

Send today for our informative bulletins 


Sold through leading distributors 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
Roselle, N. J. 
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ENGINEERED 
FOR SAFETY 


Upson-Walton shackles are made with 
round or screw pin, in anchor or chain 
types, hot galvanized or green 
enameled. Strengths and complete 
dimensions are shown in free 
catalog. Your distributor carries 

a wide selection for your con- 
venience. . 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE * CLEVELAND 11, OHIO 
New York . Chicago * Pittsburgh 


MANUFACTURERS OF WIRE ROPE + FITTINGS + TACKLE BLOCKS-—ESTABLISHED 1877 
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clude: six layer insulation for stator 
windings using latest plastics and 
plastic coated wire, ventilating fan 
provides same cooling efficiency 
when operated in either direction, 
rib type cast iron frame construc 
tion, modern electronic methods 
used in rotor balancing. 

Also announced by the company 
is their new line of shorter round 
frame, flange mounted motors to 
replace their old design in the | to 
15 hp range 

Century Electric Co., St. Louis 


Press 
Punches, 
Shears, Forms 


Providing 35 tons thrust, a new 
hydraulic utility press has been 
idded to the company’s Guillotine 
line 

By changing dies, the unit is said 
to be adaptable to a variety of 
production and maintenance appli 

itions It operates on a I#-in 
stroke with a 14 second operational 
vcle Veight is 300 Ibs, not in 
luding pump; height 22-in 


Manco Mfg. Co.. Bradley, II 


Switches 


Completely Sealed, 
Environment-Proof 


Designated series “EP”, a new line 





VAN 


34°12 449.) 
Sind to mat all needa 


o% 


"LO-CARBS” £m ovulimnary uoe 
The cap screw for use where mild steel satisfies the requirements 
of the job and special appearance is not required. Threads are 
accurate for perfect fit. Hexagon heads are clean cut, uniform and 
true for wrenching; machined chamfered points for easy assembly. 


“HI-CARBS” (or Uwngth 


These cap screws of high carbon steel are skillfully double heat 
treated in our own modern atmospherically controlled furnaces to 
have maximum strength and toughness. The accurate threads, uni- 
form and true hexagon heads, and machined chamfered points make 
for perfect fit and easy assembly. 


“SHINYHEADS” for /eoko 
“America's best looking cap screw” 


For that finishing touch on any high quality product where appear- 
ance counts it pays to use “Shinyheads”— made of high carbon steel 
for extra strength. The hexagon heads are finished machined top and 
bottom and faces burnished mirror smooth. Accurate and uniform 
threads and machined chamfered points make for easy assembly and 
perfect fit. 


Only Ferry Cap supplies three lines of hexagon head cap 
screws for all needs. Carried in stock for prompt shipment. 


= Also Set Screws—square head and headless; Fillister Cap Screws; 
*.: .* Flat Head Cap Screws; “Shinyland” Studs. 


& SET SCREW CO. 


2153 SCRANTON ROAD «¢ CLEVELAND 13, OHIO 
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Catalog Design 
Counts BIG 


GooD CATALOG DESIGN brings order—helps to organize a catalog for 


the convenient use of the buyer. It shows off your merchandise im- 


pressively—steps up the sales power of your book. 


Donnelley offers you the services of the largest staff of expert print- 
ing designers in the country. They are experienced on special pages and 
sections, as well as the design of complete catalogs for manufacturers 

When you are ready to begin planning a new catalog, let us show 


you how design can be used to help you get more for your money 


Phone us or drop us a line 


The Lakeside Press - R. R. DONNELLEY & SONS COMPANY 


CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street, Chicago 16 Telephone: CAlumet 5-2121 


$00) oom, 


Thecumal 
Ynossy Co 


FOUR NEW CATALOGS JUST OFF THE LINE AT DONNELLEY’S 
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of switches containing an inert gas 
is said to operate without being 
affected by atmospheric changes or 
severe environmental conditions. 

A variety of electrical rating and 
circuitry selections are available in 
either side bottom mounting 
designs. 

All switches have circuit diagram 
printed on side to simplify wiring. 

Mico Switch, Div. Minneapolis 
Honeywell Regulator Co., Freeport, 
Til. 


Or 


Pulley 


Variable Speed, 
Non-Lubricated 


Readily adaptable to new or old 
equipment, a new 7 hp variable 
speed pulley has been introduced. 

Said to deliver a speed ratio to 
2-3 to 1 using an A section belt, 
maximum bore is g-in with keyway 
Shaft bore runs length of pulley 
allowing reverse mounting when 
necessary. 

Unit measures 4+13/16-in overall 
length and 6in diameter; weight 
64 Ibs. 

Lovejoy Flexible Coupling Co., 
Chicago 


Grinding Wheels 


For Carbide 
Dies, Bushings 


impregnated 
in an 


diamond 
standard 


Vinoy 
wheels, furnished 
80 diamond mesh and also available 
in ranges from 60 to 200 mesh, have 
been announced. 

According to the manufacturer, 
when worn down, diamonds are re- 
exposed in a bench lathe using No. 





“Contact your distributor of 
B&W Welding Fittings.” 


Ads like these, directed to the purchasing, 
chemical, petrochemical, refining and power piping 
fields — your customers and prospects — are 
working for you with over 225,000 hard-hitting 
sales messages month after month. 


BaW SEAMLESS WELDING FITTINGS 


GRADES: Carbon, Alloy and Stainless Steels 
TYPES: Elbows, Tees, Caps, Saddles, Laterals, Nipples, 
Returns, Flanges, Stub Ends, Reducers, Crosses 
Bull Plugs. 


SIZES: Complete range of sizes and schedules. 


THE 
NATURAL 


For the name of your B&W Fittings Distributor, call any SOURCE 
of these B&W Tubulur Products Div. District Sales Offices: Wo A em 
FOR ALLOY 4% “3 UO ZA) 
Bi 4 vr) 6 
Beaver Falls, Pa, Detroit 26, Mich, _Philadelphic 2, Pa. srrteees 2 a PRO, 
Boston 16, Mass, Houston 19, Tex. St. Lovis 8, Mo. ViS7o OC 
Chicogo 3, ili. Los Angeles 17, Colif. Son Francisco 3, Calif. NV 


Cincinnati 6, O. Milwavkee 46, Wis. Syrocuse 2, N. Y. 
Cleveland 14, O. New York 16,N.¥. Tulsa 3, Okla, THE BABCOCK & WILCOX COMPANY 

Tubvler Products Division * Fittings Depertment FA-5915 
3629 W. BURNHAM ST. + MILWAUKEE 46, WIS. 


Y) 


T$ 
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& 
+ catawissa 
PERFECT SEAL 


340 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in o Catowissa Union (hot forged from solid 
steel bars) with several extra value features that 
ore exclusive here at the UNION SPECIALISTS! 


All Cotawissa Unions are designed to give o 3-to-! 
SAFETY FACTOR... 3,000-Ib. service unions ore 
tested to 9,000-ibs., 6,000-lb. service unions 
tested to 18,000-Ibs., etc 


Exclusive Boll-to-Angle seot design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
efter machining, gvorontees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be generol low pressure service or ex- 
tremely high pressures and temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam). 


WRITE FOR CATALOG 1! 


220 grit silicon carbide abrasive with 
a flat cast iron lap which abrades 
matrix and causes diamond particles 
to again protrude 

Diamond Products, Inc., Elyria, 
Ohio 


Tube Bender 


Manual Tool, 
Non-Slip Bending 


“Tork-grip,” a new tube bending 
tool, which may be held in a vise or 
permanently mounted, is said to fea 
ture a clamping arrangement which 
permits bending of even stainless 
steel tubing without slipping and 
resultant flattening. 

A close-bending feature embodies 
a straight threaded bolt which mates 
with nut and sleeve of a Triple-lok 
flare-type tube fitting to hold tube 
so it can be bent immediately 
adjacent to fitting. 

Tube & Hose Fitting Div., Parker 
Appliance Co., Cleveland. 


Cut-Off Wheels 


For Cutting Full 
Range Building Materials 


Trade named Double XX, an im 
proved type of resinoid bonded 
abrasive cut-off wheel has been in 
troduced. 

Reinforced with a layer of glass 
fiber mesh on both sides of the 
wheel, it is said to have extra 


CATAWISSA VALVE & FITTINGS COMPANY 
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strength, less breakage and longer 4 ferti oa 
life. The new wheels are said to er i-Line 
withstar:d considerable side strain 
CLOSE-COUPLED PUMPS 


and pressure and offer increased effi 


ciency and economies in cutting . , . . 
sls. > for every Industrial Vertical Pump Installation 


hard-to-cut materials 
Simonds Abrasive Co.. Philadel 
phia 


The Verti-Line Close-Coupled Pump is not 
just another deepwell pump adapted to 
industrial service. It is designed and engineered 
for such jobs as booster service, fire protection, 
cooling, transfer and general service pumping 
of water and other fluids, corrosive or non-corrosive 


Verti-Line Pumps are made to the highest 
standards of quality in workmanship and 
materials to assure a precision built product 
Each unit is thoroughly tested and rigidly inspected, 
insuring ease of field assembly and perfect 
performance—guaranteed to meet the most 


exacting specifications 


Valve 
: Whatever your vertical pump needs 
Four-Way, investigate Verti-Line Pumps before you buy 


Foot-Operated 
$ CAPACITIES FROM 20 GPM TO 30,000 GPM — HEADS TO 600 PSI 


Model 2800, a new air valve for 
the shop air range up to 250 psi, fl 4 
has been added to the company’s 
“Shear-Seal” line 

Some of the features claimed 


In-Line 
Fabricated Type 


include easier plumbing and mount ; Heavy-Duty 


ing, any port may be used as pres 
sure port, body can be rotated in 
90 deg. increments, mounting 
bracket is integral part of valve. TYPICAL CONSTRUCTION FEATURES 

Ihe new valves are available in pen lineshaft type. . . Er neshaft also a 
hin and 2-in port sizes 


Barksdale Valves, Los Angeles 


The packing assembly tstanding feature 
simple and effective. It bearing assembly is re 
is easily accessible and movable stainless stee 
consists of a packing shaft sleeve. This pre 
container, lantern ring vents shaft wear and 
packing rings, pressure bearing journal corr 
relief bushing, giand sion, and is ea 

fluid by-pass and lubrica placed without spe 
tion fittings. Mechanica tools. You simply remove 
shaft seals also available the old and slip on t 


Vv 
Conveyor eh va penllper iy Bren Bendy 
t on ody a stainless steel c 
One Solid Piece 
Designed for inc line or decline “ a a ay my ho ol _— 
00RteT, umps jor Saie. 
conveying, a new cleated conveyor Ask for Bulletin 1-95 


belt has been introduced 


According to the manufacturer, Verti-Line Pumps are the exclusive products of 
a fabric reinforced cleat with no LAYNE & BOWLER PUMP COMPANY 


joints, cracks, or gaps can be made general offices and main plant 


of any height, width and spacing, 2943 VAIL AVENUE « LOS ANGELES 22, CALIFORNIA 
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B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


always measure up! 


Product, Promotion, Policy . . . on 
these crucial distribution factors, 
B-RIGHT-ON always measures up. 
It is the result of Brighton's fair 
play policy . . . and your assurance 
of extra profit and extra customer 
good will. 


From factory to you to the customer, 
B-RIGHT-ON products are satis- 
faction controlled. They always 


measure up on: 


PRODUCT Carefully selected ma- 
terials, precise modern production 
methods and rigorous inspection 
guarantee consistent high quality. 


PROMOTION — Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT- 
ON distributor for what they need, 
when they need it 
POLICY—Brighton sells through dis- 
tributors, backing up their salesmen 
with factory experts, and their 
stock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis- 
tributor Profit Plan. Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 


ee 





as stiff or as flexible as desired, and 
the cleats will flex around pulley 
diameters compatible with weight 
of the belt. 

Colors available are white, tan, 
black, and it can be supplied in 
rubber, neoprene, or special com 
pounds for resisting grease, oil, 
juices and chemicals. 

A. ]. Sparks Belting Co., Grand 
Rapids, Mich. 


Vises 


For General 
Workshop Use 


Known as the 02 line, new vises 
ivailable in 3, 34 and 4-in jaw widths, 
have been announced 

Some of the features claimed in 
clude: heavy semi-steel castings, dual 
solid steel parallel slides, buttress 
thread on screw, full 14 to 2-in bear 
ing in slides and screw in back jaw, 
hardened steel replaceable jaws, ful 
360 deg. swivel base 

Athol Machine & Foundry Co 
Athol, Mass. 


Pipe Fittings 
Effects 70% Saving 
In Welding Time 
A new special-purpose fitting, 
said to simplify installation and 
effect 70% saving in welding time 
required to complete by-pass, blow 


Cincinnati 2, Obie 


a ee 
> 
: 
4 
< 
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g@cs ads like this emphasize the real benefits that a 
wise buyer gets from trading with an Authorized 2csr 
Distributor. 

This important theme is at the heart of the csr ad- 
vertising for 1955 appearing in publications* read by 
your customers. 

In addition, influential men in the broad fields of Man- 
agement, Middle Management and Design are reached 


through publications directed to them to promote orig- 
inal equipment use of acs Bearings for long-range 
build-up of your replacement bearing sales. 

Effective and timely advertising* adds an important 
plus to the act Franchise. Good advertising helps sell 
good bearings and pillow blocks. 
SKF INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of sxr and HESS-BRIGHT® bearings. 





Drilling 
Oil & Gas Jrni 


Paper Industry 


RR Loc. & Cars 
Modern Railroads 
Railway Age 


Iron & Stee! Engr. 
Steel Equip. 
Textile Industries 
Textile World 


Purchasing 

Purchasing News 

American Machinist 
Factory 

Industrial Equipment News 
Mill & Factory 

New Equipment Digest 
Plant Engineering 
Contract. & Eng’rs. 


Coal Age 
Pit & Quarry 





* SKF advertising promotes the Authorized SKF Distributor 
in 6 industrial directories and these periodicals: 


BEARINGS AND 
PILLOW BLOCKS 
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JACK 


of all trades 
--and good at all of ’em! 


FOR MOVING 2 Dy 
MACHINERY o 


'N FOR FILTER PRESSES 


FOR PULLING 
WHEELS 


HEIN-WERNER HYDRAULIC JACKS 


save time and labor=— 
cut costs to the bone 


Hein-Werner Industrial Jacks offer 
powerful hydraulic force to simplify 
moving machinery, lifting heavy loads, 
pulling gears and pinions, bending rods, 
pressing bushings, and other tough in- 
dustrial jobs. They are fast, safe, easy-to- 
use. May be used in a horizontal or 
vertical position. Models of 12 ton and 
larger have carrying and positioning 
handles. 30, 50, and 100 ton models have 
tandem pump for two-speed operation, 
and a drilled cc for installation of pres- 
sure gauge. 12 and 20 ton models can be 
furnished promptly with gauge on 
special order. 





Priced too low for you to be 
without ‘em...order today! 





Capacity Price 


$46.00 
89.30 


Model 





20 Tons 
30 Tons 


20.10AA 
30.11AA 
50.12AA 50 Tons 135.00 
100.12AA 100 Tons 297.50 
Hein-Werner also manufactures Hy- 
draulic Industrial Jacks in models of 
14, 3, 5, 8, and 12 tons capacity, as 


well as “Push and Pull” Hydraulic 
Jacks of 4, 10, and 20 tons capacity. 


Write us for complete details. 


HEIN-WERNER CORPORATION 


branch connections to 


settings, has 


lown and 


gate been 


pipeline 
developed 
with 


multiple seamless outlets in exact 


Consisting of a_ header 
specified positions plus a factory 
fabricated conical reducer, the new 
fitting is said to eliminate the 
practice of nozzling in branch con 
nections and saddle reinforcements 


Ladish Co., Cudahy, Wisc 


Drill 
Lightweight, 
Increased Torque 
No. 236, a new }-in drill weighing 
34 Ibs has been added to the com 
pany’s “Mighty Midget” line 
It is said to develop 1500 rpm at 
the chuck, resulting in increased 
torque 
Some of the 
claimed include: pistol-grip handle 
with lockable trigger switch, die 


cast aluminum housing, three-jawed 


other features 


geared chuck with chuck key, con 
cealed but easily accessible brushes 
The Stanley Works, New Britain, 


Conn 





‘COMPUTER SPEAKING’ 


Electronic business machines may 
soon talk back, according to Elec- 
tronics, McGraw-Hill publicatoin. To- 
morrow’s businessman might dial a 
computer's extension, then an account 
number, and listen to the answer via 
magnetic recording 











“Of course it’s a business trip 


WAUKESHA e WISCONSIN 


taking my brief case ain't 1?” 
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here’s a bird in paradise 


He’s not in paradise, really. But he feels so good he might as well be. 
He’s an industrial distributor. Among the products he handles are 

O-B Valves. Now they’re something . . . nothing but top ingot metals, best 
grade of packing and discs, good design all through the line. 

Ohio Brass valves have been making industrial distributors and industrial 
valve users happy for a long time. We've been making quality bronze 
valves since 1888. 

Maybe you would like to join this bird in paradise. If you're 
interested in handling O-B Valves, we'll be glad to discuss our products 


and policies with you. Just write to Valve Department, Ohio Brass Company, 


Mansfield, Ohio. 
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| | W you can stock Manufacturers’ 
4 Activities 
™ ONE CHECK VALVE isi pela 9% 


iy and all requirements 





McGill Mfg. Bulletin 
Describes Roller Bearings 


McGill Mfg. Co., Valparaiso, 
has issued a bulletin describing 
design and performance features of 
its “Sealed Camrol” cam follower 
roller bearing. Contained in the 
bulletin are descriptive and illus 


: trative data on the product, plus 
No matter what the check valve requirements 


are...of any customer ...in any industry .. . 
handling any liquid, gas or air . . . you can sup- speed factor information, etc 
ply exactly the valve needed when you handle 
a | HOSE-Atlantic Metal Hose Co. 
What's more, you don’t need to carry a , Net; 
large and varied fine of check valves to meet New York, has issued a bulletin (no 
this demand. You just stock the one basic unit 50-B) describing its line of inter 
in line sizes from %” to 2”. This unit, added locking flexible metal hose. Bul 
to any standard fitting (such as the reducing letin describes the construction of 
coupling shown above ), gives you a complete the hose, types of metals available. 
check valve, ready to install in any position, 
for all temperatures and pressures. 
Send for complete information about these 
unique check valves. radii, weights, packings, and fittings 


dimensional tables and life and 


ranges of sizes, metal thickness, and 
contains data on diameters, bending 


GAGES—W. C. Dillon & Co., Van 
Nuys, Calif., has issued a brochure 
presenting data on its new switch 
model mechanical pressure gage 
Details of the switch arrangement, 
together with dimensions and prices, 


ire given 


PUMPS—F. E. Myers & Bro. Co., 
Ashland, O., has issued a new folder 


DURABLA MANUFACTURING COMPANY | and three follow-up pieces announc 


114 LIBERTY STREET + NEW YORK 6, N. Y. ng its line of centrifugal pumps for 
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Says Eric J. Gustafson, 
President, 

Eric J. Gustafson Co., 
Rockford, Ill 


We've been in business for 50 yeors. We started 
handling the Alemite line, as original jobbers 
way back in 1922. During all our years of ex 
perience, we've found Alemite Plan ‘C’ one of 
the easiest sales for us to moke. Whenever ovr 
men see old-fashioned hand methods of lubri 
cation in use, they know they've got an almost 
sure sale with Plan ‘C 


ALEMITE PLAN 'C 


power transfer pumps and portable power guns 


One of five Alemite Basic Plans to A flexible plan — pick the 
simplify and speed your sales — equipment to fit the plant! 
Sell by the plan for profit! 


Find a plant that has outgrown hand-gun methods, 
but hasn't yet found out about it. Where oilers are 
trying to keep up with hundreds of hungry bearings 
by methods better fitted to handle a couple of dozen ; 
—and then you’ve found a spot fora sale! ® on 

Because Alemite Plan “C” is custom-made to meet Si enema Air Operated ) an ee 
those very problems. Brings all the advantages, and we Se Rnb wand eoueted 
savings, of power lubrication right to the machines. - a 
You simply choose the right combination of transfer Number 7182-8 model olse oveilable 
pump and portable power gun to fit the plant. sell by the plan and multiply profits! 
Explain to your customers that they save up to 23.9 
man-hours for every 100 pounds of lubricant. Tell 
‘em about the down-time they avoid. 

Explain that lubricant stays “refinery-fresh”—that 
they save every step of the way on maintenance, 
labor, lubricant. Tell "°em—and you're well on your 
way toward a sale! 


ALEMITE (J; 


eva:labie 











@G uv + fat OF 





Ask Anyone in Industry 
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IT STARTS LIKE THIS 


Here is an inexpensive but 
efficient OTC pulling tool 
doing one of the many jobs 

of which it is capable. 

With less than $40.00 invested 
the shop has an amazing time, 
tool and part saving puller 
that can pay for itself in less 
than a week 


Removing co counter shaft gear ond bear- 
ing with OTC mechonical Grip-O-Matic. 


AND THEN THIS 


As jobs get tougher and more 
power 1s required the shop soon 
buvs an OTC PC WwW ER-T W IN 
Hydraulic Ram and conversion 
laptors which fit the origrnal 
(srip-) Mat More big jobs 
sre pulled, more money is saved 
by your customer, and your 
profits grow with each additional 


OTC sale 


With the OTC Hydraulic POWER-TWIN 
added the unit now pulls o flexible 
coupler from a 50 h.p. motor 


AND SALES CONTINUE 


The versatile OTC POWER- 
TWIN adapts itself to still 
another type job by merely 
adding a push-puller and 
adaptors. OTC’'s unexcelled 
“on the job” performance 
guarantees bigger sales and 


profits for you 
With the addition of the push-puller the 


OTC POWER-TWIN Hydraulic unit now 


GET S TARTED Soy aan ead oo machine drive 
WITH THE |f[ft| PULLING SYSTEM 


and it will continue to pull repeat sales for you! 














Write for the complete Hydraulic story! 


OWATONNA TOOL COMPANY 





iir conditioning. Facts on the com 
pany’s line of centrifugal pumps are 


present. 


PUBLICATIONS—Allegheny Lud- 
lum Steel Corp., Pittsburgh, has 
ssued the 5th edition of its publica 
tion list listing all of the company’s 
> current technical data sheets and 
booklets. Stainless, electrical, tool, 
ind die steels are covered. 


VALVES—Homestead Valve Mfg 
Co., Coraopolis, Pa., has issued a 
28-page catalog showing straightway, 
three-way, four-way, and multiple 
port lubricated plug valves for 250 
b. oil-water-gas and 150 Ib. steam 


vorking pressures 


wane oF 


prece = enass 


Southern Screw Issues 
Its Largest Catalog 


Southern Screw Co., Statesville 
N. C., has issued a 30-page catalog 
MST-1) on its line of machine 

ind A&B tapping screws 

ind slotted, and stove bolts, 

in steel, brass, silicon 
aluminum and_ stainless 

tee] Ihe firm states the new 
publication is the largest in its 


TY 


COUPLINGS-—Smith &  Serrell, 
Inc., Newark, N. J., has issued a 
bulletin (no. 53 
ise and specify flexible couplings to 
eliminate accidental shaft misalign 
ments and laad shocks. Bulletin 


sts and classifies types of equip 


discussing how to 


nent and machinery subject to 
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JOHNSON has a clear, understandable, straightforward policy and pro- 
gram for you who stock and sell the JOHNSON line of Universal Bronze 
Bars, General Purpose Bearings, Electric Motor Bearings, and Ledaloyl 
(Powder Metallurgy) bearings. Here it is: 


Sales Program 

Johnson Bronze products are sold through industrial distributors either 
on an exclusive or a selected basis depending on the requirements of the 
territory and the trades solicited. 


Inventory 


The amount of inventory to be carried by the distributor is determined 
in each individual case depending on the territory serviced 


Territories and Potentials 


Sales potential governs the number of distributors within any trading 
area. Multiple distribution is confined to large industrial areas wherein a 
single distributor cannot provide adequate representation. 


Manufacturers’ Representation 


Johnson Bronze maintains a force of trained sales engineers to develop 
business for our distributors by intensive missionary work in the field. 


Sales Helps 


Johnson assists your selling efforts in every possible way—complete 
catalogs, personalized direct mail campaigns and other promotional mate- 
rial (imprinted with your name) . . . inquiries produced by a strong 
national advertising program and the personal assistance of Johnson field 
engineers. 





Johnson Bronze Company 


535 South Mill Street . New Castle, Pa. 


th, Ae 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS LEDALOYL ELECTRIC MOTOR 


over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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...for small parts storage problems 


Superior features keep Equipto all-stee! units out front! 54 different type small parts can 
be stored in this single drawer unit by using the two adjustable dividers in each drawer. 
Spocious drawers have king-size handle and slide easily on embossed runners. Enclosed 
sides and bottom prevent escape of parts and jamming of drawer. Tank-strong construction. 
Rugged shelf beneath each row of drawers. For use individually, in stocks, under counters, 
or in shelving. Available in 8 to 108 drawer units. Olive green baked enamel. Write today 


for full de*ails. 
Sold only thru jobbers, never direct 
i tetitieneneenll 





Division of Aurora Equipment Company 
825 Prairie Avenue, Aurora, Illinois 
Steel Shelving . . . Ports Bins . . . Drawer Units 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
pr campaign is 
telling the story to a 
quarter of a million key 
men in industry each 


month. 
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heavy service, and describes features 


of the firm’s “Flexpin” coupling. 


CLIPS—Mueller Electric Co. 
Cleveland, has issued a catalog (no. 
180) of its line of electrical and 
electronic clips for temporary appli- 
cation. Included are illustrations 
and descriptions of the firm’s new 
miniature and _ specially-insulated 


clips. 


STEEL RACKS—Frick-Gallagher 
Mfg. Co., has issued a 16-page cata 
log on its line of steel racks, bins, 
shelves, and pallet frames for stor 
age purposes. Specifications and 
applications are given. 


ULTRASONIC CLEANER— 
Acoustica Associates, Inc., New 
York, has issued a bulletin describ- 
ing its “Acoustica” model DR-400 
ultrasonic cleaner for production 
cleaning and degreasing of precision 
products, electroplating, soldering 
aluminum, degassing molten alumi 
num, metal cutting, and other appli- 
cations. Application data and speci- 
fications are given. 


Xcelite Announces 
New Roll Kit 


Xcelite, Inc., Orchard Park, N. Y., 
has developed a “99 Junior’ plastic 
roll kit containing eleven tool bits 
and a combination handle. Two 
extra pockets are provided for extra 
tools such as reamers. 


TUBING—Tubular Products Div., 
Babcock & Wilcox Co., Beaver 
Falls, Pa., has issued a “data folder” 
presenting information on the at- 
tributes of stainless steel and how 
it can be fabricated. Included are 
tables ot analyses, mechanical prop- 
erties, etc. Babcock & Wilcox also 
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WHAT IS A 
WICKWIRE ROPE DISTRIBUTOR? 


He’s quality people... handling quality products. 
He knows the local industries he serves, and he knows wire rope. 


He solves your wire rope probiems. His own first-hand knowledge and 
experience are backed up by the technical assistance of Wickwire Sales Engineers. 


He brings you Wickwire Rope and Slings at the lowest possible cost, because he spreads his 
sales and distribution expense over the hundreds of related items he carries 


He stocks exactly what you need, saving you time, paper work and storage space 


He’s a good man to know. Buy your Wickwire Rope and Slings from him. You'll find that 


the many valuable services he offers far outweigh any apparent price advantage 


you might gain by buying direct. 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 


3149 








Here’s Selling Power for YoU 


with (Quaker. Pioneer 


Backed by a 
Complete Line 


Quaker and Quaker Pioneer distributors can supply a// the regular and unusual 
needs of every customer for conveyor belting, hose, packing and moulded rubber of 
every construction. A complete library of informative product literature, other sell- 
ing aids, and a powerful national advertising campaign, make Quaker and Quaker 
Pioneer products easy to sell. Strategically located warehouse stocks help distributors 
give the kind of service that gets repeat business. 

Write today and ask to see complete Quaker and Quaker Pioneer package plan 


that makes profits for distributors. 


Back in 1911, the first year of this publication, 
Quaker was advertising to and for the industrial distributors. 


QUAKER RUBBER CORPORATION ‘KP QUAKER PIONEER RUBBER MILLS 


Philadelphia 24, Pennsylvania San Francisco 7, California 
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A complete line of Rex Cast Chains thet provide 
long, economical service. Rex Cast Chains are 
available in Rex Quality Malleable or exclusive 
Rex Z-Metal thot assures longer life in severe 
operating conditions. 


Rex Chobelco Steel Chains assure lowest cost per 
H.P. transmitted in heavy-duty drive service. They 
hove built-in clearances that enable them to op- 
erate efficiently in dusty, dirty conditions. Also 
made in conveyor series 


Rex Roller Chain is easily identified by its copper- 
plated pins. Copper plating softens pin ends to 
permit firmer riveting means longer chain life 


Rex Table Top—idea! 


You Can SELL ‘em 
If You TELL ‘em 


about these exclusive 
advantages 


All chains are not alike. There are important advantages in 
Rex chains that make it easier to sell this complete line of 
power transmission and conveying equipment, In the first 
place, because the line is complete, you can recommend, 
without prejudice, the exact drive or conveyor chain, 
sprocket or idler that best fits your customer's requirements. 
This point alone means more satisfied customers, more 


repeat orders. 


Now look at the illustrations on this page. Each one 
shows an important Rex selling point . . . an advantage 


that puts you in the driver's seat when competition is tough. 


Then, too, when you sell Chain Belt, you have available 
a wide variety of useful selling tools. A hard-hitting na- 
tional advertising campaign, forceful product literature, 


complete catalogs, direct mail pieces, counter displays and 


for conveying bottles, 
cons, small ports, etc 
Assures smooth, tip-free 
transfer. Simple, two- 
piece design. Special 
sprocket means longer 
chain life. Easy to keep 
clean. 


others, are designed to make your selling job easier and 
more effective. Another advantage is Chain Belt’s efficient 


system of distribution. Nine strategically located ware- 


houses are equipped to supplement your own stocks quickly 


and completely. 


Add them all up and you'll see why it's easier to “close the 


order” when you sell Rex. For more information write to CHAIN 


BELT COMPANY, 4622 W. Greenfield Avenue, Milwaukee 1, Wis. 


S=a 


Rex Standard Belt idiers have exclusive triple Rex cast tooth sprockets can be 
big loads, saving money and power. Available in labyrinth grease seals. Grease stays in—dust furnished in Rex Temperim 


pillow blocks, flange units, take-up units and five stays out. Available with roller or ball beor- These specially hardened, oc 
other types ings. curately formed teeth meon 


longer life for both chain and 
sprocket 


CHAI N BELT COMPANY 
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Shafer Roller Bearings—self-aligning, carry the 

















nnounce revisions in prices covet 
ing seamless carbon, alloy, and stain- 
less, mechanical, and pressure tubes 
produced at their Beaver Falls and 
Milwaukee plants. Revised price 
chedules are being issued 


CUT-OFF WHEELS Simonds 
Abrasive Co., Philadelphia, has is 
sued a catalog sheet covering its 
The Complete “BULL DOG” Line ibrasive cut-off wheels. Sizes, rec 
mmendations, and ordering infor 


mation are given 


Machinists © Top Swivel Jaw © Woodworkers ¢ 
Hinge Pipe ¢ Combination Pipe © Utility 


NEw 


0 


Hollow Shatt 
Nut Orive rs 


c7Lol 


Backed by 85 years of time proven acceptance. 
Hundreds of plants have used them and still do. Vaco Products Has 
Sell PRENTISS for those “REPEAT” vise orders. New Nut Drive Catalog 
Vaco Products Co., Chicago, has 


Here is a BIG Selling Point issued a new catalog (no, SD-75 


overing its complete line of hol 


PRENTISS SWIVEL BASE ee eet ee 
Vari-Board” and shelf assortments 

Tho bene to Machined to dese Catalog is printed in or to em 
tolerances to insure POSITIVE phesise seming features of firm's 
LOCK. Nlored-shaft drivers 
The base plate is cast in one - am VALVES~—Allov Steel Products Co 
piece and slotted in the front. Linden, N. J., has issued a four-page 
When the wrench is tightened, ailetin (ak Gk ie: ie Wheel al 
this base plate or split ring oie ‘aden i aiees 
squeezes against the hub on the ilo . OP 

, isting composition and mechanical 
vise body. locking the vise to properties of gate globe ind check 
the base. type valves 


PUMPS— Vickers, Inc., Detroit, has 


Prentiss Sales Policy x o20802%" 


describing and illustrating its full 


100% thru Stocking Industrial Distributors. line of oil-hydraulic pumps, con 
PRENTISS VISE DIVISION, MERIDEN, CONN, U.S.A. "0! and accessories for industrial 


OF THE CHARLES PARKER CO. ipplications. Included are engineer 
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In 1955 and for years to come... 


The @ De Warr Franchise will help 
- you Aek the pace in selling power toola! 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF De Walt market is unlimited 
e Consumer acceptance is established 
e Turnover factor is very good 
e Gross profit is high 
e Big ticket sales in dollars 
e Selective distribution protects 
your franchise 
e Expert field help produces sales 
e Inventory depreciation is nil 
e Handling and storage factor is excellent 
e Competitive position is unbeatable 


e Prestige is high among users 





e Plus Business in tools and accessories 

e Built-in De Walt quality practically 
eliminates service 

e Sales Policy protects your profits 

e DeWalt merchandising pre-sells for you 


Are you selling AMF De Walt today? 
If not—now is the time to act! There are still some * y 
Select Franchises available. Write (De Walt Inc., Dept. 1) i \ || \\ Me 


ID-55-9. Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 
for full details. 


EXTRA! FREE! 


Send for new idea book 

on industry. Outlines dozens 
of ways to cut costs 

on cutting jobs. 


AMF DE WALT, DEPT 10-55-9 LANCASTER, PA. 


'” Please send me full details on an AMF De Welt Dealership 
”) Please send me your ideo book for industry 


TEE 


ADDRESS__ 


r----------- 
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ing, design, and application infor- 
mation, together with graphic, pho- 


tographic, and cutaway illustrations. 


WHOOT MON! PIPE—Resistoflex Corp., Belleville, 
e NJ 


_ has issued a bulletin on its 
line of laminated fluorocarbon resin 
pipe. Bulletin describes physical 
and chemical properties of “Fluro- 
flex-T”’ pipe, which is manufactured 
Tew really get ‘your from woven glass impregnated with 
money's worth when Teflon” resin. Other data includes 
you buy Preston piping specifications, applications 
screw machine prod- : 
ucts made by “you 
know W.H.O.*” CONVEYORS — Rapistan-Key- 

stone. Inc., Detroit, has issued a 

bulletin showing features and uses 


CAP SCREWS « COUPLING BOLTS of its overhead trolley conveyors 
SET SCREWS .¢ MILLED STUDS Ihe bulletin details how systems 


are assembled from standard compo 


. our specialty. nents to fit plant layouts and pro- 
duction arrangements 


et 


"WH Getomiller. cor vor. rem 





| FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


: 3 
. 1. i oe 
ae J 3H tae” cone ‘TPEMASTER 


Pa when tightened 
ars also form per- PIPE + 
wae TOOLS 


HEAVY ’ \} fect nut lock. 
WROUGHT | 2 


Heavy Shoulder to 
BRASS Z . ° engoge vise jows, 
— clomp to 


pulied tremend- 


HOSE ously tight Erie Tool Has Display 
CLAMPS 3. For Its Wrenches 


Tongue runs in 
chonnel holding it Ene lool Works, Ene, Pa., an 


close to hose ond 
moking « uniform nounces a new counter display for 


grip. 





its line of “Pipemaster” heavy duts 


— 4. pipe wrenches. Designed in red (to 
Pliable in band por- match wrench handles) the display 
tion, grips tight . : 
ond con be opened holds four wrenches 
up, removed and 
used over ogoin 


FOOLS—Alleghany Ludlum Steel 


Never Rust ; Corp., Pittsburgh, has issued a leaf- 


let describing its new line of mining 
Make Hose Last Longer coe 
machine bits knewn as “G” and 

“H” series. Publication presents ex- 


| ASK YOUR INDUSTRIAL BATTLE CREEK. MICH perience on contimuous miners 


DISTRIBUTOR OR WRITE ans ' 
STEEL Cooper Alloy Corp , Hill- 
i 5 ; >. INDUSTRIAL BRASS FITTINGS side, N. J., has issued a “data book’ 
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NOTE THE SCOPE 
OF THE DEMING LINE 


®@ Small side suction centrifugal pumps in 
a wide range of sizes and capacities for 
booster service. 


@ End suction centrifugal pumps with 
separate liquid end construction ond 
other optional fectures. 


@ “Motor-Mount” centrifugal pumps of 
numerous types ond sizes in a wide 
range of capacities. 


© Split case centrifugal pumps, double 
suction type. Wide range of sizes and 
capacities. 

© Self-priming centrifugal pumps including 
portable types. Wide selection of sizes 
ond capacities. 


®@ High pressure, vertical centrifugal, multi- 
stoge pumps for boiler feed service and 
other uses. 


® Horizontal and Vertical “OtL-RITE”, 
singl. acting DUPLEX and TRIPLEX 
pumps for high pressure service. 


®@ Condensation Return Units designed to 


handle from 590 te 6,000 square feet of | 


rediation. 

@ Vertical Sump Pumps in single or duplex 
units designed with stonderd NEMA 
type “C” motor mount flonge. 


@ Vertical Sewage Pumps in single or 
duplex units designed with standard 
NEMA type “C” motor mount flange. 


@ Vertical Deep Well Turbine Pumps in 
water or oil-lubricated types in a wide 
range of copacities. 


@ Power Rotary Pumps designed to handle 
@ wide variety of liquids. 

© Deep Weill Submersible Pumps in « wide 
range of capacities. 





DEMING 


DISTRIBUTOR PROGRAM 


Sales Policy: Deming Pumps are sold through selected distributors. This 
policy has been maintained through 75 years. 


Sales Help: Deming Factory Representatives devote all their time to 
serving Deming Distributors. 


Sales Schools: Deming Pump Schools extend the “know-how” of 
experienced pump men to Distributors’ Salesmen. 


Engineering Policy: Design and development of Deming Pumps are 
based on time-tested principles of hydraulic engineering. 


Manufacturing Policy: To help Distributors meet the great variety of 
demands of their pump customers, the Deming line offers an unsurpassed 


range of selection for type, size, capacity and kind of power drive. 


Catalog Service: An exceptionally complete catalog service on Deming 
Pumps is a continuous service for Deming Distributors. 


Sales Promotion: !n addition to advertising Deming Pumps and Water 
Systems in numerous publications, various other forms of sales promotion 


make up the complete program to help develop sales for Deming Distributors. 


Fellowship: To maintain and develop strong bonds of friendship with 
our Distributor organizations will continue to be ovr major goal. 


LTR 


HAVING | 
PUMPS) 


THE DEMING COMPANY 


S11 BROADWAY o + SALEM, OHIO 
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For further information 
write 160 Canal Street 


CLARK Bros Bout ( 


on stainless steel engineering. Com 
piled for use as part of the firm's 
new alley catalog, the section in 
cludes design and dimensional im 
formation on flange dri'ling tem 
plates, ange and ring-joint facings 
stainless steel pipe, pipe threads, 
thread engagement, etc 





' 
’ 


; 
’ 
’ 
; 
t 





Link-Belt Brings Out 

New Book on Friction Clutches 
Link-Belt Co., Chicag: 

ued a booklet (no. 2637 

friction clutch for power tran 


sion applications. Describing 


the clutch operates, the pt bl 
contains horsepower and dim¢ 
tables and instructions for se'ecting 
the correct clutch for given applica 


tion 


ABRASIVES—Behr-Manning Di 
Norton Co., Troy, N. Y., has issued 
a folder describing and illustrating 
its “Kon-Toor” wheel for polishing 
Close-up photographs show the 
onditions 


Other photos show characteristics of 


wheel under operating 


component parts 


PACKING—Boston Wover 

& Rubber Co., Boston, has issu 
four-page folder announcing its 
line of sheet rubber packing 
folder lists available sheet and sizes 
recommend applications, and in 
formation on use with government 


specifications. 


FLEXIBLE HOSE Flexonics 


Corp., Maywood, Ill., has issued a 
catalog (no. 149) covering its lines 
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povE/oY 
| Power \, 


Transmission 
Equipment 


* Profitable To Handle 
¢ Easily Stocked 
© Always In Demand 


ces 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive protection against vibration, 
torque, shock of intermittent loads. 
Cushions changed without shut-down. 
Light, medium and heavy duty: frac- 
tional to over 2400 hp 


& 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip 
ment. Change speed while machine is 
running. Ratios to 3 to 1. Fractional 
to 15 hp 


SELECT-O-SPEED TRANSMISSION: 
Economical as compared to other vari 
able speed transmissions. Instant ad 
justment over wide range of speeds 
Hond wheel or lever control. Ratios 
to 10 to 1. Fracticnal to 5 hp 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel 
No binding, backlash or end play. 13 
sizes. Bores ‘4 to 2 in. Lengths 2 to 
105 in. Diameters ‘2 to 4 ins 


Request details on our special 
stock carrying trial proposition. 


LOVEJOY FLEXIBLE COUPLING CO 


4879 W. Loke St., Chicago 44, Hilinois 





m See OS ; : al ix: SS ak __——~_»«~!, 
PROFIT BY THIS REFLECTION 
OF MULTIPLYING USES FOR ABRASIVES 


Business is mushrooming for dealers and their Tell vour customers how you 
ean help them by supplying 


salesmen because industry is rapidly utilizing 
widely adaptable, rubber-cush- 


countless new applications which Brighthoy toned Brichthey. Send us thei 
job specifications. Write NOW 
for this NEW CATALOG which 


Brightboy is widely demanded because it is com- gives you complete, inviting de- 


brings to abrasive finishing. 





pounded with a range of abrasive grains and rubber tails 


BRIGHTBOY INDUSTRIAL DIVISION 
btainable | he thods. |] WELDON ROBERTS RUBBER CO. 
finishing action unobtainable by other methods. It 95 Me. 13ch Street - eat 


binders which work together to pioneer a unique 
can burr, finish, clean, and polish in one operation. America's Pioneer Manutacturer of Rubber-Cushioned Abrasives 
Time savings achieved frequently run as high as 50 

. . 4 ° - 
Nationally advertised Brightboy has created a new “a? 


. . . 
market which does not conflict with your present 


WELDON. “so ROBERTS 
; e 
abrasive business. It is available for quick delivery in B it b 
STOCK COMPOUNDS of both aluminum oxide and Brireh O 5 


silicon carbide grains and textures “matched” to job RUBBER CUSHIONED ABRASIVES 


requirements. It has been proved by years of perform- 


ance on the toughest kinds of applications. 
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GRIEVE-HENDRY INDUSTRIAL OVENS. 


GAS 
OR 


Dealers _ 

You can sell 

this line 
Profitably! 


BENCH TYPE OVENS » 


_ 
Occaase 
© 32 Standard Models $98.50 and up require no 


measuring mo installation 

Complete specifications and prices are given in 
ovr catalog sheets 

This line is nationally advertised and accepted 
Every Oven is fully guaranteed 

Yow carry no. stock 

Substantial discount on all models 

These Ovens have been proved in over 10.800 
installations in every type of application 


Ue ae Me ee write today 


(4 GRIEVE-HENDRY CO., INC. 


1416 W. CARROLL AVENUE, CHICAGO 7, ILLINOIS 


CABINET OVENS 


CALDER... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout tool 
steel cutters Right and Left hand Threaded Bushings 


for Automatic Tightening 


EASY TO HOLD— Extra 
Weiaht well distributed 


for smooth handling 


SOLD ONLY THROUGH ‘DISTRIBUTORS 


CALDER MANUFACTURING CO. 


49 North Prince Street . Pennsylvania 
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of “Flexon” flexible metal hose and 
expansion joints. New  specifica- 
tions are given on the line of ex- 


pansion joimts. 


PAINT SPRAYERS-—Sharpe Mfg 
Co., Los Angeles, has issued a cata 
log covering its line of paint spray 
ing equipment. Catalog gives de 
scriptions of equipment in four 
production areas—spray guns, com 
pressors, accessories, anc safety de 
vices. Book is thumb-in d 


HAND TOOLS-— Mathias Klein & 
Sons has issued a folder illustrating 
and describing the “most popular’ 
pliers in its line. The folder is in 


dexed. 


VISES—Columbian Vise & Mfg 
Co., Cleveland, has issued a catalog 
page describing the firm’s alu 
minum, line and surface, pocket, 
and torpedo levels. Illustrations, 
tables, and text outlines features 
Also included: price data, dimen 
sions, and shipping information. 


HOSE Hose Accessories Co., 
Philadelphia, has issued a new price 
list on its “Le-Hi” hose couplings 
ind hose accessories. Net prices are 


shown 


STRAPPING-— United States Steel 
Corp., Gerrard Steel Strapping Div., 
has issued a brochure illustrating its 
line of heavy-duty steel strapping 
equipment and accessory items. The 
brochure contains photographs show 
ing the application of the « juipment 
in carloading, truckloading, palletiz 
ing, and unit reinforcem 

CARBIDES Kennameta Inc., 
Latrobe, Pa., has issued a booklet on 
Kennametal,” its series of cemented 
carbide materials. The booklet de 
scribes facilities of th mpanv, 
products and application wracter 
istics and grades, and outlines the 
product’s physical properties. Sug 
gestions for design engineers in 


using the materials are also included 


rUBING — Superior Tube Co., 


Norgristown, Pa., has issued a bulle- 





85,000 copies of Tuffy’s first sling handbook went 
to sling users to help you sell more slings... now 


New Tuffy. Sling Handbook Means 
Still More Business For You 


ne of 
Sotety News 

nce, M & Factory 

troleum Refiner 


Stee! 


es. These 
ng the next few months 


Mill Branch Depot Stocks 
Back Up Distributors 


Tuffy Distributors always find it 
pays to carry a full line of factory- 
fitted Tuffy Slings. They find too 
that users are readily sold on Tuffy 
Hoist lir Team up with Tuffy 
Slings are full stocks of 
Tuffy Hoist Lines at more than a 
strategically located Union 
Rope Branch Mill depots to 
up distributors in rendering 
this additional service. 


‘ 
There 
dozen 
Wire 
back 


sling users 


> series of Tuff 
Piant Engineer 


Pipe Line Industry 
Tuffy odvertisements will reach 


Hon ; 
coupon for copy todeY 


odvertisements oppeor 

Foctory Mo yement 

ais Hondling, Purch 

pationg! Hozords mogeo 
’ n readers 


Modern Mater 
ond Occ 


neorly two 


New Ferrule Eye Splice On 
Tuffy’s Famous Machine 
Braided Wire Fabric Adds Up 
To Even Bigger Sales-Getter 


One sale jeads to another. Once a 
customer uses a Tuffy machine 
braided wire fabric sling with the 
exclusive new pressed-on ferrule, he 
doesn’t want anything else. Dealers’ 
records prove how Tuffy sales mul- 
tiply. Ask any distributor who 
handles Tuffy Slings. He'll tell you 
Tuffy is one of the most profitable, 
steady-turnover lines he ever sold. 


2236 Manchester Ave. 


INDUSTRIAL DISTRIBUTION 


Throughout industry, the first editions 

of the Tuffy Sling Handbook were rated the 
most informative, most helpful ever pub- 
lished. Tuffy Sling sales have grown 

at an amazingly steady rate—month after 
month, for years 


Now, a new, enlarged and more compre- 
hensive Tuffy Sling Handbook is off the 
press. We estimate that easily 100,000 
sling users will want and get it 


Every request we receive for a copy of the 
new 60-page Tuffy Sling Handbook will be 
turned over to Tuffy Distributors for 
follow up, sale and profit 


This will break down to a lot of pre-sold 
customers in your territory. When you or 
your men contact them, they already will 
have been given the complete story of 
Tuffy’s superior 9-part machine braided 
wire constr They will know already 
(thanks to this powerful advertising) that 
Tuffu's pressed-on ferrule makes 
Tuffu Slings safer. and easier to 


work 


iction 


new 


faster. 


They'll know that Tuffy gives them this 
new feature at no increase in price. And 
they'll know there are money-saving ad- 
vantages in dealing with you, their Tuffy 
Distributor. We tell them so in every ad 





Write For Complete Information — 
Free New Tuffy Sling Handbook 


Teor out this od. Write us on your let 
terhead. We'll mail you complete infor 
mation about the Tuffy Distributor plon 
along with a complimentary copy of our 
60-page fully-illustrated Tuffy Sling 
Handbook which shows all the new 
Tuffy factory-fitted slings, and tells why 
Tuffy machine braided wire fabric and 
our new pressed-on ferrule are making 
Tuffy Slings sell foster thon ever. No 
obligation. Write to 











corporation 


wt we Specialists in high carbon wire, wire rope, broided wire fabric, stress relieved wire and strand 


Kansas City 26, Missouri 
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MONEY-SAVER FOR YOUR 
CUSTOMERS—MONEY-MAKER 
FOR YOU...the Lawco, Jr. 


PORTABLE PIPE THREADER! 





The first big PLUS you have to talk 
about is the multiple uses of this modern 
portable tool! It threads pipe, digs holes, 
drives nuts and bolts, works as a hoist, Does a variety of jobs 
pulls cable through conduit! Secondly, faster, better 

the Lawco, Jr. weighs only 20 pounds 
... you can take it where the job is. And 
every one these days is interested in 
getting work done fast. Lawco, Jr. can 
thread a 4%” pipe in 20 seconds, a 2” 
pipe in less than a minute and a half! 

Adapted specifically for use with 
Ridgid OR dies for pipe up to 1”, and 
with Ridgid 65-RC dies for 1”’ to 2” pipe. 
A square shank adapter drives standard 
cutting dies of larger sizes. 

It's safe, and easy to use. Add to this 
low maintenance, and you can see why 
Lawco, Jr. gives its own sales talk. And 
you have a story for plumbers, electri- 
cians, oil men, plant men! 

Distributors for this versatile tool are 
solicited. Write now for price and prod- 
uct information. 


VELOCITY POWER 
TOOL COMPANY 


201 North Braddock Avenve 
Pittsburgh 8, Pa. 
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tin (no. 39) describing the advan 
tages, uses, and working data on its 
SAE hydraulic quality low carbon 
steel tubing. Other tables give 
recommended maximum working 
pressures and theoretical bursting 
pressures, minimum bend radii, 


standard tubing tolerances 


Starrett Issues 
Two New Bulletins 


L. S. Starrett Co., Athol, Mass., 
has issued two bulletins, one (no. 
1053) covering its line of hacksaws, 
hole saws, band saws, and band 
knives, and the other (no. 416) 
covering dial indicators, dial gages, 
ind instruments. Both publications 
are illustrated, and present numer 
ous tables giving specifications and 
other relevant information. Space 
is provided on red-and-yellow cover 
for distributor's imprint 


VALVES—Simplex Valve & Meter 
Co., Lancaster, Pa., has issued a bul- 
letin (no. 1204) describing _ its 
[ype AGFD” automatic air re- 
lease valve. Listed in the bulletin is 
data on installation, operation, con- 
struction, dimensions, etc 


DRESSERS — Diamonds & Tools, 
Inc., Detroit, has issued a catalog 
no. DT-55) covering the firm's line 
of “Colmonoy” set diamond tools 
for specialized grinding wheel dress- 
ing operations. [Illustrated are 
single-point, multiple-cluster, radius 
multiple-edge, multiplelayer, im- 
pregnated-diamond, cone-point, and 
thread-grinder dressers 


WELDING — Linde Air Products 
Co., Newark, N, J., has developed a 
shipper-display unit to merchandise 
its “Prest-O-Lite All-in-One” ox, 
acetylene outfit. The shipping con 





Your salesmen stop fumbling and 
start selling with Heinn equipment 
Then they keep everything they need 
so well organized that they can pro 
duce quick, right answers and make 
the sale Sefore the buyer cools off 

Watch them sharpen their ap 
proaches when it's easy to use the 
material you supply. They'll step 
up performance — and you'/! step 
up quotas! 


Size: 
14% x 10%x11% 


Sales Organizer 
(carried in stock) 


This portable file has 23 

ments for hundreds of printed 

that fold down to 9 x 12 or 

index lebels show A-Z ond 
industriol lines. The new Heinn 
Organizer stops waste of loose sheets 
mixed up and damaged in car trunks. 


Universal 2-4-2, 
No. 5102... 


3” minimum, 5” moximum 


No. 5100... 


6” minimum, 10” moximum 


(carried in stock) 
Here's o salesman's binder Sales-Pacs . . . Nos. 5000-5001, 3 posts 
developed mainly for 4-hole No. 5011, 4 posts (carried in stock) 
Kalamazoo sheets used in the 
automotive, plumbing, mill 
supply and electrical supply 
fields. Self-expanding feature 
keeps all printing visible. 


There isn't o better way to corry a binder of 2” mini 
mum and 3” maximum for 11 x 8 sheets. When you 
detach the genuine cowhide binder, the Sales-Pac be 
comes a conventional genuine cowhide brictcase. Binder 
fits 3-hole or Kalamazoo 4hole sheets 


Genuine Cowhide This coupon will bring you the facts: 


THE HEINN COMPANY, 304 W. Florida St., Milwaukee 4, Wis. 


We ore listing probable quantities of selling tools on 
which we wont complete information. No obligation 


Typical Heinn 
Custom-Styled Sales Orgonizers ] Send “Facts at Your Fingertips.” 


Loose-Leaf Binder Schoo fan Heinn's new booklet for the catolog 
for Trade Catalogs planner 
. Universal 2-4-2 


Whether your catolog is 

printed letterpress or off- J Counter Catalog Platforms Have your representative call 
peng te yoyt ae 3 - ’ ' : Special Binders and Indexes 

Heinn custom-styled covers + peas 

ond indexing. You will 
moke a tremendous gain 


in selling efficiency ’ 
— Originators of the Loose-Leaf System of Cataloging 
y The Heinn Company Leaders Since 1896 


ADORESS City, STATE 
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PARKER 
» VISES 


Made for 

Industrial Users — 
Sold Only through 
Industrial Distributors 


Serving American industry for 123 years, Parkers were here 
before any way of selling except direct. Then came the 
Traders, then dealers, then wholesalers then jobbers, then 
mill supply houses and now we have the industrial dis- 
tributors. As these people came we sold through them, they 
were a part of our sales force 


AND THEY ARE TODAY 
HERE are your PROVEN Selling Points 


f, ei 
Our Hanoves | 
STAY PuT/ | 


AND NUTS / 
/ 4 


MACHINIST’S COMBINATION PIPE 
TOP SWIVEL JAW HINGE PIPE 
DOUBLE SWIVEL SHEETMETAL WORKER’S 
UTILITY FILER’S 
HEAVY DUTY WOODWORKER'S 
SMALL ANVIL 


100% SALES THRU THE DISTRIBUTOR 


THE CHARLES PARKER CO. 


MERIDEN, & CONN., U. S. A. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





tainer can be transformed into a 
unter display. Instructions are 
yrinted on the box to guide the 


dealer 


HANDLING — Penco Engineering 
Co., San Francisco, has issued a cata- 
log page illustrating and describing 

“Pallet Roller’ for handling 
palletized loads on production lines, 
warehousing, and loading dock op 


erations 


UNIVERSAL JOINTS — Detroit 
Bevel Gear Co., Detroit, has issued 
1 brochure on its “Almetal” univer 
sal joint and drive shaft. Publication 
discusses advantages of the product, 
shows design principles, and pic 
tures typical uses. 





Campbell Chain Catalog 
Emphasizes Guarantee 


Campbell Chain Co., York, Pa., 
has issued a catalog on its line of 
sling chains. One page is devoted to 
cach type of sling, and on each page 
specifications, illustrations, and 
vorking load limits for all three of 
the firm’s grades (“Cam-Alloy, 
High-Test Steel,” and “Wrought 
Iron”) are given. Catalog empha 
size the firm’s “guarantee and certifi- 
ate of test.” 


POOLS— Kaiser Aluminum 4 
Chemical Sales, Inc. Oakland, 
Calif., has issued a 52-page book 
describing technical data and tool- 
ing information on the production 
of aluminum parts on automatx 
screw machines. Data is given on 





IN THE SHIPMENT OF SOUTHERN WOOD 


SCREWS IT MAY BE FIVE MINUTES! 


At Southern Screw Company packaged wood screws, alone, fill 
nearly two miles of 24-inch shelves in a plant with plenty of 


room for direct contact between truck and shelves. 


his tremendous stock in widest range of sizes and finishes has 
made posible a record of five minutes between receipt and 


shipment of order 


Southern Phillips and Slotted Wood Screws come flat, round and 
oval in Steel, Silicon Bronze, Brass, Aluminum, Stainless Steel 


and all popular plated finishes. 


Warehouses: 
Write for free samples and stock list. Box 1360-D2 


New York 


Chicago 3 
Los Ange'es South 
&. 


Dallas SCREW COMPANY 


STATESVILLE ° MORTH CAROLINA 


WOOD SCREWS @ DRIVE SCREWS @ STOVE BOLTS @ MACHINE SCREWS @© AEE 
TAPPING SCREWS @ ROLL THREAD @ CARRIAGE BOLTS @ HANGER BOLTS @ DOWEL SCREWS 


Sold Through Leeding Wholesele Distributors 
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arious types of automatic screw 
machines, machining speeds and 
TN AT J © WA L.”” feeds, and cutting fluids. Drawings 
ind illustrations show proper tool 
sles, and tables cover other engin- 


eering data 


in 





CLAMPS—Hi-Lo Tool Products 
Co., Detroit, has issued a folder 
illustrating and describing its line 
of toolroom clamps Exploded 
views show construction features, 
and line drawings show recom- 
mended applications. 


CARBIDES—Carboly Dept., Gen 
eral Electric Co., Detroit, has issued 
i catalog (no. GT-292) covering its 
standard carbide blanks for mechan- 
ically-held tools. Discussed are 
blanks for clamp-on style tools, 
solid carbide on-end imserts, round 
und square inserts, and triangular 
and square throw-away insert 
blanks 


MODEL 400 


National makes a complete 

line of portable sanders... 

air or electric driven with 

either straight-line or orbital 

action. Their simple and 

rugged construction, illus- 

trated by the cut-away draw- 

ing of the Model 400, means 

long years of dependable oper- 

ation to the user... and 

satisfied customers to the dis- 

tributor. Thousands of these 

machines are now being used 

in manufacturing and mainte- are 
nance work. See how you can bearings . . . cronkshoft. 

fit into National's distribution 
system in a profitable manner. 
Write today. 


SELL NATIONAL’S COMPLETE LINE... 


Otto Bernz Co., Rochester, N. Y., 
utes nn has announced a “Bernz-O-Matic”’ 
propane-fuled torch kit containing 
a disposable fuel cylinder, a pencil 
flame burmer unit, utility burner 
head, a flame spreader, and a solder- 

ing tip. 

MODEL 600 MODEL 500 


Cronkshoft essembly Completely seoled 
only moving port. rubber housing. 


Otto Bernz Announces 
“All-Purpose” Torch Kit 


MASONRY CUTTERS — Carbo- 
rundum Co., Niagara Falls, N. Y., 
has issued a bulletin (no. A-1308 
NATIONAL AIR SANDER, INC. 6-55) describing its mew “Niagara” 

line of masonry blades. It covers 
2820 AUBURN STREET, ROCKFORD, ILLINOIS. blade types and sizes. applications, 





a comparative grade chart, a de- 
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If your customer buys vises by the pound... 


WILTON’S his best buy! 


. . » WILTON gives you 
68% more strength 
at the same weight! 
(and at the same price) 


In vise construction, weight alone doesn't deter- 
mine strength. Wilton Vises, made of malleable 

















castings, weigh about the same as vises made of 


grey iron; but pound for pound, Wilton Vises 
are 68% STRONGER! Whether you're equip- 
ping for bench or machine applications, manual 
or completely automatic operation, you can 
depend on Wilton Vises for greater strength, 
long range economy, and guaranteed better per- 








formance. 


WILTON PROGRESS BRINGS YOU INCREASED 
ALL PRODUCTS SHOWN ARE UN 
Ce OF Cy STRENGTH WITH NO INCREASE IN PRICE! 


6" MILOMATIC 
- >. “MMO 
8” WILTON ; na aaioa 
MACHINISTS’ . ViSES— 
VISES— > ‘es 186 LBS 
227 LBS ae 3. 
Sa 
f 10” WILTON 
6” WILTON RAPID TITAN 
RX-60 WOODWORKERS’ 
MILLING ViSES— 
MACHINE 36 LBS 
ViISES— 
133 LBS. 7 eZ) 


Wilton Toc! Mig. Co., Inc 
Schiller Pork, Illinois 








WILTON .. . Americas finest (and most complete) line of manual and automatic 
clamping tools 
Mail the coupon now for FREE catalog of Wilton’s Complete line of Clamping 


' WILTON 


TOOL MFG. CO., INC. 
SCHILLER PARK, HLL. (OCCT EERE E EEE E EEE E EEE EEE EEE EOE EERE O EERE EEE EES 


Gentlemen: Please send me your coteleg showing the com 
plete line of Wilton Tools 


Nome 


City lere Stote 
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“PROBLEMS??” 


x7 IS PROBABLY 
MAGIC 





THE ANSWER 
* ceniriectre os ALL METALS 


NOT A CUTTING OIL — NOT WAX — NOT A PASTE 














S 2 & 
Stops ad Speeds AS Cuts “a Frees 
« > > 
a») oe 
Cc 
SMITH TOOL & ENGINEERING CO. A Division of SMITH-CAGE 
P. O. BOX 708, REDLANDS, CALIFORNIA 





Wry  oustry 1s BuYING 
— THE WEW 
ca 3 


@ ; Safety Cans 


°° oF 


the approved SAFE way 
to handle flammable liquids 


® Acomplete new line with a good old name 
® Listed by Underwriters Laboratories 
© Approved by Factory Mutual 
® Available in 5 sizes from 1 qt. to 5 gal. 
- * No waste, no splash, no spill 
s oh FE ® Strong I-piece construction — no seams 
Safety Cans come * Se!f-adjusting guard cap prevents leakage 


with trigger-grip © Safe for handling all hammable liquids 
» as eae 

at t. 

5 ot = eesare 

free-swing handle 

(above) 


Serve MANUFACTURING COMPANY 
Wellsburg, W.Va. 


Serving Industry Since 1894 


Order from your supplier or write for information. 
The new Eagle 1955 catalog showing the Complete 
Line is now avoilable free. 

Eagle products are also available in Canada. 
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scription of the blade identification 
system, and ordering information. 


BELTING—United States Rubber 
Co., New York, has developed a 
slide rule to help those designing 
conveyor belt installations. The 
slide rules are a horsepower calcula- 
tor and belt selector. The rules are 
part of a conveyor belt construction 
kit which includes samples of belts. 


CARBIDES — Wendt-Sonis Co., 
Hannibal, Mo., has issued a bulle- 
tin (no. MTH-55) on its new tool 
holder featuring “throw-away’”’ car- 
bide inserts and chip breakers. Bul- 
letin gives dimensions and prices on 
five different styles of tool holders, 
as well as on inserts, chip breakers, 
and replacement parts 


ALLOYS—Utica Drop Forge & 
ool Corp., Utica, N. Y., has issued 
a booklet on the “Vacuum Melting” 
process employed by the firm in 
producing high-temperature alloys. 
Information on metallurgy and prod- 
uct design is given. 


NOZZLES — Yarnall-Waring Cc., 
Philadelphia, has issued a booklet 
on its line of spray nozzies, giving 
description and application data. 
Che firm is also offering reprints of 
Chemical Processing article on re 
claiming filter aid from flue gas. 


DRESSERS—J&S Tool Co., Liv- 
ingston, N. J., has issued literature 
on its “Fluidmotion” line of wheel 
dressers, describing procedure for 
forming wheels to shape on internal, 
cylindrical, and surface grinders and 
tool and cutter grinders. Specifica- 
tion for firm’s product are provided. 


POWER TOOLS — Cincinnati 
Lathe & Tool Co., Cincinnati, has 
issued two catalogs, one covering its 
new 16-in. “Royal” drills, the other 
its 18in. “Royal” drills. Both pub- 
lications present descriptive and en- 
gineering data, and each is comple- 
mented by publications giving 
installation, operation, maintenance, 
and parts list information 


TOOL STEEL—Crucible Steel Co 





Schramm Model 50 
Air Compressor and 
15 HP motor are 
mounted on a 24" x 
72” receiver and the 
complete unit in- 
stalled on a light 
frame above a weld- 
ing unit by this 
Holland, Michigan 
boat builder. Unit 
provides 50 c.f.m. of 
free air for operating 
hand grinders and 
chipping hammers. 


MICHIGAN MANUFACTURER PROVES: 


Air compressors need not 
take up valuable floor space 


Floor space, in modern industry, is a 
major production factor. With Schramm, 
Inc., space has always been an important 
design factor. Schramm units of all sizes 
are designed to produce a maximum 
amount of free air—take up a minimum 
amount of factory spac c¢ There is no more 
compact air compressor made 

Schramm Industrial Compressors offer 
many design features found in no other 
machine. Balanced reciprocating parts 
give vibrationless operation, permitting 
out-of-the-way installation without spe- 
cial foundations. Schramm engineered 
cooling systems—air blast for units de- 
livering 50 c.f.m. of free air, or less: 
liquid cooling for larger sizes—provide 
adequate cooling for full load, permitting 
continuous operation. All Schramm units 
have mechanical intake valves, long-life 
discharge valves, gear type pump lubrica- 
tion and multi-cylinder construction with 
90% interchangeable parts between sizes. 


The economic advantages of buying 


Schramm Industrial Compressors are 


outstanding. Initial cost, compared with 
other compressors delivering the same 
amount of free air, is low. Maintenance of 
Schramm compressors is no problem— 
any mechanic who understands gasoline 
engines understands Schramm compres- 
sors. And Schramm forced lubrication 
reduces wear on all moving parts. A 
Schramm Model 315 Unistage ( ompres- 
sor, after operating 5,500 hours, showed 
only .0005" wear on the main bearings 


Schramm manufactures a complete line 
of Air Compressors and accessories for 
all industrial uses. Write today for free 
literature. Catalog GC-55 deacribes our 
Small Industrial Air Compressors, 
Catalog 5510, Industrial Air Compres- 
sors. You will also want a copy of our 
informative booklet, ‘Piston vs Rotary 
Air Compressors.” There are no obliga- 
tions. 


ONTROL. 
en by any 
an be sup- 
ustrated iz 


aX 


JACKETED LIQUID COOLING SYSTEM. Units 
delivering 85 c.f.m. and over are jacketed for 
liquid cooling. Furnished wit! \e nd outlet 


flanges or Schramm cooling unit 


NO FOUNDATIONS. Schramum balanced de- 
sign permits installation without expensive 
ip in almost 


foundations. Units can be set 


any out-of-the-way location 


Your local Schramm Dealer is listed in the 
Vdlow Pages of your tedephone directory 


, 
MANUFACTURERS OF AIR COMPRESSORS 


660 North Garfield Avenve 
West Chester, Pa. 
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7 ~~ ) sawecd.! 


| ORE 


SOLDER 


KESTER FLUX-CORE SOLDER saves plenty of time 
on every job because it’s work-formulated to 
increase soldering speed and efficiency. That’s 
why everyone’s switching to Kester . . . the 
right name to remember for top quality solder. 


| 


DAbSDy) LVV VEDEW, j Hh 


Your customers want it ... be sure you have 
plenty of stock to fill those orders. 


KESTER SOLDER 


COMPANY ara wrightwood Avenue, Chicago 39, Illinois 
Newark 5, New Jersey + Brantford, Canada 
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of America, Pittsburgh, has isstied 
a revision of its book titled “Tool 
Steels for the Non-Metallurgist.” 
It is intended, says the company, to 
familiarize the layman with the six 
basic classifications of tool steel. 
lool steel properties, heat treating 
techniques, and various tables are 


included 


CLAMPS— Universal Vise & Tool 
Co., Parma, Mich., has issued a cata- 
log page covering its new line of 
Man-Sized” parallel clamps. Char 
acteristics and _ specifications of 
lamps are given, together with list 


prices 





Crest Catalog Describes 
Line of Flush Valves 


Crest Mfg. Co., Long Island City, 
N. Y., has issued a new catalog cover 
ing its line of flush valve “pictorial 
package” repair kits, plumbing 
specialties, and maintenance items. 
Che catalog includes cross-sectional 
views of flush valves. Assemblies and 
parts of assemblies are identified and 
the firm’s parts numbers given. Also 
listed are repair parts included in 
the firm’s pictorial package repair 
kits 


VALVES—Cooper Alloy Corp. 
Hillside, N. J., has issued a catalog 
no. 55A) showing its major stain- 
less steel globe valves. In addition 
to schematic drawings of the various 
valves, the catalog includes a section 
on design factors. It also contains a 








SURE, SELLING’S EASIER 


WITH R/M’s BIG 7 PACKING TYPES 


“Try selling R/M's Big 7 Packing Types 
yourself. Take full advantage of the con- 
vincing sales arguments they offer. Ray- 
bestos-Manhattan will keep you supplied 
for 95% of ali applications; much smaller with the finest kind of sales aids. And month 
inventories—most plants need only three or after month it will help you by running 
four types; lower maintenance costs, less hard-selling ads in the leading publications 
downtime; easier ordering read by your customers and prospects.” 


“Take it from me, you've got what it takes 
when you're armed with the R/M Big 7 
story. You can offer everything wanted by 
maintenance men: custom-built performance 


R/M’'s BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


BIG 7 PACKINGS 


RAYBESTOS- MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn.; Manheim, Ps.; No. Charleston, S.C; Passaic, NJ. 
Crawfordsville, ind.; Peterborough, Ontario, Canadas 
RAYBESTOS-MANHATTAN, INC., Packings + Asbestos Textiles + industrial Rubber, Engineered Plastic, 
and Sintered Meta! Products + Abrasive and Diemond Wheels + Rubber Covered Equipment + Grake 
Linings + Greke Blocks «+ Clutch Facings + Fen Belts + Raedistor Hose + SGowling Balls 


R/M packings for 
maintenance pur poses 
are sold only 
through authorized 
R/M distributors 


Neenah, Wis. 
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TYPE 1 Universal plastic packing for 
pumps and valves 


TYPE 2 High temperature vaive ster 
and expansion joint packing 


TYPE 3 A packing for high speed rotery 
air Compressors 


TYPE 4 A speciatist in handling corrosive 
liquids, acids, and viscous materials 


TYPE & “Tervon” for use with chemicals 


TYPE 6 Gasket meterists for every 
Service requirement 





good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock. 
Your name printed free on top of rack 
when you order 25 or more racks. 








4109 Union Street, Glenbrook, Conn 


ype“R”’ 


ACCO Wright Put A-WAY 





5-foot double strand 3000-Ib. pull 


q. a= 


14-foot single strand 1500-lb. pull 











Weigh less than 9 pound: 





AGood Shelf Item...A Fine “Door Opener” 


Here are some of the fine features of WRIGHT Type ''R"’ Pull-A-Way: 
Drop forged ductile aluminum alloy frame e Wire hoist 
cable of maximum strength and flexibility « 8” minimum 
handle movement —for close hook-ups e 2” drum hub for 
cable « No oiling needed « Drop forged steel hooks « Re- 
movable, reversible “Safety Handle” that bends before 
any part of hoist is overloaded e Automatic load lowering, 
with positive control for safety « No slipping brakes « 
Lew first cost « Simple, rugged repair parts easy to instail 
..-factory service never required. 
Write ovr York, Po., Office for Bulletin DH-163A for full story 


CO — Wright Hoist Division 
AMERICAN CHAIN & CABLE 


York. Pa Alfanta Ctecago, Deover Detrort, Los Angetes, New York, 
Philadephia Prttsbucgh San Francwce, Bmdgepert, Comm, 
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table of major stainless alloys, giving 
their designations and applications. 


TUBING—Reynolds Metals Co., 
Louisville, Ky., has isued No. 29 in 
its “Technical Advisor” series, this 
one detailing a low-cost method for 
making aluminum tube directly 
from strip. A question-and-answer 
section gives data on various techn 
ical characteristics of aluminum. 


WELDING — Eutectic Welding 
Alloys Corp., Flushing, N. Y., has 
issued a folder (no. TIS 2496) detail 
ing applications for “low heat input” 
metal joining on all base metals, 
being a guide to the use of the 
firm’s “low temperature welding 
alloys.” Several photos show fini- 
shed jobs. 


rUBE-FLARER—Parker Appliance 
Co., Tube & Hose Div., Cleveland, 
has issued a catalog (1145A12) on its 
model 232B power tube-flarer. The 
publication includes operating in- 
structions for 37 deg. or AN flaring, 
squaring and burring, and beading 


or tubing 


HOISTS—National Screw & Mfg. 
Co., Chester Hoist Div., Lisbon, O., 
has issued a folder on its “Zephyr” 
Cutaway draw- 

describe 
Tables set 


spur-geared hoists 
ings, photos, and text 
product's characteristics 
forth clearance data, price list and 
specifications, weights and packing 
data, etc. 


PIPE INSULATION — Owens- 
Corning Fiberglas Corp., Toledo, 
O., has issued a “Product Data” 
brochure describing its new white 
dual temperature pipe insulation 
he publication includes five photo- 
graphs, a graph, and insulation 
thickness table. 


HACK SAW —Peerless Machine 
Co., Racine, Wisc. has issued a 
bulletin (no. SC-65A) illustrating 
and describing its new “Speedy- 
Cut” metal sawing machine. Bul- 
letin details various features, lists 
specifications for both two-speed 
and three-speed models. 





Statement 


of 
Was Policy 


EARN MORE 


though Gunrarted Sales Palioy Fatetio.. 


PLUS ENGINEERING SERVICE 


Proof of MILFORD’s belief that the only logical, profitable way to sell Saw Blades is through Industrial 
Distributors can be found in the MILFORD Statement of Sales Policy. First published in 1933, strengthened 
in 1952, the MILFORD Sales Policy guarantees to MILFORD Distributors the benefits from the sales they have 


worked to develop 

And that’s the keystone of MILFORD Engineering Service. Apart from its recognized technical competence 
both in the factory and in the field ... MILFORD Engineering Service supports the MILFORD Distributor 

That's because a MILFORD Engineer, either out of New Haven or from the territory, is always working 

FOR the Distributor 

As MILFORD Distributors prosper . . . so does MILFORD. That's why MILFORD Saw Blades, regardless 

of who sells them, always reach the end-user through MILFORD Franchised Distributors 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Blade Specialists for over 75 Years 
NEW HAVEN 5&6, CONNECTICUT 





MILFORD 
Profile and Band Saw Blades + Hand and Power Hack Saw Blades 
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Conventional Skip Tooth Design 














4) 








New “Hook Tooth” design permits more 
bite with lower feed pressure — greater chip 
removal without increasing frictional! heot. 


New “Hook Tooth” design 
showing positive rake angle. 


A LITTLE CHANGE MAKES A BIG DIFFERENCE! 


A little change does make a big difference. Barnes “Skip 
Tooth” band saw blades have given the best of service for 
years. Their quality performance in the metal cutting field 
has been outstanding. A slight change in the rake angle of 
the teeth, however, has resulted in even greater cutting 
efficiency. 

In the new Barnes ‘Hook Tooth” blades, all Barnes’ quality 
features have been retained—only the “hook’ has been 
added to improve cutting. The new positive rake angle 
inclines the teeth toward the work resulting in more bite at 
lower feed pressure. “Hook Tooth” blades cut faster and 
easier. They last longer. This means real savings for you! 


“Hook Tooth” blades are available through Barnes dis- 
tributors in all standard sizes, 2 to 6 teeth per inch, V4 in. to 
1 in. widths and are packaged in the same familiar Barnes 
boxes of 100 ft. and 250 to 500 ft. economical random 
coils. They are also available cut to length and welded by 
Barnes top quality welding process. 


Your customers will soon be asking you for the new “Hook 
Tooth” blades. Be prepored—Have a complete stock on 
your shelves. Send an order to Barnes immediately! 


when cutting counts <QYE> cownt on Garnes 
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Operations Ideas — 
Can You Use Any? 





Multi-Purpose Mailer 
New Desk Line 
Visual Aid Kit 
Stencil Cutter 

Stamp Pad 
Loading Dock 
Stenciling System 
Marking Tool 
Sorting Aid 
Telescoping Conveyor 
Hydraulic Trailer 
Salesman’s Cases 
Photographic Card 
Trigger Knife 


Multi-Purpose Mailer 


\ new compact office aid—an in 
expensive multi-purpose mailing 
unit that seals or opens envelopes 
with one stroke—differs, says the 
manufacturer, from other mailers 
in that incoming envelopes are 
whipped through the safety opener 
and automatically slit open without 
“mess or confetti’. Outgoing 
envelopes are automatically mois 
tened and sealed, ready for stamp- 
ing, an operation made easier by 
a built-in-stamp moistner, which 
also can be used as a finger mois- 
tener for thumbing sheets. The 
mailer is 3 by 5 in. and weighs only 


> 
£°> OZS 


New Desk Line 


\ large manufacturer of business 
equipment announced a new steel 
desk line designed to meet newly 
developed ideas in office design and 
decor. All edges and corners of 
desks and tables, both inside and 
out, are rounded and smooth. Tops, 
pedestals, drawers and panels, back 
panels and bases, are available as 
basic units and can be assembled 
to produce different sizes and types 





with cullman’s 
packaged 

roller chain and 
Grip Master 
sprocket line 


* Cuts your space and * Clearly identifies the 
storage costs products that you sell 


* Expedites shipping * Protects your stocks— 
and order handling your dollars and cents 


* Reduces inventory 


In addition, you’re backed-up by the largest “across-the-board” inventory 
of stock sprockets in the country— plus roller and conveyor chains for any 


need. 
Take advantage of the complete Cullman power transmission line and 


sell quality that will reflect in long service life, repeat sales and more 
profits for yourself. 


SELL THE LINE THAT HAS THE SERVICE! 


ullman 


): POWER TRANSMISSION 
" ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 134) ALTGELD STREET, CHICAGO 14, ILLINOIS 
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fF FLEXCO 
ra 


Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


FLEXCO FASTENERS 


. the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 


are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Belts made up 
in any length wo fit any drive, the fast 
economical way. 


ALLIGATOR CONVEYOR BELT LACING 


is universally used to join flat conveyor belts 
of any width. Only a hammer required. 


REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 

adds years of life 7 
to conveyor 


belts. 


The FLEXCO-ALLIGATOR Prestige Line 
—sold by key distributors everywhere 
FLEXIBLE STEEL LACING co. 


INDUSTRIAL DISTRIBUTION 


of desks ard tables. It also sim 
plifies replacement of units damaged 
in use. 


Visual Aid Kit 

You can sparkle your sales presc 
tations with the use of a new flu 
rescent kit introduced by a westein 
manufacturer. Included in the 65 
piece fluorescent kit are chalks 
crayons, tempera colors, colored 
yarns, assorted cardboards, 
ink, mechanical pencil with invisi 
ble lead and grease pencils. These 
materials are activated by long 
wave ultra-violet lamps (black light 
which the company also manufac 


invisible 


tures. 


Stencil Cutter 


A new stencil cutting machine 
with 4 in. characters incorporates 
the outstanding features of th 
firm’s larger machines. The new 
unit will replace labels, tags 
stamping methods when marking. 
addressing and coding of small con 
tainers is required. It is possible to 
cut more than 200 characters in a 
4 by 6 in. area, 43 letters per running 
foot and 10 lines per 4 in. depth 
It is available with special hardened 
punches and dies for cutting soft 
The machine is 19 by 19 
70 Ibs 


and 


metals. 
by 12 and weighs 


Stamp Pad 


A new stamp pad which the 
manufacturer says never needs re 
inking is a combination of the 
chemistry of ink 
consists of a cloth covering 
gelatin-like ink which 


container 


and plastic. It 
OveT a 
plasticized, 
never dries 
and thus 
There is no 
and stamps never clog or get dirty 


out in the 
never needs 
absorbent 


re-inking 
material 


it is claimed 


Loading Dock 


A new idea in loading and un 
loading motor trucks is described 
and illustrated in a four-page bulle 
tin offered by the manufacturer of 
a movable dock designed to elimi 
nate conventional built-in loading 


docks. The new unit will elevate 
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there’s no end 


to the uses of 


Vane 


CANS and PAILS 


Aside from general use for ashes, 
garbage and refuse, WITT CANS 
and PAILS other 


They are small 


Ssatisiy many 
ideal for 
foods inder 
There's literall: 


added 


needs 
parts, cracked ice, 
dgust collectors, etc 

no end to added uses 
sales for WITT CANS 
Compare WITT Can 

and Pail features... 


STRAIGHT SIDES for greater strength 
DEEP ROLLING CORRUGATIONS run full 
length of body adding further rigidity 
HEAVY GAUGE STEEL for 
ruggedness 

STEEL BANDS oct os shock absorbers 
ond protect top and bottom 

HOT-DIP GALVANIZED ofter fabrication 
for heaviest possible rustproofing 
STURDY LID 


to remove 


bottleship 


snug -fit yet easy 


new 
PUSH-TOP LID 


means 
more uses 
. more sales 


Converts No. 1,2 and 3 WITT CANS 
to self-closing refuse receptacles. Used 
wherever sanitary receptacles are 
needed homes, factories, parks, 
playgrounds, ctc 


ware (ans 


Onpinatons of the Chompated Can” 


211! Winchell Ave., Cincinnati 14, Obie 
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TH LUBRICANT 
SAVED US 
0008-16 

IN SEVEN MONTH 


—says THE BROWN COMPANY 
Quality Poper Makers of Berlin, W. H. 











before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we a conventional 
oil at a cost of $2,134.00. In the seven 
months that followed, we used LUBRI- 
PLATE No. 130-AA for initial filling 
and replacement at the cost of $35.84. 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease Anp 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA BOOK”. ..a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


V “During a seven-month period 


ITS A CINCH 
TO SELL 
SAVINGS 


With taxes what they are and today’s 


high prices of materials, labor and 
general overheads, the plant operator 
is just hungry for savings. Offer him 
savings and he is your friend as well 
as your customer. And you are offering 
him savings when you tell him about 


LUBRIPLATE Lubricants 


Just look at the LUBRIPLATE adver 
tisements alongside of this column 
Here are two nationally known con 
cerns that are so pleased with savings 
they have enjoyed through the use of 


LUBRIPLATE 


wrote us about them and gave us per 


Lubricants that they 


mission to use their names. That's what 


selling savings will do 


Lubri 


LUBRIPLATI 


cants make the perfect line for the In 


Furthermore, 


dustrial Supply salesmen to push. Its 
sale is restricted to authorized distribu 
tors, so when you open up a new cus 


They 


pn 


tomer, he is yours for keeps 


furthermore make the ideal introduc 


tion to new accounts where the sales 
man can also sell the other products 


he carries 


LUBRIPLATE Lubricants arc 


ally advertised in over fifty journals 


nation 


that reach every one of your customers, 
irrespective of what they manufacture 
LUBRIPLATE Service Engineers are 
available and ready to travel with you 
to help solve knotty problems. LUBRI 
PLATE 


plentiful 


literature is omplete and 


If you are not pushing LUBRIPLATI 
Lubricants, you're missing a big bet 
because it’s a cinch to sell savings 


(ADVERTISEMENT ) 
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THIG LUBRICANT 
CIiT OVERHAULE 
IN HALE" 


—says WESTERN AUTO 
TRANSPORTS, INC. 











“Operating over 200 tractors and 

200 trailers from Detroit to the 
West Coast, we encounter temper- 
atures from 120° above across the desert 
to 40° below in the mountains of 
Colorado. We have found that with 
LUBRIPLATE our wheel bearing pack- 
ing mileage has tripled. Since using 
Lubriplate A.P.G.-90 in our transmis- 
sions and differentials, we are getting 
double the mileage between their over- 
hauls.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease and 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose 
LUBRIPLATE H.D.S 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diese! 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE Data Book” a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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FOSTORIA 


20th Anniversary 


LOCALITES 


tor Mochine Teols, Assembly, Inspection 


DESIGNED 
ONLY 


Direct Light 

Exactly os you $ 97 

want it Each 
in std. 

pkg. of 4 

List $10.55 ec. 


MODEL 55-CX-701 

NEW Universe! Arm Joints — Bend 135°. Large 

frictional triple disc bearing surface. Smooth, easy 

movement. Instantly adjustable by hand to direct 

Also light exactly as needed , 
Aveilable NEW Collar Disc Joints — Rotate 180°. Combina- 
P tion of 135° bend joints and 180° rotating joints pro 

vides amazing articulation for positioning reflector. 
NEW Reflector Bell shape with 654” orifice. Ac- 
commodates 100 watt A-21 lamp. Available with lens 
NEW Bese — Universal for horizontal or vertical 
mounting. Outlet box base optional 
NEW Wiri Keyless porcelain socket and separate 
toggle switc 8 ft. SPT-2 18/2 heavy duty plstic 
rip cord with moided plug 
NEW Finish Semi-gioss Vista Green baked enamel. 
Reflector interior, high temperature White. 


WRITE for Complete 
Catalog of Localire 
models for every 
industrial use. ‘ 


~~ 


with 
one orm 


THE FOSTORIA PRESSED STEEL 
CORPORATION * Fostoria, Ohio 


Localites are available through 


ler Light ON the Job 


u holesalers everywhere. . 





oft COMPLETE LINE 
\ FOR EVERY F. H. P. USE 





wl 


STANDARDIZED 
PRECISION BUILT 


DRIVES 


| 
| 
| 
| 
| 
| 
Quality and service that has helped distributors build soles in | 
areos ocross the country, for more than 30 yeors . . an 
outstanding profit opportunity 
* Write for catalog ond franchise details | 
V-Grooved Pulley * Variable Pitch Pulleys * Bronze Beoring | 
Pillow Blocks * Bronze Bearing Mandrels * Flexible Couplings | 
* Round Belt Pylleys + “V” Step Cone Pulleys * Crown 
Faced Pulleys* Crown Faced V-Grooved Combination Pulleys J 
* Shott Collars Variable Pitch Pulleys | 
I 





N 


CENTRAL oi: CASTING and MANUFACTURING CO. 


2935 W. 47th Street CHICAGO 32, —- J 
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and lower 6000 Ib. loads from 
ground level to 564 in. high. The 
long platform, 72 by 84 in., is hinged 
to fold compactly for easy storage. 
Ihe self-contained power unit oper 
ates a hydraulic pump which actu 
ites two synchronized rams. Remote 
push-button control allows one-man 
operation because driver rides with 
the load. 


Stenciling System 


\ specially compounded rubber 
roller used with an ink pad and 
special ink has been developed by 
1 manufacturer for a new kit. Field 
tests indicate speedier stenciling 
an be accomplished by use of new 
materials. The kit is complete with 
pad, roller assembly, quart can of 
ink with swivel pouring spout 


Marking Tool 


\ new printing wheel will give 
shippers and mailers thousands of 
lear impressions on curved or flat 
surfaces of rubber, glass, plastic, 
ferrous and non-ferrous metals, 
wood, cloth, paper and other ma 
terials with one inking. This is 
ichieved by rollers made of highly 
absorbent Spanish felt. The wheel 
is 24 in. wide and 10} in. in diam 
eter. It has been used to mark ship 
ping cartons, sheet metal, labels, 
boxes, displays, towels, notices, ad 
dresses, rubber goods, names, num 


bers and trademarks. 


Sorting Aid 

\ new hygroscopic preparation 
resembling gelatin has been devel 
oped to enable a person with dr 
fingers to handle and sort papers 
ind currency faster. By simply 
drawing the thumb and forefinger 
cross the material, a thin tacky 
film remains on the fingers. Large 
quantities of paper can be handled 
with one application and it washes 
off readily. 


Telescoping Conveyor 

These gravity wheel conveyors 
are made up in five types and 48 
different combinations and consist 
of two, three or four five-foot sec- 








Get in on the Profitable, Fast-Growing 
Air-Finishing Equipment Market! 


BIG REASONS WHY 
YOU SHOULD BE art cue 


A Paosche “first” that cuts 
maintenence costs wp te 
80% reduces cleaning 


shut- downs poys for 
itself in ao short time! 





IBUTOR 


The only Universal 
Airbrush! 
Covers widest coating ronge 
easily adjustable for use 
with grovity syphor or pres 
sure feed 


Sales-Building 
c to Your Prospects Pressure Feed Tank 
we a bas ’ " fing : An expanded program of advertising in The fastest pressure feed 
tion in building and maintaining a fast- . : 
mov stock of t the finishing trode publications, bocted tonk ovoileble! Requires no 
"9 Peenche equipment. by direct mail ond other promotion mo nuts or bolts 
terial, peves the way for your soles force 
to develop profitable business. 


Paasche makes the products Y 
that industry wants! P 


Wherever high-volume finishing is required, industry is using more ond more oir 
powered equipment — both | and * — for pointing, decorating, ond 
other finishing processes. Poosche products, expertly crofted with the skill ond ex 
perience of more than 50 yeors of precision monufocture, enable you to serve your 
customers with equipment they know will do the job best! 





LEARN HOW ail these benefits con build business ond profits for YOU. Write for ; 
full information TODAY Artist's Touch-Up 
Airbrush 
Used extensively in detoreat 
ing ond finishing smell erti- 
cles 


Div. Cc 3 
1915 W. Diversey Parkwoy, - + » PLUS 
Poosche Airbrush (Canode) itd., 864 Pape Ave., Toronto 6, Ont. many other items of industrial aircoct- 


Manufacturers of the World's thost Complete Line ing equipment 
of Aifinishing ond Airceoting Equipment 
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THE COMPLETE LINE 


OF QUALITY CHUCKS 


Horton's complete line gives you a constant oppor- 
tunity for new business. There's a Horton chuck for 
every customer's application. 


And Horton quality assures repeat sales. Not only 
does Horton provide the right chuck for every job, 
but Herton’s extra built-in features guarantee 
longer lasting accuracy and satisfied users. 


See us at the Production Engineering Show Broth 836 





Ask your Horton representative about 
the complete Horton story, or write direct 
for your copy of “Our Sales Policy’. 





WINDSOR LOCKS, CONN. 
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tions and two, three or four 10 ft 
sections. Elevation at the low end 
is 2 ft. and varies at the high end 
according to the length and number 
of sections used. 


Hydraulie Trailer 


This steel trailer body lowers 
down level with the ground and 
eliminates the need for skid boards 
or heavy lifting. When loaded, the 
trailer is raised by hydraulic power 
Mechanical locks secure it for 
travel and the trailer can be used 
to move equipment and supplies, 
make deliveries, transport tools for 
maintenance. It has a_half-ton 
capacity. It can be pulled by car. 


Salesman’s Cases 

A leather goods manufacturer is 
offering a new catalog showing 99 
styles and sizes of standard business, 
salesmen and servicemen cases with 
24 suggestions for special made-to- 
order cases. A complete line of 
men’s and women’s luggage is also 


shown. 


Photographie Card 


You can put your salesmen’s pic 
tures on their calling cards through 
a new photographic process. Or 
you can feature a product or picture 
of your building. Pictures are re 
produced with fine quality. The 
processor makes a standard set up 
charge on the first order only, none 


on reorders 


Trigger Knife 
[his is a sharp cutting tool which 
in be carried in one’s pocket with 
out danger of damage or injury and 
which can be put to instant use with 
out adjustment. It features a spring 
action safety guard which is raised by 
pressure of the finger upon the trig 
ger or by pressing the knife against 
material to be cut. Guard snaps back 
into position when not in use 


For information on where to 
obtain these items, write “Oper 
ation Ideas”, Inpusrriat Drs- 
TRIBUTION, 330 W. 42 St.. New 
York 36, N. Y. 








HARDENED RETAINER 
PIN 


7 ~ ais | 


AN Ly a 
Cutters revolve ogoms! hea bush 
amg vroviders 
HARDENED HEX 
/ NOT SOFT CASTING 
BUSHINGS a ~ 
Pressed mtc casing, absorb rod-a! \ 





VINCENT DRESSER CUTTERS 


7v 

Vincent Dresser Cutters, in styles and sizes 
for every job and every Huntington-type 
dresser, are made in our own plant of s 
cial analysis steel. They are heat-treated in 
our own plant—one of the country’s three 
largest and best equi —to just the right 
degree of hardness. They are hard enough 
to give clean accurate dressings; tough 
enough to stand up under punishment from 
rough snagging wheels. gang | and Sher- 
man cutters carried in stoc 


HOODED DRESSER 


Has hood for caiching flying 
particles. Available in No. 0, 
No. 0 Special, No. 1, No. 1 
Special, No. 2, No. 11, No. 22. 
All except No. 0 have side 
thrust bushings for extra wear. 


REGULAR DRESSER 


Open type. Available in No. 0 
and No. 0 Special (with side 
thrust bushings) only ('” 
cutting face 


BUSHINGS & PINS 


A complete stock of standard 
and specia! bushings, pins and 
side plates for all Huntington 
dressers is carried at all times. 
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thin BLUEBOOK of . 
‘>? INDUSTRIAL . 
HARDWARE ° 


> yours £4) 
» for the asking! 


@ This new fine FANNER Catalog illustrates and 
describes a complete range of industrial hard- 
ware items — only a few of which are shown 
below. In Fanner, you get a combination of 
facilities unequalled for quality, dependability 
ond service in cast iron, malleable iron and 
drop forging products, As a result every fine 
FANNER product is produced by the method 
which makes it most suitable for the purpose 

and the most economical. Get acquainted 
with the complete line by sending for this free 
catalog No. 19 today. 


aia. 
TURNBUCKLE BODIES 


STUB END TURNBUCKLES 


HOOK AND EYE TURNBUCKLES 


Ce 


CONNECTING LINKS 


FIGURE **8"" LINKS 
-_ 
. 


EYE BOLTS 


FAST EYE BLOCKS 


PHILADELPHIA HARDWARE AND 
MALLEABLE IRON WORKS, INC. 
Established 1852 
division of 
THE FANNER MANUFACTURING CO. 
Executive Offices Philodelphia Plant 
ond Plant end Warehouse 
Brookside Pork 2207 Bridge St. 
Cleveland %, Ohie Philodelphio, Po. 








Do You Remember? 


777 
(Answers on page 232) 





Whose display room featured these latest model pumps and engines a number of 
years ago? 
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Provides the economical 
answer to transporting 
coal, ore, crushed stone 
and other bulk materials 
over long distances 
and up steep slopes. 


only a 6-ply Super Raynile belt 30 inches 
wide. This same belt can also lift material 
from ground level to a height of 830 feet. 
The new Hewitt-Robins Super Raynile con- 
veyor belt is highly flexible and pliable despite 
its great strength. Its cost is less than steel- 
reinforced belts and Super Raynile can easily 
be spliced in the field more quickly, more 
economically and without the specialized 











This remarkable new Hewitt-Robins conveyor 
belt reinforced with the revolutionary syn- 
thetic fabric, Super Raynile, makes possible 
an entirely new concept in single-section con- 


HEWITT-ROBINS 


veyor application. It solves difficult materials 
handling problems where topography and 
other conditions require the use of a long 
single-length conveyor. 

Already in service, Super Raynile has the 
highest operating tension of any conventional 
carcass belt. Because of its tremendous tensile 
strength, 400% greater than conventional 
cotton reinforced belts, a single conveyor sec- 
tion 53/4 miles long can be built over level 
terrain to carry material at 400 TPH using 








(Bowlteebine 


equipment required to splice steel-reinforced 


belts. 


Super Raynile belt is available in a wide 
range of specifications . . . widths up to 72" — 
thickness up to 15 plies. 

Learn more about this new long-length, 
long-life conveyor belt. Contact your local 
Hewitt-Robins Industrial Supply Distributor 
(see Classified Phone Book), or write direct to 
“Super Raynile Belt”, Hewitt-Robins Incor- 
porated, Stamford, Connecticut. 


Conveyor Belting —Industrial Hose— Conveyor Machinery — Vibrating 
Screens—Vibrating Conveyors—Design, Manufacture, Engineering 


and Erection of Complete Bulk Materials Handling Systems. 


INCORPORATED « 
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STAMFORD, CONNECTICUT 
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Send Us Specifications or Samples for Prices! 


EXCELSIOR LEATHER WASHER MFG. CO 


HERE'S o quality line with real profit possibilities. To get the 
most out of it carry the complete Champion enn See 











THE PLIER OESIGH THAT OBSOLETES ALL OTHERS 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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Answers 


: _ “ > 72 
lo Questions on page 230 





The NRA sticker behind the brooms 
was in the main display window of 
C. W. Marwedel, San Francisco. The 
National Recovery Act, with its Indus- 
trial Supplies Code, went into effect 
in 1933, was killed by the Supreme 
Court in the Spring of 1935. 


This was Chase Parker & Co.’s office 
in Boston in 1917—July 16, to be 
exact—though it must have been a cool 
day as the fan in the home-made “air- 
conditioning” system is not in motion. 
High ceilings recall the days when 
building costs were lower. 


A flash photographer lighted up this 
scene at The Henry Walke Co., Nor- 
folk, Va., in 1920, at its Commercial 
Place and Union St. store. In the 
background are Joseph Ricket, L. R. 
Shepherd and J. Lawrence Eley. 





D-A-T-E-§ 
TO REMEMBER 





Sept. 6-16—Production Engineering 
Show, Navy Pier, Chicago. 

Sept. 6-17—National Machine Tool 
Builders Show, International Am 
phitheatre, Chicago. 

Sept. 617—Metalworking Ma- 
chinery & Equipment Exposition, 
Coliseum, Chicago. 

Sept. 18-2]1—National Builders 
Hardware Exposition, St. Louis 

Sept. 19-22—National Packaging & 
Materials Handling Show, Kings- 
bridge Armory, New York City. 

Sept. 19-24—Pennsylvania Industrial 
Exposition, Farm Show Build- 
ings, Harrisburg, Pa. 

Sept. 22-23—Industrial Distribution 
Forum sponsored by the National 
Industrial Distributors Associa 
tion and the American Supply & 
Machinery Manufacturers Asso 
ciation, Gibson Hotel, Cin- 
cinnati. 

Oct. 17-21—National Hardware 
Show, Navy Pier, Chicago 

Oct. 17-21—National Metal Exposi 
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These nameless taps have been closely controlled at every operation 
back to where they were cut off as blanks from a steel bar. 


L They should be, and probably are, perfect, but before they 
earn the right to bear the trade mark AWA, they must pass this 


ithout last test. The one on the lead tester already has passed within the 


plus or minus five ten-thousandths of an inch specified for one 


a inch length of thread. 
It’ll do a good job for somebody! Maybe you! 


Name 
GREENFIELD ap and DIE CORPORATION 


Greenfield, Massachusetts 


This advertisement appears in leading consumer trode papers to assist GREENFIELD DISTRIBUTORS in the sale of GREENFIELD tools 














‘220 ees 


& 


When you read all the ads 

Colorful 
Functional Design in this magazine, the chances 
are good that you'll get leads 
VICTOR No. 10 that will materially help you 


89 
LIST PRICE $] 

Yellow handle long . P 
wearing rustproof crack ie _ you may find how a specific 


finish. Complete with 12 
inch Victor Unbreakable 


Special Flexible Blade piece of equipment will an- 


do a better job. For example, 


swer the problem that one of 
your customers has been 
worrying about. Or a tool 
that’s made to order for many 
plants you call on. That's 
why it pays to read the adver- 
VICTOR No. 15 tising. It’s good business. 

LIST PRICE 


Red Tenate handle, 
Smooth,  easy-to-clean, : And remember, the manu- 
high gloss, rustproof fin 
ish for lifetime protec ® ° 

tion. Comes complete , facturers who advertise regu- 
with 12-inch Victor 

Moly” High Speed 18 


tooth blade, that outlasts < , ‘ -_ 7 ava7i __wiht 
tooth blade, thet cutiasts larly in this magazine—which 


is the only magazine pub- 
lished to you and for you— 
believe in the industrial dis- 
tributor. They advertise to 


Le help you sell. They are your 
— 


_ 


me ’ co-partners in the job of serv- 


i heat treated steel back | Cam-action lever lox 
" ne-piece span. Won't | new nder-the-handle loca ‘ i 
break, bend, or dent. Its | tion. Automatically puts ing industry efficiently and 
greater rigidity means fewer correct tension on blade S ¢ 
broken blades Speeds blade changing! ° 
economically. 
LIST PRICE . 


VICTOR No. 20 *37° 


- 
0 k length adjustment . - 

lease the lever, lift it out 

tension ber, slide bar for Moided Tenite handle Long-time mechanics’ favorite. Ad 


ard, snap lever into second strong, comfortable, easy to justs for 10-inch and 12-inch blades 
le clean Pistol grip 


oP PO'up “ r These new Victor Frames are ideal “openers” for DISTRIBUTION 
ity fo yess new business. They're new — they're colorful 

Cw bus! they're easy to demonstrate. Show them to all 

your customers 


330 W. 42nd St. New York, N. Y 
SAW WORKS, INC., 
MIDDLETOWN, N.Y., U.S.A. | 
V Makers of Hand and Power Hack Saw Blades, Frames 
and Metal and Wood Cutting Band Saw Blades 
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CHAMPION. 


ott Mfrs S 
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CAM BBB and 


Proof Coil we fore 


TAYLOR MADE TAY-PAILS! 


Taylor Made BBB and Proof Coil Chain in handy, re-usable 
TAY-PAILS results in fast, easy, self-service sales .. . sure- 
fire customer satisfaction ... sizeable profits for you. TAY- 
PAILS are easy to handle—stack quickly for mass display — 
are ideal when empty for many household, gore and 
farm uses. Available in %¢’, , oe" and 
%" diameters. Send Coupon he details! 
S. G. TAYLOR CHAIN CO., General 
Offices and Plant — Hammond, Ind. Eastern 
Sales Offices and Plant—Pittsburgh, Pa. 


Taylor Made Chain DISPLAY STAND 
reels off good profits too! 
This outstanding merchandiser gives you a com- 


plete weldless chain department in \ess than one 
and one-half square feet of floor space. 


Makes sales fast, easy, profitable! 
Holds up to seven reels. 


FREE CATALOG! Send Coupon today! = 


ae ; 


@eeeeeeeeeeeeeeeeeeeeeeeeeee 


S. G. Tayler Chain Co 
Dep’ 


Hammond, indiana 
Rush OF Cotelog 100 with dota on 888 and AY LOR ADE 
Proof Coll Chain in handy fey-Pois, O Cotolog 


25A with data on Teyleor Made Choin Displey 
Stend and off types of Weidies Choin. 


Nowe = rj 
Address . 4, ay 4 / 
City ; 
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tion and Congress, Convention 
Hall, Philadelphia. 

Oct. 23-26—American l[lardwarc 
\lanufacturers Association Joit 
Convention with National 
Wholesale Hardware Association, 
Atlantic City. 

Nov. 14-18—Exposition of Power 
& Mechanical Engineering, Ameri 
can Society of Mechanical Engi 
neers, Coliseum, Chicago. 

Nov. 20-21—Annual Convention, 
Central States Industrial Distri 
butors Association, Edgewater 
Beach Hotel, Chicago 


1956 


Jan. 18-20—Annual Mid-Year Meet 
ing of the Southern Industrial 
Distributors Association, Palm 
Beach Biltmore Hotel, Palm 
Beach, Fla. (by invitation ) 

Feb. 68—Marketing Conference, 
American Management Associa 
tion, Hotel Statler, New York. 

May 20-23—Annual Triple Indus 
trial Supply Convention, Atlantic 
City 





NEW LINES 
taken on by 
DISTRIBUTORS 





l'e-Co. Inc., St. Louis, has been ap 
pointed a distributor for Keystone 
Lubricating Co 


E.. F. McCarthy Co., Buffalo, N. Y., 
has been named distributor for 
Atkins Saw Division of Borg 
Warner Corp 


Stephens-Adamson Mfg. Co. has ap 


pointed the following distributors 
for its Standard Products Divi 


$10nn 


* J. R. Danbury Equipment Co 
Pittsburgh 

* Paul J. Hagerty Equipment Co 
Peoria 

* Wisconsin Bearing Co 
Milwaukee 








* Buffalo Rubber & Supply Co. 
Buffalo, N. Y. 

* Dabney-Hoover Supply Co. 
Memphis 

¢* The Harshberger Equipment 
Co. 
Portland, Ore. 

¢ Linder, Cox & Co. 
Lakeland, Fla. 

* Langdon Supply Co. 
Kansas City, Mo. 


Industrial Piping Supply Co., Char 
lotte, N. C., has been appointed 
distributor for Parker Appliance 


Co. 


Industrial Equipment Co., Joplin, 
Mo., has been appointed distri- 
butor for Carboloy Department of 
General Electric Co. 


Vascoloy-Ramet Corp., Division of 
Fansteel Metallurgical Corp., has 
appointed the following distribu 
tors: 
¢ Tennessee Machinery Co. 

Nashville 
* Georgia Supply Co 
Savannah 
* Herlache Industrial Supply Co 
Green Bay, Wis 
¢ Mill Supplies, Inc 
Orlando, Fla 
¢ Almquist Brothers, Inc. 
Los Angeles 


James Supply Co. Quincy, Ill, 
has been named distributor for 


The Lufkin Rule Co 


Firth Sterling Inc. has appointed 
the following distributors 
¢ McComb Supply Co 
Harlan, Ky 
¢ The Boyer-Campbell Co 
Detroit 





BOOM IN ELECTRONICS 


The electronics industry in the Los 
Angeles area hos grown from 15 firms 
in 1943 to o present total of 440 firms, 
according to Electronics, McGrow-Hill 
publication. The 440 firms operate 
506 plonts with a total area of 9,750, 
281 squore feet and employ 69,637 


persons 








STAR DEMAND GOES UP 
BECAUSE STAR QUALITY 


is Top Quality 


For over 75 yecrs, Star Blades have been known for 
consistently high quality —quality that keeps demand on the up-grade. 


That’s only one reason, though, why it pays to stock Star. Here are some others 
Star blades have always been sold only through recognized distributors. 
Over the years, Star uniformity has made more people ask for them 
than any other brand. 
Consistent national advertising to your customers makes sales 
easier, and easy sales are profitable sales. 
The Star line is a complete line—every generally used 
type of hand, power and bandsaw blade, plus the 
famous Star No. 20 frame 
Experienced Star factory representatives 
are always available to solve special 
metal-cutting problems 
Imprinted sales helps avail- 
able without charge 


iT PAYS 
TO STOCK 
STAR 


Inquiries Are Invited From 
Interested Industrial Distributors 


CLEMSON 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y. U.S. A 


a Makers of Hond and Power Hocksow Blades. Frames. Metol ond 
j @"» ’ Wood Cutting Bond Sow Blades and Clemson Lown Mochines. 
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MORE SALES 1930 From the Files 1945 


Aros: 


WITH THE NEW 25 YEARS AGO that a distributor has been in 


4U-SD Industry leaders sat up and took business a hundred years, . that 
notice when Industrial Engineer his honesty is unquestioned. They 
ing published an article by onc want to be shown dollars and 
J. Wolf, “Do Distributors  °*s advantages. 
Serve Industry Economically?’ 
No, said Dr. Wolfe, they didn’t 
“Changes in distribution methods 
must proceed slowly,” he said, 
“but buyers have to be in favor of 
a new system that will drop the 
distributor.” The industry's Joint 
Merchandising Committee cited 
the need for widespread promo 
tion efforts if this opinion was 
shared by many buyers, as they 
suspected it was. 








Peden Co., Houston, ‘Texas, took on 
several new machine tool lines. 


\ppleby Brothers & Whitaker Co.., 
Harrisburg, Pa., enlarged its quar 
ters and added a chemical depart 


ment 


Petty & Wherry, Inc., Brooklyn, 
N. Y., increased its stock and 
lines after adding another floor 
to its Fulton St., warehouse 





For All Jobs Where “ Relations between the distributor 


Maximum Power and 
and manufacturers are growing 


\ few d ) 
pce rede Aer ew distributors were not yet feel 


ing the depression. Evansville 


more harmonious as each becomes 
THE BUDGET-PRICED better acquainted with the real Supply Co. officers reported busi 


ness on an upward trend, and 


[FRISTANDARD DUTY a Gard i, . management of The Murray Co. 


ELECTRIC iIMPACTOOL H. Besly & Co.. Chicago, im a of Dallas said volume was so far 
published statement vithin a few dollars of 1929. 
Here's a sales leader right from the 
word “GO!” Saves your customers 
money on initial cost .. . and keeps Alan M. Py le of E. M. 
right on saving time, money and effort Co, Philadelphia, described ind W. E. Hanson, of Hanson & 
Se results of his firm’s first all-out Yorke Co., both of New York 


For the first time, you can sell I-R's : ; City iP } , 
world-famous proven construction at a experiment with direct mail adver ity, were among the summers 
European travellers. 


budget price. The 4U-SD has all the tising. Brevity, he said, was the 
design advantages of the new SU Elec- kev toa good mail piec e 
tric Impactool, pound for pound . . . the Beals McCarthy & Rogers, Buffalo, 


most powerful 42” tool in its field. For oot J 
jobs requiring maximum power and Ross-Willoughby Co., Columbus, N. Y., elected Charles P. Rogers 


speed, be sure to sell the SU. But on all Ohio, held a formal opening of president; J. Frederick Rogers, 
—_ Lag the 4U -SD oe ere more its Springfield, Ohio, branch vice-president; Edmond D. Mc 
than on purchase price. Carthy secretary, and Eugene F. 


It’s Multi-Purpose, Too! Simonds Saw & Steel Co. announced McCarthy, treasurer 
Fast easy application of standard 
attachments changes the 4U-SD from 
a nutrunner into: 


Hanson & Herbert Edge, Topping Brothers, 


plans for a large, modern plant 
consolidating operations at a new 10 YEARS AGO 


site in Fitc Mas Che war over, re 
© dettt a ite in Fitchburg, Mass. ve war Over, reconversion was the 


© tepper © wire brush big national issue. Some experts 
© serow driver © bets cower An industrial buyer in Ohio ran a predicted that as many as 8,000, 
© reamer @ stud driver : > 

~ ein test of distributor salesmen: he 100 would be temporarily unem- 
anmeenemen tim — asked seven of them why he ployed 


d should buy through a distributor, 


tee reported that he did not get one lomorrow’s market will be a buy 
11 Broodway, New York 4, N.Y. sound, intelligent reply from any ers’ market,” MILL SUPPLIES 
“7 * > ~— one of them. He added later in predicted in its first postwar 


an interview: “Buyers are not par special issue on selling. In the 
Onpnaiius yf Gy Ee. ase © cenerare ticularly concerned with the fact past four years, the Government 


——— 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 














Thermoid Conveyor Belting 
cuts handling costs 
on food processing jobs 


There’s a Thermoid Conveyor Belt designed to lower the costs Conners 
of handling any food product. Here are 3 examples: CANNERS _ o- an 
(WC & PC)—For handling vegetables, fruit and other foods. 
Resists acids. Imparts no taste or odor. Available in white or 
peach color covers. CANNERS C—Ideal for use where food is 
not in direct contact with belt. For packages, waste and refuse. 
RUFFTOP—For carrying cartons, bags, bundles and packages 
Canners 


up inclines to 35°. 
Typse C— black 


Thermoid’s exclusive impregnation process welds carcass and 
cover into an exceptionally strong, durable belt. Finest quality 
reinforcement and specially compounded rubber stocks assure 
long life, less down time, lower handling costs. 

Mr. Distributor: Thermoid “built-for-the-job”’ mechanical rubber products 
can help you increase your sales to all industries. You can always rely on 


Thermoid service and the complete cooperation of experienced Thermoid 
Sales Engineers with their intimate knowledge of industrial rubber problems 


— ihermol 











PEERLESS MODEL C HOIST IN PAINT SPRAY BOOTH. When painting is not a production 
| combination can save time and effort 
Hoist on a Model D I-beam Trolley 


is Roll it into the booth. Spray it. Roll it out again 


ine operation, 1 
ipplication 


» the load wit! 


pick 


9 See 
oe —_ os 


hoist and trolley 
s this Model ¢ 


the host 


Such 


an 


All the operator does 


Where there’s lifting to be done, 


there’s a Harrington Hoist to do it 
>. Ay 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from M4 
to 60 tons 


PEERLESS PACKET TROL- 
LEY HOISTS for 


and conveying 


lifting 
ly to 2 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 


of I-beam sizes 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 


dium loads— 170 to 4000 Ib. 


PEERLESS PACKET ALL.- 
STEEL HOISTS for lifting '4 
to 2 tons. Special construc- 
tion makes these hoists eco 
nomical to maintain, easy 


to operate 


HARRINGTON |-BEAM 
TROLWEYS for rapid 


easy movement of materials 


and 


over I-beams. Regularly 
supplied in geared and plain 
models in capacities from 


wt to 20 tons 


Markets for these cost~ ulting products are unlimited, and profits are good, 
Write for com plete information about our full line of hoist prod ucts. 


Makers of Hoists Since 1876 


THE HARRINGTON company 





10 Years Ago (Cont'd) 





had taken 55% of the output of 
all factories, which had increased 
their total plant by $20.3 billion. 


OPA opened the gate just a crack 
to let distributors pass on to cus 
tomers a few of the mill price in 
creases they had been required to 
absorb up to now. 


Samuel H. Clark returned to his 
job at Samuel Harris & Co., Chi 
cago, after three and a half years 
in the Coast Guard. His first 
project, he said, would be to revi 
talize the sales force, set up in 
tensified sales promotion 

r. W. the diesel 

engine department from Lewis 

Supply Co., Memphis, and organ 

ized Lewis-Diesel Engine Co. 


Lewis divorced 


Sligo Iron Store, St. Louis, marked 
its 110th anniversary. 


Scranton Supply & Machinery Co., 
was purchased by 
A. Calves 


Scranton, Pa., 
Gerald F 
and William Lovering 


Langan, P 


|. E. Haseltine & Co., Portland, Ore., 
doubled the staff and space at its 
Seattle branch. 


John M. McLeod joined LeValley, 
McLeod, Kinkaid Co., Elmira, as 


advertising and sales managet 


E.. Jungquist, of Percival Steel & Sup 
ply Co., Los Angeles, was named 
to the Citizens 
Council of Los Angeles 


Reconversion 


|. A. Carey, of Walker-Turner, hit a 
hole-in-one on the Plainfield, N 
J., country club course. 


U. S. Rubber Co. announced that 
golfers would get new golf balls 
for the fall and winter season. The 

balls 


distance as 


about 
the 


new synthetic gave 


95% as much 


Gravers Roap at tue Turnpike, Prymouta Meetine 11, Pa. prewar ball, it was claimed. 
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What a Leader! 


=. Ay 


Roe \\\KHNNh Von Bay, 
THE 


= wa 


“DIRECT- FROM-DRUM” PUMP 


Ny, 


Graco’s great industrial pump line is spearheaded by the amazing Fast-Flo 
Drum Pump! You name an industry — we can tell you how they use Fast-Flo 
and what it’s doing — you'll find Fast-Flo prospects wherever you go 

And it’s a simple selling job — Fast-Flo is a lightweight air-operated 
“DIRECT-FROM-DRUM”™ pump. It mounts easily into 2” bung openings or 
clamps quickly on tank sides. Speed and volume are easily controlled. Fast-Flo 
handles an astounding variety of fluids — wherever you see a drum of fluid, 
there's a possible Fast-Flo prospect! 

Repeat orders are numerous — when plants buy a few Fast-Flo pumps, 
they usually buy many more. The Fast-Flo can be your opener to profitable 
volume. 


| 
- 
a 


ae 


\ a% 


Ss 


ARE You IN ON GRACO’S \Jew"BIG 10” 
DISTRIBUTOR PROGRAM? 

This ten-point program, begun this year, sets down in black and white from 
the distributor's point of view a terrific “package.” You may get the full 
Graco line, or you may wish sections of it. Printed company policy is in- 
cluded. Many distributors are now “going great” with Graco — see what 
profitable set-up can be worked out for you. 

Write for a description of Graco’s “BIG 10” program, plus catalogs illus- 
trating Graco’s lines. A brief note on your letterhead will bring an immediate 
reply. It may mean new volume for you! 


all {prow 


GRAY COMPANY, INC. 
Engineers and Manufacturers 
95 Graco Squere @ Minneapolis 13, Minnesota 


What a Line! 


“DIRECT-FROM-DRUM”’ 
heavy material pumps 


“POWERFLO” is Grace's nome for the hicgh- 
powered pumps thet handle heevy stuff 
such os mastics, odhesives, sealers, etc 
Many sizes ond types, for spray or extru- 
sion. They operate “DIRECT-FROM.DRUM 
too! Graco engineers will report on the 
pumpobility of any moteric! in question 


/] 


“DIRECT-FROM-DRUM” 
paint supply pumps 

Greco has a line of “POWERFLO” pumps 
especially suited for supplying points, lac 
quers and other finishes to spray locetions 
Graco circulating systems ore simple to in 
stall, and can often save substantially in 
combined cost of installation ond opera 
tion. Engineering service available 


INDUSTRIAL LUBRICATION 
EQUIPMENT 


Greco offers a complete line of lubricators 
guns, volves, pockers, etc. for plant lubri 
cation operotions. This is “shelf merchon 
dise”’ — easy to stock, easy to sell. Good 
volume ond repect business. Everything 
from ordering to selling is simplified to 
sove time 


COMPLETE LINE OF 
ACCESSORIES 


Te round ovt the Groco line, you'll find o 
full assortment of hydroviic hoses, covp 
lings, odepters, nozzles, fittings, etc. to 
enable you to offer “one stop” service 
These items ore clearly peckeged, ond 
Grace's simplified stocking system cuts 
down inside work 





FACTORY BRANCHES, WAREHOUSES, 


New York (Long Islond City) * Philedelphic * Detroit * 





DISPLAY ROOMS AND FACTORY SERVICE 
Chicago * 


Atlenta * San Francisco 
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e*eeeeeestee8e#ee# 
Whotever the security job—there’s ao Master 
Padlock to fit providing moximum pro 


tection ot the lowest possible price! 


double 


COMBINATION PADLOCKS 


wall construction; 3 number dialing; self 


Strong 


locking tumblers; virtually unlimited combina 
tiens. Also available with key-control 


one company-owned key opens all locks 
LAMINATED PADLOCKS 


solid steel block; hardened too! shackles; pin 
Cadmium rust - proofed 


Stronger than o 


tumbler mechanism 
throughout strongest padlock protection 


known 


Special service on master-keyed 
ond keyed-alike sefs. 


Soles Tip — Check the number of years 
your customers’ podiocks have been in 


vse. Old i ore 

ond should be replaced . . . NOW! Per- 
sonnel turnover, lost keys, etc. might 
permit occess by unovthorized persons. 





Cateleg of 
Master 
line. Write 
for itt 


Master Padlocks 


Master lock Company. Milwaukee 45, Wis | 


Worlds Leading Padlack Manufacturers 
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Obituaries 





Ernest Francis Watts 


Ernest Francis Watts. 
Binks Mfg. Co. 


Emest Francis Watts, 49, vic« 
president of Binks Mfg. Co., died 
of pneumonia July 30 in a Chicag 
hospital. 

Mr. Watts joined the company in 
1933 as advertising manager and be 
came vice-president—sales in 194] 
He was elected a director the fol 
He attended Kem 
College and Yale University 

Mr. Watts is survived by his wif 
Watts; four children 

18: William 11, Robert 
and Virginia, 
Walter Watts, vice president of 
Radio Corporation of America 


lowing vear 


l'rances 


Iernest, Jr 


7; and a brothe 


George W. Lucas, 
Carboloy 
William Lucas, 46, s1 


carbide 


George 
materials and 
( carbx yl y\ 

Electric 


pervisor of 
engineering at 
Department of General 
Co., died suddenly July 28 
He joined Carboloy in 1928 and 
became a recognized authority in 
the early development of cemented 


process 


research scientist 
he was responsible for production of 
the firm’s first standard grades of 
cemented carbides and held several! 


basic patents for the process 


carbides. As a 
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Charles A. Templeton, 
Waterbury, Conn. 

Charles A. ‘Templeton, 54, 
founder of Charles A 
Inc., Waterbury, Conn., died Aug 
ust 15. He was governor of Cor 
necticut from 1923 to 1925 

Mr. Templeton became active in 
ity and state politics after World 
War I and was elected a Republican 
state 1919. In 1921 he 
became lieutenant governor and 
two years later governor 


l'empleton, 


senator in 


He was at one time president of 
the Waterbury Club in the Eastern 
Baseball League 

He had retired from active man 
wement at Charles A 
In 


l'empleto 


Tom Vinson, 
Orr Iron Co. 
Tom J. Vinson, 62, Orr Iron Co., 
Evansville, Ind., died June 27 
Mr. Vinson had been with On 
lron for the last 12 
recently as a 


vears, most 


counter salesman 
that he 


der working department 


Previous to headed thc 


IIe is survived by his wife: his 


on Thomas A.., 


of Orr Tron: and 


a former emplovec 


1 daughter 


John H. Collier. 
Crane Co. 


John H. Collier, 70, former presi- 
dent and board chairman of Crane 
Co., died July 27 in Fairfield, Conn.., 
ifter a long illness 

Mr. Collier headed the company 
1941 to 1946 and was its 
board chairman from 1946 to the 
end of 1951. He had lived in Fair 
field since his retirement 

He joined Crane Co. in 


from 


1903 
ifter studying civil engineering at 
Purdue University, which awarded 
him the degree of Master of Indus 
try in 1942. He had varied assign 
with 


ments during his carly career 




















IN THE METAL WORKING 
INDUSTRY, IT’S 


UNION DISTRIBUTORS 
SERVE THE NATION 


FOR « SPEED 
° ECONOMY 
e RELIABILITY 
e PERSONAL CONTACT 


CALL YOUR UNION DISTRIBUTOR 


UNION TWIST DRILL COMPANY > ATHOL, MASSACHUSETTS 


OWNERS AND OPERATORS OF: S$. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass. 
BUTTERFIELD DIVISION, Derby Line, Vermont end Rock isiend, Quebec 


























MADE BY THE OLDEST MANUFACTURERS 
OF CHAINS IN AMERICA: 


© Proof and BBB Chain © Boomer Chains 

© High-Test Steel Chain © Conveyor Chains 
® Sling Chains Liberty Coil Chain 
© Grab Hooks, Slip Machine Chain 


Hooks and Cold 
Shuts Weldless Chain 


Elephant Brand Chains are pre-tested for uniformity, always 
standard, full size. They meet Government and railroad specifi- 
cations. 


FASTEST SERVICE FROM OUR CENTRAL LOCATION 


Write for Catalog and prices today 


NIXDORFF-KREIN MFG. CO. 


For Murry-Up Shipments Teletype $i 892 
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the company, ranging from core 
maker's assistant to machine design 
ing. He was construction assistant 
for the building of the company’s 
Chicago works in 1913-1917, later 
became general manager of the 
Bridgeport, Conn., manufacturing 
division and a company director. In 
1929 he was named head of the com- 
pany’s European operations and in 
1933 became vice-president of manu 
facturing 

Surviving are his wife, Virginia 
MacMakin Collier; a son, Mac 
Makin Collier; a daughter, Mrs 
Joan H. Collier Donofrio, and six 


grandchildren. 


Robert G. Emrick, 
Etteo Tool Co. 

Robert George Emrick, 39, presi 
dent of Ettco Tool Co., died of a 
heart attack August 5 at his home 

Manhassett, Long Island 

Mr. Emrick was a graduate of 
Pratt Institute of Technology. He 
was a member of the New York 
Chapter, American Society of Tool 
Engineers, and a trustee of the 
Wyckoff Heights Hospital 

Survivors are his widow, Mrs 
Agnes Emrick; two sons, Donald 
ynd Robert Emrick, Jr.; two daugh 
ters, Ann Emrick and Mrs. Herbert 
Friesen, and a brother, Melvin Em 


rick 


John H. Davis, Jr.. 
Alloy Steel Products 

John H. Davis, Jr., 52, president 
f Alloy Steel Products Co., died 
\ugust 5 while on a vacation at 
\magansett, Long Island 

Graduated from Dartmouth Col 
lege in 1925, he founded Alloy Steel 
in 1929 and helped develop appli 
cation of stainless steel to valves 
The firm was also active in work in 
aid of wuclear research and in plas 
tics and chemicals 

He had been active on the Dart 
mouth Alumni Council and _ its 
committees, and was a governor 
and officer of the Dartmouth Club 
of New York 

He leaves his wife, Mrs. Elbra 
Davis; a daughter, Mrs. Jane D 





THE CLAMP WITH G 








> 


Designed for rugged use, the Emergency Pipe Clamp is a domp of 
almost unlimited strength. You might say it looks fairly simple. Yet fifty years 
of experience have gone into its design... the heavy ribbing to “take” the 
bolt-pull, the skillful shaping of the bolt lugs for terrific strength and oa free 
wrench swing. The full length, massive hinge which no strain can loosen! The 
over-thickness of metal throughout to make child's play of any pressure! The 
glove-like fit... result of shaping each clamp over an accurate mandrel, 
pulling it down with a 12,000 pound air vice and sledging to complete snugness. 

Made in all pipe sizes 2” to 12” for steel pipe and in cast iron pipe 
sizes from 2” up. 


Carried in stock by over 1200 distributors! 


SKINNER-S EAL — emercency pipe CLAMP 


Write for Catalog GW 


M.B. SKINNER CO., Sovth Bend 21, Ind. 











-M ON THE 


TOOL REPLACEMENT TREND 
and the 


SHELDON Distribution Sales Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive... 


Sheldon-Bu 
Sebastien 13” and 15” 
Precision Lothes 


SHELDON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 


ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 
close sales. 


How to select your 
SHELDON LATHE 
Builders of Fine Machine 

Tools Since 1917 


Sheiden Territory Men are oveilable to 
ossist Distributers of of! times 


SHELDON 


U.S.A. 


THE SHELDON LINE 


. .. And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 





SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 
shows. 


KNOX AVE., 


SHELDON MACHINE CO., INC. Sicaco. ue 
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Clark; his mother, Mrs. John HI 
Davis; a brother, Raymond Davis 
and three sisters, Mrs. William 1 
Beazley, Mrs. Robert C. Young 
nd Kathleen Davis. 


Frank A. Seiberling, 
Goodyear Founder 


Frank A. Seiberling, 95 
of both the Goodyear ‘Tire & Rub 
ber Co. and the Seiberling Rubber 
Co., died August 11 in Akron, Ohio 

He had retired as chairman of the 
board of Seiberling in 1950. 

Mr. Seiberling with his brother, 
C. W. Seiberling, founded the 
Goodyear firm in 1898 on capital 
of $3,500 after his father’s firm, 
]. F. Seiberling Co., collapsed in the 
panic of 1893. Goodyear’s sales had 
reached $200,000,000 in 1920, the 
year Mr. Seiberling lost control in 
a financial panic. Out of business 
at the age of 62, with obligations of 
$6,500,000, he and his brother took 
control of two older companies and 
founded Seiberling Rubber Co., 
paying back .their creditors seven 
vears later 

Mr. Sciberling was founder of the 
Lincoln Highway Association and 
was largely responsible for develop 
ment of the nation’s lighter-than-air 
craft industry, bringing the German 
Zeppelin interest to this country in 
behalf of Goodyear. The country’s 
first dirigible, The Akron. was built 
under his sponsorship 

He launched the 
long-distance truck line in 
Akron and Boston 


founder 


first 
1916 


nation’s 


between 


Wallace H. Smila, 
Engineers’ Society 


Wallace H. Smila, 63, charter vice 
president and oldest surviving past 
president of the American Society 
of Tool Engineers, died July 3 in 
Detroit. 

He had retired as master me 
chanic of Plymouth Division, 
Chrysler Corp., last year. He was the 
\.S.T.E.’s second president, ser 
ing in 1933-34 














must cut 
must bevel 


must bevel 
must align | 
and then 














onney Weldolets 


ready to weld 


self aligni 
Somme 7 do! 
ae 


required 





Even on low pressure piping... avoid 
non-productive preparation time... 
SPECIFY and USE WELDOLETS 


No joint preparation is required for either weld of the Weldoiet, 
whereas considerable preparation is required for both welds 


of the miter branch construction. 


The integral reinforcement of the Weldolet Welding Fitting has 
established it as an ideal method of constructing branch 
connections on high pressure and/or high temperature piping. 
This feature is bonus insurance on low pressure piping where the 
Weldolet is easier and more economical to use than preparing 
the two ends of a short unreinforced nozzle. 


As a distributor, it will pay you to point this out to your customers 
as G positive means of reducing their piping costs. 


A few selective dealerships available. Write to 


WELDING FITTINGS DIVISION 


FORGE & TOOL WORKS 


734 MEADOW ST., ALLENTOWN, PENNA. 
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CUT INVENTORY COSTS 


Stock the ONE Complete | 
Line of Jacks and Pullers | a it 
: Starts on page U 


Simplex is the only line of jacks that helps you cut your inventory costs 
while providing a complete jack selection to your customers. For only with 
the Simplex line can you fill all needs from one source — and get the result- 
ing operating economies. No expensive jack duplications, easier inventory 
control, less ordering detail, less freight costs, easier reference and selling. 
ONLY SIMPLEX is the complete line of jacks because no other manv- 
facturer offers as many standard models (there are 125 different Simplex 
Jacks and Pullers) or such a wide choice in all three types — Lever, a 
lic and Screw jacks. 


LEVER 
JACKS 


Rotchet Geared Ratchet Pivoting Base Track or 
Lowering Lowering Models Trip-Types 





William A. Schrade 


Clems Bros. 
HYDRAULIC Ne “ee | Selaiie 
JACKS | ‘ " . Schrade | | 
an illiam A. Schrade has been 
d elected president of Clemson Bros 





PULLERS Single ond Semete ha a e Rol-Tee bow 
Double Pump ams Center- T i r 
Saetahe a Sunew — 2s succeeding the late William | 





Cross 


Formerly vice-president and gen 
eral manager, Mr. Schrade has been 
with the company since 1936. 
or~ b 
ae Trench and Distributor Sues 
Screw Jacks eee . 
George Worthington Co. has filed 
1 $400,000 damage suit against the 
city of Cleveland and Cleveland 
Push and Pull Jocks ojeed tod Jocks . ’ 
. Electric Illuminating Co. for dam 


THESE EXCLUSIVE SIMPLEX FEATURES HELP YOU SELL gS 
“ t ain | ast January 31] and 
Center-Hole” Pulling Lifts Full water main burst last January 31] anc 
Simplex “Jenny” and Re-Mo-Trol Hydraulic Capacity ‘ . 
Pullers are ideal for pulling shafts, wheels, keys, Of Cap or Toe stockroom Spokesmen for the 
pistons, valve seats because they eliminate off- |), ,ike other Cleveland industrial supply and 
center torque by pulling through the center of makes. Simplex ale re 
the tubular ram! Makes pulling easier, reduces Ratchet Spt hth wholesale hardware house charged 
set-up time, increases safety Jacks are rated for that both the city and utility com 
full lifting canacity pany were negligent in failing to 


on either the cap 
WORLD'S LARGEST MPGES. OF INDUSTRIAL «or the we. This have tunneling work properly shored 


MECHANICAL AND HYDRAULIC JACKS lets Simplex Jacks up 
lift full loads from 


low clearances, 
SIMPLEX (22255 
ers more jack Heads Welding Group 


at-m0.TROL JENNY value for their 
UTH-a-TOOL JACKS 201-108 money E. C. Caluwaert, of O. K. 1. Weld 


ing Supply Co., Cincinnati, has been 








to its stock when a 36-inch 


flooded the company’s basement 


TEMPLETON, KENLY & CO. elected president of the National 


2523 GARDNER ROAD e BROADVIEW, ILLINOIS Welding Supply Association 
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Sager-Spuck 
Names Officers 


Sager-Spuck Supply Co., Albany, 
N. Y. has promoted John G. Under 
hill from secretary-treasurer to vice 
president. 

Mr. Underhill is in charge of the 
company’s pump division. 

Samuel G. Coe was named secre 
tary. He has been with the company 
25 years as field representative hand 
ling air compressors and allied equip 
ment. 

Martin H. Prenz will succeed Mr. 
Underhill as treasurer. He has also 
been 25 years with firm, in charge of 
the accounting department and 
lately assistant treasurer. 


Thermoid Elects 
Hill President 


Warren E. Hill has been elected 





president and director of Thermoid 
Co. succeeding George S. Fabel, 
who retired at the age of 64. 

Mr. Hill has been executive vice 
president and a director of Plax 
Corp. and executive vice-president 
and director of Shellmar Products 


Co. 


DIAMIDE’ 
Carbide Tippe 


Core Drills 


MADE OF HIGHEST GRADE STEEL 
EXTRA RUGGED CARBIDE TIPS 
MAKES MASONRY DRILLING 
FASTER ... EASIER 


WRITE FOR INFORMATION FOLDER 


NEW LINE for E. F. McCarthy Co., la cama 5 auwenta "aaa ean co., INC 
Buffalo, N. Y., is signed up at the At vARWOOD ~~ : 
kins Saw Division, Borg-Wamer, plant 
by Eugene F. McCarthy and George J 
Weimert, of E. F. McCarthy, and 
James E.. Butler and B. L. Owens, of 


Atkins 
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UTICA TOOLS 4. ¥wsselt Renovates Old Building For Office 


aid 
PRECISION 


AT EASTMAN KODAK COMPANY 


ADJUSTING—Highly skilled optical technicions | Modern partitions in new e quarter Russell & Company, Inc., Holyoke, 
use these UTICA® pliers to adjust extension lever Mass.. waist high and mountcd floor, provide semi-privacy 

in Kodak Bantam RF camera... to a tolerance of 

only 005 inches. 


CUTTING—UTICA® 41-5 cutters in use on Koda- 
scope Pageant Sound Projector. Accurate cutting 
of speed governor clutch spring in the Cine-Kodak 
Royal Magazine Camera assures protection of the 
sensitive governor adjustment. Replacements on 
41-5's at Kodak are oa rare occurrence, 


Adequate lighting and metal acousti ig afford daylight atmosphere and mini 
ound transmissiot lerical staff 


“DRESSING” — Wires in sensitive sound omplifier 
unit ore “dressed” by UTica” 22-5 short chain 
nose pliers. Intricate work ot Kodok creates many 
tasks for the 22-5 


Order now! There ore 84 UTICA stond- 
ard models, ond hundreds of “Specials.” 
Your industrial distributor hos UTICA 
TOOLS” or can get them for you. 


THE HALLMARK OF exalts 


UTICA DROP FORGE & TOOL CORP. 
UTICA 4, N.Y. 


Mail department has modern ee nt, ample space for processing all mai 
in Conode: Adiom Tool & Supply Co., Utd, Montrest flooring is used throughout vith glass bnch 
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NEW! NEW: NEW! a 


SUPER TOOL STANDARD MILLING CUTTERS 
NOW IN STOCK WITH CARBOLOY. GRADE 370 


For your Steel-cutting applications) 


> 


Super Tool's Standard Milling Cutters 
cre now available for immediate 
delivery with Carboloy Grade 370. 


This new series of steel-cutting cor- 








bide cuts faster, lasts longer -—oper- 
ates efficiently at extremely high 
temperatures as proved by hundreds 
of actual production tests. 


Write now for catalog No. 55, describing 
the complete line of Super Carbide Tools. 

















fn n 
r otf] OT gj) % 

bw UB PW YY 
QUALITY CARBIDE TOOLS SINCE 1927 


= 


TOOL COMPANY 
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sure-grip pulleys 


sure-grip timing belt pulleys 


# 


Pa ig-mee lal) 
couplings 


sure-grip 
sheaves 


here’s what Wood’s “sure-grip”’ line 


Woo 


means to you... 


Shown above is Wood's completely split “Sure-Grip”’ 
interchangeable bushing. These 
with Wood's “Sure-Grip” 
Sure-Grip’ 
As a result, you can now 


bushings are re- 


usable pulleys, "Sure- 


Grip" sheaves couplings and ‘‘Sure- 
Grip” 


meet nearly all Weelti mea th Sielssl lat requirements and yet 


timing belt pulleys 


carry fewer pulley, sheave and coupling sizes in 


stock, thus materially reducing inventory costs 


You can reduce your customers maintenance costs, 


too, because “Sure-Grip"’ bushings allow easier and 
quicker mounting and removal for speed change’ or 


routine maintenance of equipment 


will not work loose; maintains a posi- 
on the shaft. There are bushings for 


‘Sure-Grip™! 


Sure-Grip"’ 
‘Sure-Grip 
every bore. Be 


has 


sure, standardize on 


dL el PA le Re ile 


T. B. WOOD'S SONS CO. 


| 


| 





CHAMBERSBURG, PA 


AMBRIDGE MAS * NEWARK NJ «I 
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Union Twist Drill Co. 
Re-Organizes Division 


Union Twist Drill Co. has taken 
over direct management of its entire 
West Coast operations formerly 
under the direction of E. B. Sutton 
Co 

Direct factory branch offices and 
warehouses will continue to be 
located in Los Angeles, San Fran- 
cisco and Seattle at present ad- 
dresses. Operations of the com 
pany's Butterfield and S. W. Card 
also remain at the 


Divisions will 


same locations 
Each 


formerly 


staffed as 


with cutting tools 


branch will be 


Globe Hoist Co. 
Names Vice-President 


Frank Breckenridge has _ been 
made vice president in charge of 
engineering and manufacturing op 
erations for Globe Hoist Co.'s 
three plants at Philadelphia, Des 
Moines and Long Beach, Calif 

Globe or 


Prior to joming the 


ganization, Mr. Breckenridge was 
president and general manager of 
Automatic Washer Co. of New 
ton He will make his head 
quarters in Philadelphia. He has 


also 


Globe’s board of directors 


lowa 


been elected to serve on 


Screw Machine Group 
Elects New Members 


Seven new member companies 


National 
Assoc la 


been elected to the 
Machine Products 


have 
SCTEW 
tion 
Abbott Products, In 
Jack Corp.; Econom 
Products Co.; Mantel 
Screw Co.; Naugatuck 
Automatics, Inc.; Nutmeg 
Machine Products Co.; 
Mfg., In 


They are 
Columbus 
Machine 
Products 
Screw 
and Owen 


Retires at SKF 
Frederick G. Roberts 


Industries, Inc., in various 


with SKI 
capaci 
ties for 44 vears, has retired as assist 

John A. McAdams 
as assistant treasurer 


int treasurer 
Stic eeds him 








St LINE 
CAR 
MOVERS 


ALL CLEAR 


Rermen K. Andersen For Good Business 


Warner Electric Brake 
Names Vice-Presidents 


- j ; ' 
Warmer Ele-tric Brake & Clutch Car Loadings _ looking ” 
Co. has named Norman K. Ander That's the signal for Distributors 


son, former genera sates manager, to check all shippers’ needs for 
as vice-presiaciil ‘les, and King 
DeSeve, former manufacturing man Car Spotting Equipment. Every 
os iene customer of yours who has a side 
Mr. Anderson joined the firm in 
1946 after working for Devilbiss Co track should have a BADGER 
and Fairbanks, Morse & Co. He will 
Mover— t 
supervise sales in both the industrial LINE Cor Mover—the type bes 
ind automotive divisions. suited to his jobs. See if he needs 
replacements or renewals of Cor 
Movers, Spurs, or related equip- 
ment. We can ship from stock and 


always suggest to users that they 


buy from their local distributor. 


SAFETY HANDGUARD — 
should be standard equip- 
ment on all Car Movers — 
will fit any type. Prevents 
serious injuries to hands. 





SAFETY HANDGUARD 


* Get the infor. 

mation about the 
’ NEW 2249 Model 
and latest Distrib- 
wtor's Dete Sheets 
— yours for the 
SALARY PROGRESS asking 


The typical 1949 engineering gradu 
at> hes nearly doubled his starting 
solcry in the five yeors since he 
left school, Chemical Engineering, 
McGroaw-Hill publication, reports. Re 





King DeSeve 





PORTER SPRING 
WINDER mokes « wide 
variety of springs — use- 
ful wherever springs cre 
made tor replacement in 
small lots. 








sults of a recent survey indicote thot ‘ 
the average monthly salary of fresh- PORTER SPRING WINDER 
from-colleg? enginecrs was $270 in 


1949, as compared to $513 today : 
ADVANCE CAR-MOVER COMPANY, INC . Appleton, Wisconsin 
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252 


THE All-purpose TOOL 


FOR INDUSTRIAL DISTRIBUTORS! 


OE 


HARDENED H.S.S. 
DRILL BLANKS 


“Versotile!’’ That's the way users de- 
scri ce hardened high speed steel 
drill blanks. Because they're “all-pur- 
pose™ tools that can be used in countless 
different ways. Such as punches, 
dowels, knock-out pins, rollers, and 
gages plus a wide range of end- 
cutting tools . just to name a few. 


‘Profitable!’ Yes, that’s the word you 
will use once you start selling them. 
Because one good sale quickly leads to 
another . builds profitable, volume- 
repeat orders for you. And blanks are 
only part of the fast-moving, nationally 
advertised Ace Drill Line. Send for com- 


plete information today! 


| ACE DRILL CORPORATION 
| Adrian, Michigan 


! Gentiemen Please send me your complete line catalog | 
] (No. 52), and full information on your Distributors | 
| tranche Agreement 


= 
| company 





ACE DRILL 


ADRIAN, MICHIGAN 





Oo ORIGINATORS OF “GROUND-FROM-THE-SOLID DRULS 


. . . selling is my business 


JACK H. MILLER: 


Be Available— 
Know the Answers 


Jack H. Miller, sales representa 
tive for Detroit Ball Bearing Co., 
Detroit, believes that he fulfills his 
function best by keeping in close 
contact with his customer and by 
having the answers to bearing prob 
lems at his fingertips. 

“My chief aim is to keep my cus 
tomer supplied with replacement 
bearings,” says Mr. Miller. “I try to 
keep in advance of his needs—this 
means knowing what bearing prob 
lem may enter his operations and 
the answers to those problems.” 

“Maintenance selling is different 
from production selling,” he says 
“You make your first contact with 
the his bearings 
operations and needs, and then your 
chief duty is to take over his worries 
in that field. The actual selling part 
of the job comes in that first contact 
—from there on, the job is one of 
engineering.” 

Mr. Miller is qualified for that 
aspect of his work because of his 


customer—study 


degree in aeronautical engineering, 
and his six years outside with DBB 
He wants his customers to think this 
wav about him: “This guy's got 
what I need, and I know when I'm 
in trouble he'll take care of me.” 
“It’s just like a doctor,” says Mr 
Miller, “he doesn’t sell himself. He 
does a good job and charges a fair 
price. If a manufacturer has trouble; 
if, for example, a bearing fails more 
often than it should, it’s my job to 
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ALBANY 


LUBRICANTS 


standardized and packaged 


to meet your customers’ 
everyday needs 








ALBANY PRESSUREGREASE 
UNIVERSAL 

For Cups — Ball Bearings — Water 
Pumps — Universal Joints. Water- 
proof — Exceptiona'ly high melting 
point. Soft enough for gun applica- 
tion 











ALBANY GREASE 


A cooling lubricant for operating tem- 
peratures from 110° F to 200° F. 








ALBANY PRESSUREGREASE 

A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hoard and 
Graphite Pressuregrease Soft and 
Medium 








ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 

Will not separate or oxidize assuring 
long life to bearings. May be used in 
hand grease guns 








ALBANY GEAR LUBRICANTS 


Retards wear, quiets gears. Water 
proof. Will not drip when gears are 
idle or in motion 








| ALBANY PENETRATING OILS 
(Clear or Graphite) 

Cuts rust as well as 

lubricates. Loosens sticky valves, elim 

inates squeaks. 


Quick-acting. 





ELECTRICAL DIVISION 


Albany RBR Wire Pulling Com- 
pound 


Albany Improved Cable Pulling 
Compound 


Stearine Candles & Flux 











1868 -1955 
BUT 


MORE MODERN THAN EVER 


ADAM COOK'S SONS, INC. 


Mfrs. of Albany Lubricating Products 
LINDEN, NEW JERSEY 








find out why, and to cure the trouble. 
1 must be prepared to answer any 
questions that might come up which 
relate to bearings. As for ordering, 
a customer often knows what he 
needs, but he doesn’t know exactly 
how to get it—that’s where | step 
in. Or he wants a bearing that'll 
take a certain load at a certain speed 
I have to be able to provide him with 
it. To be on the spot when I'm 
needed, to supply the technical bear 
ing information, to anticipate my 
customer's needs, to instill conf 
dence as to my bearing know-how— 
that’s my selling method.” 





Robert H. Tiderington 


Flack-Pennell Co. Makes 
Tiderington Vice President 

Robert H. Tiderington has been 
made a vice president, director and 
general manager of the Flack-Pen 
nell Co., Saginaw, Mich. 

Mr. Tiderington, who is also a 
stock holder of Flack-Pennell, was 
Saginaw branch manager for De 
troit Ball Bearing Co. of Michigan 
for fifteen years. 





CANNED FACTS 


More than 1,000 cons are opened 
every second in the United States, 
Food Engineering, McGraw-Hill publi- 
cation, says. Annually, 40 million 
American families open 36 billion cans 
per year 











the only RATCHET PIPE THREADER 


which gives you all these time-saving features 


Cuts pipe thread or conduit thread (same dies) 
Instant setting for sizes 1” to 2”. 

Opens automatically at standard length thread 
Opens manually at any length of thread 
Adjustable depth of cut 

Mistake-proof self-centering guide 

Jam-proof 

Dual purpose spin-back knob 

Manual or power operation 


For complete details inquire of your local Supply 
House or write direct for literature. 
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A new ‘Mighty Midget? (tie... 2.0 6... 
rounds out famous line 


LUNCH before the second nine 
vared by John F. Gaudian, Armstrong 
Bro lool Ci Robert Sparks, Chi 
ipe Precision | | ( (, ,corg 
Schlitt, The Lufkin Rule Co. and 
Graham Smith, Chicag Supply & 
lool ¢ 


No. 236 — %” chuck — 1500 rpm 


Every Mighty Midget is a power packed, heavy duty drill. The new 
No. 236 completes the line. Now you can get a 4” chuck Mighty 
Midget with no load chuck speeds from 5,000 to 1,500 rpm, and 
¥%” chuck model rated at 1,000 or 600 rpm. 


Check these drills against your needs. 





No Load 

Chuck Chuck Length 

Drill No. Size Capacity Speed Overall 
232 | | 5000 
233 | 4” in steel 3500 
234 Vg 2500 ” GUEST Elmer Star, Stindard Fx 
ee nt & Supply Co.. Hammond, Ind 
235 | ” in hard wood 2000 t fi The ai ae les om w 
236 | 1500 7 : imaxed by a ban t and 
237 “ ”“ in steel 1000 wa come 
238 “in hard wood 600 









































Every Mighty Midget has anti-friction bearings, trigger switch with 
locking device and aluminum die-cast housing with high polish 
Stanley finish. The addition of No. 236 makes this a line you can 
offer your industrial accounts with confidence. Now it has every- 
thing — all speeds, 4%” and %” chucks, and the long lasting, high 
standard, performance capacity Stanley builds into every Stanley 
Electric Tool. Write Stanley Electric Tools, 489 Myrtle St., New 
Britain, Conn. for full particulars. 


AFTER GOLF Bill Last and Paul 
STA N | E VY Shenafelt, Winter Br mat 
McCall, B. R. Paulsen & o 
Jim Shamberg, Simonds, for 
The Stanley Works * New Britain, Conn. Nearly a hundred member : 


were at Thorngate Cx 


ELECTRIC TOOLS + TOOLS * HARDWARE ¢ STEEL «© STEEL STRAPPING the outing 
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HY-PRO SPECIALIZES 
IN TAP USES 


..f0 help cut time 
from tight schedules 


f Hy-Pro concentrates its operation 
on the production of taps. Every 
te effort is made toward the improve- 
ei ment of tap efficiency and cutting 
Fj w \ tapping costs. 


NO MATTER WHAT YOUR TAPPING NEED MAY BE, Hy-Pro . . : all ‘ » . 
has available a selection of thousands of taps which Time and time again, manufacture rs 
include all categories have saved man-hours in their op- 


erations through the help of Hy- 
Pro’s tap experts. This repeated suc- 
cess has gained them recognition in 
business as ‘‘ The Tap Specialists” 





It will pay you to re-emphasize to 
your customers that Hy-Pro offers 
them the exclusive benefit of special- 
ized tap production in its complete 
line of high-quality taps. 


ANALYSIS AND RECOMMENDATIONS by Hy-Pro’s special 
ists have saved time and cut costs repeatedly for 
Hy-Pro’s customers 


HY-PRO TOOL €CO., NEW BEDFORD, MASS., U.S. A. 
DISTRIBUTORS IN ALL LEADING CITIES 


6046 College Ave 10428 W. MeNichols Rd 11232 Lawler St. (Wort) 109 Edison PI! 
ADDITIONAL WAREHOUSES: OAKLAND 18, CALIF DETROIT 21, MICH CHICAGO, ILL. NEWARK 5, N. J 


Piedmont 5-4337 University 4-1077 Garden 4-0217 Market 2-4318 
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ARMSTI 


STEELGRIP 
forged arms 
screws as 
Universal 
considerabi 
end of sha 


Write 


HY SSE TP Bess Sie Sy 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CKICAGO 30, U.S.A. 





“See KELLER 
xeeemes.. | POWER HACK SAWS 





for 
GREATER PROFITS! 


Ten popular models to meet every power hack 
sow requirement moke it easier to sell KEL 
LER! Five capacities 4” x 4”; 5” x 5”; 634” x 
634"; 812" x 842"; 1042" x 9” are available 
Each model has features which provide genu 
ine customer satisfaction. . .by faster, more 
economical production. Thousands in use! 





* NEW ... @ brand new JEFFERSON 601 


power hack sow, loaded with new 
sales and operating features. 
WRITE FOR NEW FREE CATALOG 








SALES SERVICE MACHINE TOOL CO. 


2347 University Ave. St. Poul W14, Mina. 





POWER H AC K Ss AW & 
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B. H. Temple 


Harnischfeger 
Names Area Head 


Ifarnischfeger Corp. has named 
B. H. Temple district manager for 
ts Welding Division’s Birmingham, 
\la., district 

With the company since 1947, 
Mr. Temple has traveled extensivel 

the Southeast 


U. S. Rubber 
Names Executives 

United States Rubber Co. has ap 
wointed William A. Mitchel as 
manager of distributing branches 
ucceeding Henry G. Noss, who has 


retired 


Wilbur E. Combs has _ been 
imed sales promotion manager of 

ompany’s industrial rubber 
T duc ts 


l‘ormerly assistant manager of dis 


William A. Mitchel 





\ 


“Set your sights’’ on VEELOS, the Adjustable 
V-Belt—it gives your customers these exclu- 
sive advantages . . . 

Simplified Inventory—packaged on 100-foot 
reels ready for use. 

Easier Installation—takes 50°, to 90° less 
time to install. 

Efficient Operation—cuts belt vibration up to 
90% and can prove it. 


THE BALANCED MANHEIM MANUFACTURING & BELTING COMPANY 
LINK V-BELT 608 Manbel Street, Manheim, Penne. 


Veelos is known 


o* Veelink ounide ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 


the United Stotes 
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the one and only HANDBOOK for 


REAMER SELECTION 





'yf net price 


Here's the L&I 36 page 
Complete Reamer Selector 
gvaranteed to be the hottest 
sales aid you ever handed 
your reamer customers. 
Complete quick data and net 
price on every L&/ high quality 
reamer . . . and remember, 
L&I makes the widest range of 
standard reamers available. 


Write for your copy and ask for 
the L&I Sales Policy, too. 


INDUSTRIAL DISTRIBUTION 


LAVALLEE & 


CHICOPEE 


IDE, INC. 
MASS 
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Wilbur E. Combs 


tributing branches, Mr. Mitchel will 
direct operation of the company s 
39 branches. He has been operating 
manager at Indianapolis, Cincinnati 
ind Detroit 

Mr. Combs has been merchan 
dising manager for New York Belt 
ing & Packing Co., a U. S. Rubber 
subsidiary, and manager for V-belt 
sales and sales manager for L. H 


Gilmer Co., a U.S. Rubber division 





F. J. Sikorovsky 


Wood & Spencer 
Names Executive 
F. J. Sikorovsky has been named 
general manager of the Tap Divi 
sion of Wood & Spencer Co 
Executive vice president of 
Avildsen Tools & Machines, 


for the past five years, he was also 


Inc., 


it one time vice president of Green 
held ‘Tap & Die Corp. and for 15 
years president of Ampco ‘Twist 


Drill Co 





Lock Washers 
in Coin crs 


9 Popular Sizes 
Machine Packaged and coun- 
ted in Crimped-End Tubes 


PLATED 
WASHERS 
in White 


PLAIN STEEL 
in Yellow 
Tubes 


Patent Pending 


—and 2-Label 
Telescope CARTONS 


for upside-down or right-side-up stack- 
ing or telescoping open carton in 
cover—all with Readable Right-side- 
up End Label. 


Use Them 
Like This 


Block bottom wp 
for ‘‘upside-down 
stacking 


— or This 
Yellow top wp for 
conventional stock 
me 


Open corton tele- 


scoped inside cover 
with readabie right- 
side-up End Label 


Get Details of 
Distributors TRIAL ORDER 


M-C Lock Washers in Coin Pak 
are sold to industry only through 
recognized Industrial Suppliers. 
If you are not familiar with this 
Modern, Functional, Small Lot 
Packaging of Lock Washers, write 
today for Full Information on Coin 
Pak Trial Order for distributors 
only. Ask also about JOB-PAK, 
the new Bulk Package for volume 
users 








WAYLAND DAVIS has been outside 
salesman for Thackston-Davis Co., Co 
lumbia, S. C. for the last five vears after 
some inside experience 





Use of Jigs, Fixtures 
Explained in Booklet 
| IX 
of ad 
Small 


“Reducing Costs with Jigs, 
title 
the 


tures and Gages” is the 
Technical Aid of 
Administration 


new 
Business 

No. 40 in a series, the leaflet ex 
plains how time can be saved in 
production operations by a study of 
the 
Ex 


predetermined motions and 


proper use of jigs and fixtures 
amples are given of cases in which 


resulted 


considerable cost savings 
from proper setups on the assembly 
line and at machines 

Knowledge of how much can b« 


saved from properly designed setups 





can be acquired before operation 
begin, the author points out 








keeps W. W Kl in 


of the m 


PHONE. business 
busy. Mr. Kline is 
dustrial supply department of J. I 
& Son Hardware Co., Pottstown 


manager 
cecly 

Pa 
1955 
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Lock Washers 
im AW Wy * 


eos Functional 
BULK PACKAGING 
+ «+ at No Extra Cost! 


*The contents of a Keg in 
ONE Shipping Container — 
divided into 6 equal cartons 
— Labeled and Counted 


FOR VOLUME USERS 
JOB-PAK has 6 inner cartons, 


each containing 1/6th of the con- 
tents of the “keg size” outer con- 
tainer. 


JOB-PAK individual inner car- 
tons of lock washers are the same 
as a distributor package. 


JOB-PAK reduces handling ex- 
pense — each inner carton of lock 
washers weighs approximately 33 
bs. — easy to place on stock 
shelves with other packaged items. 
JOB-PAK assures maximum use 
of stock room floor area—no open 
kegs, boxes or cartons on floor or 
in aisles 

JOB-PAK eliminates counting 
and weighing, manual effort and 
error — prevents spilling and mix- 
ing of sizes. 

JOB-PAK speeds up physical in- 
ventory, simplifies multi-stock dis- 
tribution. 


Write for Prices, and a Home Assortment of 
Plated Lock Washers in Miniature JOB-PAK 


AB476 1/3 











EIGHTY-SEVEN YEARS OF KNOW HOW 


(or what some people call tradition) 


in designing a product, there is no substitute tor years of experience and know how. 
Some 35 years ago, our Mr. Kessler redesigned the entire Athol vise line. He didn't : 
have to wait ten yeors to find that he should put adequate jaw depth into the jaws D. K. Wirth 
of the vise. He designed it into the vises right from the start. 
He knew that vises are built to use in the shop, and didn’t design them to !ook pretty . 
on a coffee table. None of the weight and metal in the Athol vise is wasted by ee Yale & Towne 
it owt somewhere, merely for appearance. We call attention to our motto “Strong . F 
Where Strength is Needed”. Adds Detroit Branch 
We know that the quality of the Athol Vise is there, because we are the only major The Yale & 7 oi. ¢ 
vise manufacturer in the country who own and control their own foundry. We do not own ae ale owne ig “ 
just o few shares in this foundry, but it is within our own grounds and & pes of our has added a new sales and service 
factory operations. Therefore, we control the making of our Athol Vises, and their con- , 
sequent quality, from start to finish. We do not make anything but vise castings in our branch at 4466 Woodward Ave., 
foundry. We never pour cost iron in this foundry. All these vises made by Athol Ma- Detroit, to serve the lower Mich 
chine & Foundry Company, even our low priced household line, have a very high steel = fe 1 Toled 
content. This is known as semi-steel, and is the material that we consider, from years gan peninsula and 1O0ledo areas 
of experience, to be the best material for a vise. Managed by D. K. Wirth, it has 


Athol products are sold only through recognized Distributors. 6,000 sq. ft. of office and display 
ATHOL MACHINE & FOUNDRY Co. Athol, Mass. | soc, shop senice facilities and 
complete parts stock rooms and 
storage. John R. Henderson is 
sales manager, and hoist sales offices 
ire maintained by Neal Kemp 











Joseph Hanasack heads the service 


facilities. 

Mr. Wirth is former president 
of Michigan Materials Handling 
Corp. Mr. Henderson has 25 
years’ experience in the field. 

The company has moved the 
regional sales office for hoists trom 
East Grand Boulevard to the new 
branch, Mr. Kemp, hoist representa 
tive since 1951, will service hoist 


FOR EVERY HARDWARE NEED | Bey / 7 distributors in Michigan, northeast 
| . 


Proof Coll Chain @ BBB Coll Chain @ Steel Loading Chain Indiana and northwest Ohio 
@ Hi-Test Chain @ Log Chains @ Cow Ties @ Harness 
Chains @ Weldices Coll Chain (Double Loop) @ Tie Out) 
Chains®@ Halter and Dog 
Chains® Wagon Chainse 
Pump Chain @ Liberty 


Coll Chain @ Machine oe ROD POPPING WITH ENERGY 


Chain @ Passing Link 
Chain © Sling Chains @ \ 
Repair Chain @ Trace <® My he, ; Tired or run-down Conadians now 


Chains @ Chain Hooks A > OOF ants . Bae 
@ Repair Links @ Porch & ; por, con obtain extra energy by drinking 
Swing Chains @ Lock- . . : . 
Link Pattern Chain. —_ >. : soda-pop, Chemical Week, McGraw 
‘ Pan Par ‘r) Hill publication, reports. The soft 
—on display stands, in a2 oo’ Ee ’ drink, named Lucozade, contains 23.5 
re-usable plyweed drums : Phe 2 / per cent glucose for energy, lactic 
or metal WESCO Pail- ae 3 
Poks. t acid, sodium benzocte, and assorted 
] : flavorings to make is polatabie. It re- 
portedly is selling well through drug- 


WESTERN CHAIN Se guns te Consde 


ta. 
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It pays you to stock 


Cap Screws, Set Screws, Milled Studs—common 
items in the trade! But what isn’t common about 
the CleCap Line is your ability to get larger diam- 
eters and extra lengths for your customers as 
fast as standard sizes. 


On top of that, more-than-ordinary attention to 
all shipping dates brings you deliveries as you 
want them. Even on odd sizes, we really “dig” 
to keep customers happy. 


That’s what pleases users and invites re-orders, 
Write for our latest Stock List. 
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The Cleveland Cap Screw Company 
2931 East 79th Street * Cleveland 4, Ohio « VUican 3-3700 TWX CV42 
Warehouses: Chicago * Philedeiphio + New York + Providence * Los Angeles 


Originators of the Kaufman gpa Process 
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are you sure 


If your socket screw sales aren’t as high as you think they should be, 

perhaps the answer lies with the line you are carrying. The Mac-it 

line will improve your sales and increase your profit through these 
four important advantages: 

- A Complete Line: Mac-it’s line includes hard-to-get items such as stainless 
steel socket head cap screws and socket set screws (cup point)—and these 
Mac-it extras: hollow lock screws, tool post screws and square head collar 
cap screws 

% Specials: Mac-it is set up for fast delivery on special orders—skilled craftsmen 
are ready to make up fasteners exactly to your customerzs’ specifications 


H Fastener Engineering Service: To aid in the solution of fastening problems, 
Mac-it engineers consult with customers and recommend screws, standard or | 


special, that will improve the appearance, efficiency and performance of 
their products 

3% Promotional Program: Mac-it distributors receive the benefits of energetic 
promotion with proven selling tools as a function of the Mac-it “Distributor- 


Profit program 


All these mean better service both to you and to your customers. 
Better service means increased sales with Mac-it—‘‘your key to better 
profits.” 


Mac-it distributorships are available in 
several marketing areas. You are invited 
to write for complete information. Also, 
send for new Mac-it catalog. 


Lae =i 


ane AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HARROD COMPANY 


1392 WEST 32D STREET CLEVELAND 3, OHIO 


Lancoster, 


Penna. 





Fred W. Elva 


Norton Re-aligns 
Northeast District 


Norton Co. has 
former Northeastern 
district and created a new sales area 
following the retirement of Fred W 
Elya, Northeastern district managet 

Ronald W. Price has been named 
district for abrasive sales 
in New England, and Robert H 
Langdon heads the district 
which includes New York State and 
northern New Jersey 

With the 
Mr. Price 


manage! 


re-organized its 


abrasive sales 


manager 


new 


company since 1926, 
Connecticut 
1946. His 
quarters will continue in Hartford 
\ twin brother of Donald L. Price 
Abrasive Di 


University 


has been 


since head 


Norton sales manager, 
vision, he is a Clarke 
graduate 

Mr. Langdon 
abrasive engineer in western Massa 
chusetts. With Norton since 1941, 


he graduated from Purdue Univer 


was formerly an 


Price 


Ronald W. 


Manufactured by Mac-it Parts Co., 
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Robert H. Langdon 


sity. His headquarters are in Teter 
boro, N. |] 

Mr. Elva retired after 43 years 
with the company. For the past 
ten vears he has managed the North 


east district 





Earl J. Peters 


Ace Drill Corp. 
Names Sales Head 


Earl J. Peters has been appointed 
general sales manager of Ace Drill 
Corp 

He has held various sales manage 
ment posts in the industrial, gaging 
and electrical engineering and con 


struction fields 


To Sell Gries Line 


Gries Reproducer Corp. has ap 
pointed Hargrove-Green Co., Los 
Angeles, to represent it in Southern 
California 


Tell us the product and we'll show you 


the right belting for handling it. 


BELTING 


This is possible because the Victor line of textile belting is com- 


plete — fills many needs in conveying, elevating and transmission 
There's everything a customer needs in solid-woven cotton, Neo- 
prene impregnated, canvas-stit hed, Balata, special treatments 
plus a complete selection of belting specialties ...all in a full range 
of widths and thicknesses 
To prove which belting is right for each use, our research depart 
ment conducts continuous, exheustive tests under actual operating 
conditions — then integrates test results with field reports to give 
assured recommendations. 
The pay off of this policy is our volume of repeat sales and an 
ever-growing distributor list. Why not give your customers this 
complete belting service? Send for Distributor Catalog today 
A COMPLETE LINE Including: Neoprene Belting « Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 


—many widths and plies - Canvas Stitched Beiting 
Belting Specialties 


tector 


53 Pork Ploce, New D6 W. Hubberd Street, Chicage 10 
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SPEEEYTSE- 
offers more prefits 
because it builds 
repeat sales 








Each new Speed Vise that 
is sold is sure to build 
repeat orders because once 
production men have used 
Speed Vise they quickly 
discover several other Oldham-Rust 

places where additional re Adds to Staff 

Speed Vises will save more ~ George A. Sonntag has joined the 


time and money. s staff of Oldham-Rust Co., New 
If you are not selling York City manufacturers represen 
the Speed Vise line, Priced lower than other drill press vises : ; _—" 
write for complete information 


CARDINAL $10.90 to $22.90 list Formerly with Harold Dessau, 


MACHINE CO. * Field assistance for your sales force New hs tk - ity, a W - be “ —_ 
t () ¥ sts s ‘ v 
1819 Dana St., Glendale, Calif. * Sold only through industrial distributors . Se oo 
| Supply Department and will also 


do missionary work in industrial 


George A. Sonntag 


totive 
iLIVGS 


alt 


To Sell for Hydra-Feed 

Hlydra-f'eed Machine ‘Tool Co 
has appointed Neff, Kohlbusch & 
Bissell, Inc., Chicago, to handle 
sales in and around Chicago and 
Milwaukee 





eo. 120 years The American Crayon Con 
pany has been the “first” in the developme 
and manufacture of the FINEST in marking 
crayons 


For Clear, Long-Lasting, Legible marking 
W en MARKIN Insist on AMERICAN LUMBER 

CRAYONS 

Send for your Free Industrial Crayon Guide 
COUNTS -Count on pie 


THE AMERICAN CRAYON COMPANY 


CAN! i 
AMERICAN SAMBUSKY. OH10 new vees PLANNING at Abrasive Machine & 


Supply Co., Newark, N. J., is coordi 


AMERICAN LUMBER CRAYONS ae oe ee ey ee ee 
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Syntron Sales Firms 
Appoint Salesmen 


Syntron sales firms have made the 
following appointments: 

New York--Preston Williams, 
named to handle customer relations, 
quotations and other office problems 
as well as sales of rectifiers and shaft 
seals. 

Homer City, Pa.—Bradford H. 
Voltz, named power tool and paper 
jogger salesman, with territory in- 
cluding all of Sytron Irvin Sales Co.’s 
area in Pittsburgh and western Penn- 
sylvania. 

Boston—Donald J. O’Hara, cov 
ering Maine, New Hampshire and 
northern Massachusetts. 

Syntron Irvin, Indiana, Pa.— 
James Meehan 

Newark, N. J.—John R. Skelton 
and Aress Solokian. Mr. Skelton will 
cover seven New Jersey counties, and 
Mr. Solokian will handle customer 
relations and engineering. 

Cleveland—Bernard Wieczorek, 
covering the Cleveland area. 

St. Louis—Aubrey Nickels, St. 
Louis metropolitan area. 

Buftalo—Leon P. Hauck, covering 
Erie, Niagara, Chatauqua and Cat 
tarungus counties 

Philadelphia—Graham Bell, power 
tool salesman for Philadelphia and 
eastern Pennsylvania 

Syntron Irvin Sales Co. has pro 
moted Frank Belletieri to vice presi 
dent succeeding David Irvin who 


resigned 


Colorado Fuel 
Names Executive 


Ralph W. Ramer has been 
appointed sales and product man 
ager of the Mechanical Specialties 
Department, Colorado Fuel & Iron 
Corp 

He succeeds Neil E. Kile, 
ippointed manager of the company’s 
Clinton, Mass., plant 

With the company since 1943, 
Mr. Ramer has been sales represent 
ative for the corporation’s Wick 
wire Spencer Steel Division in 
Wisconsin and upper Michigan, and 
since 1952 assistant to the Midwest 


district manager 


Socket Screw Products 
by WESTERN 


Insure Fast, Economical Assembly 


Western Socket Set Screws 
are available in cup point, 
cone point, flat point, oval 
point and half-dog. 
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Western Socket Cap Screws > 
are ‘‘traction-knurled”™ ~ 
for faster assembly, a 
= 

Western Stripper Bolts, like other 

Western Socket Screw products, 

have rust-resistant black oxide 


finish. 


Western Socket Keys are available 

singly or in 3 hit sizes individa- 
ally packed in attractive cloth or 
plastic cases. 


Western Socket Pipe Plugs, made of special 
electric furnace alloy steel, are available in 


pipe sizes from 1/16" to 1-1/4 


Your customers get faster assembly of their products plas modern, 
streamlined appearance with no protruding bolt heads when 
they specify, “Western Socket Screw Products 


Flush-to-surface Socket Screw Products by Western are made of alloy 
steel, carefully processed on the most modern heading and threading 


ing equipment and heat treated in electric atmosphere-controlled fur 
naces. Precision made, they fit instantly saving assembly time and 


money 
Write today for free catalog and prices 


/ 
ie 
Western Automatic Re 
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New Ill-Boy’ Position Lock 
gets sales off on right foot 


No need to tread lightly in the presence of purchasing agents. They’ll 
be as anxious to see Bassick’s new “Hi-Boy” position lock as you are 
to sell it. 

This new lock has all the advantages your materials-handling cus- 
tomers have been looking for. Step on it lightly and it grips the floor 
firmly with thick neoprene pad. Release it and it instantly retracts to 
give 3%” ground clearance. That’s three times as much clearance as 
has been previously available. 

Get your foot in the door with Bassick’s new “Hi-Boy” position lock 
... and keep it there by reminding prospects about the complete line of 
reliable Bassick industrial casters. Wher- 
ever you go, remember, somebody always 
needs casters to do a better materials- 
handling job. And Bassick’s heavy adver- 
tising campaign does the pre-selling that 
makes it easier to leave with the order. 


RUGGED SERIES 99 CASTER takes rough 
assignments in stride. Valuable Grease 
Retainer is standard on all sizes from 5” 
up. It prevents loss of 

swivel lubrication, adding 

extra miles of trouble- 

free service. Keeps haz- 

ardous grease off floors, 

too. 


Tue Bassick Company, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


S OF CASTERS 
DO MORE 
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Max L. Palmer 


Black & Decker Names 
Promotion Supervisor 


The Black & Decker Mfg. Co 
has appointed Max L. Palmer to 
the newly created post of sales 
yromotion Supervisor 

With Frigidaire Sales Corp. for 
the past six years, he was recently 
that firm’s advertising and sales 
yromotion manager in the Washing 
ton-Baltimore area He served 
vefore this as assistant to the Co 
rdinator of Information in the 
U. S. House of Representatives 

Black & Decker officials said the 
ew post is in line with policy to 
yut more emphasis on merchandis 
ng and sales promotx for ex 
panding markets 


Micro Switch 
Buys Building 


Micro Switch, a division of Min 
neapolis-Honeywell Regulator Co., 
has purchased a multi-story building 
in Freeport, Il., which the firm has 
been occupying a number of vears 
under lease 

The building increases by 300,000 
sq. ft. the division’s owned space 
The division also operates small 
factories in Warren, Ill.. and Inde 


pendence, lowa 


Resigns from Peerless 

Frank W. McCann. Atlantic dis 
trict manager for Peerless Pump 
Division of Food Machinery & 
Chemical Corp., has resigned 








Metals Supply 
Opens New Quarters 


Metals Supply has moved its 
headquarters and major warehousing 
operation from San Francisco to a 
new 16,000 sq. ft. building in 
Emeryville, Calif. 

The firm will maintain a small 
pickup office at the old location 
in San Francisco at 656 Townsend 
St. 

Donald L. Breidenbach recently 
purchased controlling interest from 
his father, E. W. Breidenbach, who 
is retiring from the partnership but 
will remain cenected with the com 


»any in a sales and advisory capacity : d 
a aga \yS 10-ft. Steel Tape 


Metals Supply opened a ware 


house and sales office in San Gabriel, » STAN DS uP STRAIGHT 


Calif., in June. A staff of nine there 


is headed by William Swanson as \ x for UPRIGHT 
manager. . 
: | MEASUREMENTS 


Brewer-Titchener Those long upright measurements are easy 
and accurate with this new EVANS King Size 


Sets up New Division 10-ft. White-Tape. The 33° wider blade 


(full 44°) stays straight up without bending 








The Brewer-Titchener Corp. has =) EVANS RULE CO. °F buckling. You get « free belt clip and Tenite 


utility case with every tape. Sliding end hook 
established a new division to manu 4 - for inside or outside measuring and 





facture industrial and marine hard it’s morked so you don't have to figure! 


ware. no other tape is marked this Evans way 





general manager of Maine Steel, 








Inc., the division will make a com 


Under the guidance of Walter S 
Story, formerly vice president and 


plete line of light and heavy 
. Whichever way you work, in inches or feet and inches, 


hardware, including turnbuckles, nen seed lastastiy without having to step end figure 
shackles, eye bolts, wire rope sock The EVANS King-Size White-Tape Is the Top 10-ft 

Tape volue ot only $2.39. Retail everywhere in U.S.A 
ets, connecting links, hoist hooks, 


clips, swivels and related products another 
Charles A. Morrill, formerly with EVANS 

Maine Steel, Inc. and Maine ny 

« le = as eC é - 

Specialty has been named di ONLY 
12-FOOT 
POCKET 

WHITE-TAPE 


“Stendard blade a A 
” wide” y . . E 
NEW METHODS NEEDED - cae >” This L-O-N-G-E-R 
ow, @ pocke P . 
Mot | bei = 4 tape that measuresa j~ Pocket White-Tape only $ 1 8? 
goog Ragga Gm 33 fest — cee Reta'l everywhere in USA 
so rapidly that refiners are becoming nates the inconven- nike 
; jence and inaccuracy of adding two measurements as you do with shorter 
concerned ebout how they ere going tapes. Exclusive EVANS double markings (same as King-Size sbove) 
to measure their anti-knock qualities Chrome plated case is no bigger than cases for shorter tapes. Self -ad pusting 
3 sliding hook for 100°, accurute inside of outside Measurements Each tap 
> > wag! oe — pret packed in FREE transparent Tenite utility case 
‘etrojeum rocessing, cGrow-M 
publication. Some oil companies are Let us help you sell more tapes. 


expected to introduce 100 octane Write for free supply of leatlet 10.1D 


fuels by 1958 and this is where the 

problem comes up, since the highest Ewatta ‘ 
octane thet con be measured by RULE co. g 
present methods is 100. 400 Trumbull Street, Elizabeth, N. J., U.S.A. 


Makers of Evans “Long Tapes” —25-50-75-100 tt, and Evans 6-4¢ Folding Rules 





vision sales manager. 
The new operation will be at the 
company’s Cortland, N. Y., plant. 
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CUT 
COSTS 


with @ 
HARGRAVE 
STANDARD” CARRIAGE 


CLAMPS 


%& Stronger than conventional 
malleable iron carriage 
clamps — yet competi- 
tive im price. 


we Ask Your Distributor 
about this DIFFERENT 
carriage-type clamp. 


% Complete 
sizes 


range of 


% Handle forged inte- 
gral with screw. 


% Screw has 
heat-treated 
threads 


heavy 


% Steel oscillating 
pressure tip 


STOCKED BY YOUR 
INDUSTRIAL DISTRIBUTOR 


Now available—the NEW No 
65 Catalog with Selection- 
Application Information 

THE CINCINNATI TOOL CO 


4032 MONTGOMERY ROAD 
CINCINNATI 12, OHIO 





Three Representatives 
Named by Osborn Mfg. 


The Osborn Mfg. Co. has made 
the following assignments 

James H. Gertz, succeeding R. W 
Murray, will cover the western 
New York State area head 
quarters near Buffalo. 

Lane Jonap, formerly assigned to 
Cleveland, succeeds Mr. Gertz in 
his former Minneapolis post. 

Howard A. Simons, 
the sales force this year, 
Mr. Jonap in Cleveland 

Mr. Gertz has been wi 
pany since 1952 and has covered the 
Minneapolis, lowa Nebraska 
territory for the past year. Mr. Jonap 
worked two years for Rotor Tool 
Co. before joining Osborn in 1954 
Mr. Simons has been sales engineer 
for American Buff Co. and for Die 
bold Inc. 


with 


who joined 


succeeds 
th the com 


and 





J. L. McCandless 


Cambridge Wire Cloth 
Names Sales Engineer 


Cambridge Wire Cloth Co. ha 
McCandless special 
sales engineer for its newly forme: 
Gripper Sling Department 

Formerly with Benkart 
Supply Co., Pittsburgh, he 
the Cambridge staff August 1 and 
is expected to begin field 
work after a short orientation 
period. His chief responsibility will 
be to work with distributors hand] 
ing the Gripper line, company 


appointed J. I 


Stee! 


joined 


active 


ATLAS 


for quality 
and strength oe 


SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. 1D 
NEW YORK 13, WN. Y. 


FLOATS 


eCOPPER *@MONEL 

@NICKEL e@BRASS 

@®EVERDUR @ALUMINUM 
@STAINLESS STEEL by 


4. 208 


ton Nghe en 


HARRIS 


also 
® tanks ® coils @ bends 
® expansion joints 

@ kettles © evaporators 

@ heaters © coolers 

© chemical apparatus 
HARRIS has been supplying in- 
dustry for the past 71 years 
with these very necessary prod- 
ucts. The demand is clwoys 
constent and with today’s 
heavy manufacturing schedules 
there is an even greater de- 
mand. Ovr engineers are at 
your service for consultation 
without charge. 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St. 
; Chicogo 7,1. SS 


ARRIS & CO. 








| officials said. 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





Arthur H. Lachs 


Dickey Industries 
Names Executive 


Arthur H.  Luchs been 
appointed vice president of Dickey 
Industries, in charge of 11 Western 
states with headquarters in San 
Francisco 

Vice president and general man 
ager in charge of sales and produc- 
tion for Round California Chain 
Co. for more than 20 years, he was 
also for many years West Coast 
representative for the Shaw-Box Co. 
under the Round banner. He 
attended the University of Wash- 


has 


ington 


Cirele Clamp 
Names Representative 


Ernest A. Magyar has been ap 
pointed sales engineer for Circle 
Clamp Corp. to work with distribu 
tors throughout the country from 
the New York City 
headquarters 

He has been sales engineer for 
liteflex, Inc. Before 
that he was an industrial salesman 


company $ 


two vears with 


with The Texas Co. and had worked 
in production and engineering for 
two aircraft companies 


Ipsen Industries 
Names Sales Head 


Ipsen Industries, has ap 
pointed Robert Krogh as sales man- 
ager 

With the company since 1950, he 
has been sales engineer and district 
sales manager in the Detroit and 
Cincinnati territories. 


Inc., 


~* 


See MARLOW pumps 
| offer 





THE LINE OF 


Sol 
LEAST , RESISTANCE 


Customer acceptance for 
the Marlow line makes it easy 
to sell. Your customers know 
that Marlows perform at high 
efficiencies with low operating 
and maintenance costs. 


Aggressive advertising and 
merchandising efforts, plus a 
progressive and cooperative 
headquarters sales organi- 
zation, further aid your sales 
activities and make your 
job easier. 


Marlow field engineers, each 
one a pump specialist, help 
dealers maintain balanced 
inventories — train dealer 
salesmen — and solve tough 
application problems that 
mean MORE SALES FOR 
DEALERS! 


The Marlow line is broad 
with each line of pumps 
designed, engineered and built 
exclusively to specific applica- 
tion specifications. That’s why 
you can depend on Marlow 
Pumps for — 


MARLOW PUMPS “ 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





SPLIT TAPER 
BUSHING 


a } - FLEXIBLE 


t's | | COUPLING 


PAPER PULLEY 








BROWNING __ 
BELTS oe 


ey BLE V 
GRIPBELT 


GRIPLINK 


CHAIN AND SPROCKET 


Much of the nation’s mechan- 
ical power is transmitted by 
Browning Gripbelt and chain 
drives — Browning single and 
multiple sheaves, sprockets, 
paper pulleys, equipped with 
Browning’s exclusive, simpli- 
fied split taper compression 
bushing. The most complete 
line, ready to use, individually 
packaged for quick delivery 
from distributor’s shelves. Ask 
for Catalog GC101. 





a S x 
s- = 


GRiPROu STEEL CABLE GRIPBELT 


MANUFACTURING COMPANY 
MAYSVILLE, KENTUCKY 
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T. J. Winter 


Sales Executive 
Named by Wright Hoist 
Wright Hoist and Ford Chain 
Block Chain Divisions of American 
Chain & Cable Co. have appointed 
l. J. Winter as assistant sales man 
IZel 
With Wright Hoist since 1947, 
he was recently district manager in 
the Detroit-Cleveland area. He is a 
Penn State University graduate 


Quaker Pioneer 
Names Area Manager 


James H. Joyner has been ap 
pointed manager of Pacific Coast 
sales for Quaker Pioneer Rubber 
Mills, Division of H. K. Porter Co 

Previously manager of Quaker 
Pioneer's Los Angeles branch since 
the firm’s acquisition by Porter in 
1954, he had also been a salesman 

r Quaker Rubber Corp. and man 
wer of its St. Louis branch. 

He will supervise sales personnel 
ind activities in ten Western states 


Area Manager 
Named by Zurn 


J. A. Zurn Mfg. Co. has appointed 
Frank J. Seigel area manager in 
Pittsburgh, Philadelphia, Cincinnati, 
Dayton, Baltimore and Washington 
with headquarters in Pittsburgh. 

Mr. Seigel is a graduate of 
Dusquesne University Law School 
and has been with Zurn nine years, 
most recently as Pittsburgh repre 


sentative 





Alan Wood Steel 
To Add Division 


Alan Wood Steel Co. has pur 
chased the Steel Equipment Di 
vision of Penn Metal Corp. of 
Penna. pending Penn Metal stock 
holders approval. 

The division makes steel lockers, 
cabinets and shelving under the 
trade name “Penco.” It will be oper 
ated as the Penco Metal Products 
Division of Alan Wood. 

The purchase includes land, build 
ings, Machinery and inventory. 

Harleston R. Wood, president of 
Alan Wood, said the purchase was 
a step in the company’s plans for 
expansion and diversification. 

The division will continue opera 
tions at its present location in 
Philadelphia. Penn Metal Corp. will 
continue to operate its Highway 
Products Division. 


Calumet, Franklin 
Elect President 


Calumet Steel and Franklin Steel 
Divisions of Borg-Warner Corp 
have elected Howard J. Davis as 
president succeeding W. B. Cald 
well, who has retired from the presi 
dency of the two divisions. 

Mr. Davis was previously assistant 
to the president of the Colorado 
Fuel & Iron Corp. He was at one 
time assistant general manager of 
sales for the corporation 

Mr. Caldwell had been president 
of Calumet Steel and Franklin Steel 


we 195] 





“MODEL” EMPLOYEES 


“Model” employees are helping a 
national corporation to promote both 
employee and community relations at 
its six plants located throughout the 
country, Factory Management and 
Maintenence, McGraw-Hill publi- 
cation, reports. Several girls are 
selected from each plant to be models 
for clothes supplied by local depart- 
ment steres. Photographs of the girls 
appear in both the company publica 
tion end the local newspapers, thereby 
giving the stores free publicity, and 
the employees the pleasure of seeing 


their pictures in the papers | 











SELL 
THE 
NAMES 


THAT 
MEAN 
SAFETY 


Throughout the world, 

the names American and Crosby 
have been synonymous with 
safety and highest quality. 

These established names help 
move American Crosby Wire Rope 
Sheaves—industry’s safest—for you 
And American Crosby Sheaves’ 
low, strictly-competitive price 

and high profit per item are 
equally important. What's more, 
American Crosby's outstanding 
service assures prompt delivery 
on a complete line of sheaves 
from 4-inch to 4-feet in diameter 
Proof indeed that industry's 
safest buy—AMERICAN CROSBY 
WIRE ROPE SHEAVES--will make 
sales for you! 


Where safety comes first, insist on indus- 
try’s safest—AMERICAN CrosBy WIRE 
Rope SHEAvEs! Tested and proved through 
the years on American Hoist’s own heavy 
duty construction machines, famous 
throughout the world. 
AMERICAN Crossy WIRE Rope SHEAVES 
ive you finest quality at the lowest prices. 
Sizes 4-inch to 4-foot in diameter—wide 
variety of bore and hub sizes. Available as 
finished or blank sheaves in cast iron or 
steel. See your construction equipment 
distributor or mill supply house. 


CROSBY PRODUCTS DIVISION 


AMERIZAN HOIST AND DERRICK CO. St. Paul 1, Minnesota 
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A GOOD DEAL 


for your customers...and for YOU! 


DARNELL 
CASTERS & WHEELS 


Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 


DEALER PROPOSITION 
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RUBBER TREADS . . . 2 wide choice of treads 
suited to all types of floors, including Darnelle- 
prene ofl, water and chemical-resistant treads 
make Darnell Casters and Wheels highly 
adepted to rough usage. 

RUST-PROOFED .. . by the Udylite process 
Darnell Casters give longer, care-tree lite wher- 
ever water, steam and corroding chemicals are 
freely ured. 

STRING CUARDS . . . Even though string and 
ravelings may wind around the hub. these string 
guerds insure easy rolling at all times 
LUBRICATION . all swivel and wheel bear- 
ings are fectory packed with a high quality 
grease that “stands wp” under attack by heat 
and water, Zerk fittings are provided for quick 
grease-gua lubrication. 


New 
DARNELL 
MANUAL 


C)+\ ei 


CALIF 


Keuffel & Esser 
Decentralizes Plants 


Keuffel & Esser Co. this year will 
complete a major plant decentraliza 
tion program started in 1947, com 
pany officials announced recently 

Last major step in the program, 
the new York Division at Kenne 
bunk, Me., is scheduled to be com 
pleted this fall. 

Projects included 

|. The setting up of five company 
divisions and two affiliate companies, 
two of the seven plants being located 
in New Jersey and one each in New 
York, Connecticut, Maine, Illinois 
and California 
entrally 
located distribution center at Tete1 
boro, N. J., for all the company’s 


items 


Establishment of a 


3. Addition of new retail branche 


in Seattle and Dallas. 

Carl W. Keuffel, president, sa 
the program was undertaken to | 
crease efficiency and improve set 
to customers. In spite of decentral 
ization, he said, many iten 
continue to be manufactured in the 
original Hoboken, N. J., plant 

[he company was founded 
1867 to make draftsmen’s 
7,000 items in 


supplies 
It now produces some 
drafting, reproduction and survey 
ing equipment. 

\fhliated companies are 
Engineering Co. in California and 
Cury Mfg. Co. in Chicago 


Screen 


Chairman Retires 


Karl Keller, chairman of the board 
and treasurer of Keuffel & Esser, has 
retired from the company following 
service dating back to 1910 

For many years vice president in 
charge of branches, he later became 
executive vice president and presi 
dent. He was elected chairman and 
treasurer in 1951. 

A testimonial dinner attended by 
100 executives, branch managers and 
distributor friends was held in his 
honor recently in New York City. 

Carl W. Keuffel, president since 
1951, will continue as chief executive 


The Best Known Brand of 
Belting Throughout the World. 

Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Declers. 





BUY THE BEST! 
Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated Available 
for chain sizes 4", 5/16", 
%", ve”. va" 5”. 

SAVES TIME—can be atteched anywhere on 
the job. Only @ pair of pliers needed 
ANCHOR and CHAIN 
Screw Pin SHACKLES 


> 
Forged of HI-STRENGTH STEEL 
Available in sizes %” to 2”. EXTRA STRONG 


DOWNE / Los A eles ty 
° . —EXTRA TOUGH. Self-colored or zed 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 


ont anemone . and will assume many of the man 

Se ents Sovont, e Eee 02565 ment functions formerly held | 

36 Nerth Clinton, Chicege 6, IIlineie agement functions formerly held by 
Mr. Keller, it was announced 
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FORMER SALESMAN Al Buth now 
manages the office at Union Bearing & 
Transn n Co., Denver 





Metal & Thermit 
Expanding Plant 


A combined general office, re 
search and distribution center cost 
ing more than $2,000,000 will be 
established in Rahway, N. J., by 
Metal & Thermit Corp 

Located on a 17-acre tract, the 
project will house the firm’s general 
offices and will replace existing ware 
houses and sales offices in Newark 
and Philadelphia. Centralization and 
larger facilities will provide more 
efficiency, officials said. 

The company’s executive offices 
and New York district sales offices 
will also be moved to new quarters 
at 100 Park Ave., Manhattan 


Product Sales Manager 
Named by Joy Mfg. 


Joy Mfg. Co. has appointed L. ¢ 
Felderman sales manager, rock 
mechanization, with headquarters at 
the company’s Franklin, Pa., plant 

He formerly was manager of sales 
engineering for all Franklin prod 
ucts 

Mr. Felderman will specialize in 
trackless mining products for hard 
rock and tunnel applications 

Graduated from Tri-State College 
in Indiana, he has served as chief 
inspector, purchasing agent and field 
engineer since joining the company 
in 1930 


BELMONT 


PACKINGS 
for WATER...STEAM...OIL... 


BELMONT 9 . . . for all 

/ hydraulic services 
from low pressures 
to extremely heavy 
duty, hot and cold 
water. 


BELMONT 19... . for hot 

and cold water rods BELMONT 30...for high 
and plungers;low and pressure steam rods, 
intermediate steam expansion joints, air, 
rods. and gas. 


for better sealing— LONGER 


. that’s the story we'll be telling packing buyers in 1955 as the above 
illustration appears in leading POWER PUBLICATIONS in conjunction 
with the BELMONT advertising 


These power-packed stories will bring to the atten- 
tion of your customers the user benefits obtainable 
when Belmont Packings are used. 


Customer satisfaction brings repeat business and 
profits to STOCKING Belmont Distributors. Learn 
more about Belmont — the COMPLETE PACKING 
LINE sold through DISTRIBUTORS. 


CLIP and Send Coupon 


BELMONT PACKINGS 


Butler & Sepviva Streets Philadeiphia 37, Pa. 5 
[] Crisscross Without obligation — send us infor- -o- 
Braid Folder j ) 


mation as checked: 
# 54 Condensed Name Title 
Catalog Company 
a #40 Catalog «Address 
City State 
[] SEND NAME ond ADDRESS of NEAREST BELMONT DISTRIBUTOR 
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These Wo... 
RECORD BREAKERS 


mean extra profits 
for you... 


HIGH-SPEED POWER BLADE 


No wonder this spectacular performer is considered by 
many production men to be the greatest all-purpose 
hack sow blade ever developed! it can save 20% to 
50% on sowing costs! 


“JET-EDGE’’" HIGH-SPEED 
WELDED-EDGE POWER BLADE 
The famous “Jet-Edge” high-speed cutting edge, elec- 
trically welded to @ tough alloy back, provides tre- 
mendous cutting power in a blode that is practically 
unbreokable even under toughest usage 


< 7 


a 
a 


Outstanding Performers... 


These famous Millers Falls power blades offer distributors out- 
standing opportunities for selling new accounts and keeping 
old ones sold. 

World’s most complete and highly developed line of metal- 
cutting saws— including hand and power hack saw blades, hole 
saws and metalcutting band saws — Millers Falls guarantees 
customer satisfaction. 

Write today for full details on the outstanding line of blades 
and service that makes Millers Falls your best bet for plus 
profits in the hacksaw blade field. 


Jhe Maik Of Yipe UCuly 


MILLERS FALLS COMPANY ® 
Dept. ID-11, Greenfield, Mass. 
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John W. Wheeler 


Norton Co. 
Names Representatives 


Norton Co. has appointed Joln 
W. Wheeler as abrasive engineer 
overing western Massachusetts 

With the company since 1945 
he succeeds Robert H. Langdon 
who has been named district mai 
ager for New York State and 
northern New Jersey. 

Recently field engineer in Con 
necticut, Mr. Wheeler spent a year 
n the Worcester sales engineering 
lepartment after graduating from 
Rensselaer Polytechnic Institute 

The company has named Gal 
W. Bennett as refractories engineer, 


Gale W. Bennett 


responsible for the territory includ 
ing eastern Pennsvivania, the lower 
half of New Jersey and all of 
Marvland, Virginia and North and 
South Carolina 

With Norton since 1953, Mr 
Bennett graduated from Bowdoin 
College and Clark University and 





had been a science instructor at 
Mount Hermon School. 

He succeeds Norman K. Russell 
who resigned from Norton to be- 
come sales manager for Richard C. 
Remmey & Sons Co. in Phila- 
delphia. Mr. Russell had been with 
Norton since 1949 and had been 
a refractories engineer located in 
Philadelphia since 1951, 


Carborundum Unit 
Again on Road 


The Carborundum Co.’s mobile 
Abrasive Workshop is on the road 
again after a summer overhauling 
and refitting. 

Now im its third year, the unit 
has travelled 24,000 miles in 44 
states to bring demonstrations to 
customers. Officials said rapid 
advances in the coated abrasive in 
dustry in past months made it 
necessary to install new models of 
machines and belts. They said the 
idea of the mobile unit is to bring 
the clinic to the customer's plant 
door, so all customers can be kept 
abreast of advances in the industry. 
W. H. Wendel, vice president of 
Carborundum’s Coated Abrasives 
Division, termed the experiment a 
success 


Plan Standards Session 


The National Bureau of Stand 
ards and the American Standards 
Association will co-sponsor a three 
dav conference on standards at the 
Sheraton-Park Hotel, Washington, 
D. C., October 24-26. Government 
officials concerned with purchasing 
will be among the chief speakers 








Hex... or... Multiple-Spline 


Bristol distributors get two tickets 
to socket screw sales 


Every Bristol distributor has this two-way chance to get in 
with his customers: 

First, he sells the standard hex socket screw for ordinary non- 
critical applications 

SECOND, he sells the Bristol-originated Multiple-Spline socket 
screw for inaccessible locations or for applications where shock or 
vibration make extra wrenching force necessary. 

THAT’S NOT ALL. In both types, he’s selling a Bristol precision- 
made, quality-controlled product in a complete line in sizes down 
to No. 0 wire. He'll also be selling several new Bristol products in 
the near future. And, of course, he’s backed up with national adver- 
tising. 

A few distributorships are still open. Write for complete 
information. AS6 


LARGE AND SMALL—WE MAKE THEM ALL 


Bristol’s Multiple- 
Spline Socket 
Screws 


iG. 


Bristol's Hex Socket Screws 


j “Now let's look alive men 
go! go!” 
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help you help 
your customers 


Every day new inspection and 

production problems are being solved with 
industrial magnifiers. You can 

increase the effectiveness of your calls 

on industry by showing them how = : OF es En 
B&L magnifiers can cut rejects, save 

money, speed production. Profitable— 
distributors are reporting a 10-times turnover. 


Correction 

On page 175 of the August issue, 
pal the captions under the pictures of 
WRITE today for full details and prices on the quality line UF ‘Cemee Geom Neen Ca, 


of BEL Industrial Magnifiers. Bausch & Lomb Opti- ; 
cal Co., 34945 Bausch St., Rochester 2, New York. abrasive engineer who recently 

retired, and George H. Booth, of 
Carolina Machinery & Supply Co., 


BAUSCH 6 LOMB Rocky Mount, N.C., were reversed 


by error. 








Heve your pick of 7,000—that’s 
Hy “seven thousand’’—sizes 
RIGHT OFF THE SHELF! And 
thet’s not all. We can give you 
speedy service on “specials,” 
too. “Don't” turn down your 
customers’ inquiries on speciol 
items. Turn them over to us 
if it’s stoinless, we con moke 

» it. We mill, drill, grind, tap, 
slot, thread, head, stamp and 
bend. We'll get off to a quick 
stort from either c blueprint or 
sample. 


STOCK OR SPECIAL LooK 
} } } TO STAR FOR STAINLESS STEEL FRIENDLY ATMOSPHERE is fea 
% capte wee OFF THE tured at Carolina Machinery & Supply 
STAINLESS STEEL Co.. Rocky Mount, N. € headed by 


fo} 7 } ® Bolts and Cop Screws George H. Booth 
“et Socket, Set and Cap 


Nuts, Woshers 
Sheet Meto! Screws 
Wood Screws 


stainless “Rae BIG SAVINGS 


A coast-to-coast trucking company 
is saving $300,000 a year by special 
emphasis on the problem of tire main- 
tenance, according to Fleet Owner, 
McGraw-Hill publication. Highlights 
of the program are (1) careful check- 
ing of tread wear to get maximum 





Write, wire, or phone for your 
copy of the new STAR catalog 


wear from original tread and position 
ing tires where they will give the long 
est wear; (2) coordinating the tire pro- 
645 Union Bivd., Paterson 2, N. J. + ‘phone: Little Falls 4-2300 : : . 
gram with equipment maintenance and 
{HED Direct New York Telephone: Wisconsin 7-9041 driver indoctrination 
GBANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. inquiries lavited 











INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





$300,000 for Colleges 
Given by Dow 


Gifts totaling more than $300,000 
for educational grants to colleges and 
universities for the advancement of 
science and engineering were an- 
nounced recently by The Dow 
Chemical Co 

Dr. Leland I. Doan, Dow presi 
dent, said that although the com 
pany had been providing financial 
assistance for higher education for 
many years, the program had been 
largely exploratory until recent years 
“Our company,” he said, “takes the 
position that industry has an obli- 
gation to society to help support 
education as an important instru 
ment in industrial and cultural 
progress “ 

Of the company’s grants, some 
$133,500 will be distributed to 38 
institutions to establish fellowships 
and scholarships and to two founda- 
tions to assist deserving students. 
Some $167,500 will be allocated to 
19 institutions for their unrestricted 
use in current expansion and operat 
ing programs. Bulk of these contri 
butions goes to Case Institute of 
Technology, where the company’s 
founder, Dr. Herbert H. Dow, was 
educated, and to the Michigan Col 
lege Foundation with 14 liberal 
arts colleges participating 

The company has earmarked 
$140,000 for a number of schools 
for research in specific projects 
which supplement the company’s 
own research in various fields. 


Hansen & Yorke Plans 
Woodbridge Open House 
Hansen & Yorke Co. of New Jer 
sey will hold an open house October 
5-6 at its Woodbridge headquarters. 
Live demonstration of industrial 
supplies, materials handling equip 
ment and power transmission equip 


ment will be featured 


To Sell Atlantic Lines 

Atlantic Metal Hose Co. has 
appointed Druid Oak Belting Co., 
Baltimore, and Welton Rubber & 
Asbestos Co., Detroit, to handle its 
lines in their areas 


Youll profit TRON TEMA 


with the 


JOHNSON 424422 LINE 


5 MODELS TO CHOOSE FROM } 


Thew move. M 
“Wobile , 
SAW 


.. Wheel it 
anywhere! 


Large Capacity 5” x 10”. A Band Saw with PORTABILITY-PLUS... 
Ic’s a natural for contractors of all kinds, or manufacturers, where it is 
advantageous to wheel the saw to the cutting job. Mounted on large 
size 12” rubber-tired wheels, it rolls easily over floors or even rough 
ground. Eliminates slow, laborious hand cutting of structural steel, 
pipes, conduits, angle iron, reinforcing rods, etc. Equipped with head 
and motor lock for safe transporting. Carries its own extra blade sup- 
ply. Modernize your facilities Order one or more of these revolu- 
tionary machines now. 





er Sas 
Heavy Duty 
(Wet or Dry) 


A big, rugged machine, low-priced. 
Cuts 10” rounds, 18” flats. The most 
advanced machine offered today. Han- 
dies anything in your stockpile. A tool 
thet is stepping up production in thou- 
* sands of plants 











é MODEL B 


(Wet or Dry) 


A full 5” x 10” capacity, low cost Saw 
for both large and small plants. A pre 
cision utility tool offering all the fea- 








cut-off jobs. A great labor saver 


tures of a big machine. Fine for quick 5 


mN 





Boost your Sales with the Johnson complete line. 
Get details. Write for Catalog. 


JOHNSON MANUFACTURING CORP. 


Johnson & Taylor Sts. ALBION, MICHIGAN 
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FIRST TIME OFFERED! 


New Pontoble Air Turbine Grinder 


®eeee 
S®e®eeeesanca. ®eeceones 


> ~<a 


hy 1/5 H.-P. 


SF {prony brake test) | A 


haskens. hask air Grinder 


Get in on the profit-making possibilities cf the Haskins 
heskam Grinder! Be the first to offer this all-new, all- 
powerful, highly profitable tool by one of the best-known 
names in the industry . . . maintains its high-speed efficiency 
under load! Built with a light weight, contoured-to-fit-the- 
hand aluminum housing, the haskam Grinder handles 
easily, balances perfectly. What's more, “sealed-for-life” 
bearings minimize maintenance . . . air lines never require 
lubricator! Learn the full facts on the many outstanding 
features of the Haskins haskam Grinder. Inquire today! 


Fasten Coupon to your letterhead 
for Complete Information 


Gentlemen: Please send me complete informe- 
tion on the Haskins haskam Grinder. 


ad 


—_ 
2643 W. Harrison St. harsheires..5. 


Chicago 12, IHlinois - MASK - FLEX 
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Townsend Co. 
Names Executives 


Townsend Co. has appointed 
George A. Bentley general sales 
manager with headquarters in New 
Brighton, Pa., succeeding Howard 
E. Chilcoat, named to fill the newly 
created post of West Coast sales 
managet. 

Mr. Chilcoat will be responsible 
for aircraft sales and sales of all the 
company’s products on the West 
Coast while retaining the post of 
vice president. 

Robert E. Casner will leave his 
post as general superintendent at 
lownsend’s New Brighton plant to 
succeed Mr. Bentley in his former 
post of Central Division manager in 
Detroit. 

John W. Hernlund, former West 
ern aircraft sales manager, will be 
come works manager at New 
Brighton. 

Mr. Chilcoat was elected vice 
president—sales in June of last year 
after serving as general sales man 
ager since 1952. He joined the firm 
as railroad sales manager in 1949 and 
became assistant sales manager in 
1951. 

Mr. Bentley was sales manager of 
Detroit Stamping Co. before join 
ing Townsend. 

Mr. Casner started with Town 
send in 1935 as a machine operator, 
later became a division manager, 
Chicago plant manager and general 
superintendent. 

Mr. Hernlund joined the com 
pany in 1951] as general manager of 
the Santa Ana Cherry Rivet plant 
He previously worked for Herman 
Nelson Corp., Hotpoint, Inc., and 
McKinsey & Co 


Vanton Pump 
Names Representative 


Vanton Pump & Equipment 
Corp. has appointed D. B. Gooch 
Associates of Birmingham, Ala., as 
exclusive representative in Missis 
sippi, Alabama, Tennessee, Florida 
and Georgia 

Personnel of the firm are chem 
ical or mechanical engineers with 
experience in the chemical and allied 


process industries 








ROCHESTER Automobile Club has a 
new president, Raymond F. Healy, 
dent of Erski: Healy, Inc., Roch 

N. ¥ 


Hartford Special 
Names Sales Heads 


Hartford Special Machinery Co 
has named three division sales man 
igers 

Chey are: L. K. Shepard, Machine 
lool Division; Harvey L. Spaun 
burg, Jr., General Contract Division, 
ind Arnold T. Suhart, Machine 
lool Accessory Division 

Mr. Shepard was formerly sales 
manager of the Drill Unit Division 
of Rockwell Mfg. Co., whose line of 
uir-hydraulic drill units was recently 
ucquired by Hartford Special. He 
ilso was an engineer with Rock 
vell’s Delta-Milwaukee Division 

Mr. Spaunburg joined Hartford 
Special six years ago after working 
tor Underwood Corp 

Mr. Suhart, a sales representative 
vith the company two years, wa 
formerly New England represent 

e for Bardons & Oliver Corp 


Tube Turns 
Names Executive 
unson has been a 


nt sales manager of 


National Cylinder Ga 


vith Robert H. Clark 
lube I urns In} 1944 
in the Pitts 


from 











CRANES 


have served industry, 





nationwide, 
for over 


thirty-seven years. 


NOW, AN EXPANDED 
MATERIALS HANDLING LINE 
In addition to engineered cranes, the 
Conco line now includes I-Beam trolleys 
hand chain hoists, electric hoists, jib 
cranes, hand operated cranes, electric 


cranes, and packaged crane assemblies! 


Distributorships are still open in certain 
high-potential areas. If you are interested 
write us for full details. 


CONCO ENGINEERING WORKS 
Division of H. D. Conkey & Company 
Division Street, Mendota, Iilinois 
AFFILIATES 


Conce Engineering Works—Oomestic Heating Equipment 
Conce Building Products, inc.—Brick ile Stone 











U. S. Rubber 


Saue YOU breath — offer them Names Division Head 


G. Allen Lovell has been elected 


HARRISBURG FLANGES and COUPLINGS | <<" vss 
Rubber Co. and named general 
.. = 





manager of its mechanical goods 








livision. 

Herbert J. Reid was named 
issistant general manager of the 
livision, 

With the company since 1918, 
\ir. Lovell started as an apprentice 
nd became manager of production 
mtrol in 1932 at the Williamsport, 
Pa., plant. He has been manager 
f coated fabrics sales, sales manager 

foam rubber, manager for 
inufacturers’ products sales and 
itely assistant general manager of 


Pystrisbors Drop-Forged Pipe durability is so high that they the mechanical goods division 
Flanges and Seamless Steel practically sell Gremecives. You Mr. Reid is_ former factory 
Pipe Couplings lead the sales can offer them with confidence eae if , — > 
cai for many distributors. wherever the best in pipe flang- anager of the division's Fort 
‘heir reputation for quality and es and couplings are required. Wayne, Ind., plant 


eo. , i Bs Branches Head Named 


Write for literature, prices " : r 

i a iferneten jn U.S. Rubber has named VW illiam 
relating te Harrisburg =|) rr : \. Mitchel manager of its 39 
ae OF BATION. litributing branches in the country 


— PENNSYLVANIA” . j 
3 (ssistant manager of branches since 

a ie 1945, he has headed the Indiana 
polis, Cincinnati and Detroit 

branches as branch manager. He has 

been with the firm since 1926. 

Henry G. Noss, former manager of 

ches, has retired. 





Greer Hydraulics 
Names Sales Head 


Greer Hydraulics, Inc., has ap 
pointed John T. Robinson sales 
manager of its products division 
with headquarters at its main plant 
it the New York International Air 
port 

Formerly general sales manager 
f Wall Rope Works, Mr. Robinson 


has also been a marketing consultant 


% Power factor—I5times air line pressure of 510 150tbs. with McKinsey & Co. He has worked 
%® Throat clearance to center of 10" diom. circle, for Vinco Corp. and for Foote, Pier 
® Rom clearence 0 to 5” stroke 56”, toble 5° x 5”. m & Co. as sales engineer 


Me SPEEDY AIR VISE No. 60 SPEEDY AIR RAM No. 0p New Agent Named 


New improved design. Jows open to 3” Mounts in any position. Compact, ex 
1S times air line pressure. Complete with tremely sturdy. Exerts gentle pressure to . 
Foot Control Valve, Air Hose and Fittings one ton thrust. 64" high, 534° wide \ ast aloy Ramet i Orp h is ip 
$44.00 35.00 
$ pointed Will Jahr of Decatur, II., 
Write For New Complete Catalog to represent the firm in central IIli 
W. R. BROWN CORP.,, 2657 N. NORMANDY AVE, CHICAGO 35, ILL nois on its complete cemented car 


le line 
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TALK between Maxwell G. Taylor, 
Morse Twist Drill, and Robert L. Hill, 
vice president, Cowan Supply Co., 
Atlanta, Ga., is about the drill busi- 
ness, of course 





Wolverine Tube 
Moves Offices 


Wolverine Tube Division of Calu 
met & Hecla, Inc., has moved its 
North California sales offices from 
San Mateo to 1301 Sixth St. in San 
Francisco 

J. A. Marshall, vice president of 
Van D. Clothier, Inc., West Coast 
manufacturers representatives for 
Wolverine, announced the change. 

R. C. Cain has been appointed 
sales representative at the new 


office 


Georgia Representative Named 


Gerald S. Feild has been ap 
pointed Wolverine sales representa 
tive for Georgia. Formerly office 
sales representative in the division’s 
Decatur, Ala., plant, he will es 
tablish headquarters in Atlanta 





SAFETY PROGRAM PAYS 


An all-out cost reduction program, 
involving a series of courses on work 
simplification taken by all executives, 
55 supervisors, 145 staff and technical 
people and 110 hourly employees, hos 
saved a Texas instruments firm $745,- 
000 in two yeors’ time, Foctory Man- 
agement and Maintenance, McGrow- 
Hill publication, says. The safety 
course tokes 12 weeks, two hours per 
week, for supervisory and staff person- 
nel, and six weeks, two hours per week, 
for hourly employees. 











»e»More Usess9ottiiauain 


MORE 
USERS 


a ee 


< 
“SAFETY-PULL” 
RATCHET LEVER 

HOIST 


Every Call a Potential Sate/ 


COFFING 





Every plant, factory, shop or mill your 
men call on has need for the Coffing 
“Safety-Pull” Ratchet Lever Hoist. Check 
the uses at the right—and check the 
users. They're all potential CUSTOMERS 
—easy to sell when they see how this 
hoist helps them lift loads safely, quickly, 
and easily. The “Safety-Load” handle 
assures safety by bending at maximum 
overload before any part of the hoist 
gives way. Free-chain feature speeds the 
job by allowing chain to be raised or 
lowered without using lever, when there 
is no load. Side-lever gives positive up- 
down-neutral control; makes hoist easy 
to operate. Every model is tested at 100% 
over capacity, proved by service with 
thousands of satisfied users. Write today 
for full details, prices, and discounts. 


Cash tn with Coffing! 


Hoist-Alls + Electric Hoists + Spur-geered 


Chain Hoists + Differential Hoists + 
lLeed Binders «+ Trolleys 


COFFING HOIST DIVISION 


DUFF-NORTON COMPANY 
DANVILLE, ILLINOIS 
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Lift heavy machinery 


Raise pipe and shaft 
Lb 


Tighten belting 
Anchor equipment 


Bend or straighten 
beams or shafts 


Tighten cable 
Skid heavy machinery 


Suspend cable during 
construction work 


Pulling underground 
cable 


Fasten loads to flat 
Cars 


Lift railway car trucks 
Tighten trolley wires 
Brace weakened walls 
Lift heavy castings 


Raise buried pipes and 
poles 


Pull loads up incline 
Lift drums and tile 


Hold heavy parts in 
place during assembly 


Tighten guy wires 


= "> CHECK THE USERS: 


Metal Producing 
Metal Working 
Chemical Processing 
Food Processing 
Textiles 

Lumber 
Contractors 
General and special 
Railroads 

Aircraft Shops 
Mining 
Communications 
Transport 
Agriculture 


Utilities 





We do not compete with 
our distributors! 


Full Line AC Welders 
AC utility welders to 275 amps, 
AC industrial welders to 600 
omps, AC portable engine driven 
welders to 200 amps, and AC 
inert gos welders to 600 omps 


Full Line OC Welders 
Five models selenium rectifier 
welders of 200, 300, 400 and 600 


omperes 


Full Line Oxy- 

Acetylene Equipment 

Three new torch lines ore ovoil- 

able for all welding needs, 

SUPER. JET, STAR-JET and AERO- 

JET. Also, heating, soldering, 

cutting, reguloting ond acces- 
sory equipment 


S: 

‘ Full Line of 
Electrodes and Gas Rods 
From its famous No. 130 
Red-Rod to its No. 15 
Presto - Arc, Marquette 
hos the best rods in 
cluding high tensile 


hord surfacing, cast 
iron, special? alloys and 
bronze 





@ Marquette welding equipment is sold 
100%, through distributors! That's the 
big reason you'll enjoy doing business 
with us 

We are now expanding our distrib- 
utor group with a new industrial sales 
division and want to talk to you about 
handling our equipment. This expan- 
sion program gives you the opportunity 
to sell our profitable complete line of 
quality, trade-accepted welding equip- 
ment 

HERE ARE ELEVEN 

CONSIDERATIONS YOU SHOULD CHECK 

1. A COMPLETE LINE. Includes complete 
lines of AC utility and industrial, DC rec 
tifier, AC gas driven and AC inert gas 
welders, as well as oxy-acetylene welding 
and cutting outfits. Also, a full line of ele« 
trodes, rods and welding accessories 

2. OUTSTANDING SALES POLICY. Marquette 
never competes with distributors. Good re 
lations are of prime importance to us as 
evidenced in our sales policy. We sell 100 
through distributors. 

3. ATTRACTIVE DISCOUNT POLICY. Gross 
margin on Marquette products assures 
higher profits. 

4. IMMEDIATE AND GROWING MARKETS. 
Markets are found in every industry. Any 
plant, shop or factory where machinery is 
used — regardless of function or end product 

18 a prospect. 

5. NATIONALLY ACCEPTED IN THE TRADE- 
Marquette, though young, has twenty vig 
orous, progressive years building and selling 
quality welding equipment which is a 
cepted everywhere. 

6. EQUIPMENT FULLY GUARANTEED. A full 
one-year guarantee applies on all equip 
ment 

7. SALES AND TECHNICAL ASSISTANCE. 
Marquette places at your disposal, highly 
trained sales engineers to help in sales 
training, instruction and sales promotion 

8. DEPENDABLE MANUFACTURER. We lead 
the industry in many phases of product 
development and merchandising and we've 
grown successfully (since 1918) with a 
“heads-up” organization 

9. WAREHOUSE AND SERVICE FACILITIES. 
A network strategically located throughout 
the country. You get fast delivery, fast 
service, fast assistance. 

10. REPEAT SALES ASSURED. Huge after- 
market potential is available to you for 
sales of welding electrodes, rods, welding 
and cutting tips, and welding accessories 
A continuing profit source! 

11. NATIONAL ADVERTISING. National 
trade paper advertising uncovers prospects 
Vigorous sales promotion helps your sales- 
men sell more. Informative, hard-hitting 
and up-to-date catalog and promotional 
material is furnished. 


INSPECT OUR PRODUCT CATALOG AND SALES POLIC? 


we We'll send you ovr printed sales policy and ovr 
BR, ‘| | complete welding product catalog for your inspec 


aaa ae 


; 
ete ’ ; 


tion. You are invited to look over our complete offer 
Write to us today. 
When it comes to welding come to 


VETTE 


Capewell Mfg. Co. 
Names Representatives 


The Capewell Mfg. Co. has 
appointed Rueger Co. as exclusive 
manufacturers’ representatives in 
\rizona, California, Oregon and 
Washington. 

[he company maintains a home 
office in Los Angeles with district 
offices in San Francisco, Seattle and 
Portiand and will carry complete 
stocks in Los Angeles and San Fran 
cisco. 

E. R. Hacmac and D. T. Bates, 
Capwell sales engineers, will con 
tinue in their present duties assisting 
distributors and consumers with 
Rueger Co. personnel cooperating 

Capewell has appointed M. W. 
Hanner as sales representative in the 
Carolinas, Georgia, Florida and Ala 
bama except for Mobile. 

Formerly with American Saw & 
Mig. Co., he has also been in the 
sales department of the Richmond, 
Va., branch of Snap-On-Tools Corp. 


Jordan Regulator 
Bought by OPW 


OPW Corp. has purchased Jordan 
Regulator Corp. and will operate it 
as a division known as Jordan Corp. 

Elected as officers of the new 
division were: G. L. Ohrstrom, chair 
man of the board; G. B. Richards, 
president; R. W. Cronauer, vice 
president; W. D. Boosie, vice-presi 
dent, and E. W. Darenkamp, secre 
tary and treasurer. 

Jordan, whose headquarters will 
be in Cincinnati, makes pressure and 
temperature regulating valves. OPW 
makes valves, fittings and assem 
blies for hazardous liquids. It is also 
located in Cincinnati 





DISAPPEARING TABLE 


A push-button conference table, 
ordinarily stored under the floor, is 
used by an Ohio firm for small con- 
ferences, Factory Maonogement and 
Maintenance, McGraw-Hill publico- 
tion, reports. Installed undernecth oa 
trap-door, the table and chairs rise 


WELDING EQUIPMENT 
MARQUETTE MANUFACTURING COMPANY, INC. 
Me 14, oa 


307 £. & in Ave., Mi p 


automatically at the touch of a con- 
tro! button 
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Regional Managers Practical Idea 


Named by Carver 


Carver Pump Co. has appointed for the 
two regional managers, Warren Ball ‘ 
for the West Central region and Production Man 


Kenneth Adams, Jr., for the South 


east. 
‘ move materials overhead 
For the past several years Mr vd 
‘ and release floor space for 
Ball has managed contractor pump more valuable operations. 


sales and export sales at the com —~ : 
pany’s home office. He has had 12 
years’ experience with the firm. He 


will cover Iowa, Missouri, Kansas, 
Nebraska. Minnesota, and the 
Dakotas 

Mr. Adams has had a number of 
years’ experience in Southeast in 
dustrial markets. He will cover 
Georgia, Florida, Alabama, Tennes 
see and the Carolinas 


Efficient electric hoists...to 


Federal-Mogul 
Opens Branches 


Federal-Mogul Corp. has opened , 
six new branches during the sum CM LODESTAR ELECTRIC CHAIN HOIST 


mer. bringing the total service 4§ to 1 ton capacites—First truly heavy duty version of 
b hes onersted by the compen’ small electric hoist. % ton model weighs only 51 Ibs 

ranches Operated Dy ‘ ps Heavy duty self-adjusting brake. Upper-lower safety 
to 84 limit switches. CM-Alloy load chain. 


Officials said expanding markets CM METEOR eectric wire Rope Horst 
and the need for complete stocks of 4g to 5 ton capacities—Compoct, enclosed design. Low head 
. j , ‘ room. Continuous duty motor with thermal overload protec 
replacement parts to service dis Senile henen dati sation Seadedenhaatianand coe 
tributors and jobbers made the addi for long life. Only 110 volts at push button control 
tions necessary. 
The company added its first ten 
major branches in 1930, and 45 were 








Rugged lightweight hond a 
hoists and pullers...to make 
. ‘ your job easier ond safer 
Suggestion a CM, CYCLONE nasen woser 


T38 } . 4 to 10 ton capacities — Eosy to corry 
National Welding for the and lift. One ton model weighs only 36 


in operation by 1937. 


pounds. Made of tough aluminum alloy 
CM-Alley lood chain. High efficiency 


National Welding Equipment Maintenance 2 Lifetime lubricotion. 


Co. has elected Henry L. Pohndorf Man! CM PULLER THE “ONE MAN GANG” 
vice president in charge of sales pd BS» capacitios — Lite 
t pulls ot eny angle. Lever 

Recently general sales manager, handle operation. Automatic lood 
he has also been chief engineer. H erate Rents of Giy petal, S tes 
aves gineer . mode! weighs only 13 pounds. 


joined the company ten years ago Y) CM-Alloy flexible load choin e, 


Also elected were: William G _ - 
Norman, chief engineer; Richard K ALSO ...CM Trolleys and Cranes 


Brown, treasurer; and Mrs Lois | | Call the CM distributor for descriptive liter- 
Currier, assistant treasurer ature, prices and fast delivery from stock. 


Hendice Jellney Aevum CHISHOLM-MOORE HOIST DIVISION 


Jeffrey Mfg. Co. has appointed COLUMBUS McKINNON CHAIN CORPORATION 
Ihe Griswold-Eshelman Co. of TONAWANDA, NEW YORK 
Cleveland to handle advertising and REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
blic relations In Comodo: McKIMNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


Names Vice President 
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To Find HIDDEN Sales | 


on your regular calls— | 


Send for FREE Book on 


FOLEY acflomatic 
SAW FILER Joseph J. Jenkins 


° . . . 
You probably have a lot of customers who use saws > er ng 
to quite an extent, yet still sharpen them by hand or Line oln Engine I 
send the work out You may find many hidden pros . 
ects for the Foley Saw Filer, for in any plant whers« Names Sales Head 
a number of saws are used, the Foley quickly pays for 
taelf Foley filed sawe increase sawing productior The FOLEY saw FILER is the ONLY j } J J k ns | 
16% to 40%. because they cut so much faster and machine that files BAND SAWS up to 4/4” osep ! CTIKIT} ld 
smoother, run cooler, stay sharp longer wide. _CROSS-CUT CIRCULAR SAWS up } : 
to 24° diameter and all types of HAND appointed sales manager of the 
SAWS. (All Saws that can be sharpened 


The FOLEY SAW FILER Practically Sells SAWS. (All Saws that « 
Itself on our 30-DAY TRIAL OFFER | indestrial Division of Lincoln 


been 





Our 80-Day Trial Offer is open through you to an; Engineering Co. 
well ated comp a our « ome ill ank 
en in ee oe Ge ke de tl Fifteen years with the company, 
details and literat . 
' yor: he has been national service man 


FOLEY MANUFACTURING CO. wer and assistant to the industrial 


3363 N. E. Sth St. Minneapolis 18, Minn. wee ener 
We also make Foley Retoothers for hand sews, Sow Setters, Grinders, etc. — — 





Screw Machine Group 
Holds Conference 


The National Screw Machine 


LIKE PAONE Products Association recently held 


a two-day national sales conference 
it THE BANK in Wade Park Manor, Cleveland. 

led Lundberg, of Lundberg Screw 
Products, was chairman. Among the 
speakers were Henry D. Sharpe, 
president of Brown & Sharpe Mfg 
Co., and Emest B. Lawton, Scovill 
Mfg. Co. 


Kleinman Resigns 
From Technical Tape 


Dr. David T. Kleinman has re 
signed from his positions as assistant 
to the president of Technical Tape 

Alexander distributors have found this famous cooperation and fair-dealing that make the ( orp. and general manager of its 
trade-mark means “money in the bank" for Alexander franchise highly profitable to the subsidiary, American Tuck Corp 
them. The Alexander trade-mark carries with distributor. If you are not satisfied with your H % Seunies @ menesement 
it a long established reputation for quality present line, we suggest that you write to us. rth ae mee 
consultant service in New York City 
and service that makes Alexander Leather There may be an opening in your territory -— . 
Beltings, Packings and related products easiest that will put more “money in the bank’ for you. 
to sell. It also stands for complete factory Send for literature. Handles Republic Lines 
Republic Rubber Division of Lee 
Rubber & Tire Corp. has appointed 
Industrial Sales, Inc., Radford, Va., 
to stock and sell the Republic line. 


ALEXANDER BROTHERS BELTING COMPANY 
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Parker Appliance 
Makes Assignments 


Parker Appliance Co. has trans- 
ferred R. N. Boucher, New York 
district sales engineer, to its Cleve- 
land headquarters as special repre- 
sentative for Government facilities. 

J. G. Watson, former sales engi 
neer in Philadelphia, succeeds Mr. 
Boucher in New York. Mr. Watson 
joined the company two years ago 
from Owens-Corning Fiberglas 
Corp. 


Representatives Named 


Parker Appliance has appointed 
Chicago Tube & Iron Co., Chicago, 
and Metal Goods Corp., Houston, 
Texas, to handle its lines in their 
territories 


Lindberg Division 
Sold to Teer, Wickwire 


Teer, Wickwire & Co. of Jack 
son, Mich., has purchased the Lind 
berg Air & Hydraulic Cylinder 
Division of Lindberg Engineering 
Co. of Chicago. 

The deal the entire 
stock, machinery, designs and de 
velopment work of the division 


includes 


leer, Wickwire takes over the en 
tire field sales organization of Lind 
berg Air & Hydraulic under the Lind 
berg name. The new operation is 
being organized as Lindberg Air & 
Hydraulic Division of Teer, Wick 
wire & Co 





JACK W. HARVEY has formed J. W 
Harvey Co. in La Grange IIl., to repre- 
sent manufacturers of portable hydraulic 
tools. He is former general sales man- 
ager of Manco Mfg. Co 


why sputter 
over 
sockets 7? 








JUST ASK YOUR 


Plc Danil 


SOCKET SCREW 
DISTRIBUTOR 


THE MAN TO SEE FOR SERVICE .. . Call your Blue 
Devil Distributor when you need socket screws. 
He maintains an inventory large enough to meet 
your requirements, large or small ... can give you 
immediate deliveries. 


THE MAN TO SEE FOR SELECTION .. . “Socket 
Screws Exclusively” is Blue Devil's long-estab- 
lished policy. That’s why they are the best socket 
screws on the market ... able to meet your every 
socket screw need! 


i 


Se Socket Screws Exclusively | 


Actual cross-section diagram shows how 
cold forming of Blue Devil Socket head 


insures unimpaired fiber continuity. 


SEE US! PRODUCTION ENGINEERING SHOW 
BOOTH 824—WNAVY PIER —~ CHICAGO 


Cacety Cocxer Senew Company 


6501 Avondale Avenve + Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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“Led-Lok"’ Socket 
Cap Screws 


Fiat Heod Cop Scre~ 


pins es 


Sechet Set Screws 


Socket Screw Keys 





per pound 


thanks to 


“Contact Con 


the best “soft” hammer 


you can buy! 


@ CHANGE FACES 
IN SECONDS 
Threaded coller locks 
mew feces securely in 
place. They cannot 
slip, teosen of fy off 


Special processing of the tough, re- 
silient rawhide in C/R faces, controls 
the rebound to permit longer contact 
with the striking surface. This means 
C/R Jawhead hammers transmit 
greater pound force easier —do more 
work with fewer blows. SAFER for 
delicate parts and finishes, C/R water 
buffalo faces will not spark, crack, 
mar surfaces or soften during inces- 
sant use or temperature variations 


COST LESS than most comparable 
soft faced” striking tools. C/R Jaw- 
head hammers also have proved 
more durable under severe and con- 
tinuous heavy industrial use. And 
they cut costs through increased 
safety, speedier work and reduced 
worker fatigue 





mie Elston 


rv 
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and mavis ore available from your local industrial supplier. 


' 
cmicaco (amide MFG. CO. 


Ave Chicago 22, Illinois 


Allegheny Ludlum 
Names Executives 


Allegheny Ludlum Steel Corp 
has made three new appointments 
in its Sales Division 

Milton M. Fenner, Jr., was named 
director of sales, tool and die steels, 
und Richard J. Swan, director of 
sales, magnetic and electronic mate 
rials 

C. R. Mitchell, Jr., becemes man 
wer of stainless steel sheet sales su 
eeding T. B. Brown who has re 
signed. Mr. Mitchell’s new title is 
product manager, stainless sheets 
ind strip 

Mr. Fenner, with the company 
ince 1939, was formerly manager of 
tool steel sales. Mr. Swan, who 
joined the firm in 1924, was Pacific 
Coast area manager, directing 
both sales and plant operations. Mr 
Mitchell joined the company in 
1931 and became product manager 
for stainless strip in 195] 

Karl A. Elere succeeds Mr. Swan 
as Pacific Coast manager. With 
Allegheny Ludlum for 25 years, he 
has been assistant district manager at 
Chicago and manager of product 
development and engineering service 
for the corporation 

Irving R. Leheney succeeds Mi 
Fenner as tool steel product man 
wer. He has been with the com- 
pany since 1933 and served recently 
is assistant product manager 

[he company has named John B 
Henry, Jr., acting manager of appli 

ition development 


Taft-Peirce 
Names District Head 


The Taft-Peirce Mfg. Co. has 
ippointed Roy R. Winn district 
manager of its Detroit sales office 
K. Thomas Bryant, sales engineer, 
will assist him. 

F. Curtis Fales has been named 
Midwestern air gage sales engineer 
succeeding Mr. Winn in his former 


p st 


To Sell for Flexonics 


Flexonics Corp. has appointed 
Joseph A. Schramm, as exclusive 
sales representative in the St. Louis 








Mel E. Maurer 


Flex-O-Tube 
Names President 
Mel E. Maurer, 
executive, has been named presidet 
of Flex-O-Tube Division of Meridan 

Corp 
He succeeds Thomas A. Harwood, 


who continues as a vice president 


former aircratt 


and director of Meridan 

Mr. Maurer has been connected 
with several aircraft manufacturers 
most recently as a _ production 
executive for Lockheed Aircraft. He 
was manager of manufacturing 
engineering for Hotpoimt Co., 
operating vice president of Nesco 


Inc. and Knapp-Monat 4 


and 


Milwaukee Electric Tool 
Opens Los Angeles Branch 


Milwaukee Electric 
has opened a new factory branch 
sales office, warehouse and service 
station at 2569 West Olympic 
Boulevard, Los Angeles 

Alver J. L. Laurila, former man 
ager of the company’s New Eng 


Tool Corp 


land territory, is manager. Verse! 
Behlke is service manager 

The branch will carry a full stock 
of repair and service parts for West 


Coast users 


Representative Named 

The Witt Cornice Co. has ap 
pointed Arthur Ohlbaum of New 
York City as sales representative in 
the metropolitan New York and 
northern New Jersey area 


WHEN YOU SELL 


COOPER ALLOY 


Coe 
STAINLESS STEEL 
VALVES 








_—_* 
Gy § 


STAINLESS STEEL 
FITTINGS 


- * 


STAINLESS STEEL 
QUIKUPL 


INDUSTRIAL DISTRIBUTION 


YOU'RE SELLING 


Wi. facilities for every step in the pro- 
duction, machining and inspection of our 
complete line of stainless steel valves, fittings 
and accessories, Cooper Alloy products are 
synonymous with the tops in quality and 
workmanship. 

CA = Q—COOPER ALLOY EQUALS 
QUALITY, is a formula known and appre 
ciated in every corner of the globe. Thus, 
when you sell the Cooper Alloy line you sell 
with confidence for you know that behind 
every product is the reputation and experi- 
ence of the world’s leading producer of 
corrosion resistant valves, fittings and 


custom castings. 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.J. 
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PORTABLE ELECTRIC 


REVERSIBLE 
SCREWDRIVER 


MODEL 143SR 


Throws it in 


REVERSE 


Here's a new, versatile tool for which Mall Dealers 
will find a big demand. It drives all standard 
screws and just a flick of the switch throws it 
in reverse. Every metal or woodworking shop is 
» prospective buyer of the Mall Mode! 143SR 
it’s built to handle heavy production work and it's 
moderately priced. The Mall Reversible Screw- 
driver ie the newest tool in the complete Mall line 
that’s designed to outperform and outsell any 
ther tools built 
© Mall is the factory-to-dealer power too! 
line... the full profit line. 
* Mall is the quality teol line ...and quality 
performance means repeat business 
@ Mall maintains a network of service ware- 
houses from coast te coast. 


© Moll is a nationally advertised line. 


EARN BIG PROFITS... SELL MALL TOOLS 
Mail coupon for details about o Mail! Dealership. 


MALL TOOL CO. 


PORTABLE POWER TOOLS + Gasoline + Electric + Air 


7802 S. Chicage Ave., Chicage 19, Mlincis 
Send me more details about MALL 
Dealership opportunities 


Name 
Firm 
Address 


Thomas E. Berry 


DeWalt Inc. has 
Berry, former district 


appoimted 
Thomas I 
sales manager for metropolitan New 
York, as assistant to Truman Jones, 
general sales manager. 

I'wo New York district managers 
have been Jack W 
Mahler, for Long Island and 
Brooklyn, and Vincent D. Marino, 
for Manhattan the Bronx 
Staten Island 

Mr. Berry joined DeWalt in 
1953 as New York City representa 
tive after three years with Air Re 
duction Sales Co. He had also been 


appointed 


and 


welding 
and had 
work for 
1936 to 


manager for a 
manufacturer 


regional 
materials 
done sales 
Scovill Mfg. Co. 
1941 he personal 
Lennex R. Lohr, president of the 
National Broadcasting Co. He 
studied at Yale 
Universities, 

Mr. Mahler was New 
York branch manager of the Con 
tract Division of American Machine 
& Foundry Co. DeWalt parent 
organization. He had also handled 
contracts tor the Buffalo Division 
4 Culver Military 
Syracuse University graduate, he 
had been New York State regional 
manager for M.ulti-Aids, Inc., 
advertising and business manager 
for Martin Equipment Co., Buffak 

Mr. Marino has been a DeWalt 
field representative since last year 
handling special promotions and 


promoti m 
From 


was uide to 


and Columbia 


former) 


Academy aiid 


and 
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Vincent D. Marino 
dealer assistance work throughout 
the country. He had been assistant 
general manager for Jackson Lumber 
Co. in Mass.., 


operated his own construction firm 


Lawrence, and also 


Lawrence 


Binks To Hold 
Fall Paint School 

Binks Mfg. Co. will hold the final 
quarter 1955 sessions of its paint 
school October 3-7, November 7-11, 
ind December 5-9 

I'he course lasts one week and is 
held at the company’s main plant in 
Chicago 


Building Warehouse 


National-U. S. Radiator Corp. has 
started work on a new 10,000 sq. ft. 
warehouse in Harrison, N. J. 





/ 
/ 


/ 
/ 
/ 
4 
_ new 
“ 


REAMERS 


CUT COSTS IN HALF! 


Only the heads to buy for replacement— 
this cuts your cost to /ess than half with these 
new-type T-) Reamers! Heads are quickly 
interchangeable . sizes from \%”" to 2%” 
inclusive, in 1/16” increments (special 

decimal sizes available upon request) 

spiral flute. 
Tapered hole in head insures con- 
centricity and a snug fit on smoothly 
ground tapered shank. Reamer oper- 
ates free from binding or sticking, 
due to cutting portion wearing un- 
dersize and creating negative relief 
Performance retains all advantages 
of standard, expensive reamer 
Backed by T-]'s 38 years of know- 
how as one of largest manufac- 
turers of die sinking milling 
cutters. 


The Tomkins-Johnson Co 
Jackson, Mich 


Please send details about your distributor or representa 
tive plan for T-) Reamers 


TOMKINS-JOHNSON ~ 


DISTRIBUTOR OPPORTUNITY mi « 
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Ask yourself 

these questions 
before you stock up 
on pipe unions again 


Are the unions you're selling de 
signed having a truly spherica) 
ball joint with brass seats re 
cessed for protection and free 
flow? 


Do the unions you handle have 
octagonal ends so that they may 
be easily tightened with any type 
wrench? 


Are they piainly marked tor 3002 
pressure? 


Are they made of Air Furnace 
Malleable Iron having a tensile 
strength of 55,000 p.s.i. and air 
tested before shipment? 


li you can't answer “Yes” to all these 
questions, you're not selling 


CP SOM 


UNIONS 


and you're not in position to 
make selling capital of all these tea 
tures which are back of Jefferson's 
reputation and acceptance for high 
quality, maximum service and econ- 
omy. 


Jetierson offers OWG 20002 to 2" and 
1000 up to 4”. In the complete line 
are included AAR male and female 
unions, Enduro 3002, Excel 2502 and 
Master 1502 unions. All iron sets are 
also avalable in all types. 


Cash in now on the com- 
pleteness of the Jefferson 
line. its outstandingly su 
rior performance and exclu- 
sive features. 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 








INFLUX of orders means more work 
for Kenneth L. Ejidnes, inside man at 
Crown Supply Co., Chicago 





American Brake Shoe 
Names Executives 

American Brake Shoe Co 
amed George N. Decker a: 

ice president of its Kellogg 
vision 

William H. Starbuck has been 
appointed vice president of the Sin 
termet Division and Fred L. Cogs 
well succeeds Mr. Starbuck in his 
former post as vice president ot 
Kellogg 

Mr. Decker, with Kellogg 
1944, was recently vice presi 
and comptroller of Kellogg 

Mr. Starbuck is a former 
president of the Kellogg Divis 
He joined the company’s sales fo 
in 1948 and served as sales engine 

1 the Amsco Division and later 
sales representative and assi 
sales manager of Kellogg, becom 
vice president in 1949 


1 the 


Vir. Cogswell joinc 
in | d two vears lat 
a salesman for the Natio 
Division. He joined tl 
sales force in 1946 and lat 


Kellogg sales manage: 


Cleaver-Brooks 
Names Ad Manager 


Karl K. Hilgendorf has been 
appointed advertising manager of 
Cleaver-Brooks Co 

Formerly with  Allis-Chalmers 
Mig. Co. and Johnson Service Co 
he attended the University of Wis 
consin and the University of Illinois 
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PEERLESS 


POWER METAL SAWING 
EQUIPMENT TO FIT EVERY 
PRODUCTION PROBLEM 


6” X 6” SPEEDY-CUT 
Described in Bulletin SC65A 


10” X 10” STANDARD 
Described in Bulletin SIOA 
Std. 6” x 6” & 13” x 16” in 52A 


MECHANI-CUT 
Described in Bulletin MC-51B 
7 x7"; 10% x 11"; 14% x 14" with and 
without Automatic Conveyor 


HYDRA-CUT 
Described in Bulletin HC5O 
7 x7"; 11% x 11%; 14” x 14” with and 
without Automatic Conveyor 


18” X 18” VERTICAL 
Described in Bulletin V-538 


PEERLESS MACHINE CO. 


1600 Junction Ave. Racine, Wis. 











Aro Equipment 
Elects Vice President 


Marquard J. Anderson has been 
elected a vice president of Aro 
Equipment Corp 

For the past three years assistant 
to the president, he was before that 
issistant to the general sales manager 
ind assistant sales manager of the 
Pneumatic Tool Sales Department 
He joined the company in 1945 after 


Air Force service in Europe 


Division Manager Named 


Aro Equipment has appointed 
Norman ]. Shine division managet 
for western Missouri, with head 
quarters in Kansas City 

With the company for the past 
several years, he has worked in both 
the Aro Service Department and the 
sales department of the Air Tool 
Division. In 1953 he became divisior 
manager ivr Tennessee and later for 
North Carolina 

He will work closely with distrib 


tors, it was announced 
Director Elected 


J. R. Markey, assistant to the vice 
president, has been elected a direc 
tor of Aro Equipment. He has held 
idministrative posts since 1945 in 

\ir Tool, Lubricating Equip 
ind Aircraft Divisions 


R. D. Werner 
Expanding Force 


R. D. Werner Co. has launched a 


prog! 


4 


am to expand its sales force 
in the industrial market, compam 
officials announced 

Arthur Sellers, general sales man 
cr, 1S supervising the program 
the field. Two new manufacturers 
representatives have been appointed 


so far 


Plant Managers Named 


Rusell, Burdsall & Ward Bolt « 
Nut Co. has appointed two new 
plant managers Lambert M 
Kaspers at Rock Falls, Ill, and 
Robert J. McCombs at Coraopolis, 
Pa. William H, Hoofstitler 


retiring as manager at Rock Falls 


YOUR GUIDE TO CONSISTENT QUALITY AND /NDIVIDUAL SERVICE. . . 


THE RISDON MANUFACTURING CO. 
JOHN M. RUSSELL DIVISION : 
; Naugatuck, Connecticut te 
hing Write For Now E-Page Free Catalog On RUSSELLLINE PLUMBING SPECIALTIES = 
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Model 500 (jet) GAS SALAMANDER | 
Te by JACKSON. 


PUKE oS Oye bit ye b/ pe 


INSTANT HEAT... 


RIGHT WHERE 
YOU WANT IT! 


Contractors who need a dependable, 

portable source of instant heat rely on 

the new, 75,000 BTU, JACKSON Gas 

Salamander. Uses L/P (bottled), natural, 

or manufactured gases to produce an 

even heat which is deflected along floor 

(with no hot spot under heater) by a 

special, dual-purpose shield. Equipped 

with Underwriter cena low-pres- 

p bi l c H sure regulator and 7 foot colored hose 
ortable ow Cost Heat = assembly with fittings. Automatic Safety 
Compact No Fumes Shut-Off Control stops flow of fuel when 
Efficient ci flame is extinguished. Inside baffle for 
sten ean hotter flame, more efficient use of fuel 
Instant Heat Easy to Service Inexpensive to operate — simple to ser- 
Rugged Construction vice. See the new Model 500 TODAY! 


Der \s 4 § 0 * MANUFACTURING COMPANY 
HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbar maker in Armertea 





mers 


COLLET EQUIPMENT 
made by EXPERTS 


geri 


COLLIS Equipment fills today’s important produc- 
tion needs so well because they are made by 
men skilled in making this type of equipment. 
Supply the proper unit from a complete range of 
types, and sizes for Drill Sleeves and Sockets, 
Lathe Centers, Chuck Arbors, and Drill Drifts. 
We will handle your orders promptly. 


"Call COLLIS For Service” 
mmm THE COLLIS COMPANY 


Dept. A, CLINTON, IOWA 
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Abrasive Machine Tool 
Names Sales Manager 


Walter P. R. Sceeles has been pro 
moted from sales manager to 
assistant to the president of Abrasive 
Machine Tool Co. Joseph T. Vin 
bury, former advertising and promo 
tion manager of The New Britain 
Machine Co., will be the new gen 
eral sales manager. 

Mr. Sceeles has been with the 
company 32 years serving in various 
sales, production and engineering 
capacities. He will remain with the 
firm as sales consultant and special 
idvisor to operating executives. 

Mr. Vinbury has been advertising 
manager of New Britain Machine 
since 1946. He will be in charge of 
advertising, sales promotion and 
marketing for Abrasive Machine 
Tool. 

President last year of the New 
England Chapter of the National 
Industrial Advertisers Association, 
he is a national director of that 
reanization. In 1950 he won the 
$1,000 Industrial Press Award. He 
has been chairman for three years 
of the Advertising & Market Re- 
earch Committee of the National 
Machine Tool Builders’ Association 


Nutting Truck & Caster 
Opens New Warehouse 

Nutting Truck & Caster Co. has 
opened new warehouse facilities in 
Oakland, Calif., to serve West Coast 
users. 

Located at 253 Fourth St., the 
facilities include complete stocks 
plus replacement parts plus main 
tenance and repair departments. 





TRAFFIC JAMS PAY? 


More and better traffic jams may be 
the answer to some states’ budgetary 
problems, Nationa! Petroleum News, 
McGrow-Hill publication notes. One 
observer's reasoning: Traffic conges- 
tion in New York City costs motorists 
$25 million annually in wasted gaso- 
line, meaning more than $3 million in 
added gasoline taxes for the state 
The day is coming, he claims, when 
the state con finance all activities 
from traffic jams. 




















Brooks Equipment 
Names Sales Director 


H. William Overman has joined 
Brooks Equipment & Mfg. Co., a 
Borg-Warner subsidiary, as director 
of sales. 

Formerly manager of the Mate- 
rials Handling Division of The 
American Pulley Co., he has had 
many years of experience in the 
handling field. He is a director of 
the National Caster & Floor Truck 
Manufacturers Association. 

R. Paul Metcalfe will continue as 
sales manager of Brooks Equipment. 

A national field sales force is 
being recruited and trained as rap 
idly as possible to promote the organ- 
ization’s “Load Lugger” line, offi 
cials said 


Representative Named 


Brooks Equipment has appointed 
George E. Ostertag as Midwest fac 
tory representative 

He has had extensive experience 
in the materials handling field and 
was recently sales engineer for the 
Four Wheel Drive Auto Co. of 
Clintonville, Wis 

Robert C. Herrmann has been 
appointed western factory represen 
tative for Brooks. He was formerly 
sales representative for C. Harold 
Sebenius Co., Pasadena, Calif 


Xeelite Expansion 
Increases Output 


Xcelite, Inc., has completed a 
plant expansion project increasing 
its production of hand tools 25%, 
company ofhcials announced 

The expansion, which consists of 
a new building housing production 
machinery, is the second in recent 
years. In 195] a new building was 
erected which doubled the firm’s 
floor space The company was 
founded in 1921. 


Awarded Degree 


W. F. Rockwell, Jr., president of 
Rockwell Mfg. Co., recently received 
a technical degree of Industrial 
Engineer at the Centennial Com- 
mencement Exercises at Pennsy] 
vania State University. 


“You neue mild the water 


“ill the well ws dry” 


AND YOU NEVER 
APPRECIATE 


HOME 
SERVICE 


FOR DISTRIBUTORS 


until you re 
in a tough 


It’s easy enough to be happy, when 
your business in mechanical rubber 
goods goes along “like a song’. But 
the time you appreciate Home Rubber 
Service is when everything — Ya 
wrong. Then you can really smile— 

because Home Rubber has what it BELTING 
takes to take care of both ordinary Tronemiasion Conveyor 
and EXTRAordinary service situations means 

... we have the goods, the where- HOSE 
withal, the facilities and the old know- 
how. In addition to which Home gives a — os 
you mechanical rubber goods that are Satie no Waker on Ate 
TOPS in quality, and have been so for Jetting fond Blast 
73 years. Put that in your pipe and 


smoke it! PACKING 
Sheet and Rod Packings 
————— for every purpose 
The HOME el sue 
1880 
, the original 
BLACK SHEET —) 


RUBBER COMPANY 


Factories and Main Offices 
New York — WOrth 2-4460 


TRENTON 5, N. J. Chicago - CEntral 6-060! 
Branches: New York * Chicago* London "ter ~ >617! 
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DISTRIBUTORS 


SELL THE LINE THAT SELLS THE BEST 


‘Budgit’ . . . ‘Lead Lifter’. . . ‘Tugit’ . . . ‘Tipit’. Load-handling equipment and 
accessories bearing these trade names have long been the favorite of industry. 
They are the helimerks of quality, economy, performance — as measured by 
wsers! This leadership is the outgrowth of the co-operative ‘“‘Shaw-Box"’ sales 
policy thet encourages “Shaw-Box" Distributors to do a hard-hitting sales job. 


“Shaw-Box" Distributors sell more and profit more because the line is really 
complete. They can always carry adequate stocks — gain delivery-wise from the 
high standardization and mass-production methods of an organization that builds 
nothing but hoists, cranes and their accessories. Furthermore, new products are 
always being developed in anticipation of industry's future needs. The ‘‘Shaw- 
Box" franchise also includes sales training at the factory and in the field; team- 
work on specific sales problems; effective sales promotion and sales tools; con- 
sistert advertising; ond — a profit margin that mokes each product in the 
“Shaw-Box" line highly desirable to sell. 





“Shew-Box" Distributors can look to a future of greater sales opportunities than 
ever. Our progressive policy promises continved support of their efforts in every 
practical wey. 





NNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 


MUSKEGON, MICHIGAN 


Builders of “Shew-Box™ and ‘Load Lifter’ Cranes, ‘Budgit’ and ‘Load Lifte: 
Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges, ‘Hancock 
Valves, ‘Consolidated’ Sefety and Relief Valves, ‘American’ and ‘American- 
Microsen’ Industria! Instruments, and Aircraft Products. 
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DIRECT MAIL PROGRAMMING 
upies part of Herb Stuhrmann’s 
day as vice-president of Frank 

y, In New York City 





Vickers Ine. 
Names President 


Kenneth R. Herman has been 
elected president of Vickers Incor 
porated. 

Also elected recently were Harry 
I’. Vickers, vice chairman of the 
board, and Dr. N. E. Edlefsen, vice 
president for engineering 

With the company since 193], 
Mr. Herman was recently vice presi 
dent and general manager. He is 
ice president of Sperry-Rand Corp.., 
¥f which Vickers is a subsidiary, and 
was recently named a member of its 
board of directors 

Mr. Vickers is the founder of 
Vickers Incorporated. He is also 
resident of Sperrv-Rand Corp 


Power Show Expanding 


he Chicago Exposition of Power 
Mechanical Engineering, sched 
led for November 1415, has 
icquired additional space in_ the 
Chicago Coliseum to handle an 
ncreased number of exhibits, its 
ponsors, the American Society of 
Mechanical Engineers, have an 
nounced. The show will cover al! 
ses of power generation and 
ustrial use 


Opens New York Office 


Rodney Hunt Machine Co. has 
ypened a new office in New York 
City to provide engineering and 
sales service in the Middle Atlantic 
States and southern Connecticut. 











Director of Branches 
Named by Crane 


Jess A. McMurry has béen named 
director of branches for Crane Co 
with responsibility for all activities 
of the company’s field force 

R. G. Hunter, manager of the 
Tulsa, Okla. branch, succeeds 
Mr. McMurry in his former post 
as district manager with head 
quarters in Dallas 

Mr. McMurry joined Craine i: 
1917 at its Atlanta, Ga., branch and 
became manager at New Orleans 
in 1940. He has been a district 
manager since 1945 

Mr, Hunter has been with Cran 
since 1925 and has managed the 
Tulsa branch since 1946 


Vice President 
Named by Simplex 


Simplex Valve & Meter Co. has 
appointed Frank E. Gerlitz as vice 
president in charge of sales 

Sales manager since 1947, he has 
been with the company 15 years 
He is a graduate of Bucknell 


Sales Engineer Named 


Simplex has named Hugh |] 
McNelis sales engineer for its Chi 
cago office. Working with A. I 


Barron, sales representative, he will 
cover northern Illinois, northern 


Indiana and western Mi higan 


“I've asked you before not to bother 
me with business when I'm at home 
My home is my heven from work, my 
haven, understand? Here, the worries 
ond complexities of business cannot 
touch me He did? How large 
on order would he be interested in, 
Hanley?” 


KALAMAZOO 


...worth more to you 


~ 


MODEL 8CW . 


lf you are interested in cutting costs 
and increasing production—maintain- 
ing extreme accuracy with the latest 
designed horizontal metal cutting 
band saw machine — write for com- 
plete details or contact your local 
Kalamazoo distributor 


MACHINE TOOL Divisi N 


Kalamazoo TANK and SILO COMPANY 


918 HARRISON STREET...KALAMAZOO, MICHIGAN 
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2% 


CG the famous 
PREIS-PANTO 


line of engraving machines 
and accessories. 


The Preis-Panto 

Mode 30-5 En- 

for faith- 

reproduction 

in three di- 
mension. 


They're in demand because they are solidly 
built for high precision performance. Wider 
range of application is matched only by 
bigger, more costlier machines. 


in _- 
graphic redue- 
tions from 1:1 
full size te 
infinity 


These and other Preis-Panto Engravers 
available tor engraving, electrical marking, 
acid etching and diamond cutting. All 
Preis-Panto products are nationally adver- 
tised. Fast acting follow-up system helps 
you get fost results 


The prste-Peste 


@ All Preis-Panto products are beoutitully 
illustrated in new descriptive catalog 
They're on hand to be immediately sent to 
you or your customers. Write today for op- 
portunity to distribute this famous line of 
precision equipment 


PANTS 


H. P. PREIS ENGRAVING MACHINE CO. 
Highway Ne. 22 Hillside, New 


\ This offer limited— 


Write now for com- 
plete details. 

















Manheim Holds Distributor Session 


Manheim Mfg. & Belting Co. held the first of a series of distributor sales meetings 


with Philadelphia’s Charles Bond Co. recently 


Conducted by Manheim’s product 


manager, Vincent Alexander, the meeting featured a 30-minute sound motion picture 
on “Selling Quality” and an explanation of adapting the film’s pointers to selling the 


firm’s “Veclos” belt 





Paasche Airbrush 
Now Cline Division 
Paasch! Airbrush Co 
merged with Cline Electric 
Co 
Warren P 
Cline Electric, said the merger e1 


been 


Mfg 


has 


Scott, president of 


ables his firm to expand its auto 
matic air equipment lines for the 
graphic arts, metal, wood, paper 
ceramic and electrical industries 
Paasche has for many 


equipment for applications ranging 


years mad 
from fine airbrush work to graphi 
arts offset. It also makes a coolant for 
machining operations 

Cline Electric since 1912 has man 
ufactured press drives and controls 
reels - tension -pasters and other 
equipment for graphic arts 

The Paasche organization will be 
come the Paasche Airbrush Co 
Division of Cline Electric Mfg. Co 

Walter G. Earle has been named 
executive vice president of Paasche 
and Paul A. Benke vice president 
and assistant general manager. There 
are no other executive changes 

The new board of directors con 
sists of Mr. Scott, chairman; Mr: 
Earle; Mr. Benke; J. A. Paasche, 
president of Paasche Airbrush, and 
Russell Baker. 
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Minneapolis-Honeywell 
Names Branch Heads 


Minneapolis-Honeywell Regulator 
Co. has appointed Stephen M. Ram 
ey to the newly created post of man 
ier of the company’s branch in 
Miami, Fla 

Robert R. Moore, heating con 
trols sales engineer in Columbus, 
Ohio, succeeds Mr. Ramsey in his 
former post of Columbus branch 
manager 

The Miami office, formerly one 

three district offices in Florida, 
vill provide expanded sales and serv 
facilities for the state, company 
stated district 
fhces will be maintained in Tampa 
d Jacksonville. 
Mr. Ramsey joined Honeywell as 


ficers Under it 


iles engineer in 1946 after gradu 
iting from the University of Minne 
ota. Mr. Moore worked in the com 
yany’s Detroit sales office and in the 
ympany’s headquarters before going 
to Columbus in 195] 


Elects Vice President 
Sales 
= a 


Ebner vice 


Island Machinery 
Corp. Lindenhurst, L. L, 
has elected Wallace F 


president and director 


Long 








7 


Here’s An Easy Formula for Greater Cutting Efficiency. 


Ee as 





A T00L FOR EVERY 
f+ —e END MAL tii 


NEW Ti & FO MEN, 
Job-TAILOP ES STAN DAR 











Distributors... 
This Ad ts Working For You! 


We're doing our level best to help build business 
for Distributors who stock and sell Illinite Stand- 
ard Metal Cutting Tools. Illinite Tools are backed 
with effective advertising like this, sales promo- 
tion plannifg and a sound distributor policy. 
Write today for complete details. 











ee 
aes 


t 


» 


Gere as | 





ILLINITE END MILLS are available 
from stock at your local distributor! 


All 38 standard types in a full range of sizes are available from stock 
ready for immediate delivery. Now get fast, complete service 

by phoning your Illinite distributor. He has a full line of Illinite precision 
cutting tools to supply your metal cutting needs. 


FREE CATALOG 


This new Hlinite Standard Meta! Cutting Tool 
catalog conta née the fu 
Ask your distributor for 





Texas House Renovates Quarters 


Russell Law checks stock kept for emer 


Conroe Mill Supply Co., Conroe, Texas, serves local industry from the spacious head 
gency deliveries at Conroe Mill Supply 


quarters building. Sawmills are important customers 





Wives Must Be Reconciled a fast-moving era, according to a outside counsel is being called on 
To Resi “Saeed management consultant. increasingly to mitigate the plight 
John A. Patton, head of the John of wives with traveling husbands. 

Wives of executives and salesmen A. Patton firm, Chicago, said He cited one company which pro 
who travel have little choice but to recently in a report on personnel moted an executive who later found 
reconcile themselves to demands of problems surveyed by his firm that that his promotion cost him 250 
nights away from home. ‘Transpor- 
tation may be faster today, Mr. Pat 


t's EASY to ton points out, but it also affords 


non ae A OnUn’, Customers new opportunities to cover more 
ground, and take longer trips to sce 


that THIS is THE gele)l to get things first hand 
fion UP. _’ Home Life Difficult 


Costs DOWN The traveling husband, said Mr 


Patton, makes life difficult for the 


‘ SMALL-WORK Grinding wife a two scores. First, the wife 
and Finishing Jobs! has to become accustomed to a 


limited social life, and second, it 


Many of YOUR customers con brings her » bil 4 . 
more responsibility. Th 
PROFITABLY USE Foredoms. POW- 5 . oy ‘ , 


FLEXIBLE SHAFT MACHINES and their ERFUL ADVERTISING in leoding  iusband who is 
featherweight and handy, easily controlled hand- industrial publicetions BUILDS gardener as well as breadwinner is 
ACCEPTANCE fer our product 
pieces (pencil size or lorger) make friends and io te O0h Youn. fore socer tmned not available for chores or guidance 
a orders. ere ond oe? ee meee than $100) The wife often must sign contracts 
couse FATIGUE IS NOT A FACTOR. More and more tien te this fast-paced line. Foredom and handle more business than she 
prices are scaled fer competition 

end YOUR PROFIT. 





Produc 





handyman and 


would normally assume 

The traveling husband also has 
to fight the lurking suspicion that 
his trips are joy rides, when in 
reality there is no comparison be 
ir Citatle of cur cxtetaiiling Mare cre iebe lene? the many exmnesesien tated tween traveling for business and 
— corey write for in our cateleg te make your sales of Foredoms traveling for pleasure. 

BUILD PROFITS. 


Talk to the Wives 


CHEAT EI J ome TR | C C 0 M P | N . Mr. Patton advises managements 


27 PARK PLACE. Dy NEW YORK 7 that are disturbed by this problem to 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 





HOW TO BUY 


CONVEYOR F355: 


and get... 


MORE USE PER DOLLAR 


where 
SPECIAL ENGINEERING 


is needed 


Look for a make of belt backed by 
experienced, specialized engineer- 
ing service. 


Selecting the right conveyor belt 
to solve a special problem begins 
with selecting the right represent- 
ative . . . one who will take inter- 
est in your particular belt needs 
and refer your problems to his 
factory if engineering help is re- 
quired. Where a company makes 
a wide selection of conveyor belts 
for many applications, the repre- 
sentative can often recommend a 
feature construction to meet your 
job requirements. Where your 
problem is unique, that company 
backs its field men with custom 
engineering and comes up with a 
recommendation to meet your 
specific operating conditions. 


Choose the company that offers 
complete belt engineering service 

. the source of supply that 
maintains close contact between 
factory and field. 


MANHATTAN 


z Seas OX Ip 
fo ees \ 

yr a 
y 


HOLDS FASTENERS 


RAYBESTOS-MANHATTAN CONVEYOR BELT ENGINEERING 


A leading steel mill, faced with 
handling hot sintered ore without 
an insulating layer of “‘fines’’, hag 


-Thted’ 
developed by 


conveyor bel p 


RUBBER 


DIVISION — PASSAIC, 


of a field represent- 
replace a smooth 
able to carry wet 
ne slope without 


wo hey asa 


few of many 
M engineering 
conveyor belt 
cases, special 
ave been met 
constructions 
ay-Man “F’’ 
omocord for 
Ray-Man 
a-high ten 


/ 
why R/M engineering m: — R/M 
Conveyor Belts last much longer 
. give you “More Use per Dollar”’ 


NEW JERSEY 


RAYBESTOS- MARRATTAR, INC. 
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CHICAGO 


ACE 


PADLOCKS 


fill that need 


Cut-away view of 
ACE Padlock show- 
ing double locking 
feature and 7-pin 
tumbler mechanism. 








ExcLUSIVE FEATURES 


ACE 7-p"' 
. Harcem 


oth sic 


If you are interested in providing your customers with positive security 
where needed, write for Catalog MS-101. It explains all of the reasons why 
Chicago Locks are right for industrial security. Ask, too, for copies of our 
Folder P-104—suitable for mailing to your customers. 


CHICAGO LOCK Co. 
2030 N. Racine Avenve + Chicage 14, Iilineis 
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talk to wives of their employees, 
sounding out particular trouble 
areas. Often inequities in travel 
assignments or rumors of favoritism 
can be discovered as causes of un 
rest. 

One formula, he says, is to bring 
husbands home every weekend at 
company expense if they are less 
than 500 miles distant on their jobs, 
and every other weekend if 1,000 
miles away. 

An alternative is to have the wife 
visit the absent husband “affording 
her an opportunity to see first hand 
the problems of her traveling hus 
band as well as to view the countn 
at the company’s expense.” 

Let wives travel with husbands, at 
company expense, wherever pos 
sible, he advises. “This is a logical 
arrangement if there are no children 
However most wives don't care to 
spend weeks in Podunk and assign 
ments in Miami Beach may be far 
between.” 

Fairness is important, Mr. Patton 
stresses. ‘Travel should be rotated 
so that long trips alternate, where 
possible, with short ones close to 
home. 

Another suggestion is to accom 
modate employees who need special 
arrangements, such as providing 
for men who travel by car by giving 
them advance notice. 

Mr. Patton adds that the ideal 
arrangement for companies with a 
great deal of travel is to “hire single 
men.” 





“It | hed to work out my schedule thet 
close, I'd say the heck with the con- 
vention.” 








Great Lakes Supply 2 3 
Expands Operations | Here's a dependable "BREAD and BUTTER” item ... 


WOODINGS ¢ VERONA 
DRIFT PINS 


BARREL TYPE 


At the helm of Great Lakes Supply 
Corp., Chicago, are Treasurer J. | 
Kelly, and Vice President J. A. Cmar 
Seven specialists have been added to 
the firm’s sales staff 


PLUG TYPE 


Drift pins are in constant demand—bought in 
large quvontities, and consumed steadily. All 
the sizes for which you are likely to be colled 
upon can be shipped from Woodings-Verona 
stock. And specico! sizes con be quickly pro 
vided. Made from tough, high carbon steel, to 
minimize mushrooming BULL 
Woodings-Verone makes a full line of rail 
road and construction tools—sledges, hammers PINS 
wrenches, crowbors, picks, mattocks and others 
They meet all AREA and Government specif 


Renovations made on the 62-year old 
firm’s building include a new will call 
department, and a new section for 
builder's hardware. Two new trucks 
have been added 


hove either po 
. f toper ind re 
cations. » nee tones a 
If you don't hove the Woodings-Verona eters. Stondord lengtt 


Catalog, send for one today 





2 


New entrance of plate glass has been tS — Se . 


aifixed to sal department. Company Shown obove cre some of the more widely 


plans open house next month 


ed W oding Ve 
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GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
WNo Factory Sales to Users 
W Nationally Advertised 
) v Firm Resale Price Policy 
|v Highest Uniform Quality 


| Sold ONLY 
Through Authorized Distributors 


. 
’ 


et eel 


ae 


STEAM JACKETED 
Assures continued free flow of 
ony material which congeals at 
ordinary temperatures 


GENERAL SERVICE EMERGENCY PROTECTION 


sy y liquid or gas at pressures Assures immedicte ond positive 
psi. Have ovtside action with weighted pendulum 
tulfing box and gland. stop. 


Quick-Action opened or closed with less than a quart 
turn of the operating lever. 

Straight-Through Flow ... the disc cannot be 

und accidentally check the flow 

Drop Tight Seal . constant contact ol! 
at all times prevents dirt or scale from getting betw 
Self Regrinding . . . the disc rotates on the seat wit 
operation, thus regrinding the sealing surfaces 

. all parts move between parallel faces 


Write for bulletin describing EVERLASTING VALVES 
EVERLASTING VALVE CO., 63 Fisk St., Jersey City 5, N. J. 


disc and se 


CYLINDER-operaTeD vatve °)° “ede action 
For accurate control of process 
work, Straight th flow, drop- 
tight seal, cir or pop con- 
trol fer operation at any 


Everlasting Valves 


TRADE MARK EVERLASTING REG US Pal OFF 
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. . . selling is my business 


JOHN “KEN” WILLIAMS: 


Teach and Learn 
Simultaneously 


Selling industrial supplies and 
equipment, according to John “Ken” 
Williams of Volunteer Bearing & 
lransmission Co., Chattanooga, 
Tenn., is a curious vocation in that 
you teach something to someone 
and learn something from someone 
almost at the same time 

Mr. Williams, a graduate in tex 
tile engineering from Clemson, with 
experience in construction and engi 
neering and maintenance work, is 
quite aware that nothing is simple 
when you don’t understand it. So 
you learn from customers how they 
do things, what products they use 
they But he 
is constantly running into incidents 


and how use them 
where people are using complicated 
products and know so relatively little 
about them. Reordering, for in 
stance, presents a mystery to many 
customers. They want a gear. What 
pitch? Don’t know. Or they may 
demand a non-standard item and 
then balk at paying the price on 
specials. So you teach them how 
and why. 

One particular example of a cus 
tomer reaching for the moon was 
one who wanted to replace a worm 
gear (non-standard) on a paper box 
machine because replacements were 
too costly. The customer had the 
idea that he could substitute spiral 
(standard) which could be 


gears 





replaced at lower cost. Mr. Williams 
told him that he doubted that he 
could get the desired 30-1 ratio; that 
the spiral would give only 3-1 and 
most likely wouldn’t stand the load. 
But, to convince the customer, Mr. 
Williams worked on the problem 
and consulted field sales engineers. 
All agreed that the manufacturer of 
the machine, due to the design, had 
the only practical solution. The 
gear was in such a location you 
couldn’t change the center distances 
which would have permitted the 
use of a standard item 


But, Mr. Williams says, selling 


industrial supplies is nice work. It 


gives you a chance to control your 


efforts; the diversity of the people | 


you do business with and the 
problems you run into are stimu 
lating. In short, the unusual is 


w“ elcome 





Robert L. Marman 


Detroit District Head 
Named by Wright Hoist 


Wright Hoist Division of Ameri 
can Chain & Cable Co. has appoint 
ed Robert L. Murman as Detroit 
district sales manager. 

Chicago representative for the 
past year he was previously with 
Abell-Howe Co. as crane designer 
and salesman and Hansell-Elcock 


Co. as steel estimator. A former | 
Air Corps pilot, he attended Chicago 


Technological College and Illinois 
Institute of Technology 


Here’s The Way To 
Get Production Up! 


Everyone in industry wants production up...and 
tool costs down. It is simply good business. A 
good way to do this is to always be certain you 
are using tools with real “cutting-mileage” built 
into them. Chicago-latrobe Reomers ore these 
kind of tools. 


Our files contain an almost unlimited number of 
testimonials from production people of the 
important industries. There is one point of 
similarity in the letters .. . they all say, in one 
way or another, “we never fail to get increased 
production from our machines when we use 
Chicago-Latrobe cutting tools.” You can experi- 
ence the same results . . . try them and see. 


Double-Circle Reamers 





Better Service, too! 


Dealing with a Chicago-Latrobe distributor 
gives a two-way advantage. You get, (1), the 
fastest service, and (2), drilling and reaming 
counsel from trained experts. Contact him soon. 


THIS AD WORKS FOR YOU 
IN 17 MAGAZINES ! 


©) Chieago-Latrobe 


DOUBLE CIRCLE 435 WEST ONTARIO STREET + CHICAGO 10 


TOOLS ° ORULS © COUNTERSINKS @ CARBIDE TOOLS 
© REAMERS © COUNTERSORES @ SPECIAL TOOLS 
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LUBRICATING 


ESSEX DEVICES 


‘"MULTIPLEX’’ 


SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 


@ Electric Solenoid-Operated Valve for Automatic 
Lubrication of Becrings and Journals. One to 
fourteen feeds—tfour sizes of Reservoirs 


A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
price makes this a good item for volume sales. 
It is convenient to install and operate for 
pumps, engines, machinery, etc. Stock them 
for prompt service. Let us send you the com- 
plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


2060 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


We manufacture 
LUBRICATING DEVICES 
WATER GAUGES 
GREASE CUPS 
AIR COCKS 
FITTINGS 

. and other Brass Products 


pment 


—_— rt 
cking Eq" 

. y des signe’ 
quipmen- 


Chemical 
uts the 
>sS 
ts to assure suc’ 
nt dealers: 
: ul i 
andiing &4 aes 
a » me geting, 
Derricott 


_ 


= 
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Paul Schubert 


Stanley Electric Tools 
Names Representatives 


Paul Schubert has been appointed 
sales representative for Stanley Elec- 
The Stanley 
Kansas, 


tric Tools, division of 

W orks in Missouri, 
Nebraska and lowa 

With the electric 
the past year, 


tools division 
he has been a 


Thomas Shedden 


Aby 


Harry 





member of the company’s sales | 
training program and has done | 
special held work. Before joining | 
Stanley he was with General Build- | 
ing product Co. During World 
War II he served in the U.S. Navy. 

Thomas Shedden has been named 
sales representative in northern New 
Jersey and northeastern Pennsyl- 
vania. A World War II Army | 
veteran, he attended New York Uni- | 
versity. He has been sales represen- 
tative for an electric tool manufac 
turer. 

Harry Aby has been named sales 
representative in Los Angeles. 

With a hardware distributor pre 
viously, he joined Stanley earlier this 
year. He served in the Coast Guard 
in World War II after graduating 
from Jorden Diesel School. 





PRESIDENT William Schultz of 
Schultz & Anderson Co Newark 
N ] right £ ets a < ome! 





WORK FOR DISABLED 


A California aircraft firm hes de- 
veloped an idea that is beneficial both 
to the company and to disabled vet- 
erans, Factory Management and Main- 
tenance, McGraw-Hill publication, says. 
Each month, the company subcontracts 
5,000 pounds of salvage material (mis- 
cellaneous nuts, bolts, rivets, etc. left 
over from completed jobs) to the local 
Disabled American Veterans’ orgoni- 
zation for sorting. This work, not eco- 
nomical for the plant to handle, pro- 
vides useful, profitable work for 40 
disabled veterans, and saves the com- 
pany money at the same time. 











"NEW BILLINGS TOOLS 


or, a  * eee 8 


To Distributor Salesinen / 
“THANKS” 


THANKS for being proud of Billings’ 86-year reputation for quolity and 
honest workmanship .. . 


THANKS for representing the Billings Ene so enthusiastically . 
effectively ... 

THANKS for taking your valuable time to keep abreast of new products 
and developments in the Billings line . . . 

THANKS for giving customers thot intangible “extra service”, not seen, 


but apprecicted ... 


Our sincere thanks for your outstanding sales job — 
a vital factor in making Billings a leader in the industry. 


NOTICE To Distributor Salesmen Not Now Representing Billings: 
Why Not Check With Your Manager For Profit Opportunities 
With Billings? Limited Number Of Territories Open. 


WRENCHES 


BILLINGS & SHOP TOOLS 


Quolity Tools & Forgings 
Since 1869 
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Fort Worth Steel Opens Denver Branch 


l'enth factory branch warehouse of Fort Worth Steel & Machinery Co. is this on 


in Denver 


Farl Baker is Rocky Mountain district manager 





“Serve,” “Sell” 


Key Word for Future 


not 


“Service” rather than “selling” is 
the right word to describe the key 
to American business expansion in 
the future, according to Walter C 


Ayers, president of Brooke, Smith 
French & Dorrance, Inc 

“One of the things wrong with 
the whole sales function of Ameri 
can business is that we have been 
using the wrong word,” said Mr 
Avers in a recent talk before the 











j 


offers distributors 4 keys 
to easier Hoist Sales. 
1—Quick Delivery 
2—Superior Product 
3—A Complete Line 


4—National Acceptance 


All these things add up to values to your 
customers—Something that means repect 
business for you. 


HOISTS 
& 


TROLLEYS 

















low Head Room 
Trolley Hoist 


Differential 
Hoist 


Write for Catalog describing the com- 
plete “Philadelphia” line in detail 


CHAIN BLOCK & MFG. CO. 


NORRIS STS., PHILADELPHIA 22, PA. 
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Salem, Ohio, Rotary Club. “The 
bad connotations inherent in the 
word have gotten us into wrong 
ways of thinking—have done us more 
harm than good. 

“Industrial and professional men 
who serve the needs of their cus- 
tomers are uniformly more success 
ful than those who try to sell their 
customers.” 

Rule No. 1 in advertising, Mr 
Ayers noted, is that more products 
can be marketed at a bigger profit 
by approaching the whole selling 
problem from the buyer's viewpoint, 
rather than the seller's. 


Help Customer to Buy 


‘It has been established beyond 
question that advertising which 
helps the customer to buy—rewards 
the prospect for his time and effort 

promises the customer some bene 
fit to himself—is anywhere from ten 
to a hundred times more effective 
than advertising which merely brags 
ind boasts about prestige, age, big 
ger, better, etcetera 

“Your simply do not walk up to a 
person and say, ‘I've got a proposi 
tion I'm going to sell you.’ The 
response to such an approach would 
be, ‘Oh Yeah?’ either aloud or 
mentally. 

‘But how different it is when you 
walk up to some one and sincerely 
say, ‘You know, I have something 
that would really be wonderful for 
you. 


Doe You See the Obvious? 


Every day millions of dollars and 
millions of man hours are wasted 
because people refuse to see and do 
the obvious thing,” said Mr. Ayers 
“More often than not, the obvious 
seems too simple to be right. We 
investigate all sorts of devious and 
complicated avenues of approach 
only to bog ourselves down com- 
pletely in a swamp of confusion.” 
He told the story of Harvey Fire- 
stone, who, when on a vacation 
trip once with his friend Henry 
Ford, is reputed to have asked Mr 
Ford why he had never used any 
of the Firestone company’s tires 
Mr. Ford replied that probably it 








DIXON Products 
ive Special Mldels 


Nearly all couplings, nipples, menders, clamps and = 
special fittings in the DIXON Quality Line ore 
available in stainless steel, aluminum, bronze, qe 
monel metal, nickel-molybdenum-iron ond other ' : 
alloys, to meet every anti-corrosion, anti-abrasion J 
need. 

Extensive users of such fittings are the Chemical, 
Food Processing, Dairy, Petroleum, Mining ond 
Agricultural Industries. They are also in demand 
for many Marine installations, and in sandblasting, 
grouting and where hose is used to conduct sand, 
gravel and other abrasive materials. 

lilustrated ot the right, and briefly described 
below, are some of the more widely-used Dixon 
fittings available in these special-purpose metols. 








“BOSS” COUPLINGS. Ground-Joint (Wosherless) Fe- 
male, Style X-34; Wosher Type Femole, Style W-16; 


Male, Style MX-16. For high or low pressure hose m=. ' 
handling steam, air, gases and all fluids. Designed and Mu 8° 


made to provide maximum strength, durability, ond sofety 

















“DIXON” STAINLESS STEEL SHANK COUPLING 
An excellent, general-purpose fitting for the Chemical, 
Food Proce-sing, Dairy and other industries requiring o 
stainless steel hose coupling for use under normal working 
pressures. Deeply corrugoted shonks cre of sufficient 
length to accommodate two clamps 


’ 
“KING” COMBINATION NIPPLE. More convenient ond . rms FB + cn voeene 


economical thon standord |. P. nipples, becouse it is made 
to fit straight-end hose. Smooth interior ossures full 
copacity flow 











“KING” SHANK COUPLING. The idea! coupling for 
suction and other water hose connections. Clean, well 
defined corrugations ossure extra holding power 


“AIR KING” COUPLING. A strong, durable, quick-octing 
coupling designed primarily for air hose, but serving 
equally well for woter, oil and general spray work 





"NO. 2500" SPRAY HOSE COUPLING. Designed for 
all types of high-pressure spraying. Two bolts, anchored 
to flanges on stem, provide tremendous gripping power 


Other fittings available in special metols, but not illus- 
trated, include “No. 1000" SPRAY HOSE COUPLING for 
portable spray units; “KING” SINGLE ond DOUBLE BOLT 
CLAMPS; and various Nipples and Menders. SEE Cotolog 
250 for details 


TO HELP YOU in selling more Dixon products, 
@ consistent odvertising schedule is moin- a 
tained in leading industriol trode popers, bielve r 


directories, etc. Also, envelope stuffers and 
other direct mail material, covering most items 
in the line, cre available with your imprint. 


? 9° 
Coupling Co. 
GENERAL OFFICES & FACTORY PHILADELPHIA 27. PA. BRANCH rv ‘ 
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_—NEW 


The Viking pump line exceeds all 
others in the rotary pump field. 
This one fact alone means you can 
have @ pump to really fit your 
needs. . . one thot is efficient 
for your job. 


Send today for the new 28-page 
catalog giving complete data on 
306 General Purpose Viking pump 
mode!s. Capac'ties from ‘2 to 1050 
gallons per minute 


In addtion, there are 450 other 
cataloged Viking pumps, plus thou 
sonds of special designed models 
to fit your needs. Viking is truly 
tre pump designed to do your job 
better 


_ WRITE 


today for catalog 
section Bmm. 


VIKING 


Pump Company 
Cedar Falls, lowa U.S.A 
In Canada, it's "ROTO- KING” 


See our catalog in Sweets 








LOWELL 


SERIES sc SOCKET WRENCHES 


Formerly Stee! Socket Bridge ond Red Socket 
Wrenches 


: 666 


SERIES 40 GEAR WRENCHES 


Formerly Red Face’ Bridge Builders’ Wrenches 


SERIES 20 WRENCHES 


Formerly 1916 Pattern 


Ss 


Extra sturdy handles of high 
tensile alloy castings. Lowell 
Wrenches give strongest pos- 
sible strain because pawls are 
cut from steel, are specially 
heat-treated and have great 
crushing action. All sizes from 
6” in length on up. 


LOWELL WRENCH CO. 
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was because Mr. Firestone had 


never asked him. 


Secret to the Pot of Gold 


Mr. Ayers said there is a three-part 
“secret” for tapping the “pot-of- 
gold” in America’s 365 billion dollar 
national product: 

“1. Sell, but in selling you must 
serve rather than compel. 

2. In advertising, selling or per- 
sonal relationships always approach 
the other person in terms of his 
own interests and benefits. 

3. Look for the obvious, then do 


Stakes are Big 


Gross national product, Mr 
Avers pointed out, has increased 
from about 50 billion dollars in 
1950 to 365 billion in 1953, with a 
per capita income for every adult 
and child before taxes of $1,709 

If you had predicted in 1905 that 
we Americans would spend 200 mil 
lion dollars a year for dog food,” 
he said, “vou would have been 
rushed off to an institution.” 

He predicted that in another 40 
vears the country would have a 
gross national product of a trillion 
dollars 

“We'll have our ups and downs in 
the meantime,” Mr. Avers said 
“But if vou have any faith in man 
kind at all, you must believe that 
man’s progress will be upward, not 
And, whether you wish 
mankind or not is 


From a practical 


downward. 
to believe in 
beside the point. 
business standpoint, unless you bet 
on the human race to win especially 
here in America you might as well 
never go near the pari-mutuel win- 
There are plenty of companies 
who sold America short—mistook 
timidity for conservation—lost faith 
in the energies and enterprise of our 
These companies are no 


dow 


people. 
longer with us. 

“That's your pot of gold. How 
do you tap this stupendous wealth? 
How do you siphon off just enough 
to keep the wolf off the upholstery 
in your Cadillacs? You learn how 
to sell—or sell better.” 





McKnight Hardware = =€=6HIGH SPEED <q“f¥7y> REAMERS ... 
Expands Quarters 





New front for McKnight Hardware, More Production e Pe iA R if , ° 


Pittsburgh, which has also leased 
10,000 sq. ft. of additional office and 


warehouse space 





. Shown above is the automatic reaming of fin assemblies for 60 M.M. 

Samuel McKnight Hardware Co., 
Pittsburgh, recently completed a 
program of renovation and expan Standard Whitman & Barnes high speed reamers are used to 
sion. At its Federal Street building, 
it added a new store front, a new 
lobby, and renovated its customer The reamers are operated at 800 R.P.M. and the production rate 
service counter. It also added a new 
stairway to the second-floor builders’ 
hardware salesroom, and enlarged W & B reamers is evident in the fact that Columbia Electric obtains 
the offices on this floor. 

The company has enlarged its 
physical plant by leasing a new formance—specify W & B. 
building at 941 Behan St. Providing 


8,000 sq. ft. of warehouse space and Call distrib 
2,000 sq. ft. of office space, this ptt vy) Apa etied 
q for best service and highest quality 


mortar shells at Columbia Electric Products Company, Spokane. 
remove the heavy burrs of 16 radially drilled holes in each piece. 
is 1,500 pieces per hour. The outstanding performance of these 


11,000 reamed fin assemblies per grind. For better reamer per- 


building will be the location of the 
firm’s executive and accounting 
offices 


The builders’ hardware, general “ Makers of Gine Tools Si » 1848" 


sales, and purchasing departments 
will continue at the Federal St 


address 


He can sove you money by supplying from 
his stock whot you need when you need it! 


Please send me additional information 





NAME 
SHEEPSKINS FOR OILSKINS compeen 
Modern fishing has become so me- 

chenically complicated, according to 


Food Engineering, McGraw-Hill publi- city — — 
cation, that the British have proposed 


a college for fishermen. This would 
wonse= | TTT 
sea on sheepskins,” the magazine com 


ments 


ADDRESS 
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FENWAY PORTABLE NIBBLER—14 Gouge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10”, 8 Ib. 
portable Nibbler with guts enough to chew 
through 14 gauge stainiess—without dis- 
torting either side. Perfect for irregular 
shapes, templotes; cuts corrugated sheet, 
openings in pipe, without damaging con- 
tour. Will cut a %” radius. Handy in tight 


ploces 


CUTS OPENINGS 
In PIPE 


Sells *verywhere: The Fenway Portable 
Nibbler gets you a hearing almost ony 
where sheet metal or pipe is cul. . . dem 
onstrates impressively. In both production 
and maintenance work, Fenway Nibbiers 
have solved problems, soved money for 
hundreds of users including Otis, Carrier, 
Esso, RCA, GM, DuPont, GE, North American 
Aviation, Kirk and Blum. 


Complete Line: Right now, Fenway offers 
the 14 govge Nibbler, a light-duty 18 
gouge Nibbier, ond a special 90" head for 
either. Coming soon—on 8 gouge shear, 
¢ powerful 8 gauge Nibbier, and a portable 
jig saw and file. Send now for literature 
on the profitable, nationally advertised 
Fenway Nibbler line and for information 
on distribvtorships. Fenway sells only 
through distribyvtors. 


FENWAY Machine Company 


entine St 


Edgemont £ em 
Please send more information on 

[] Fenway Nibblers (_] Distributorships 
Nome 

Compony 


Address 


| Dick Hooker, 


| man, now 
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Tom Ryan 


Skil Changes 
Branch Heads 


‘Tom Ryan, formerly Philadelphia 
branch manager for Skil Corp., has 
been transferred to Chicago, replac 
McGee, who resigned 


ing Russ 
branch manager at 
Des Moines, has replaced Mr. Ryan 
in Philadelphia 

Stan Morgan, former branch sales 
heads the Des Moines 


Branch. 


Atlantic Metal Hose 


Names Sales Engineer 


Wilton Charles Mylander has 
been appointed to head Atlanti 
Metal Hose Co.'s sales organization 
in Ohio, West Virginia and Indiana 

Associated with industrial design 
ers for many vears, he has develope 
several new applications and types 
of flexible metal hose for conveying 
of searching gas and liquids 


£ a -— 
Wilton C. Mylander 





ait Packaged 


PIPE NIPPLES 


in standard 
cartons 


No Extra Cost 


i 


WELDED and SEAMLESS STEEL 
WROUGHT IRON © ALUMINUM 
BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 
Stenderd « Extra Strong « Double Extra Strong 
GAUGE SYPHONS © LONG SCREWS 
BUTT NIPPLES © TANK NIPPLES 
RIGHT ond LEFT NIPPLES 
VICTAULIC TYPE NIPPLES 


RADIANT HEAT BENDS 
PIPE BENDING 
te 6” Diameter 


Fibtsburgh NIPPLE WORKS, ae 


1485 SPRING GARDEN AVE PITTSSURGCH i, PA 


THE TRADE CALLS 
for 


DYKEM 
STEEL BLUE 


Dies and 
Templates 


Ba ret soft-hair’ brush 

i t at bench; metal sur- 

makes the 

eee ee 
Write for full information 

THE DYKEM COMPANY 

Established 1920 
2305A North 1th St. + St Lewis 6, Me. 


1955 





Norton Carries School 
To Orr Iron Co. 


An abrasive school which formerly 
has been available only at the sup 
pliers main plant was brought to 
Orr Iron Co., Evansville, Ind., in 
August by The Norton Co. 

The course was conducted by 
David B. Wills, an instructor at the 
Norton School of Grinding. Or 
Iron salesmen and part of the office 
and counter personnel participated 
in the classes, which were sched- 
uled for three days. Prior to this 
time, the only Norton training 
available was at the Worcester, 
Mass., plant 





Charles F. Trapp, Jr. 


Sales Manager 
Named by Formsprag 
Charles I. Trapp, Jr., has been 
named sales manager of Form 
sprag Co 
With Westinghouse Electric 
Corp. for 15 years, he was recently 
arca sales manager in that corpora 
tion's Apparatus Division. He 
graduated from Carnegie Institute 
of Technology 





PATENT PENDING 


At present, it takes more than three 
and one-half years from filing date for 
Gn inventor to find out whether or not 
his potent is granted by the U. S. Pat- 
ent Office, Product Engineering, Mc- 
Graw-Hill publication, reports. 











‘rr 
. 


Drocisio” : 


COUNTS 


_wethe RIBSID 4p 


2'’" TO 4” GEARED PIPE THREADER 


Here's a work-saving precision tool that cuts 
accurate threads on 242" to 4” pipe every time. 
It's easy to handle . . . easy to use . . . foolproof 





Operated manually or with power, the Ri@@aifp 
4P reduces time, sweat and “rap in any piping 
job. Balanced handles simplify carrying and 
starting on pipe. Mistake-proof workholder sets 
to size before tool is put on pipe ... has only one 
screw to tighten ... no bushings. 

For precision and speed... you can't beat the 


RiaatD> +P! 


See your local supplier 
. ++ or write direct for 
catalog. 


MANUFACTURED BY THE RIDGE TOOL CO. © 4o4 CLARK STREET © ELYRIA, OHIO 
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Sa A 
JOYCE 
JACKS 


Pa ae 


Joyce Jacks are well known and have 
been well accepted since 1873. You will 
find this wide-spread acceptance and 
knowledge of Joyce Jack quality a great 
selling asset. And remember, Joyce 
builds a complete line of ratchet, screw, 
hydraulic, air operated jacks, trench 
braces and material lifting equipment 
every factory a good prospect. 


... write for complete 
information today ! 


1% CANADA: Midlend Foundry 
& Machine Co.. Ltd... Midiend, Ontario 


Tut JOYCE-CRIDLAND co 


DAYTON 3 OHIO 


the Compuele lie/ 
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Byron E. Coon 


Delta Power Tool 
Names Executives 


Delta Power Tool Division of 
Rockwell Mfg. Co. has appointed a 
new sales promotion and merchan 
dising head and two new regional 
managers. 

In charge of sales promotion and 
merchandising for the division is 
Byron E. Coon, former sales man 
ager of Wisconsin Knife Works 
who joined Rockwell in 1952 when 
it acquired De Luxe Saw & Tool 
Co. His headquarters are in Pitts 
burgh 

John P. MacCrossen has been 
named manager of the Western 
region, succeeding Mr. Coon in his 
former post, with headquarters in 
Oakland, Calif. He has been 
the company 1948 and San 
Francisco manager for six years 

Delta Power 


new East-Central region embracing 


with 


since 


lool has created a 


John P. MacCrossen 








A USEFUL TOOL 
IN A HANDY CASE 


NO. 4 B PUNCH 








—W. A. WHITNEY — 


eotr gage 
9 fine profit 

Send for owr complete catalog today 

TRADE MARK 





REGISTERED 


W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 


EPUBLI 


TWIST DRILLS 
REAMERS 


Whether it is for No. 40 holes in Titanium 
sheets for Jets or '¥4" holes in thick armor 
plote, Republic Drills give more holes per 
drill and more holes per hour of direct labor 


REPUBLIC DRILL & TOOL CO. 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


MAKERS OF CELFOR,” “CENTURY,” 
REPUBLIC’ AND''U.S. EAGLE’ BRAND TOOLS 














LOS ANGELES 





4 
. J ; . 
CHICAGO PLANT 4 


3272 SOUTH GREEN ST.. CHICAGO 7 nuNos 


1955 





portions of Pennsylvania, New York, 
Maryland, West Virginia, Ohio and 
headed by Robert B. 
Hfumphrey, since 1951 the division’s 
New York His 


headquarters are in Pittsburgh. 


Michigan, 


district manager. 





Orville W. Barnett 
Rockwell Promotes 
Sales Executive 

( yy ille W 
Nordstrom 


oil field sales for 


Barnett, manager of 
distribution and 
Rockwell Mfg 
Co., has been named assistant to the 
vice-president of the Meter & Valve 
Division 
Mr. Barnett will move to the new 


valve 


Rockwell valve plant at Sulphur 


He will continue to 
field 
sales and will develop a training 
Rockwell 


butor sales personnel 


Springs, ‘Texas 


promote and coordinate oil 


program for and distri 





WORKING (?) LATE 


A monufacturing plant thot invites 
supervisors’ wives to attend and por- 
ticipate in a regular business meeting 
of its management group once a year, 
into an unexpected 
Factory Management and 
Maintenance, McGraw-Hill publica- 
tion, reports. One wife, who noted thot 
10 P.M, 
wanted to know if all meetings ended 
that early, since her husband never got 
home 
2AM 


recently ron 
dilemma, 


the meeting adjourned at 


from similar meetings before 











BROAD 
MARKETS 


CORNER BRUSH and BROOM STS. 





INDUSTRIAL DISTRIBUTION 


© SEPTEMBER, 19 


SCABU TAL 


INDUSTRIAL 


@ This is the line of maintenance 
equipment that is known through 
out industry—in it you find the 
or broom for any in 


CAPITAL 


Brushes and Brooms are honestly 


right brush 
dustrial requirement 
built to give service—no one has 


ever been dissatisfied with a 


CAPITAL 
CAPITAL performance. There is 


purchase nor with 

no limit to sales possibilities. Build 

up your brush and broom business 

with CAPITAL. 

© We always suggest thet users buy thru 
their local distributor. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


Est. 1890 INDIANAPOLIS, 7, IND. 


<< 
BP) 





. 
. 


This 


Catalog 


can lead you 
to New 


SALES 


In this Keckley Catalog are listed the 
automatic valves and accessory items 
that every plant uses to control steam, 
air, gas, water, oil and other fluids. 


Keckley, in its 40th year, is a name 
known widely for uncompromising 
quality. This position is being forti- 
fied with continuing advertising to the 
industries you serve. To build your 
sales volume — Sell Keckley valves — 
guaranteed and backed by factory 
assistance on selection and application. 
Send today for Catalog >5-« 


0. C. KECKLEY COMPANY 


+ 400 W. Madison Street 


Chicago, Illinois 


. 
. 
. 
. 


Nelson & Storm Erects 


Nelson & Storm Tool Supply ( 
a new building at 2301 11 th St 


A new building to house Nelson 
& Storm Tool Supply Co., Rock 
ford, Ill., will be completed at the 
end of October. Of brick construc 
tion, the one-story building is lo 
cated at 2301 11th St. 

The 50- by 100-ft. building is 
modern design, and is set back 2! 
feet from the street. ‘The 
half of the 3,000-sq. ft. warehouse 


of 


b i¢ k 





New Building 


Naicsewi Stream 
Toot Surriy Ce 


A@emiyecrs 


fifth birthday with 


s elevated, and incorporates crane 
facilities. Loading and unloading 
facilities are in the rear. 
The 86 164-ft. lot 
space for general parking on the 
South side of the building 
Spafford R. Nelson is president of 
the company celebrates 
fth anniversary this 
Roger R. Storm vice 


by includes 


which its 


year, and 


president 





M. J. Vail Co. 


Looking over remodeled office in Maplew 
Mr. and Mrs. M. J. Vail. Former stock 
in neighboring buildings were added 


M. J. Vail Co., Maplewood, N. | 
has expanded its headquarters by 
renting warehouse space in neigh 
boring buildings and enlarging and 
remodelling its office. 
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od, N. J 


Expands Quarters 


are husband and wife team, 
was turned inte office as stockrooms 


An outside salesman, Nick Mar 
ell, has been added to the staff. In 
the Marine Corps three years, he 
worked for a short time in inside 


sales previously 





Company, Community 


Must Be Good Neighbors 


Companies and their communi 
ties must abide by “traffic regula 
tions” if they are to get along 
together, Roy C. Ingersoll, president 
of Borg-Warner Corp., 
recently. 

“Industry, labor the community 


warned 


must be good neighbors in the truest 
sense of helping one another if any 
one of them is to survive in this 
highly competitive age.” Mr. Inger 
soll told the Muncie, Ind., Cham 
ber of Commerce. He called rela 
company, the 
‘three-way 


tions between the 
community and labor a 
street.” 

“Show me a 


healthy, progressive industry and you 


town without a 
show me a dead town. Show me an 
industry sct down in an atmosphere 
of civic indifference and employee 


apathy and you show me an indus 
try that is headed either for the 
scrap heap or for a more favorable 


climate. Show me employees who 
work for a company that does not 
have a growth potential and you 
show me employees whose security 
is in jeopardy.” 


Profit is Prime Obligation 


Mr. Ingersoll said the company’s 
prime obligation to the community 
is to operate at “This 
fact is too little understood 


a profit 
basic 
The word 
with mock horror by the socialists 


profit’ itself is viewed 
and the communists. Even spokes 
men for industry are inclined to 
cower behind word like ‘earnings’ 
or ‘income’ rather than to use the 
word ‘profit, which has been given 
an unsavory reputation by many of 
the misguided and _ misleading 
people of the world. 

“Yet it should be obvious to every 
one that any must con 


duct a profitable operation if it is to 


company 


be a constructive force in the com 
Indeed, unless it is a pros 
fulfill 
its other obligations as a corporate 
citizen, it cannot truly be a good 
neighbor at all.” 

Other obligations of the com- 
pany, he said, were to provide pro- 


munity 


perous company, it cannot 




















to the BESLY cutting tool line 


BESLY 
METRO 
GAGES 


BESLY 
METRO 


STANDARD 
and SPECIAL 
CARBIDE 
TIPPED TOOLS 


Now, Besly Distributors Can Increase Sales 
by Selling from the Broader Besly Line 


Now, more than ever, you can be- 
come the one source for all of your 
customer's basic cutting tool needs — 
and make more sales, simplify paper 
work and make your salesmen’s calls 
more effective. Besly has purchased 
the assets of the Metro Tool and 
Gage Company, Chicago, for 15 years 
a manufacturer and supplier of pre- 
cision gages and carbide tipped tools. 
The company will operate as a di- 
vision of Besly and add its prod- 
ucts to the Besly Cutting Tool Line 
A complete selection of cutting tools 
is just one of the ways Besly is help- 
ing distributors to boost sales. New 
developments, such as the Besly Stub 
Tap for Screw Machines and new 
plastic packaging for taps from 0-80 
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through 5/16” are extra features in 
the Besly line that mean more sales. 
If you are not handling the Besly 
line, you are missing sales you could 
be getting. Make those extra sales 
by handling Besly Cutting Tools— 
write or phone Besly for details of 
the Besly Distributor Plan. 


BESLY-WELLES 
CORPORATION 
Estoblished in 1875 os Chas. H. Besly & Co. 
106 Deerbern Avenve 
Beloit, Wisconsin 














:] . tection against fire or other work 
in spray 00 S stoppages, insure the most modern 
eS, Ee SS equipment is used to maintain a 


competitive position, provide good 
working conditions and employ local 








people where possible. 

He called the need for good man 
agement one of the firm’s primary 
duties. “Management in depth,” 
he said, is essential for a firm’s 





success, SO managers can progress to 
greater responsibilities and be fitted 
for the task. He termed a strong 
management a company’s most valu 


able asset 


Right Climate Needed 
[he community, he said, owes 
many things to its industries, in 
uding parks, good utilities, muni 
ipal planning, trafic control and 
the support of schools and churches 
Air distribution and plant efficiency is increased, while maintenance One obligation, he said, is to pro 
ond down-time is decreased, with the new Binks Filter-Type Spray Booth mote “a climate that nurtures in 
dustry and therefore encourages 


New...Binks filter-type DOOtH —si:0:d grater ron “in ts 


neither a Chamber of Commerce 


reduces maintenance, down-time nor a city can ever become com 


placent any more than a company 


' 


> 
and saves in many other ways such as ours. A city, like a com 
Be the first to offer your customers the new Binks Filter-Type Spray Booth pany, is constantly faced with in 
..80 economical that it pays for itself in a comparatively short time. This dustrial competition. A city must 
high-efficiency booth has a battery of inexpensive air filters in place of ways be alert not only to develop 
the conventional air distribution panel or water curtain. These filters trap 
the overspray and are quickly replaced. Here are a few reasons why your 
customers will want this new booth: 


ind exploit its advantages as a better 
ommunity in which its industries 


@ Saves time and money: Operating these booths - expand, but as one that will 
costs less than ordinary booths. Down-time for 


cleaning is substantially reduced. 


ittract new industries.” 


More efficient: The filters collect virtually all the Teach Economics 
overspray. The booth, exhaust fan and stack stay Mr. Ingersoll urged local schools 


cleaner much longer 1. Remove inexpensive ; ; 
point-filled filter to teach “the basic elements which 


Better air distribution: Air movement in these make industrv successful and pro 
booths is more uniform. No dead areas or eddies. gressive.” He charged that second 
iry schools contained “a dangerous 


Prote.ts health: Effectively removes fumes and 
vacuum” because of a lack of basic 


overspray. 
Send now for complete information and prices 
on these new Filter-Type Spray Booths. Build your entage of our young people do 


sales by being the first to offer these economical, 2. Replace quickly and not have an opportunity for a col 
efficient spray painting booths: Just write to: easily with new pod 


economic teaching. “A large per 


lege education and therefore must 
receive economic teaching while 


+ still in public schools. If they do 


ot receive this thev go out into 
| 2 the world without any sound frame 


=> 


. rl ) Te . 
ear a work of reference through which to 


VFEIRVTIA/ING 





udge the promises and evaluate the 


GUNS 
Binks Manufacturing Company pronouncements made to them by 


3126-30 Carrel Ave., West, Chicege 12, Mincis the good or bad leaders with whom 


REPRESENTATIVES 1M PRINCIPAL U.S. & CAMADIAN CITIES * SEE YOUR — aa ey are associated after school life.’ 
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He cited a recent study by the 
Rockefeller Foundation after which 
it was concluded that “a vast num- 
ber” of students graduated from 
secondary schools are not ready for 
adult life.” Thev have no idea what 
work means, what sort of oppor 
tunities there are, how to look for 
work or how to work when they 
get a job.” 

Such conditions, he said, present 
a challenge to all local business and 
civic leaders. 

He cited Business-Industry-Edu- 
cation days, in which students are 
taken on plant tours of local industry 
with their teachers, as a constructive 
means of furthering understanding 
of both companies and business 


cconomics, 














CHEERFUL SERVICE is the prod 
uct featured at Mid South Supply 
Cr Chicago, as personified by Mer 
vin W’. Fienberg 


president 





DIRECTIONS VIA RECORD 


A long-playing record thet gives 
directions for checking a complex 
cable for circuits after assembly, has 
saved 89% of regular checking time 
for a Pennsylvania engineering com- 
pany, according to American Machin- 
ist, McGraw-Hill publication. The LP 
disc, which dictetes a sequence of in- 
structions for checking the entire cir- 
cuit, reploces a previously-used direc- 
tion sheet which, although workabie, 
required two and one-fourth hours for 
checking eoch cable, as compared to 
15 minutes (including pauses in the 
record allowing the inspector to moke 
connections) for the recording 
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mt WORLD’S HANDIEST 


WITH FULL 
4, HP 


MOTOR 


.. with Features 
you can SELL 


“44” 


There’s no better drill built thar fills so 
perfectly industry's general all around 
drilling needs. None in its capacity class 
is more compact . . . more adaptable to 
tight spot drilling. It’s the preferred drill 
everywhere for its dependable power, its 
pace setting performance and ability to 
take the toughest drilling jobs in stride and 
without stall. You're in a favorable selling 
position when you offer MILWAUKEFI 
Model BF-312. Its many outstanding fea- 
tures ... high user acceptance and lower 
price give you a BIG competitive advan- 
tage — result es é¢a greater volume sales 
and more profit to you. 


A GOOD LINE To Tie Up To 


MILWAUKEE offers a really complete 
drill line . . . 27 distinct models and types 
in capacity ranges from 4” to %”. If 
vou're looking for a line of drills that 
sells —that will help build your profit 
volume — write us today! We have a 


proposition that’s bound to interest you. 
MAIL COUPON FOR COMPLETE INFORMATION 


@ ALL BALL AND ROLLER 
BEARINGS THROUGH 
out 





Nome 





Compeony 


Address 


ae 
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NS 
Hammers 


AND 


Sy, Ken and Hal Abrahams, 


: partners, pause outside doorway of new building in 
R hid Hillside, N. J., which triples the firm’s former space 


ADD Ny SKILL 


TO THE HAND OF INDUSTRY 








sons of Mrs. Ray Abrahams 
right), Sy, Ken and Hal Abrahams, 
Predecessor of Raysons Supply was this tarted up the family business again in 
Manhattan firm at 13 in Irvington, N. J. Family picture 
founded in 1900. Picture, taken in taken at recent open house after 
1904, shows the late Nathan Abraham firm had moved to its present new and 
with his father, Berish Abrahams ager quarters in Hillsids 
PRICE AND PRODUCT FOR 
SALES AND SATISFACTION 


senttenaien tilliie ved sama Firth Sterling Eagincors Hold Conference 


Cooper Square 














economizing techniques in rawhide 

ucts enable Garland to sell at 
wer prices. No new materials can 
challenge Garland’s nearly a century 
- — customer satisfaction- 
rom-u 


Write for il‘ustrated brochure. 


a 


: 
* 








oust UH MEAEEE 





“GARLAND” cocs wim “RAWHIDE” 


Carbide service engineers representing Firth Sterling Inc.'s nine districts met recently 


for five days to review new techniques and customer problems 
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Tough, abrasion-resistant 
cover inseparably bonded to a specially com- 
pounded, oil-resistart tube, rein- 
forced with highest quality 
CORDURA rayon ; 
yarn. 


A single hose to handle 
almost any maintenance 
job. Tough. resilient, 
durable; will carry a 
wide range of materials. 
A general purpose hose 
of long life and low net 
cost. 
Available in standard 
lengths. Red or black 
covers. Sizes 4” to 1%” 
I.D. with working 
{HIS FELLOW IS TRAINED IN Your sUstNEss. Ells pressures 125-300 
main duty is to travel the country — and world pounds. See your local 
— penetrating the plants, laboratories and man- distributor. 


agement councils . . . reporting beck to you im. 2 ’ 
every significant innovation in technology, sell- Since 1870, our engineering, production and sales 


ing tactics, management strategy. He functions 
as your all-sceing, all-hearing, all-reporting 
Cae Ce @ solve our customers’ hose problems. 


departments have worked in close cooperation to 


THE MAN WE MEAN 15 4 ComrosttTs of the edi- 

toria) staff of this magazine. For, obviously, no With 85 years’ experience, 
one individual could ever accomplish such « : 
wast business news job. It's the result of many Hamilton manufactures a wide 


talents. palpate variety of hose and other indus- 


rial rubber products to meet 
AND, THERE'S ANOTHER SIDE TO THIS “COMPOSITS t i 


— pipe sors! a specific requirements. 

sine — the advertising pages. It's been said that 

im a business publication the editorial pages 

ae Me Peed ys ngs: Sr WRITE US TODAY FOR 
v “with what.” 

et wantin ans chem cl FURTHER INFORMATION, LITERATURE AND 


= a reed of 
y rapt ipa yh cea PRICES — NO OBLIGATION, OF COURSE 


such « “man” 1s ON Your ravnott. Be cure to 
“listen” regularly and carefully to the prestheal Be sure...use Hamilton... Always dependable! 


"Nig HAMILTON RUBBER 














“a. MANUFACTURING CORPORATION 
ante Executive Office and Factories, 101 Meade St., Trenton, W.J. 


SERVICE TO . Branches in 
wmouUSsTRY 


W-HILL PUBLICATIONS CHICAGO “CLEVELAND ‘HOUSTON * PITTSBURGH 
: INDIANAPOLIS LOS ANGELES NEW YORK SAN FRANCISCO 
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famco 


DISTRIBUTORS seldom send 
customers to competitors! 


They would—if they thought a customer needed a different type or 
size machine—for their business is to help solve a problem, not just sell 
a machine. 

The point is, they don’t have to! Famco manufactures arbor presses, 
air presses, drill presses, band saws, power presses, foot presses, squaring 
shears and milling machines—there’s a model or size available for virtually 
any metalworking need. 


Cd 


18 Ton No. 59€ 9 Ton No. SIA 
“Electromatic” Clutch Pin or Electro! Clutch 


for example if a prospective customer wants a power press in the 4 to 
18 ton class, he can get it. Famco manufactures 50 models—the most in the small 
press field. Only Famco offers 4 great clutch types for their presses— Pin, Electrol, 
Multi-power and Electromatic. The larger models feature the revolutionary and 
exclusive Famco “‘Electromatic” 9-point jaw clutch. 

This ability to give a prospective customer the exact machine he needs to 
solve his problem, is an important sales asset for Famco distributors. It ranks 
in importance with the high quality of the Famco machines themselves! 

For further detailed information on Famco Products, send for the Famco 
General Catalog—no obligation, of course. 





famco machine company 


3130 SHERIDAN ROAD e KENOSHA 95, WISCONSIN 


Alt Presses © Arbor Presses © Bend Sews © Drill Presses © Foot Presses 
Power Presses © Squering Sheers 
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Small Firms Seen 
Financially Weaker 


Small independent firms in Amer 

1 are in danger from a “steady de 
terioration” of their financial posi 
tion, according to the head of the 
Government's Small Business Ad 
ministration. 

Wendell B. Barnes Small Busi 
ness Administrator, told a recent 
Comell University Management 
Conference that the current wave 
of corporate mergers is one out 
growth of the plight of small firms 

He cited textiles, steel and farm 
equipment as examples of industnes 
where small firms failed to show 
profits, compared to good profits 


for large companies 


War One of the Causes 


This disadvantage of small busi 
ress,” said Mr. Barnes, “has its roots 
in the economic and financial envi 
ronment of the war and postwar 
period. Inflation, tax laws, govern 
ment policies designed to promote 
expansion of certain kev industries 
labor-union policies applied on an 
industry-wide basis and consumer 
preferences are among the factors 
which have ployed a part in shaping 
the trend 

For example, large firms expand 

at a far greater rate than small 
firms did during the war period 
Certificates of necessity for tax 
imortization issued by the Govern 
ment and availability of funds in 
larger businesses helped this expan 

on movement. In the immedi 
ite postwar period, small firms made 
out well because demand was strong 
and they did not have to cope with 
the tremendous reconversion prob 
lems facing large industries 

“However, when these reconver 
sion problems were surmounted, big 
businesses were able to edge small 
firms out of markets in which the 
demand was weaker. The Korean 
period saw the same version of indus 
try expansion repeated.” 


Inflation Helped the Trend 


Mr. Barnes noted that inflation 
had raised greatly the amount of 








money required to do business. 
Distribution and research costs are 
so heavy that small firms have difh 
culty staying in the race, he said 

“Further, the diversification move 
ment in American industry has be- 
come widespread. Large concerns 
ire aggressively seeking to manufac 
ture and market additional products 
so that there are few lines which are 
now an exclusive province of small 
firms.’ 


But Earnings Improving 


Mr. Barnes said he felt that many 
unsatisfactory trends, however, were 
being reversed The downward 
dnft in small business earnings, 
which has persisted since 1950, has 
finally been arrested, according to 
the latest Government figures, he 
said. 


“How Big is Too Big?” 


I'he Small Business head said he 
was well aware that bigness in itself 
is not socially undesirable. Large 
firms promote technological pro 
gress, he said, and fierce competition 
with its attendant benefits to the 
consumer can develop among giant 
firms as readily as among small ones, 
as exemplified today by the automo- 
bile industry. Also, big business is 
often “the best friend of small busi 
nesses” because of the system of 
subcontracting parts and assemblies. 

But Mr. Barnes said he was “more 
concerned with championing the 
cause of maintaining the health and 
vitality of small firms as an integral 
part of our American system of 
life.” 

Judgments on the social good of 
bigness, he said, should be based on 
several points 

“Bigness should not grow to the 
point where sources of financing are 
available on advantageous terms 
only to large concerns or where small 
concerns are squeezed out of the 
capital markets 

“Bigness has to come to the 
point of diminishing returns, 
wherever the point is reached that 
small firms are unable to develop 
and market new products, and that 


ingenuit tifled except in the 


THE ONLY REAL ADJUSTABLE 
WRENCH IMPROVEMENT 


\WILLIAM IN GVER 40 YEARS! 


ADJUSTABLE 
WRENCH 


IT’S EASY 
TO SELL THESE ADVANTAGES 


AT A GOOD PROFIT 


No Obstructions * Rapid Adjustment 
Structurally Sound * One Hand Operation 
Positive Lock * No Fumbling 
Drop-Forged from Selected Alloy Steel and 
Chrome Plated 
Size Copecity List Price | 


$2.45 














CASH IN ON THE BIG, 
GROWING DEMAND 


The biggest promotion ever 

given a wrench is helping 

build extra volume ond profit 

for you. Sales resvits prove 

; ; ‘ occeptance, Stock, demon- 

"The Broadest Line of Its Kind coae oat sell the new Lock- 
) ing Adjustable wrench. Ask 

for promotion material when 


you order. 


j. H. WILLIAMS & CO., 401 Vulcan Street, Buffalo 7, N. Y. 
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Says 
HERB. BRUNETTE 


The trend toward large, sprawling, one- 
level industrial plants creates the need 
for more specialized equipment to move 
material farther. This specialized mate- 
rials handling equipment, usually built 
right in the plant, moves on wh-els. 
You'll find more of your customers spe- 
cifying quality, low-cost GLEASON 
WHEELS — and you'll find Gleason a 
profitable, fast-moving line to sell! 


COMPRESSORS 


Air compressors for 
point spreying and 
similer jobs mounted 
on Gleason Wheels for 
easy portability. 


PORTABLE RACKS 
Portable rocks, built 
on Gleoson Wheels, 
provide temporary stor- 
oge spoce ond easy 
portability of semi-fin- 
ished ports. 





SCOOP TRUCKS 


Scoop trucks like this 
speed the handling and 
tronsfer of bulk ports 
from one operation to 
another Gleason Wheels 
moke them roll. 


TOTE TRUCKS 


2-Wheel used 
fo transport tote boxes 
from machine to mo 
chine or from one de- 
portment to onother 
Easy to build and 
maintoin, they rol! eas- 
ity on GLEASON 
WHEELS 


trucks 


PORTABLE 

TESTING UNITS 
In mony plonts, lobor- 
Gtoryond testing equip- 
ment must be moved 
between laborotory ond 
test floor or between 
departments. Gleason 
Wheels moke it port- 
able 


Gleasor Wheels for Industrial Use are 
of welded or bolted steel-disc construction 
with oilless, ball or roller bearings and 
semi-pneumatic tires. Write for literature 
and prices. 


cae Viel h@lacl ie 


Milwavkee 3, Wis. 


A 8480- Vy 


256 N. 12th Sn 0 ® 








research laboratories of large firms. 

“Bigness is inimical to our com- 
mon welfare if big concerns get a 
disproportionate share of Govern- 
ment contract. 


It Can Be Tyranny 

““It is excellent to have a giant's 
strength but it is tyrannous to use it 
like a giant’. That statement by 
Shakespeare is certainly applicable 
to a condition which prevails where 
bigness proceeds to a point where 
power becomes excessive. It is 
conducive to abuses of many kinds. 
Many of these abuses run afoul of 
the laws in the statute books, such 
as the Robinson-Patman Act, the 
Clayton Act and the Sherman Anti 
Trust Aét. Many, however, are in- 
evitable results that come in the 
train of power. 

“Such practices on the preferen 
tial treatment that big concerns 
obtain from suppliers, transporta 
tion companies and distributors 
merely because they are big con 
cerns. Small firms, for example, a 
few years ago when demand for 
steel outran supply, were simply 
unable to get on the books of a 
steel mill and had to buy steel at 
exorbitant prices through the black 
market.” 


Watchdogs Needed 


Mr. Barnes said he was concerned 
about the diversification movement 
because many large firms were mov 
ing into areas previously dominated 
by small business. He recommended 
a “strict Government watchdog atti 
tude” in such cases 


Talent Monopoly a Danger 


“Certainly bigness has become 
too big,” said Mr. Barnes, “if the 
trend continues for the larger cor 
porations to attract the best talent 
that are graduates from our pro- 
fessional and _ technical schools. 
There has been a growing prestige 
attached to the large concern which 
has been a magnet for the young, 
ambitious graduate.” 


Management Skill Needed 
Disparity in management skills, 


| 


; 











DISTRIBUTORS! Sp 


WHAT EVERY 
WIRE ROPE 


“HAMMERBLOW" 


a Rope CUTTERS 
P OMPT The tool that sells + 
DELIVERY because it's a “must 


for everyone who cuts 
PROFITABLE wire rope—contractors. 
MARK-UP 


industrial plants. ship- 
GUARANTEED 


yards, quarries, truck- 
ers. Its got EVERY- 
3 SIZES FOR 
ALL NEEDS 


THING—10-second ac- 
tion: rugged construc- 
tion: easy operation; 
safety. Light. medium, 
heavy duty models. 
Sold through 
Distributors only. 


__9) 24 B AUSTIN ST. 
SP MWARK SNL 
> Bigelow 8-1046 


oa) 


HAMMERBLOW 
Wire Rope Cutter Co. — 


Mail Coupon for This 
FREE CATALOG of 


SPAN 


COPPER TUBE 
FITTINGS 


One of Americo’s largest inven 
tories of high quolity bross 
fittings for use with copper tub 
ing. Monufoctured by Spon to 
rigid specifications. We welcome 


your inquiries 


SPAN BRASS MFG. CO. 
300 Wilson Street 
Otsego, Mich. 


Span Bross Mfg. Co 

300 Wilson St, Otsego, Mich 

Please send me your new catalog of copper 
tube fittings 
Nome Tithe 
Compony 

Street No 


City 
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said the $.B.A. head, has become 
more and more marked between 
managements of small and large 
concerns because of the small firms’ 
disadvantage in the talent market. 

He urged young careerists to note 
the “long-run vitality” of small-busi- 
ness and the rewards of a dominant 
role in a small concern, as opposed 
to a minor role in a large corpora- 
tion. Also, contrary to popular 
belief, he said, a small business is 
more profitable than a larger one in 
some fields. “Small businesses have 
the flexibility and adaptability, the 
ability to make rapid judgments and 
effect them, which larger businesses 
lack. They are eminently success- 
ful in meeting local needs and 
demand for specialty or tailor-made 
products.” 


The Last Frontier 


Mr. Barnes cited small firms as 
“the only frontier which remains 
for the imaginative, independent 
and resourceful individual, giving 
him the opportunity to try his luck 
in new ventures.” 





John F. Muller 


American Pulley 
Names Division Head 

The American Pulley Co. has 
appointed John F. Muller as man 
ager of its Power-Transmission Di 
vision 

He has worked for the company 
in engineering and sales and at one 
time was sales manager of a dis 
tributor organization. He also has 
held a vice-presidency of a con 
vevor and steel fabricating firm 


UM cece 


ROUND FLAT 
TOOL STEEL 


Save time and labor with Microloy, Capewell’s non-deforming, oil-hardening tool 
and die steel that combines a tough cutting edge with extremely close retention 
to size after hardening and tempering. It is ideal for tools and dies where con- 
struction does not permit grinding to shape ofter heat treatment. Because of 
its superfine surface finish (10 to 25 micro-inches), Microloy is excellent for tem- 
plate work and for many tools where exact size and shape must be maintained. 





CHECK THESE OTHER 
COST-CUTTING 
CAPEWELL PRODUCTS 


Power Hack Saw Blades 
Band Saw Blades 

Hand Hack Saw Blades 
Machinists’ Hammers 
Wrenches 


Pipe Tools 








S&S big features... 
@ Deep, uniform hardening. 


@ Precision-ground to close tolerances. 

@ Uniformly annealed for easy machining. 
@ Guaranteed free from decarburization. 
@ Available in wide range of sizes. 

@ Exceptionally smooth surface finish. 


Sold Only Through Distributors 
@ Your best source of information. 
@ Your best bet for prompt service. 
® Your best friend in an emergency. 


THE CAPEWELL MANUFACTURING COMPANY 


62 Governor St., Hartford 2, Conn. ease 
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See 


how 


¥y 


1 AN ELECTRONIC VIBRATION ANALYZER and 
motor demonstration unit is available for use with 
Manheim salesmen in prospects’ own plants. It pro- 
vides impressive factual proof of how the Veelos 


14 Ih, product succeeds in the reducing of belt vibration. 


THE BALANCED 


LINK V-BELT 





helps 


— distributors 


4 CONSISTENT BUSINESS PAPER ADVERTISING in 
support of distributors’ sales efforts is a strong 
Manheim policy. Ads are addressed to the distribu- 
tor's prospects and customers in industry. 


* FACTORY 


sell 


MANAGEMENT AND MAINTENANCE 

















2 “ACTIVE-ACTION” DISPLAYS AND EXHIBITS are 
provided for use in distributor showrooms or at trade 
shows. Each combines attractive display characteris- 
tics with demonstration of Veelos sales advantages. 


5 SALES MANAGER VINCENT K, ALEXANDER ex- 
plains Manheim's continuing use of FACTORY as a 
“primary sales medium through the years" by not- 
ing its “effective coverage of plant operating men." 


A McGraw-Hill Publication, 


330 West 42nd Street, New York 36, New York 





3 SALES MANUAL, DATA BOOK, SLIDES and many other sales 
aids are designed to help make the distributor's job easier. 
These include: catalog inserts and pages, instruction sheets for 
users, decals, wall charts, illustration cuts, display charts and 
"made-up" advertisements for the distributors’ own use. 


How to Get More for | 


| Your Handling Dott 


© OVER 61,000 SUBSCRIBERS pay to read FACTORY . . . more 
than for any other monthly business paper. They do it because 
FACTORY helps them do their plant operating jobs better. These 
ore the men you must sell to move goods. FACTORY helps you 
sell when the products you handle are advertised on its pages. 








Irvington Firm Expands 


Reduce 


Jacking Fee ee) 


aa ' 
Goede te dam heey bey 


COM A Ze) Gy a! 





serweck & Auerbacher, Inc., Irving 
n. N. J.. now has this modern stor 
2 central industrial-suburban com 


— 








Do you know about the new power jacks? The remote controlled Leaves $923.820 Estate 
hydraulic jacks? Jacks that lower loads automatically, safely and 

quickly? Do you know how to select the right jack for the job J. Frederick Rogers, former presi 
at hand? How to instruct workmen on the safe use of jacks and dent of Beals McCarthy & Rogers, 
how to keep jacks in good working order? Duff-Norton, the Inc., Buffalo, N. Y., left a gross estate 
world’s oldest and largest manufacturer of all types of lifting ( according to a state tax 
jacks for every industrial use, has just published a new 40-page, ippraisal filed recently in Surrogate’s 
illustrated jack manual—the most complete encyclopedia on the Cont 
subject of lifting jacks ever attempted. This new manual con- 

tains complete specifications on more than 300 different types 

and sizes of ratchet, screw, and hydraulic jacks from 3 to 100 Production Head Named 
ton capacities, both manual and power operated. It contains 40 

pages of useful information that will enable you to get lifting, Thomas L. Humble has been 
lowering, pushing and pulling jobs done faster, safer, at lower ippointed vice president and general 
cost. Write today for your copy of this new jack manual. It’s manager in charge of production of 
yours for the asking! Aluminum Industries, Inc 


DUFF-NORTON 


“Giving Industry A Lift 
Since 1883" Oc S 


Duff-Norton Company 
Dept. ID, P. O. Box 1889 
Pittsburgh 30, Pa. 


Send immedioctely o copy of your new jack manval without cost or obligation to: 





TiTlé 


NAME 
~~ EGMPAN F , INFLUX of orders means more work 
+ ~ r Charles W. Henrich, Crown Sup 
ADORESS ply Co., Chicago 
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Named by Rockwell 


In virtually every industry there are certain unusuvol 
service requirements which cannot be met by conven- 
tional hose ... excessive temperatures, extreme pres- 
sures, severe obrosive wear, critical and continuous 
flexing, etc. These ore the conditions for which 
J, Mulconroy Special Hose Constructions were designed, 
BERNARD D. COX has been named and under which they hove continued for many years 
adve rtising manager of Rockwell Mfg to serve with unfailing reliability, safety and economy 
Co.'s Delta Power Tool Division ’ imof their qualifications for extraordi- 
nary performance, Wasepresent profitable odditionol 

business for the IndustridlMatributor 


“DYNAMITE” Armored insulated Steam 
Hose. Style 80!1—Tube is specic! heot- 
resisting rubber compound, reinforced 
with continuous spiro! of steel wire, and 
insulated by woven osbestos lining. Cor- 
tass is extra sirong combination of rubber 
and duck. Cover consists of multiple loyers 
of braided wire, surrounded by spiral of 
half-round galvonized steel. Sizes 2 "to3" 


Style 800 —Some general construction os 
obove, but with additional layer of asbes- 
tos between corcoss ond cover, for mox 
imum resistance to internal or external heat 


Style 803—High-tensile braided wire 
corcass provides the ultimote in strength 
ond sofety 


"NEW PROCESS” Febric Covered Hose 

for All Services. Some genera! ormored- 

insulated constructions as the “Dynomite 

line, but with oa tightly broided, hord 
JACK D. BATEMAN has cen 3 twisted cotton cord cover, impregnoted 
pointed manager of market : ' for with o speciol lubricant which remains 
Rockwell Mfg Cn permonently elastic. impervious to heat 

and cold, and highly resistant to the effects 
of oils, acids, olkolies and other chem 
cols, and severe obrasive weor. Tube con 
be compounded to meet specific re- 
quirements 





“CORRUTUBE"— Continuous Well 
Flexible All-Mete!l Hose. Style 949 — 
For services demanding extreme fiexibil- 
ity, highest resistonce to fotigue under oll 
femperctures ond pressures, and complete 
freedom from leoks and seepage. For 
steom, cir, oll, acids, chemicols, gases, etc 
Non-burnable. Assures long, sofe service, 
free from maintenance ond repairs. Sizes 
5/32" to 2". Available in long lengths 


Send for litercture completely dexcribing the products shown above, ond other items in the 
Muiconroy line of Special Hose Constructions... used successfully by Americon industry to 
meet ovt-of-the-ordinory requirements for nearly 70 yeors. 


"“MULCONROY Siar... WHERE OTHERS 


And I'd suggest thot you stop writing 
suggestions and get some work done!” 
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Te Ge ae 


DRESS RIGHT: 


COMPLETE DESMOND CATALOG 


dress all wheels regularly with Desmond dressers ... 
write for complete catalog 


24 pages of information on dressing and truing your grinding wheels 
with a complete listing of all of Desmond's many types and sizes of 
dressers and cutters. A worthwhile reference catalog for all users of 
grinding wheels. Ask your Industrial Distributor for a copy of 
Desmond's catalog No. 75 or write to THE DESMOND-STEPHAN MFG 
CO., Urbana, Ohio 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


| 
| 
| 
| 
| 
| 
: 
| 
| 
| 
| 
| 
| 
: 
Desmond : 


Another sales-building advertisement from ~ 
Desmond, addressed to your prospects 
through Mill & Factory, American Machinist, 
Modern Machine Shop, Foundry, and other 
publications. Total circulation more than 
135,000. For steady repeat business— 
m Promote Desmond. 


— my wees 
~<, ae 


THE DESMOND-STEPHAN MFG. ©o., URBANA, OHIO 


ee ee 
| 
| 
| 
| 
| 
| 
| 


TS es: i 
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. selling is my business 


GEORGE ATTENIESE: 


Can You Know Too Much 
Technically? No 


Technical know-how is a fine 
thing for a salesman, is the opinion 
of George Attemese of Browning 
Belting & Supply Co., Knoxville, 
lenn. It’s especially good for one 
like himself who concentrates on 
power transmission and materials 
handling items. Even after seven 
years learning about and selling such 
items, Mr. Atteniese runs into in 
explicable situations. At such times 
he sighs for the life of a band leader 
which he was prior to entering the 
Air Force. Mr. Atteniese is a 
trumpet player. 

It wasn’t so long ago that he sold 
1 customer a matched set of 11 \ 
belts for a 150-h.p. drive. When 
taken from stock, it was noted that 
the belts had been matched by the 
inanufacturer so there was no need 
to match them on the company’s 





RECEPTION ROOM at Dillon Sup 
ply Co, Raleigh, N. C., is used by 
John Miravalle and Maurice P. Theim 
to study business reports 








own matching machine. They were 
delivered immediately. 

Then came a complaint—the belts 
didn’t match. Three of them 
located in the center kept jumping 
the sheaves! Without waiting for | 
a call on the customer to find out 
the trouble, 11 more belts were 
taken from stock but this time were 
checked on the company’s match- 
ing machine. These were delivered 
and worked perfectly, the original 
belts being returned for checking. 
These belts were matched on the 
company’s machine and the only 
10ths! 
Three-tenths 


variance found was 3 

Here was a poser! 
is a permissible variance and the 
belts should have worked efficiently. 
Claude Browning and Mr. Atteniese 
analyzed every angle and the latter 
checked with the customer, tact 
fully of course, about the installa 
tion of the belts originally installed. 
The only answer they could come up 
with was that the customer’s em- 
ployees had mounted the belts with 
slack on both sides 





T. S. Bonnema 


General Manager 
Named by Oster 
T. S. Bonnema has been elected 
vice-president and general manager | 
of The Oster Mfg. Co. 
Vice-president and factory man 
ager since 1945 and a director since 
1950, he has been with the firm 
for 33 vears. 
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An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


Plant Operators 
Welcome the 


ae 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It's a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 

Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 

Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 





For detailed information and specifications write for Catalog 55ME 





THE CINCINNATI ELECTRICAL TOOL CO. 


CINCINNATI 86, OHIC 


2686 MADISON ROAD 
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2 Raybestos-Manhattan 


pe find it g 
r if you 
e look in he 
Dake Catalog first! 


PRESSES 


range from 1 to 300 
tons capacity in 
arbor and 
/ ae models. 
There is 
nearly 
always 
one that 
suits your 
customer * 
to aT... if not Dake 
7M 
dS’ will design and 
NY build one for 
his special pa 
requirements. 
Dake is the line 
of presses that 
rings the bell 
in profits 


“ 
as wellas - 


satisfied cu cushmars 


DAKE CORPORATION 


631 Seventh St. 
Grand Heven, Mich. 


—_ 








Makes Staff Changes 
Raybestos-Manhattan, 


made five new assignments in its 
Rubber & Packing Division 

John McKinlay is special 
representative in Passaic, N. ]., after 
transferring from Chicago where he 
had been district representative for 
the past four years. 

Fred A. Cramer, 
selling rubber products and packings 
in Minnesota and the Dakotas for 
is now Chicago district 


Inc., has 


now 


who has been 


two years, 
representative, for packings 
William W. Schmidt is district 
representative for industrial rubber 
packings, textiles, teflon 
and nylon in the south and western 
portion of Minnesota and North 
and South Dakota with headquar 
ters in Minneapolis 
Walter W. Schlegel, 


asbestos 


former dis 





Nicholson File 
Assigns Posts 


Nicholson File Co. has appointed 
a new area manager for Cleveland 
Pittsburgh, Walter R. Buercke! 

Three sales representatives have 
also received new assignments 

Norman H. O'Connell, former 
assigned to the Greater New York 
Mr. Buerckel in his 
San Francisco area 


area, succeeds 
former post as 
representative 


R. J. Gibb, formerly 
has been assigned to the Minneapo 


it Chicago 
lis area; and J. Edward Sheridan, for 
the Pittsburgh-Cleveland 
becomes New York State 


merly in 
territory, 
representative outside of New \ 
City. 

Mr. 


company 


Buerckel, who joined th 
in 1942, 


in Pittsburgh and Philadelphia 


has also work 

O'Connell joined the company in 
1954 and Mr. Gibb in 1951. Mr: 
Sheridan with the firm 


has been 


three vears. 


Operations Head Named 
American Steel & Wire Division 
of U. S. Steel Corp. has appointed 
Stephen B. Metcalfe manager of 
operations of its Worcester District 
succeeding George A. Gleason 
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trict representative im Missouri, 
Kansas and Nebraska, has transfer 
red to Indianapolis where he will 
be representative for the State of 
Indiana on industrial rubber, 
packings, teflon and nylon 

Donald D. Brock is now repre 
sentative in Missouri, Kansas and 
Nebraska and the mining district 
in the Tri-State area for industrial 
rubber, packings, asbestos ° textiles, 
teflon and nvlon, with headquarters 
in Mission, Kan 
Packing Division Moves 

[he sales headquarters of the 
Packing Raybestos 
Manhattan has been moved from 
Manheim, Pa. to Passaic, N. | 
at the new address are 
sales manager of the 
division and also of Rubber Prod 
ucts: G. E. Horvath, chief engineer; 
W. B. Woodring, engineer 
and J. McKinley, special represent 
Packing Division 


Division of 


Located 


R. B. Hazard. 


sales 


itive, 








| 








i 


ORANGEVILLE... 
TRUCKS 


‘Keep Loads Alive’ 


Make Heavy Loads Light and Light 
Loads Lighter’ 


Orangeville line of floor trucks has 
been continuously added to and today is 








The 
complete in a wide range of sizes and 
types. 

Designed for high quality and long serv 
ice, Orangeville offers all types for factory 
and warehouse service and special] trucks 
built to order. The trucks illustrated for 
all-around industrial and store use are 
typical of the many available from Or 
angeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA. Since 1879 








haar 
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DISTRIBUTORS WANTED FOR 
MILLING “MIKE” 





Fast, accurate spocing of multiple set-ups on pro 
duction milling mochines is easy with o Mi 
CROMETER ADJUSTABLE SPACING COLLAR. Coli 
broted in thousandths of on inch, positive odjust 
ments to split thousandth: can be mode visually 
Plus or minus adjustments to .00! ore eosily 
mode on the cutter orbor svt with o handy 
spanner wrench furnished 

> YEARS ot supplying industrial dis- it's a fast moving. teng profit 

nibutors was marked by B. J. Carney shetf item. For immediate delivery 


from stock specify size. Or write 
enter), L. S. Starrett Co. shipping tor tranchise details 





reman, on ent retirement. Presi- ~ 
‘ne of 
lent A. H. Starrett and Vice President Cutter 
W. J. Greene extend best wishes 








Jones & Laughlin 
Names Executi 
Names Executive \ 


ones & Laughlin Steel Corp has DAYTON Ro G ERS 
ippointed W illiam E. Porter assist Manufacturing Company | 





int sales manager for its Pittsburgh 





listrict 
: . MINNEAPOLIS 7-T, MINN 
Office manager of the gencral 


department since 1951, he has 


with the company 19 vears 
vorked first in eng neering and fe] ty -VSs em 4 PRODUCTS 
ame a salesman in Pittsburgh in + 


94). In 1942 he was mede assistant | MRA ENO Added Wtehalel s 


the manager of the Ordnance 


ittment and in 19- ief sales = BET TER SALES 


raduated 


tv in | 3 


this formula has made KEY pipe sealing 
as Ketan compounds ‘Best Sellers’’ for 38 years 


has appo 


Named to Division Posts 


issistant ma i] Key Pipe Joint Com F 
pounds provide tight, permonen!t leckproof seols, sever oa weter, 998, 

hy \i Cupp rath freeze in the joints, breck quickly ond easily ~~ oa 

ii Pi ‘ : steom lines 
t to the general manage OUS PR PIPE JOINT 

: ~ “ —with o steady program of COmpound 
NI | lumle \ ho pomed the attention-getting odvertisements in |10 leading notiono! 7 
: =~ , industria! publications, pivs libero! sompiing and power 
I >4+ ! nt man ful follow-up soles letters 





ve vith firms in mark and 


—hundred dust Y iH, 
h . 4 n rie ove oer 
y \ rica AYE ll be n an ws 


high pressure 


supply houses hove been stocking KEY compounds for over steom lises 


20 yeors. Their customers’ orders specify “KEY—ne 


wit jones & Laughl Z Car substitutes.” 


inious px in the 


burgh Works, including the WRITE FOR FREE SAMPLE AND 
Finished Sales Department. DISTRIBUTOR INFORMATION 


the Container Division. He 
recently office manager of the 


ag Se a 2621 McCASLAND AVE. 
headquarters EAST ST. LOUIS, ILLINOIS 
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NEW LIGHTWEIGHT 
HYDRAULIC BENDER 
BY GREENLEE 





# 
b 


ite? P 


powerful new 





salesmaker for you 





Here's the kind of real port 
istomers are 
in a hydraulic 
» 2” pipe 
man can 
arry and yerate tne 
new advanced-type Green 
he, but strong, 


tee No. 880. Lig 


. 


parts for big savings in weight with no sacrifice 


aluminum allov used in many 


gt There's power to spare here and «4 


ena Can he made with one tam strom 
versatile bender can also 
bend thin-wall 
tubing, bus-bars. 
The y (REENLEE 
No. 880 Bender with 
¢parat yedraml i 
pump and ram 
casily hand 
operated or can be Nn 
teamed with a Greenies Power Pump for fast 


production jobs. Ic's a widely need 


d new tool tic-in your sales 
efforts now for extra profit! Write 


for Bulletin E-217 and prices 


CREENIEE 


GREENLEE TOOL CO. 


1929 Herbert Ave., Rockford, Iilinois 
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Henry Vogt Machine 
Marks Anniversary 


Henry Vogt Machine Co. is 


| celebrating its 75th anniversary 


The late Henry Vogt organized 
the business as a machine shop in 
1880, starting out with the manu 
facture of small tubular boilers 


to the line in 1885 and early in the 
1900's drop ferge valve manufactur 
ing was started. 

Major plant expansions took 
place in 1902 and again in 1917 
The firm now has 24 acres of plant 
in the Louisville, Ky., industrial area 
manufacturing valves and fittings 
heat transfer equipment, pressur 
for the 

industries, 


vessels petroleum anc 


chemical refrigeration 


| equipment, and steam generators 


Products produced during tw 
World Wars included ship boiler 
shells and components for mat 
industries. 

G. A. Heuser, president, has been 
chief executive since the death of 
Mr. Vogt, the founder, in 1936 

Che held an 


Sary 


annive! 
at the 


Teceiy¢ 


company 
program recently 

Louisville Auditorium to 
congratulations from Mayor Andrew 
W. Broaddus and other Louisville 
civic leaders and to award pins t 
long-service employees. Henry ‘ 
Heuser, executive vice president, 
spoke on the company's future 
Leland D. Schlegel, secretary and 
treasurer, and William P. Heuser 


vice president, presided 


Allis-Chalmers 
Has New District 
Allis-Chalmers Mfg. Co 
established a new sales district with 
headquarters in the Kingswood 
Building in Columbus, Ohio 
Walter B. Lawrence, who 
been with the company since 1934, 
will be manager. He has been sales 
the Cincinnati 


has 


has 


representative in 
district since 1943 


Assigns Territory 

Edward Valves, Inc., has assigned 
additional territory, including Scran 
ton, Pa., to W. E. Bowler Co., its 
representatives in the Philadelphia 
and Reading, Pa., area 


| Refrigerating machines were added | 


All business 
is specialized 


...and nothing specializes 
on your business 
like your business paper 


This smart business man spends his 
time where every sitzmark parks a 
prospect at his feet. He specializes. 
Your business is specialized, too 
and so is your business paper. It's 
concentrated on your business. Both 
editorial and ad pages report what's 
new that’s good . . . suggest new meth- 
ods .. . gather in one place a raft of 
ideas on where-to-buy-what 

That's help you can’t find concen- 
trated into such quick reading time 
anywhere else! It’s simple sense to 
read every page . . . every issue 


This business paper in your 
hand has a plus for you, 
because it's a member of 
the Associated Business 
Publications. It's a paid cir- 
culation paper that must 
earn its readership by its 
quality And it’s one of 
a leadership group of busi- 
ness papers that work to- 
gether to add new values, 
new usefulness, new ways 
to make the time you give 
to your business paper still 
more profitable time 


eeereeeeeeereeeee 


A copy of this quick-reading, 8-page 
booklet is yours for the asking. It con- 
tains many facts on the benefits de- 
rived from your business paper and 
tips on how to read more profitably 
Write for the “WHY and HOW book- 
let.” Room 2710. 


McGRAW-HILL PUBLISHING COMPANY 
330 W. 42nd St., New York 36, N. Y. 


— 


One of a series of ads prepared by 
THE ASSOCIATED BUSINESS PUBLICATIONS 


te 


**#ee eee ee 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1955 











Donald J. Beach 


Flexible Steel Lacing 
Names Representative 


Donald |. Beach has been assigned 


to cover Michigan, Indiana and 
western Kentucky for Flexible Steel 
Lacmge Ce 

He has been travelling the Mid 
west for the past five vears 


Triangle Conduit 

Names Representatives 
Inangle Conduit & Cable Co 

has appointed two additional sales 


representatives for its Brass & 
Copp [ube and Plastic Pipe 
Division 

They are: Neil Derby, of Seattle, 


covering the State of Washington 
ind H. B. Oliphant, of Oliphant 
Commercial Corp., Oakland, Calif., 
serving Northern California and 
western Nevada 


Expanding Plant 

Triangle Conduit is adding 60,000 
sq. ft. of warehouse and manufac 
turing space to its wire mill in New 
Brunswick, N |. 


Harris Pump 
Names Executive 


Mark A. Kelly has been named 
issistant general sales manager of 
Harris Pump & Supply Co., Pitts 
burgh ; 

He was formerly manager of the 
[ool and Machinery Division 

Havs Ulrich has joined the staff as 


1 tool specialist 





' 












Serve Customers 
more profitably 


LIGATo, 
p> BRAND On 


FILES 
Our service to Distributors for the past 50 years 
has been only one of the factors that has built up 
such satisfactory relations with customers. The others 
are the superior workmanship and extra fine finish of 


these famous files, made in both American and Swiss 
patterns, to the most exacting quality standards. 





SWISS PATTERN 









Your customers cannot buy—and you cannot sell 
—a better file at any price. 









\. CARSON NEWTON « _ BELLEVILLE, N. J. 


CARSON NEWTON 


SALES TIPS |e 
















PROFITABLE TAPPER 




















what are its advantages? 
@ Handles « wider range of tap sizes — 700 to 4" — 
the range of 4 conventional tappers! 
Adjustable torque control prevents tap breakage. 
No friction clutch to wear out. Commander Tapper's 
Spring Clutch Drive provides longer, quieter 
operation. 
@ Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 
© Does precision tapping —even with inexperienced 
operators . . . it's “the Tepper thet thinks for its 
operator”. 


features that help you sell 
© Wider range provides greater utility — reduces tool 

investment for your prospect. 

Adjustable torque control assures positive top 

protection. 

© Automatic sensitivity of torque control stops the top 
when it’s dull, “loaded”, hits @ hard spot or bot- 
toms in a blind hole 

© Compact, rugged, light-weight—built for production 
topping 



























MFG. CO. 





4217 W. Kinzie Street . Chicege 24, Iilinois 
Product of Commonder Builder of Production Tools 





See us at Booth £502 Metal Working Ma 
chinery & Equipment Exposition Chicage 
Cotiseum Sept. 6-17th 
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. « « Selling is my business 


' 
i 
| 


“For example,” says Mr. Clay, 
“we took on a new chuck recently. 
Taking it first to the purchasing 
agent and giving him a sound visual 
story gave me a chance to get into 
a plant I'd been trying to crack for 
three years. In fact, it put me on 
to five new accounts. 

“Once you have impressed the 
p.a. with your ability and gained his 
trust, you make yourself a sort of 
purchasing agent for his shop. Could 
a salesman be in a better spot?” 

4 Going in the front door, of course, 

° consists chiefly in concentrating on 


\ 
”@ Huot ort the purchasing agent, Mr. Clay 


* | ’ : . 
FELL YOUR CUSTOMERS about this ideal fli DOUGLAS CLAY (Right): explains. { ntil you've sold him, 
system for their drills! No more rumaging you haven't earned the right to 
around in —_ eons cae ome a work with the men who actuall; 
are made in i/ sizes to ho D a 


fractional, number, letter, metric, stub or use vour tools. 
at taper shank drills. Go In The Front Door 


(Drills not furnished). For A Back Door Sale “For instance,” says Mr. Clay, 


pede 5 ion there’s one plant I’ve been work 

venience and attractive “Twenty-eight years of selling ing on which had a definite need 
prices make them sell on ‘ : 

sight. Remember have taught me that the most sound for a line of reamers for various cast 
“Huot rhymes with Do it” and secure method is to bring a new ing holes. I'd been barking and 
Write for cataleg pages product (or my best product) in barking at the purchasing agent— 
551 No. Wheeler St. ’ ° mentite Tat 

HUOT MFG. C0. m feb 4 tn, | the front door to the purchasing without any noticeable results. Ju 
agent—from there on in, it’s a back _ yesterday, I got a call from him. He 
door sale.” wanted the reamers, and he wanted 
Mr. NUTS 'N BOLTS says... Speaking is Douglas Clay, Factory them in a hurry. I took them to 
pital Get a fi , Supplies Corp., Rockford, Ill. By him myself. It took me a long time 
oa% era firmer grip on “best product,” Mr. Clay explains, to open that door—but it was worth 
‘ ¢ your work with | he means an item which he knows it. The p.a. knows I was working 
well and for which there is a de- for his firm’s benefit; the front door’s 


7 
GRIPSO. finite application in the prospect's open, and so is the door to the 


i wa Special feature TOOLS | operations. shop.” 
SB 








Multi-Duty PLIERS 


Amazing new 3-piece se . ' 
design multiplies hand Rag Firth Sterling Names carbide engineer in Hartford. He is 


power 10 times. 4 posi- . . . } f . 7 

tion parallel jaws give ' Three Carbide Engineers ~ a nego ven gery tees 
non-slip grip on nuts, , ae = —— cr, merican Society oO arbide 
boles, anything—ia hard Three carbide service enginect 


Engineers. 
to reach places. have been appointed by Firth S 


Sterling Inc. in its Birmingham Assigned to Los Angeles is Jack 
Trigger-Matic VISE PLIERS : § : ona: Glenday, formerly salesman for 


Hartford and Los Angeles districts 


Sheer mechanical magic! < , Dawson T : Al = 
Locks on with 1 ton grip, * R. W. Guenther, formerly with wy ool & Abrasive Co. of 


Seattle. Pr xperience 
es pe pe tnger another carbide produc er, has been are ee 
Five tools ie one . assigned to Birmingham. With 
signed to do more wor , e . - 
conten end, Geaatn Geran Wright Aeronautical Corp. five 
home craftsman. years aS a training instructor, he 


Gripso-Matic PIPE WRENCH studied engineering at the Univer 
A flick of the wrist, a tap sity of Cincinnati and has also is : : 
ofthe hand—pipe turnsin- © worked in the automotive and jet Viee President Named 

Shoot iiphewelghe, works engine industries Walter J Bemb has been elected 
twice as fast as other pipe D. P. Cameron, who had been vice president in charge of customer 


a A brute for a) with New England Carbide Co. 13__ relations of Aluminum Industries, 
All tools guaranteed years before joining Firth Sterling, Inc. He was formerly with Hou 


See your decler or write H. R. BASFORD CO. - 2 
Dept. 1D-9, 235 15th St., Sam Francisco 3 | most recently as sales manager, is  daille-Hershey Corp. 


cluded three years of engineering 
and seven years in the field of 
general machine tools. 
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Gries Reproducer 
Names Representatives 


Gries Reproducer Corp., has ap- 
pointed Robert S. Sturgis of Chicago 
to represent it to resale accounts 
in Iowa, Kansas, Nebraska, Ohio, 
northern Illinois, northern Indiana 
and eastern Wisconsin. 

He will call on distributors, whole 
sale hardware houses and auto 
motive and specialty firms. 

The William E. Peterson Co. of 
St. Leuis will represent Gries in 
Arkansas, Kentucky, Missouri, 
southern Illinois and southern 
Indiana 

The firm will handle sales to 
industrial and screw bolt and nut 
distributers, hardware wholesalers 
and specialty and automotive houses 


Electronic Firm 
Bought by Porter 
H. K. Porter Co Inc has pur 


hased Electric Service Engineering 
Co. of Joliet, Il., and will operate 
t as its Eseco Division 

The new division is Porter's 13th 
Eseco makes complex electrical and 
electronic devices for heavy industry 


ind the Government 


Representative Named 


H. K. Porter has appointed Paul 
Duncan Washington representative 
for its 13 divisions. The company 
has opened a new office in the 
National Capital 


Kester Solder Co. 
Enlarges Plant 


Kester Solder Co. has enlarged its 
Newark, N. J., plant by more than 
50 percent 

Frank C. Engelhart, president, 
said increased sales made it neces 
sary to expand all phases of the com 
pany’s Eastern operations. Its head 


quarters are in Chicago 





SEEDS TELL COLOR 


California has introduced another 
innovation —color-coated flower seeds 
thet make it simple to tell the color 
of the flower’s bloom, Chemical Week, 
McGraw-Hill publication, reports. 











DO YOU PASS UP THE 


PLUS PROFITS 
OF MASONRY ANCHORS? 


Your nearest RAWLPLUG branch can present to your men 


an effective 


“ANCHORING TRAINING PROGRAM” 


that will show them how and where to get this profitable 


“extra”’ business. 


The program is a brief full-color slide presentation...de- 
signed by experts in the field... using the latest techniques 
to make solid “how-to” information interesting and enter- 
taining to your men...to equip them to give sound, intelligent 


advice and increase your sales. 


ANCHORING DEVICES ARE AMONG YOUR MOST PROFITABLE ITEMS. 


Call your nearest Rawlplug branch 
today...there are 31 in leading cities 

they will put on the program for 
your men 





—— ——. 
“ Sevenenet 


RAWL-TAPERS 


RAWLPLUGS : 
wii = 
RAWL HAMMER-SETS 2 RAWLPLUG Co., Inc. 


271 Church St., New York 13, N. Y. 


aes Auceas 
j RAWL Rawl 

LAG SCREW CARBIDE 

RAWL-ORIVES RAWL- ANCHORS SHIELDS DRILLS 
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Yale & Towne Names Vice President 


ind Delaware, Mr. Moorhead will 


Alabama, 


Super-Sellers 


Leo J. Pantas, general manager 


BECAUSE THEY'RE of the Yale Lock & Hardware now cover 


Super-Savers 


7 Florida, 
Division, has been elected a vice 
president of The Yale & Towne from headquarters in Birmingham 
Mfg. Co. His former Middle Atlantic 


He will continue to direct opera 


Mississippi, Georgia and ‘Tennessee 


issignment has been taken over by 
tions of the division’s domest [heodore Simendinger, previously 
plants. listrict representative. 
With the company sinc 
he became division managet Representatives Appointed 
1951. Yale & Towne has named Kimball 
Industnal Sales Corp. ef South 
District Manager Named Bend, Ind., and H. W. Carpenter 
Ellwood S. Moorhead has bi Co., Peoria, Ill, as new outlets for 
appointed hoist sales manager for ts industnial lift trucks 
Yale & Towne’s Yale 
Handling Division in the 
eastern district, succeeding Geor [he materials handling equip 
Sherrill who has resigned aft 37 nent manufacturing plant of Yal 


SPROUT-WALDRON 


years with the compan & Towne has bec resented an 
- Formerly hoist district n Y: Award of Merit from the National 
in western Pennsvivania. Ma Satfen Council for pcrformance 


PULLEYS uril 1954. The plant’s a 


. : . as 45% under 
You make more than steady profits y 
I r\ ’ 1 


Wins Safety Award 


' 
dent 





with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- (> 
ing full informa- /"* 
tion about Sprout- 
Waldron pulleys! 
Sprout-Waldron 
& Co., Inc.,3 Logan 
Street, Muncy, Pa. 

W’ rite for free booklets! 


Chain Drive Manager ilar industry averages am 


Named by Morse 

Chester J. Spacher 
ippointed sales manager of 
Chain Drive Department of M 
Chain Co 

Active for some vears 
engineer in central and te 
New York, he was formerly Itha 
District sales manager for Mo 


Chain. A graduate of Rochest 


Institute of ‘Technolog 
ittended the University 
ter. His headquarters 

Ithaca 


To Head Territory 
Morse Chain has 
Edwin L. McCarty ma: 
Kansas City territon 
B. Lane who has been 
to the firm’s Houston 
A Navy veteran of both W 


War II and the Korean Wa Ni 


McCarty is a graduate of H 
Business School Bef 

Morse he managed the Mui 
and West Coast district off 


Nice Ball Bearing C¢ 


, 
unde! Tage 


nnounced 


NEW IRWIN 2-WAY 
“Hex"’ Shank Wood Bit 


fits both bit braces 
and electric drills 





Use with hand brace as it comes 
Order without taper square shank, 
or use hacksaw to convert to 
2-Way “Hex” Shank for use in 
both hand braces and electric 
drills. It chucks perfectly — no 
wobble. Fast boring action speeds- 
up work. 2-Way “Hex” Shank cuts 
inventory costs. Longer life cuts 
replacement costs. Hardened 
full length. Sizes 4/16 to 
17/16”. Steady seller to elec- 
tricians, utilities, railroad 
shops, contractors, ship 


SPROUT-WALDROR The Kansas Cit office rve j builders, carpenters. Write 


for details. 
S$ CAST IRON Chicago, St. Louis, Memph 
Denver, Salt Lake City and IRWIN = HEX SHANK 
Yi PULLEYS : 
WUNCT, Pa. 276 


rounding areas a OF oes seca 
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W. IRA SIMPSON has been named 
sales manag of Standard Tool Cs 
H for West Coast and head 





Bell & Gossett 
Opens Boston Office 


Ihe Eastern Sales Division of 
Bell & Gossett Co. has opened a 
new ofhce at 30 Huntington Ave., 
Boston 

J. A. Ivester is manager. William 
S. Warner, formerly with the home 
offic sales and engineering depart 
ments, has jomed the Boston staft 
ana will be responsible for sales and 
promotion of industrial equipment 
lines. Mr. Warner has been with 


the company ten vea! 


Equipment Distributors 
Plan St. Louis Meeting 


Construction equipment distnb 
utors from 13 Midwestern and 
Northern states will meet in St 
Louis September 14-16 for a four 
region conference 

R. J. Finn, The Bode Finn Co., 
Cincinnati, president of the Asso 
ciated Equipment Distributors, will 
open the sessions, to be held in the 
Chase Hotel The four A.E.D 


regional directors will preside 


To Sell for Flexonics 


Flexonics Corp. has appointed 
Bushnell Controls & Equipment 
Co., Los Angeles, as exclusive repr 
sentative for Flexon Expansion 
Joints in the Los Angeles area 





INVESTIGATE THE 
SALES OPPORTUNITIES AND 


PROFIT POSSIBILITIES 


WITH THE myh LINE OF 


FANS and BLOWERS 


The nyb line offers everything you have been looking for 


@ Complete selection of types and sizes in both direct and 
belted drives. 

@ Rugged welded steel construction featured. 

@ All fans skillfully engineered and laboratory tested 

@ All wheels dynamically balanced for smooth operation. 


@ Certified ratings in strict accordance with NAFM Test 
Codes. (myb is a member of NAFM.) 


Guaranteed, dependable merchandise that will bring re- 
peat orders and satisfied customers 


@ Generous discounts. (Ask about our distributor policy.) 


GENERAL PURPOSE FANS JUNIOR FANS PROPELLER FANS 


Two types, ten basic sizes 
Totally enclosed 
Square stec Pp 
WW SLOW SPEED plify nst adlat 
W heels K stable hous diameters if 
nes. F res. Capacit 
Why not identify your sales with this old-line dependable company 
with 65 years of manufacturing skill and experience back of it? Write 


today for bulletins and full details. 


THE NEW YORK BLOWER COMPANY 


SALES OFFICES © 3173 SOUTH SHIELDS AVENUE * CHICAGO 16 
FACTORY, LaF OeTE, tn elAme 


Send at 


descriptive 


ADDRESS 


on your i 


and hbiow ers 
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< 


s 


with 


Oil-Dri 
Uli Url 
ABSORBENTS 


the modern, economical oi! 
and grease absorbents that 
keep your floors dry, clean 
and safe, and reduce main 


talelsla me aeh ts 


WRITE TODAY FOR FREE 
GO-SECOND DEMONSTRATION 


Now Available! 


Handy 


OIL- ORI 


DISPENSER 


O-Ori 


pispense® 


Hugh J. McKane 


| Bay State Abrasive Names Southern Manager 


Hugh J. McKane has been 
promoted to district manager of 
the Southern area for Bay State 
Abrasive Products Co. 

A new post in the company, it 
encompasses 1] states: North and 
South Carolina, Georgia, Florida, 
Tennessee, Alabama, Mississippi, 
Arkansas, Louisiana, Oklahoma and 
Texas. 

Mr. McKane joined the compan 
in 1948 as abrasive specialist in 
Chicago, later became abrasive 
engineer in the Southeastern area 
He had been with The Carborun 
dum Co. 14 years. 





Instrument Firm 
Purchased by Aro 


The Aro Equipment Corp. has 
purchased Ampatco Laboratories 
Corp., makers of precision instru 
ment products. 

Albert Patin, Ampatco founder, 
will remain with the company and 
will retain some stock interest, it 
was announced. Ampatco will oper 
ate as a separate corporation in Aro’s 
Cleveland plant and will conduct 
research, development and manu 
facturing in the field of electro 
mechanical devices, officials said 


Porter-Cable 
Grants Scholarship 


Porter-Cable Machine Co. has 
awarded the first of its A. W 
Ridings Memorial Scholarships to a 
Syracuse, N. Y., youth 

Philip Gary Schuls, 
high school graduate, won the four- 


17-year-old 


year grant in competition and will 
study for an electrical engineering 
degree. De Alton J. Ridings, Porter- 
Cable president, established the 
grant in memory of his father who 
operated the portable tool plant for 
more than 30 years 





Leland Electric Names 
Sales Vice President 


Rex D. Marsh has been appointed 
vice president in charge of sales for 
Leland Electric Co. Division of 
American Machine & Foundry Co 

Leland Electric’s sales manager 
since 1953, he was formerly presi 
dent and director of the Canadian 
subsidiary of Bowser Inc 

Walter T. Buhl, former consult 
ing engineer and research director 
of Whirlpooi Corp., has joined 
Leland Electric as vice president in 
charge of engineering and manu 
facturing. 
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American Blower 
Names Executives 


American Blower Co. has ap 
pointed new merchandise managers 
in its Western and Southern 
Divisions. 

Merchandise head of the West- 
ern Division is V. C. Warfield with 
headquarters in Chicago. He will 
service distributors and _ jobbers 
in Chicago, Minneapolis, Milwau- 
kee, Rock Island, South Bend, Fort 
Wayne and Indianapolis on unit 
heaters, exhaust fans, fluid drives, 
air conditioners and other packaged 
products. 

With American Blower since 
1953, he was connected recently 
with the air conditioning depart 
ment. He was formerly with West- 
erlin & Campbell as part of its St. 
Paul staff. 

Southern merchandise managet 
is J. A. Gilmer who will be respon 
sible for major metropolitan areas 
in Florida, Georgia, Alabama and 
Tennessee with headquarters in 
Atlanta. He was formerly with 
Shuman-York Co. of Charlotte, 
N. C. 


Cushman Chuck 
Names Representative 


The Cushman Chuck Co. has 
appointed Pearce-Dengel Tool Co., 
Hasbrouck Heights, N. J., as its 
representative in northern New 
Jersey, metropolitan New York and 
the area as far north as Pough 
keepsie, N. Y 

The territory was formerly cov- 
ered by C. B. Kopecky, now 
representing Cushman in upper 
New York State from headquarters 
in Syracuse 


American Pulley 
Names District Head 


The American Pulley Co. has 
appointed Eric A. Pearson district 
manager for its Detroit territory 

With the company three years, he 
has spent most of this time training 
in the Philadelphia plant and for 
the past several months has been 
connected with the sales depart- 
ment. 


JOH 
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It’s good business to sell Johnson Gas 
Burning Equipment to industrial 
users. You profit and your custo- 
mers profit. The Johnson Line of 
Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are 
famous for efficiency and economy in 
heat treating tools, dies, and small 
metal parts. They are speeding pro- 
duction and cutting costs in hun- 
dreds of plants. National trade paper 
advertising helps you sell. Consult 
your complete Johnson Catalog for 
additional profit-making items. 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, lowa 


No. 6 BCD 
Cencentric Ring Burner 


GIVE YOUR SALES A BOOST 


with tHe HOT PROFIT LINE 


- 


No. 101 Bench Furnace 


No. 1202 Blower 


INDUSTRIAL GAS EQUIPMENT 








WHAT IS 


Karnak 


ALUMINUM-ASPHALT COATING? 


Your customers will 
be calling for it. 


An exclusive blending of specially pre- 

pared asphalt and minute aluminum 

flakes forms a coating that provides 

unique cooling and and mop qualities 

being used more and more by industry. 

The asphalt 

penetrates, 

grips an d 

waterproofs... 

the flat alumi- 

num flakes 

form an 

Opaque metal- 

lic shield that 

"= reflects heat, 

ultra-violet 

and infra-red rays. The combination 

preserves the roofing and provides a 

considerably cooler under-roof area. It 

applies by spray or brush as supplied 
in the container. 


Karnak is produced by one of the most 
reliable manufacturers of asphalt water- 
proofing products. It is made of special 
materials to an exact formula that 
supplies the maximum protection at 
reasonable cost...a@ warranty on each 
container certifies that at least two 
pounds of fine aluminum flakes go into 
every gallon, 


FREE UNIT 
with 100 gal. order, 
Get it to show 
your customers. 


Heat Lamp Tester 

Dramatically 

shows 50° lower 

temperatureunder | 

half shingle cov- 

ered with Karnak 

Coating. 

Ads all year in “Industrial Equipment 

News” and “Maintenance” are selling your 

customers on Karnak. 

Be sure your customers will be satisfied. 

Sell Karnak, there is no better. Manu- 

factured by Lewis Asphalt Engineering 

Corp., 30 Church St., New York 7, N. ¥ 
Dept. 3/1 


ASPHALT 
Karna 7m 


<p 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 


Merchandising Manager 
Named by Worthington 


Worthington Corp., Harrison, 
N. J., has named Joseph E. Seibold 
manager of its Merchandising Di 
vision succeeding J. O. Glenn who 
has resigned to go into business fcr 
himself in Florida. 

Mr. Seibold joined the company 
in 1924 after attending the Unive: 
sity of Cincinnati. In 1926 he be 
came Worthington’s first merc! 
dising salesman 
assignments in the Chicago, Pitts 
burgh, Philadelphia and New York 
district offices. He has been closel) 
connected with both the compam 


with succe 


industrial merchandising and ori 
nal equipment operations. 

The company has named Herma 
W. Gambrill assistant to the sal 
manager of its Steam Turbine D 
vision. With the company 15 year 
he was recently sales engineer th 
Wellsville Works. 

John Chabot Smith has bee: 
pointed Worthington’s directo 
relations, succeeding D 


public 


Ward Harrigan who has resig 


Midwest Office Moved 


Worthington has moved 
west Engineering & Service Di 
in Chicago from West Madison 
to new, air-conditioned quarter 
6124 North Pulaski Road 

(he expanded operation 
and larger 


clude a new 


mechanical and transmission pro 


ucts and air-conditioning and 
frigeration parts, officials annour 
L. R. Dise is manager 

The Chicago district sales 
under W. C. Cheek, manage 


continue at 400 West Madiso 


Plant Site Purchased 


Worthington Corp. has 


chased a 15-acre site in tl 


{ Jrange 


factory 
Ampere section of East 
N. J. 


major divisions 


to accommodate two of it 
It includes a dozen buildings \ 
330,000 sq. ft. of 
owned by Crocker-Wheeler Elect: 
Mfg. Co. Headquarters of the com 
pany's Standard Pump Division and 


space rormenrty 


1955 


MACHINE SHOP at Patron Tran 
n Ce New York Cit uper 
Sal DiB 





| them 


th man he operations of the 
divisions. 
\\ rthingto now 
lants 
er-\W heeler 
f The Elliott Co 
| to Jean: 


has 


which a di 


ictte, 


tly move 
PRECISION BRAND 
ARBOR 


SPACERS 
and SHIMS 


£ 
nah 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims ore used for 
accurate spacing of milling cutters, slit- 
ter knives, gang sows and mony other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 


and %” to 7” hole diameter 


WITH KEYWAY WITHOUT XEYWAY 
Piease 

specify 
type 

desired 
when 

erdering 


PRECISION STEEL 
WAREHOUSE, INC 








Raleigh Office 
Opened by Jeffrey 


The Jeffrey Mfg. Co. has opened 
a new district office in Raleigh, 
N.C., under J. R. Brisley as man 
ager 

It will handle Conveyor Division 
sales in North Carolina and part of 
Virginia. 

Mr. Brisley, former manager of 
the Baltimore office, joined the 
company in 1945. He is a World 
War II Navy veteran and graduate 
of Yale University. 





Sales Assistant 
Named by Horton 


James FE. Thompson has been 
ippointed sales assistant at The E 
Horton & Son Co 


+ - * * 
He was formerly sales supervisor ee! genet he ' 
; wets 
of Union Mfg. Co. in New Britain, 
Conn ; Bee = 


Works Manager Named 


Horton has appointed Robert 


E. Giauque, formerly of Hamilton 
Standard Division, United Aircraft LZ net 
Corp., as works manager and chief 

engineer 


Distributor’s sales climb under the RED-E policy—because RED-E power 
packed sales program of personalized aids sells RED-E for you! 


Allegheny Ludlum 
Names Managers 


Allegheny Ludlum Steel Corp.'s ai 
Watervliet, N. Y., plant has ap nf “it = ond 


pointed Edward Hauprich, Jr., as a bet ' Sells ep, 
Hard hitting “sell; 
n 
Plenty of news 9 copy end 


manager of customer service and 
. , > 2 . “A 
E. B. Van De Mark manager of ty Yeor ‘roung "mY Publicity 


production control as part of a recent 
realignment of the firm’s sales and 


} .. 

production organizations =. ENGINEERING ae 
: - ws - 

Mr. Van De Mark was order man SALES PROMOTION LITERATURE 


ager at Watervliet and Mr. Haup- | ~~ Sells RED-£ 
| is - 

rich was assistant order manager 
Most complete dato ever assembled Taper, Center hole ond other engi 


: wanted and needed, ond wel. neering charts and dota establishes 
Electro Dynamic comed by your customers RED-E as on cuthority 


Names Executive 


; . 
William | Pharmer has been When your RED-E representative calls ask him to show you the complete pockoge. You'll be glod you did! 
appointed assistant sales managet R. W. King 8. S. Meade Co E. S. Weidle t. ©. Dalton F. 1. Bishop 
of the Electro Dynamic Division of 191 Swain Ave 623 Morris Ave 71S Empire Bidg 167 Fleming Rood 333 Candler Bivd 
; ID Meriden, Conn Springfield, 4. J Pittsburgh, Pa Cincinnati 15, Obie Atlente, Ge 
Genera ynamcs Corp } Fred 6. Littlejohn Co Dependable Engineering Service, Inc Edger J. Hom, ir 
A graduate of Tri-State College 4511 Melrose Ave 4407 W. North Ave 7.0. Bex 637 
New Orleans 7, Le 


Mr. Pharmer has been active in the | 
application and sale of electrical | - Since 1908 
rotating equipment for the past 15 ee. ia -49) Me tele)i COMPANY 


years 
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BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


HAVE YOU GIVEN YOUR EM 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 
DO YOU HAVE A BLOOD 


DONOR HONOR ROLL IN YOUR 
COMPANY? 


HAVE YOU ARRANGED 10 HAVE 
A BLOODMOBILE MAKE REGU 
LAR VISITS? 


HAS YOUR MANAGEMENT EN- 
DORSED THE LOCAL BLOOD 
DONOR PROGRAM? 
HAVE YOU INFORMED EM- 


PLOYEES OF YOUR COMPANY'S 
PLAN OF CO-OPERATION? 


WAS THIS INFORMATION 
GIVEN THROUGH PLANT BUL- 
LETIN OR HOUSE MAGAZINE? 
HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY? 





CIENT PLANS CAN BE MADE 


HAVE YOU SET UP A LIST OF 
O ane SO THAT EFFI 
FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood may mean the difference 


between life and death for any American . . the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 





thig 
man 
has 


in his veing | 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 

So this is to tell several million more Americans 
that their blood is needed—now! 

We’ve never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 

So make a date with your Red Cross, Armed 
Forces or Community Blood Donor Center. 
One hour and you’re on your way. 


.. give it again and again 
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NO.35 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


S. STARRETT COMPANY 


THE L 


EW starrest TOOIS 


to help you do a better job of 
selling precision measuring tools 


NEW 
DIAL INDICATORS 


140 models to meet every 
requirement — all with new 
high precision-low friction 
design features. 


SINCE 


Starrett Basa 


fm 


V 


SALES LEADS 


felela..) \ 42's mm. 


88O WORLD'S GREATEST 





MECHANICS’ HAND MEASURING TOOLS ANDO 
S + OfAt teIcaTORS 
STEE. TAPES - PRECISION GROUND Malt STOCK 
HACKSAWS, BAND SAWS end SAND KNIVES 








ATHOL, MASS U.S.A 


85 new tools like these present an 
outstanding opportunity to interest new 
customers and old. They are typical of the 
pioneering leadership that has marked 
Starrett's 75 years of service to 


Industrial Distributors and their customers. 


NEW 
RADIUS GAGES 
No. 167. Each with 
five gaging surfaces. 
Made of rustproof 
stainless steel with 
Satin Finish. 6 conven- 
ient sets. 


For complete information, see your 
Starrett 75th Anniversary Catalog. 


NEW MUL-T-ANVIL MICROMETER 
No. 220. Now available in 0-1" and !-2° 
sizes. Vise-type frame holds round or double 
ended flat anvil (furnished) — also special 


onvils. 





NEW DIAL INDICATOR SET 
No. 253. Three indicators in one handy kit 
handle most gaging jobs. 
Graduated .001", .0005" 
ond .0001 f , 
ranges .025", .125”, 
and 1.000”. 





NEW “SATIN CHROME" STEEL RULES 
Flexible and spring tempered types, 6 and 
12 inch lengths, fractional or decimal grad- 
uations ... easy to read with long-wearing, 
no-glare Satin Chrome Finish. 


NEW MICROMETERS FOR 
MEASURING ODD FLUYES 
No. 483, No. 485. Models for measuring 3 
or 5-fluted cutting tools. Read direct in 
thousandths — eliminate special fixtures. 
Satin Chrome Finish. Carbide facings on 
anvil and spindle. 


( 4 





NEW MAGNETIC BASE 
INDICATOR HOLDER 
No. 657. Powerful permanent 
magnet type base holds Star- 
rett “Lost Word", No. 196 or 
No. 25 Series dial indicators. 
On-off push button. 
Universal adjustments. 





NEW HIGH SPEED 
WELDED EDGE 
HOLE SAWS 
Double-welded, shat- 
terproof. Sizes from 
Ye" through 42". In- 
terchangeable orbor 
with pilot drill available 
with Y2" and %" hex 
shanks; also %" round 
shonk. 





SEE THE STARRETT EXHIBITS 
BOOTHS 144-145 PRODUCTION ENGINEERING SHOW «+ 


ai 


NEW LAYOUT DYE ond 
INSTRUMENT OIL 

A high quolity tool and instrument oil ond 
on eosy-to-apply loyout dye... now avail- 
able in hondy tool box size cans. 


SPACE 1720 NATIONAL METAL SHOW 





ACCO The Chain that Identi ies tself.- 
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accoLoy WaWELD1I25 ~"" 
is available in 5 sizes 


e The sensational new Accoloy X-Weld 125 chain stands out 
distinctively and is a leader among quality chain. Its unique 
ond etched to show link formation, with the king-size welded area, identifies 
its big welded crea os antl 
—2\% times conven- it instantly. 


tional size area. This Welds with these alloy lugs are as strong or stronger than 
means double the 


/ the alloy material—and they won’t break when links are bent. 
security at the weld ma _ ww " . ‘ 
aes 1 ‘ Kinking is prevented by the projecting lugs—chain hangs 
straight as a die! 


This link was ground 


Accoloy X-Weld 125 chains are available now in five sizes— 
ig", 3%", 4", 54” and %”. Use them for slings, towing, bun- 
dling, general utility jobs. Write our York, Pennsylvania office 


for Bulletin DH-319. 


acco American Chain Division - 
~ AMERICAN CHAIN & CABLE (A Tee 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit Value 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 











